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sOFFICE APPLIANCES is a news and technical trade journal, 


serving the entire industry of office equipment. It covers the 
manufacture and distribution of office machinery, office devices, 
office furniture, office supplies and the entire range of commer- 
cial stationery. Its comprehensive news reports of the industry 
and its valuable special articles upon subjeets germane to its 
field have given it unusual prestige. It serves a clientele com- 
posed of managers and agents for the various office machines, 
devices and supplies, commercial stationery dealers and many 
of the largest corporations in the United States. It also reaches 
some dealers in fifty-four other countries who deal in American 
office equipment. 

ADVERTISING RATES upon application—only articles of 
office equipment or directly related products eligible. 

{SUBSCRIPTION RATES payable in advance, in the United 
States and its possessions and Mexico—one year, $2.00; two 
years, $3.00. Canada—one year, $2.50; two years, $4.00. For- 
eign, all countries in the Postal Union, the equivalent of $3.00 
American gold for one year and $5.00 for two years. Remit- 
tances may be made by personal checks, drafts on New York 
or Chicago, Postoffice or Express Money Orders, or in American 
Postage Stamps or Currency if sent by registered mail. 


Entered as Second-Class Matter, July 8, 1905, at the Postoffice at Chicago, IIl., 


{The ownership of OFFICE APPLIANCBHS is vested solely 
in the officers of the company. No person, firm or tion, 
either directly or indirectly connected with the business it repre- 
sents, has any share in its ownership or voice in shaping its 
policy, which has in view at all times the best interests of the 
field it serves. It aims to discuss all subjects e+ ¢' and to 
furnish its readers reliable information concerni: the 

and development of the office appliance industry. It wil answer 
any questions germane to its field to the best of its ability, and 
it asks its readers in all parts of the world to aid it with 
quiries and suggestions, to which it will give prompt and earnest 
consideration. 

{CHANGE OF ADDRESS... Subscribers may have their mail- 
ing addresses changed as often as desired. In ordering such 
changes it is necessary that both old and new addresses be 
given. 

{CONTRIBUTIONS are invited ag any topics of interest to 
this trade. All accepted monuserane will be paid for at space 
rates. Unaccepted manuscripts will not be returned unless post- 
age is enclosed by the sender. Correspondents should give their 
ames ond addresses, which will be withheld from publication 
1 esired. 


under Act of March 3, 1879. 
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Bookkeeping Machines. Stewart & Co., R. A........ 261 Canton Art Metal Co., The.........+.+ ---170 
Underwood Typewriter Co.............. 2, 55 Superior Type Co., The.. . 261 Cary Safe Co., The..... aE a Eas sowed 

Books, Business. Traut & Hine Mfg. Co...... 6) Corry-Jamestown Mfg. Co. . 
Modern Business Pub. Co............253, 256 Desk Calendars. General Fireproofing Co. ... 

Business Bureau for Office Specialties. Defiance Mfg. Co......... ‘ . - Globe-Wernicke Co., The ... 

Manning Business Bureau...............+- 246 Kimpton, Haupt & Co......... RR Imperial Steel Cabinet Co.......... onkceen 

Business Shows. Universal Office Device Co........ jc bm ee Invincible Metal Furniture Co........ 184, 191 
Annual Business Show Co.......... 263 Desk Trays. Macey ©0., TRO. oo cosccrcevssecvsseew 111, 189 
Business Exposition Co........... 256 American Electric Co........... .230 Medart, Fred, Mfg. ©0...ceescssssee ooo 045 

Calculating Machines. Automatic File & Index Co... . 200 Metal Office Furniture Co............ 140, 183 
Monroe Calculating Machine Co........ 95 Barbee Wire & Iron Works...........c0220. 197 Shaw-Walker Co. ....sees ccvedceneade , 131 
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eee ek De... cchcouwevewséive 257 General Fireproofing Co.... oo Terrell’s' Equipment Co..........+.+.. e+e AO 
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Shedd, Brown Mfg. Co..............--; 247 mete Ob., BeOrisssisaes. 111, 189 Yawman & Erbe Mfg. 06eseet sees bee 162, 163 

Carbon Papers. Shaw-Walker Co......ccsccsse; 107, 131 Filing Cabinets, Wi 
(See Ribbons and Carbons.) Yawman & Erbe Mfg. Co.... 162, 163 Automatic File & Index oo «+ +200 
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Improved Boehner Binder Co...... 271 Art Metal Construction Co................ 156 Browne-Morse Co. . oe . 136 
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HELP WANTED. 





IF YOU ARE AN EXPERT typewriter 
man experienced in store management 
ind capable of earning $3,000 to $5,000 
vearly, we have an excellent opportunity 
for you as manager (assuming complet 
charge) of a typewriter store belonging 
to a chain store system. Representing 
us in this capacity you will realize ten per 
‘ent on your investment plus a share in 
the profits of this firm which has paid 
lividends without interruption for many 
vears. This is a real, genuine, once-in-a- 
lifetime proposition for men interested in 
he typewriter field. For further par 
ticulars address Y-10, care Office Ap- 


pliances, Chicago. 


SPECIALTY SALESMEN and agents 

lo sell direct to consumer, nationally 
idvertised appliance primarily designed 
for office use but which on account of it’s 
idaptability is also applied to many in- 
lustrial uses. Each sale creates reorders 


‘ash proposition Profit more than 50% 
each sale and can be sold exclusively or 
s side line Write for details to R 
Haverstock Specialty Dept., 351 Jay 


St., Brooklyn, N. Y 





WE NEED two first class salesmen to 
handle the following lines in our trade 
territory: A nationally known line of 
School supplies and a specialty line of 
typewriters and coin changers. Both per- 
manent and of large possibilities, but no 
half-hearted men wanted. Fischer Print- 
ng Co., Sioux Falls, S. D. 


WAN TED—Salesman on commission 
basis for three territories including Pa- 
‘ific Coast States, Rocky Mountain and 
Mississippi River Valley States; to cal! 
m stationery and office outfitters, de- 
partment. hardware and furniture store 
trade Address O-5, care Office Ap- 
pliances, Chicago 


4 GOOD POSITION is awaiting a man 
who has had manufacturing and sales ex- 
perience in filing supplies. The manu- 
facturing experience may be considered 
is of greater importance than the sales 
Prefer someone abcut thirty years old. 
Opportunity for the right man to develop 
into manager of supply sales for prom- 
inent manufacturer. Address L-14, care 
Office Appliances, Chicago. 


WANTED—Manager-salesman for an of- 
fice furniture and supply store. Must 
have organization and salesman ability, 
both to be actively used. Fine opportunity 
for advancement Reasonable salary to 
start. 3ond required. Write fully with 
late references, stating salary expected 
ind when position could be taken. Ad- 
dress P. O. Box 1853, Jacksonville, Fla 
shown Good commissions. Herald Pa- 
per Box Co., Erie, Pa. 


WANTED—Six experienced salesmen 
with successful records in selling at re- 
tail office furniture. filing equipment and 
business systems, by The Hine Desk & 
Fixture Co., Denver, Colo. Prefer men 
between ages of 25 and 40. We are the 
leaders in our line in our territory and 
control agencies of the principal manu- 
facturers \ddress at once, J. H. Hine, 
care Office Appliances, if possible, that 
personal interview may be arranged 


WANTED—Salesmen to sell leading line 
of office desks and a specialty in a waste- 


basket Address J-11, care Office Ap- 
pliances, Chicago 


WANTED—Commercial Stationery Sales- 
man C. F. Hoeckel Blank Book & Litho 
Co., 1524 Arapahoe, Denver, Colo 





WANTED—‘Live Wire’’ to represent a AGENTS WANTED. 

new labor saving office specialty in Chi- 

‘ago and throughout Illinois Device is 

useful in any office and can be sold to KALLAJIAN Telephone Holder. Phone 
lealers and large corporations in quan- hand free, convenient and efficient_de- 
titles \ddress M-12, care Office Ap- vice, eliminating old tiresome way. Par- 


pliances, Chicago. ticulars Kallajian Mfg. Co., 1930 Wash- 
- . ington St., Boston, Mass. 








SALESMEN—To carry our line of en- 





graved and lithographed greeting cards 

exclusively or side line; liberal commis- WANTED. 

sions; give territory, experience and 

reference Chester Art Co., Norwood, 

Ohio SALESMAN covering New York City and 


New England states desires good lines to 
carry on commission basis. 12 years’ ex- 


WANTED—Salesmen who understand perience. Al references. Address X-8, 
office supplies and printing. to handle our care Office Appliances, Chicago. 





line on a straight commission basis. Good 
territory open. | National Office Supply WANTED TO PURCHASE: Underwood 
dies v9 , and Woodstock Typewriters. Send list 
a with prices. Muncie Typewriter Ex- 
SALESMEN WANTED—Commission or Change, Muncie, Ind. 
side line salesmen for children’s new — 
Christmas toy or game. Small and easy 


to carry and a ready seller wherever SITUATIONS WANTED. 














FACTORY MANAGER—Thoroughly ex- 

FOR SALE. perienced in the manufacture of  stee! 

a - office equipments, seeks connection with 

; responsible manufacturer as plant man- 

FOR SALE—Stationery store in Los An- iver or sales engineer. Address H-14, 
geles. Come where business is good and ‘are Office Appliances, Chicago. 


living easy. Commercial stationery stock 
of $15,000. Prosperous business, 4 outside 





solicitors. Good location and active busi- EXECUTIVE with fifteen years’ expe- 
ness. Fine opportunity to man _ who rience in all branches of the metal fur- 
knows the line. Address B., 730 South niture trade will be open for new con- 


Spring St., Los Angeles, Calif nection July ist. Address P-5, care Of- 
tal eas ——— fice Appliances, Chicago. 








ALL MODELS Multigraphs, duplicators. 


folding, sealing, addressing machines and An energetic, aggressive buyer, salesman 
supplies. Guaranteed serviceable as new. and manager with 20 years’ experience in 
One year free service Chicago. Machines Commercial Stationery and Office Equip- 
bought for cash, taken in trade and han- ment lines, desires connection as manager 
dled on consignment. Office Device Com- and buyer for Stationery and Equipment 


pany, 162-H. North La Salle, Chicago. house or department. Now connected 
. bs ‘wee with large Eastern city Stationer and 
; ; F Outfitter. Address J-10, care Office Ap- 
FOR SALE—Going stationery store in pliances, Chicago. 
city of 50,000, doing nice business. Close : = a 
to Chicago and only store in city. Will 
take from $12,000 to $15,000 to swing the STATIONERY MANAGER—15 years’ ex- 
deal. Address S-5, care Office Appliances, perience in Office Supplies, rniture, 
Chicago Filing Equipment, Loose Leaf Supplies, 
ete. At the present time manager of one 
; of the largest stationery houses in the 
ADDRESSING MACHINES, Multigraphs, Northwest. Desires to make a change. 
Duplicators, Letter Folders. Envelope Can furnish the best of references. Ad- 








Sealers, Mailometers, Check Writers, Dic- dress R-6, care Office Appliances, Chi- 
tating Machines, Multicolor Presses, at cago, Ill. : 





about half the manufacturer’s price. 
Pruitt Company, 170-H North Wells, 
Chicago. WOULD LIKE to communicate with pro- 
gressive stationer in need of store or de- 
partment manager. Fifteen years’ ex- 





MULTIGRAPHS, Dictaphones, Ediphones, perience; now manager of stationery de- 
Writerpresses, Mimeographs bought, sold partment, desire change to larger field. 
and rebuilt like new. Multigraph and teferences and further information on 
Multicolor ribbons, ink and platens. We request. Address V-7, care Office Appli- 
Save you money. Price, Inc., 440 South ances, Chicago. 


Dearborn St., Chicago. 








HIGH GRADE Metal Furniture man de- 
MULTIGRAPHS—Like new at one-third sires new connection. Thoroughly famil- 


to one-half cost Thoroughly rebuilt, in- iar with both built-to-order work and 
‘luding new type, platens, bearings, etc. stock lines. Address A-8, care Office Ap- 
Iron-clad two year guarantee. Will ship pliances, Chicago. 

m approval Russell Earnest Baum, 33 





South Broad St., Philadelphia 
WANTED to represent furniture manu- 
facturer on commission basis in central 








FOR SALE—Comptometers 8 column western territory. Address F 12, care 
$125.00, 10 column $150.00; Burroughs Office Appliances, Chicago. 

Caleulator $115.00; Monroe Calculating 

$125.00 Government machines almost 

new, money back guarantee. Perdue Of- POSITION WANTED as branch or dis- 
fice Furniture Co., Jacksonville, Fla. trict manager with office furniture or 


; equipment manufacturer. Prefer filing 
- cabinet business. Thoroughly experi- 
enced. Address G 34, care Office Ap- 








SERVICE. pliances, Chicago. 
TYPEWRITER PLATENS RECOVERED, WANTED, position as manager furniture 
50c up Fresh rubber, expert service lepartment of office outfitter or stationer. 
prompt return. Try us. Typewriter Ex- Experienced. Address M 11, care Office 
hange, Birmingham, Ala Appliances, Chicago. 











Copies of any one of the patents referred to below can be obtained by sending 25 cents in stamps to E. G. Siggers 
patent lawyer, Suite 33, N. U. Building, Washington, D. C., and mentioning Office Appliances. 


Fig! 



































- a?’ @ 
re 1,407,563. 

No. 1,405,289. Tag attachment for package closures, patented 
January 31, 1922, by Morris Cohen, New Orleans, La. 

No. 1,405,413. bag she - machine, patented February 7, 
1922, by William Helmond, Hartford, Conn. Assignor to 
Underwood Typewriter Company, New York, N. Y. 

No. 1,406,456. Safety envelope, patented February 14, 1922, 
by Walter F. Hammel, Chicago, Ill. Assignor to Esther S. 

ammel, of Chicago, Ill. 


No. 1,407,440. Typewriter, patented February 21, 1922, by 
John Coatsworth Reddick, of Toronto, Ont., Canada. 
No. 1,407,563. Penholder, patented February 21, 1922, by 


Emory D. Nichols, Chicago, Ill. 
No. 1,407,932. Manifolding attachment for typewriters, pat- 
ented February 28, 1922, by Maicolm L. Cossitt, of Alameda, 


1,410,854. Typewriting machine.—Richard W. Uhling, Arling- 
ton, N. J. (assignor to Allen Typewriter Company, Allentown, 
Penna., a Corporation of Pennsylvania). 

1,411,024. Typewriting machine.—William F. Helmond, Hart- 
ford, Conn. (assignor to Underwood Typewriter Company, New 
York, N. Y., a corporation of New York). 


1,411,077 Envelope.—Frank O. Balogh, Lakewood, Ohio. 
a ae Lead pencil.—James Bruce Mason, Jr., Nashville, 
enn. 

1,411,117. Lead pencil—James Bruce Mason, Jr., Nashville, 


enn. 
1,411.212. Self-feeding partabl 
Louis S. Harpootian, Brooklyn, N 
1,411,238. Typewriter machine.—Elbert S. Dodge, Ilion, N. Y. 
(assignor to Remington Typewriter Company, Ilion, N. Y., a 
corporation cf New York.) 
1,411,381. Combination for printing facsimiles of typewritten 
» @ 


Mince inker.— 


letters.—John B. Ruffalo, New York, N. 

















1,408,345 













Assignor to Manifold Impressions Corporation, Carson 
Manifolding attachment for typewriters, pat- 
ented February 28, 1922, by Malicoim L. Cossitt, of Alameda, 
Calif. Assignor to Manifold Impressions Corporation, Carson 
City, Nev. 

No. 1,408,009. Typewriting machine, 
1922, by Alfred G. F. Kurowski, Brooklyn, N. Y. 
Underwood Typewriter Company, New York, N. Y. 

No. 1,408,345. Manifolding attachment for _ typewriters, 
patented February 28, 1922, by Malcolm L. Cossitt, of Alameda, 
Calif. Assignor to Manifold Impressions Corporation, Carson 
City, Nev. 

No. 1,409,065. Fountain pen, patented March 7, 1922, by James 
Ring, Youngstown, O. 


patented February 28, 
Assignor to 


1,411,547. Envelope.—Ile Winter, Springstown, Okla. 

1,411,558. Pencil—Louis V. Aronson, Newark, N. J. 

1,411,579. Typewriter stroke and word counting and signaling 
device and speed indicator.—Alfred E. Oswald, Schenectady, N 
Y. (assignor to Underwood Typewriter Company, New York, 


N. Y., a corporation of Delaware). 





1,411,603. Typewriting machine.—Edwin E. Barney, New Ro- 
chelle, N. Y. (assignor to Remington Typewriter Compan.. 
Ilion, N. Y., a corporation of New York). 

1,411,604. Typewriting machine.—Edwin FE. Barney, New 
Rochelle, N. Y. (assignor to Remington Typewriter Company. 
Ilion, N. Y., a corporation of New York). 

1,411,691. Pen and pencil grip.—Philip R. George, Chicago, 


Til. 
1,411,707. Paper setting yoke in typewriting machines.—Er- 
nest Canning, Sydney, New South Wales, Australia. 
1,411,715. Magazine pencil.—Marx Finstone, Brooklyn, N. Y. 
1,411,767. Hidden pencil.—Anton Zubryd, Jersey City, N. J. 
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EA PORTS 


March Exports of Adders-Calculators. 
United States exports of adding and calculating machines, 
by countries, during March, 1922. By the Division of Statistics, 
Department of Commerce: 


June, 1922. 








Countries. Number. Countries. Number. 
DRE benecencad 5 $ 3,580/Trinidad and To- 
Ae 73 Pee ee GC edie stuns 3 540 

‘zechoslovakia S Fl arr Ss 1,929 
Denmark “ 5 1,470'Dominican Republic 2 367 
a 5 900|Virgin Islands of 
0 eee 171 36,023; United States.. 1 175 
Germany heueas ae 33,286/Argentina ....... 27 5,362 
ee 11 2,860\iBrazil ......... 24 5,174 
Netherlands 20 8,107|\Colombia ......... 5 862 
Norway ...... 7 ne iS psd 66-0 3 955 
Poland and Danzig 2 500 |Uruguay Seabees 5 900 
Pe 6 1,305|\Venezuela ....... 1 183 
DURE ccc ccces. OF 10,516|British India..... 12 2.400 
Switzerland ...... 45 4,777|Straits Settlements 1 325 
SEE cccucocsce Ra FS, CORT ccc icctvcess 12 3,150 
Canada Java and Madura. 25 3,340 

Maritime Prov... 20 120 Other Dutch East 

Quebec and On- SG txt bane 2 360 

a 159 3,657|Far Eastern Re- 
Prairie Prov 4 COG] WEEE 6606s 0 ce. 1 100 
British Columbia DL: 5 dekakien as 43 8,690 
and Yukon.... 5 849 Philippine Islands 23 3,496 

British Honduras. 1 90\/Australia ........ 13 2,385 
ee 5 756\|New Zealand..... 20 2,400 
Honduras 3 900|British South Af- 

Nicaragua i 1 i Ea ae ee 6 993 
EN os ccck axiaie 35 6,914iLiberia ........... 1 225 
3ermuda 2 450 —- -_— 
Jamaica 1 > | Sper 1,105 $201,146 

Shipments to Non-contiguous Territories. 

ROR. cc vcces ne 3 $ §93|Perto Rico....... 7 $ 71$ 

EERE accccscsccs SE 4,317 


March Exports of Carbon Paper and Ribbon. 


United States exports of carbon paper and typewriter ribbons 
by countries during March, 1922. By the Division of Statis- 
tics, Department of Commerce: 

Typewriter 

Ribbon. 
Pounds. 


Carbon Paper. 


Countries. Pounds. 








DEE  Sib:icxkea notes nae ene beaeeaes 426 $ 460 418 $ 848 
A, 219 240 813 1,303 
Esthonia ..... ee re err ene 100 50 aée ; 
on ae ey eee eee ; ia 20 85 
Sr ere er re ee 1,224 1,075 2,472 6,077 
EE ain ibn sendin scnedeeceenaeeed 1 20 
Se err a ee SS iad is 298 420 
a Re a Se ee eee 660 731 190 275 
DET <5. din: aid hd os Bee bea ee aed ate es 87 73 
Poland and Danzig. REE SA 159 146 ie 
rere cer er ee 678 732 bats aa 
NEE: | £02k. waiaia. 4 40.0 eemin oe Caden 1,126 1,305 426 651 
Switzerland ee TE eT eee 370 440 640 1,517 
BU 0 TONOOIG. cictunsecsseees< 54 35 73 120 
England ib oid Cag knee eee 21,069 17,892 9,939 16,806 
PED, Coneyees ce daeweeuee eae ee 620 548 “ oes 
Cz 
Maritime Provinces.............. 34 42 162 220 
Quebec and Ontario.............. 8,930 4,629 1,904 3,336 
Prairie Provities. ...cesccccccvcs 328 246 401 752 
British Columbia and Yukon..... 42 44 22 33 
ee ee ee eae ahd 5 36 
oe ee eee 168 109 Te eee 
OORT re ee ern 6 2 3 12 
PO. coe nasacaddecdeaaxeaeton 66 97 5 15 
PRMOMRE occas: eT TT TeT eT eo eee 384 213 76 81 
Perr er re oe ee 3,093 3,293 1,772 3,638 
Miquelon and St. Pierre Islands.. Sis Scam 2 5 
Newfoundland and Labrador...... 13 30 int ‘ate 
a ae ae 105 98 61 119 
Trinidad and Tobago.............. 323 375 15 33 
Other British West Indies........ we ao 2 6 
te AER 3,042 2,941 236 678 
Dominican Republic............... 20 52 née er 
ee ty Pee 10 28 7 19 
PR a ees et CR 1,597 2,696 241 651 
SN ati wgas<'.6's Oa aa oes ee ee 615 §25 252 507 
re er Fore oe 700 855 61 204 
Colombia ioc icky oa aaah wh cad 11 11 wens cal 
ES RS oS a ES te Sma oh ode ome 15 27 
a, ee a a oe 65 220 
ro, US eee 497 384 741 1,064 
DEG: ona dato & ag: irew davedk nee Balai 46 46 184 284 
WD oa 6a.a die gie &4pdmduiee eed 95 191 188 492 
EL... oo 4.6 oe Saetnaaeabe ned ae »ao2 991 533 870 
Straits Settlements................ 179 23 27 122 
EE Wicks wars 'a.s.c'0:0 ba cbieihdn kan Mane 1,673 2,343 3 12 
SI, 5. dca sds 050 db Oe de eae Ba 5 18 a5 <4 
Java and Madura.................. 87 85 502 1,040 
. a Se ee ee 18,081 10,491 380 586 
PUONGEe GIN TIVTIA «5 6 occcscciscecs we Le 13 42 
oe Oy ere 140 105 418 596 
Australia ..... no adhe 6dbatneme eons 1,291 1,411 1,290 2,287 
Pe eG... vac:bechenwn cumanie 5 11 eT ean 
oS Se eyes 1,016 1,248 163 249 
SY OED, 5 5 6 cca ons anede ces : ee ig 45 85 
British South Africa............... 371 219 338 413 
oc ae eee ia hats 18 71 
EE So'sveni ss vicath Bxauswnawaad 71,019 $57,606 25,527 $47,000 


APPLIANCES 


March Exports of Cash Registers and Parts. 
United States exports of cash registers and parts, during 
March, 1922. By the Division of Statistics, Department of Com- 





merce 
Cash Registers. Parts of. 

Countries. Number. mber. 
ee er rer ee 2 413 57 $ 43 
Denmark pb susapeesseddea ee 35 9,644 65 
EY 3. co shows eh ee 0006 b keel eee 14,365 33 87 
Germany K én whalck:4)6's vs ae 1 306 869 993 
SUROEEEINENS: . 00> once dcbnsate MAES 57 14,865 105 46 
res HP 14 2,412 246 219 
OS Pe rs are 7 13,907 311 630 
Sweden ....... eee ee are 94 26,462 274 785 
eT Oa ee eee 8 ,309 49 96 
SRR POS eae 990 13,456 2,371 2,787 
Canada 

Maritime Provinces.........seees 4 290 win nae 

Quebec and Ontario.............- 27 2,339 8,210 6,657 

Prairie PROVIRNCOB. «+ 6000 cs candoes 4 150 ary" eee 

British Columbia and Yukon.... 3 450 eae ose 
PS. 5 0 os cc oes doen ce taeda eee 4 240 24 6 
DORE. . .. ccaud> sun éaeesteeeaennen Ss 3,543 see eae 
DEI 4-4 « wad vacn+e bonne ae 21 2,170 381 70 
Newfoundland and Labrador....... on + ovat 27 10 
NONE OED: «diy cccacsctuvanawns oaueeen 3 285 one eee 
TE RR IEE RESO ee See tr yar ris sion 307 87 
Trinidad and Tobago.............+. 3 480 ry eae 
CE css i cd sla sss Séeebeeehaeen 8 1,100 594 278 
Dominican Republic...........seeee 4 630 } nem one 
Virgin Islands of United States.... 1 150 Jah enn 
Pe RS Fre ree 37 11,148 254 396 
POE, c)6-0.0.d0>- Gaon 5a005'0 5 Se > Sl - 30000 161 378 
CO, kc ckae ccs ceedevnn een 5 2,505 ase see 
NN eer eee 2 156 er awe 
Dees COMM. ..... cancenaGaneeeeee 1 240 Ps me 
UNE ° ann b-etinn state a oe 06 okegelie aie eaderae ‘ 1 276 40 62 
Venezuela ...... caobsw 0 eee 2 342 eee ome 
See ee 1 168 tan wee 
Straits Settlements. .....ccsccvesess 1 450 wad ose 
CO On! 5 Sect es os gue elie a eee 1 600 eS 008 
Ne ara 18 7,468 280 237 
ee Eee Sc cobs caedeaionakan 6 256 ave «ae 
SD ive savdet te le © hep oe aa - 5,041 een owe 
Philippine Islands ............. 25 4,056 P i ee 
BIRGRGREE: . 5 sin é.c0's +00 ¥000kbnweeenen 174 28,457 625 298 
New Zealand. ERS See - 29 3,735 162 189 
British South Africa.............s. 11 2,893 403 223 
Abewte, Gd. TRIG «< + .00sskeadeenuen 2 437 wer eos 

PORE. « 6.0ccqekneces sane 883 $191,157 15,848 $14,703 


March Exports ‘of Metal Office Furniture. 
United States exports of metal office furniture by countries 
during March, 1922. By the Division of Statistics, Department 
of Commerce: 


Other 

Office Other 

Furni- Metal 
Filing Cases. Safes. tureand Fur- 

Countries. No. No. Fixtures. niture. 
SR ndcadigkiers 8 $ 471 sae sn a Sie bow aeer we 99 
OS ee eae 12 539 ae i ‘bie 268 
A a ae what nad ass 36 
Ee eee ee 1 7 ee “ee ye 141 
Netherlands 2 104 a ee ay ese ose 
PO: Gk vaaskctses 8 eo oes vie ede Tr 
ET eee ee 12 3 724 1,131 1,065 
Se 249 =10, 293 edt a 435 1,000 
ED: Succes ce eure ; eal bas tee 560 
Canada— 

Maritime Province 2 64 1 64 rp 150 

Quebec & Ontario 196 2,976 57 4,857 3,919 14,484 

Prairie Provinces. 38 484 17 709 636 1,545 

British Columbia 

and Yukon. > 2 59 eile che 58 244 
British Honduras... ... pa ese ma Pe 104 
Costa Rica. eA 1 58 1 194 89 Wace 
Guatemala ........ «.. Pir nats ay des 26 
Honduras ..... 10 173 10 701 ° 4,042 
Nicaragua ..... sina sae 63 

=a 31 329 ee ‘ 212 1,397 

eee ere eee eats ee sae he Pe 100 
OE eee 8,503 32 2,307 3,797 20,613 
Bermuda 2 139 2 516 io 1,778 
a ees 23 265 3 184 10 483 
Trinidad and Tobago 3 77 5 528 8 1,776 
Other British West 

RR on ae ie no 1 70 isae 143 
OO ns ee eats o 9 422 18 9,108 ve 6,985 
Dominican Republic 2 72 mer ni ae 691 
Dutch West Indies. .... bes ne vke un 7 
NOE “ciavebueerees ss 8 322 Jee oe i és 8 
Virgin Islands of U. 

PE encase acs — ah ons _ 197 
BPROUEIME co ccdeccs 93 5,720 et hae wei 1,052 
Bolivia ie 5 145 vr see éee veo 
a Sa 30 1,314 ine as 346 ass 
Chile 15 442 eo ~ 45,910 3,918 
Colombia 11 641 62 6,255 oda 1,745 
OS ERR 5 147 en ke at 240 
British Guiana...... ... saa ra aes aoe 87 
. . SP aaa 2 141 mae itt oes 1,458 
eget par or ~ tsi 787 
> > ggg aie och asav Wits 4 10 1,201 35 653 
British India..... ‘fare © Sart 1 78 69 28 

. aa Sas 13 3,165 11 790 7,004 3,071 
Chosen ........ ey" ses nie ‘afar wale 80 
Java and Madura. 64 1,287 all Gas 881 1,329 
Other Dutch East 

Indies .. 40 810 ome abe opie oes 
French Indo-China.. ... ae fms ims res 
Greece in Asia...... ee ala ooh ibaa ey 233 
Hongkong ....... : ; baad ot ae one 2,289 
SE 5 Sin os walt Bie.d oh 20 656 12 57,462 16 1,017 
Kwantunz, leased 

COPTUEOTY ccccvess ° ‘ 131 eau 
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Philippine Isiands... 9 123 1 250 15,830 2,272 Typewriters Parts 
SE -oiAtenn cence. ae ep Ty Py hp 148 Countries. Number. Number 
CS: «ewtide'nes 3 265 1 75 5,271 781 PE kina ce ed aweds wocee es 2% 1,492 i 15 
French Oceania.... . R , ead 30 10 DE sac dugedeemnses ee 1,424 88,289 17 275 
New Zealand....... 2 272 pis owe rey 722 Miquelon and St. Pierre Is.. 2 25 
Belgian Kengo..... 6 118 aes _ ”? aes Newfoundland and Labrador.. H 151 
British S. Africa.... 22 819 kt. , 302 - ae errr ee 1 300 
Canary Islands..... ad . - ae 125 Is ofa a cite erat \ ‘ 22 1,264 
ET a peed é:md¢ obs . ‘ 686 10,386 Trinidad and Tobago a a 30 2,126 { »S 
EN Cinas a eé0é'ee a> 10 310 ty ; ras ae Other British West Indies . 8 344 
a re cas : , bee ‘at 34 Cuba ih career seas « ban 96 8845 t 
— _ ———-- Mominican Republic ....... : 9 577 
EE Mia's © panos 1,241 $42,723 248 $86,073 $86,797 $93,608 Dutch West Indies ...... os 21 850 
ie Haiti en ee Pere } 224 
Virgin Islands of U. S. ..... 6 365 
March Exports of Typewriters. aryeesne tee eeeeee — wer sie ed 

United States exports of typewriters (including bookkeeping Brasil Se ee. ne : 648 43.981 ) 
machines) by countries, during March. 1922. By the Division Se os SU 2 te ») 1.200 
of Statistics, Department of Commerce: ae. 16 2011 { 

Typewriters. Parts of. iScuador 11 S00 

Countries Number Number. Beitich Guiana ........... me 1 5a 
Austria : ‘re 379 $ 27,489 500 $ 175 Peru SES: ; 99 1.550 715 
Azores and Madeira Islands ae 50,725 588 1,447 RNS le SNE Ce A : 24 2'877 15 5, 
Czechoslovakia .......... 208 14,752 en's ae Venezuela ....... 2 115 5948 oY 12 
Denmark ...... cess 125 10,047 229 492 = British India ............. <a 36,862 1,172 23¢ 
Esthonia .. aes ' ‘ 200) 98 511 Straits Settlements ......... 23 1,584 
Finland aqwis ot.« : 192 15,080 15 51 A 198 13.969 2) 671 
France .. —— 2,761 159,210 4,120 15,537 “REESE re 3 170 
Germany .. ° 30 4,265 167 603 Java and Madura ............. 199 13,225 18 124 
Gibraltar . es I 60 eee sae Other Dutch East Indies ....... { 711 
Greece rea . 39 1,290 PM cutaeekns cada : 23 1,581 
Hungary = . 26 1,628 ee dade Japan Co ere esesesrsessecses cee 205 11,948 Sut Huu 
Italy ...... ares - 1,370 98,845 709 866 Kwangtung. 1 11 265 
Latvia ......... 83 6.376 = --- Palestine and 25 1,785 
Netherlands ‘ ° 323 16,023 472 1,262 Philippine Islands ........ ven 56 2.071 4 129 
Norway ... ese eees 59 3,113 7+ — “rere ia 635 41,138 1,428 933 
Poland and Danzig... 117 8,460 24 47 French Oceania ........... 1 65 
RUNGE Scctcces ‘ 54 2,098 40 91 New Zealand 1] 9 S58 2G 129 
ey e . 639 35,287 317 a0 Belgian Kongo ............. ‘ 26 Q55 
Sweden ......+4:. - 226 18,246 27 17 British South Africa ........ ‘ 126 6.391 1 600 
Switzerland + 0.0 ‘ 756 38.644 503 1.581 British East Africa 1 on ai) 25, 
Turkey in Europe ‘ 27 1,861 ‘aie Egypt ° ‘ 1n4 10.663 2 115 
 ™* aoe . 5,289 363.771 7 14,935 Alseria ie a q 136 10,080 1< £99 
OTT LECT TEE — 4,877 170 Fihesia he LAC ote satan 9 165 
Ireland ... i ee 52 ALS D2, he ae Maracas. ahgiid cas 193 15.060 
Canada—Maritime Provinces , 18 948 89 C 

Quebec and Ontario ++ 1,204 (6,039 I 901 IE elo Sie ede ....-20,683 $1,340,626 23.621 $51,034 

Prairie Provinces .. ; 78 5,804 166 : ; 

British Columbia and Yukon.. 18 962 112 Shipments from the U. S. to Non-Contiguous Territories. 
British Honduras .... 1 Oe eee Ty pewriting 
Costa Rica 49 2,904 80 195 Machines 
Guatemala ........... , 16 1,093 72 100 eee Peres ‘ ; $ 536 
Honduras ...... : ewe 4 13 1,083 H 5 ea , 3.685 
Nicaragua .... - ‘ 5 Ae eee Porto Rico 

Miscellaneous Customs Information. 
The following figures and notes were abstracted from the 
general statistics prepared by the Bureau of Foreign and 
Domestic Commerce showing activities of the products of 
this field: 
Brazil. United Kingdom. 

Imports of paper into Rio de Janeiro from March 20 to Preferential rates of import duty on products of th 
April 17, and Santos from March 19 to April 17—from Ger-_ British Empire apply to mandated territories as follows 
many, 642 tons; from Scandinavia, 275 tons. The Southwest Africa territory (formerly German 

China. Southwest Africa) controlled by the Union of South 
Africa; New Guiana territory (formerly German posses 


Imports of stationery from various sources for the three 
years indicated: 
Canada—(1918) $47,348: (1919) $45,785: (1920) $35,717. 


Great Britain—(1918) $218,222; (1919) $316,914; (1920) 
$482,418. 

Hongkong—(1918) $122,494; (1919) $138,493; (1920) 
$27,713. 

Japan—(1918) $760,812; (1919) $1,003,267; (1920) $903,- 
746. 

United States—(1918) $272,588; (1919) $542,578; (1920) 
$805,898. 

All other sources—(1918) $36,466; (1919) $47,407: (1920) 
$149,046. 


New Zealand. 

Tariff reductions on a variety of products imported into 
New Zealand after May 31 include typewriters and cash 
registers. 

A special surtax is imposed on the products of coun- 
tries in which the currency is depreciated, thereby creating 
a preterence for similar products produced in countries 
where the currency is stable. Writing paper and news- 
print is included in a long list subject to this special tax. 

Spain. 

An increased schedule of fees for services of Spanish 
counsels in foreign countries is provided by a decree of 
February 21, 1922. The complete text of the decree, in 
Spanish, is on file in the Bureau of Foreign and Domestic 
Commerce, Washington, D. C. 

Switzerland. 


[wo customs declarations are required with parcel post 
packages for Switzerland. They must be exact duplicates, 


and separately attached to the parcel. 


sions in the South Pacific, excluding German Samoa and 
g 


Nauru) controlled by Australia; Western Samoa (formerly 
German Samoa) controlled by New Zealand. 
Exports from the United States. 

Addressing machines in January—(1921) (not segre- 


$14,543. Same, in Fe 
(1922) 150 


machines (a 
segregated); 


gated); (1922) 133 
ruarv—(1921) (not 
$12,802. 

Cash register and adding machine 
(1921) $20,872; (1922) 52,445 pounds @ 


1 
machines a 


paper in January 
$8,425. Same, in 


February—(1921) $50,174; (1922) 36,203 pounds ( $4,493. 
Chairs of all descriptions exported in February—(1921) 
$183,152; (1922) 5,256 chairs @ $24,577. 
Envelopes in January—(1921) (not segregated) 1922) 
245,971 pounds @ $43,864. Same, in February 1921) 
(none reported); (1922) 128,514 pounds @ $27,123 


Fountain pens in January—(1921) 45,197 pens @ 


(1922) 1,455 pens @ $1,349. Same, in February 1921) 
35,959 pens @ $56,153; (1922) 4,716 pens @ $5,707 

Lead pencils, metal casing, in January—(1921) (not 
segregated); (1922) 15,615 dozen @ $29,577 Same, in 


February—(1921) (not segregated); (1922) 6,298 dozen (@ 
$15.333 


Mucilage in January—(1921) (grouped with paste); 
(1922) 8,735 pounds @ $2,427. Same, in February 1921) 
(grouped with paste); (1922) 4,306 pounds @ $909 

Mucilage and paste in January—(1921) $58,343 1922) 
(reported separately). Same in February—(1921) $25,787; 


(1922) (reported separately). 

Other pencils in January—(1921) (not segri 
(1922) 313,985 dozen @ $76,711. Same, in February 
(not segregated); (1922) 492,529 dozen ( $67,719 

Paper clips, binders, erasers, inkstands and other office 


gated); 


(1921) 





June, 1 


supplies in January—(1921) (not segregated); (1922) 8,007 
pounds @ $50,831. Same, in February—(1921) (not seg- 
regated); (1922) 107,486 pounds @ $56,316. 

Papeteries in January—(1921) (not segregated); (1922) 
$16,087. Same, in February—(1921) (not segregated); 
(1922) 15,878 pounds @ $6,571. 

Paste in January—(1921) (grouped with mucilage); 
(1922) 74,171 pounds @ $11,356. Paste in February—(1921) 
(grouped with mucilage); (1922) 52,680 pounds @ $7,318. 

Penholders and pens [re-exports!] including fountain and 
stylographic, in February—(1921) 112 gross @ $118; (1922) 
three gross (@ $10.00. 

Penholders in January—(1921) 
(1922) 1,722 gross @ $4,387. Same, in 
16,655 gross (@ $39,446. 

Pens, metallic, except 
gross (@ $19,860; (1922) 8,373 gross @ 
February—(1921) 25,719 $14,202; 
gross (a $2,866. 
~ Safes in January—(1921) 1,900 safes @ $197,518; (1922) 
199 safes @ $18,754. Same, in February—(1921) 1,480 
safes (@ $152,853; (1922) 157 safes @ $21,288. 

Pencil leads in January—(1921) (not segregated); (1922) 
32.440 dozen @ $1,886. Same, in February—(1921) (not 
segregated); (1922) 259,208 dozen @ $7,475. 

Writing ink in January—(1921) (not segregated); (1922) 
61,215 pounds @ $19,719. Same, in February—(1921) (not 
1); (1922) 38,765 pounds @ $7,880. 


segregated) 


$34,922: 
(1921) 


13,388 gross @ 
February 
gold, in January—(1921) 34,746 
$4,228. Same, in 
(1922) 4,239 


j 
gross a 





NOTE.—Manufacturers should read this department, for 
here are announcements from firms at home and abroad 
regarding thew requirements for goods. Many of these an- 
nouncements outline business opportunities of importance 
to manufacturers in this field. 


Overseas. 
Barcelona, Spain.—Juan A. Williams, Fontanella 17, is in- 
terested in typewriters, inks. pencils, stationery, school ma- 


terial, ete Manufacturers are invited to get in touch with Mr 
Williams 

Casablanca, Morocco.—M. M. Benetar, Boite 
wishes to undertake the representation of a good typewriter 
office furniture, oftice appliances and typewriter paper Manu- 
facturers not represented in the territory indicated may get in 
ouch with Mr. Benetar. 

Edinburgh, Scotland.—S. C 


Postale 556, 


Griffiths & Company, 34 Frederick 


street, desires to secure Scottish agencies for a few high grade 
oftice specialties An efficient crew of salesmen covers the 
ountry. Manufacturers are invited to communicate with the 
company. 

Sydney, Australia.—John Eskdale. of Eskdale, Henerson & 


Company, manufacturers’ agents, 76 Pitt street, is interested 
n securing agencies for the sale of time and labor saving de- 
vices for office use He wishes to hear from manufacturers of 
machinery and stationery lines who are not now represented in 


,ustralia, Mr. Eskdale was in the United States recently 
alling on manufacturers. 

Domestic. 
Los Angeles, Calif.—C. J. Schubert, Jr., & Company, 615 


Loew's State building, has organized a sales force covering the 
entire state of California. The company is ready to take on a 
few more good specialty lines. 

New York, N. Y.—The Vulcan Company, stationer, has moved 
to enlarged quarters at 303 Fifth avenue; the former location 
was 500 Fifth avenue. New catalogues and price lists are re- 
from manufacturers. 

Patchogue, N. Y.— Victor E Meyer, 118 West Madison street 
is a new-comer in the stationery business. He desires to re- 
ceive price lists and catalogues from manufacturers and job- 


que sted 


bers He formerly was in business at 104 East Twenty-third 
street, New York, N. Y., handling photographic supplies only. 
He now handles stationery. cameras, photographic supplies, 


sporting goods and novelties 
Seattle, Wash.—The Bankers’ Office Equipment Company, 805 


Leary building, wishes propositions from manufacturers of 
office furniture and equipment. The company desires to sell 
direct from catalogues. Travelers cover the state of Wash- 


ington. and the banks and larger offices in Alaska and the 
Hawaiian islands are solicited by mail Manufacturers are in- 
vited to communicate with the Bankers’ Supply Company in 
‘ase representation is desired in the territory indicated 
Opportunities for Foreign Trade. 

The business tips which follow are collected from various 
points where the United States has consular officers and com- 
mercial attaches If the reader wishes to follow any of the 
prospects, he can obtain the name and address by requesting 
the information from the Department of Commerce, Bureau of 
Moreign and Domestic Commerce, Washington. D. C., mention- 
ing the number which indentifies each item. This information 


PLIANCES 


il 


Writing paper, except in papeteries—(1921) (not segre- 


(1922) 


(1921 


gated); $689,203 
February 
@ $62,049. 


pounds @ 
(not segregated); (1922) 379,817 pounds 


$115,844. Same, in 


Imports. 
Pencils and pencil leads in January—(1921) 29,704 gross 


@ $56,197; 
in February 
gross @ $13,043. 


(1922) 77,060 gross @ $32,392. 
-(1921) 14,267 gross @ $8,398; (1922) 


Same, imports 


2,590 


Penholders and pens in January—(1921) 50,892 gross @ 
$33,194; (1922) 26,572 gross @ $23,896. Same, imports in 
February—(1921) 51,227 gross @ $27,273; (1922) 70,898 


gross (@ $36,996. 


Bonded Warehouse Statistics. 

Pencils and pencil leads on hand December 31, 1921, 20,- 
851 gross @ $107,150; export withdrawals during January, 
100 gross @ $78.00; domestic withdrawals during January, 
4,522 gross @ $14,809; balance on hand January 31, 16,2 


gross (@ $92,263. 


Domestic withdrawals during February, 


2,506 gross @ $9,244; balance on hand February 28, 13,723 


$83,019. 


gross (a 


Penholders and pens, etc., on hand December 31, 1921, 
24,120 gross @ $64,556; no export withdrawals; domestic 
withdrawals during month, 15,016 gross @ $6,031; balance 
on hand January 31, 1922, 9,104 gross @ $58,525. Domestic 


withdrawals during 


February, 


twenty gross 


@ $2,109; 


balance on hand February 28, 9,084 gross @ $54,416. 


outa ofthe 


can also be obtained from the 
f the department. 


DISTRICT OFFICES. 
New York: 734 Customhouse. 
Boston: 1801 Customhouse. 


Chicago: 1424 First National 
Bank Building. 
St. Louis: 1209-1210 Liberty 


Central Trust Co. Building. 


New Orleans: 214 Custom- 
house. 
San Francisco: 307 Custom- 
house. 


Seattle: 515 Lowman Building. 
Manila, P. L: George L. Lo- 
gan, Mer. 
CO6PERATIVE OFFICES. 
Akron, O.: Chamber of Com- 
merce. 
Baltimore, Md.: Export 
Import Board of Trade. 
Chattanooga, Tenn.: Foreign 
Trade Secretary, Southern 
Railway System. 
Cincinnati, Ohio: Chamber of 
Commerce 
Cleveland, Ohio: 
Commerce. 


and 


Chamber cf 


Columbus, Ohio: Chamber o7 
Commerce. 
Most of these items are quoted 


district and co-operative offices 


CO6PERATIVE OFFICES— 


Continued. 
Dallas, Tex.: Chamber of 
Commerce. 


Dayton, Ohio: Dayton Cham- 
ber of Commerce. 

El Paso, Tex.: Chamber of 
Commerce. 

Indianapolis, Ind.: Chamber of 
Commerce. 

Los Angeles, Calif.: Chamber 


of Commerce. 
Newark, N. J.: Chamber of 
Commerce. 
Norfolk, Va.: Hampton Roads 
Maritime Exchange. 
Cham- 


Philadelphia, Penna.: 
ber of Commerce. 

Pittsburgh, Penna.: Chamber 

of Commerce. 


Portland, Ore.: Chamber of 
Commerce. 
Richmond, Va.: Chamber of 
Commerce. 


Rochester, N. Y.: Chamber of 
Commerce. 

Syracuse, N. Y.: Chamber of 
Commerce. 


in full, as reported by the 


Bureau of Foreign and Domestic Commerce, in the thought that 


where a 


miscellaneous list of requirements is stated, the char- 


acter of the inquirer’s business will be revealed. 


These items are given 
miscuous publication of the 
Trade Opportunities developed 


merce The 
their recipients 


identifying 
names connected with Foreign 
by the Department of Com- 
names and addresses must not be published by 


numbers, to avoid pro- 


Adding and Calculating Machines. 


1743.—The 
manufacturers and 
chines. 
man. References 
2171 An agency 
for the sale of a low 
Quotations desired f. o. b 
Terms: 
See also No 
See also No. 2051 


representation 
exporters 


Cash against documents. 
1455 under Typewriters. 
under Typewriters. 


is desired by a firm in Italy of 
of addin 
Correspondence should be in 


and calculating ma- 
talian, French or Ger- 


is desired by a mercantile firm in Scotland 
or medium priced calculating machine. 
New York, Baltimore or Boston. 


Reference. 


Furniture. 


970.—A bank 


is to be constructed in Spain. 


The architect 


desires to purchase and secure the agency for bank fixtures, 


safe deposit equipment, 
tionary installations. 


Corunna 


metal 
Quotations 
Correspondence in French or Spanish. 


filing cabinets and other sta- 


be given f. o. b. 
References. 


should 


1402._An American consul in Canada reports that a church 
in his district is in the market for interior fittings and supplies, 
such as seats, desks and blackboards for a private school with 


a seating capacity of about 400 pupils. 
documents upon receipt of goods. 


Terms: 
References. 


Cash against 
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1449.—A dealer in Spain, now buying in France and England, 
is interested in furniture, especially office furniture and fix- 
tures. Quotations requested c. i. f. Valencia. Correspondence 
should be in Spanish. References. 

1862.—A commercial agent in Canada wishes to secure the 
representation of firms for the sale of all kinds oi furniture for 
general use. References. 

2186.—A merchant in Italy wishes to purchase or secure an 

ency — the sale of office furniture. Quotations should be 
given c. i. f. Genoa. References. 

General. 
1530.—A mercantile firm in England desires to secure an 
agency for any good mechanical labor-saving devices or spe- 
alties. Reference. 

2191.—A commercial agent in Belgium desires to be placed 
in touch with firms producing or dealing in industrial raw ma- 
terials, machines, technical articles, or technical specialties, 
which seek representation in that country. No reference given. 

Other Machines. 

1657.—Representation is desired by an agent in Spain for the 
sale of ali kinds of office appliances. Terms: Cash upon de- 
livery of goods in Spain. Correspondence should be in Spanish 
or French. References. 

1858.—A merchant in Switzerland desires to secure an agency 
from manufacturers only for the sale of electrical novelties, 
office machines and chemical products. Quotations should be 
given c. i. f. European ports, if possible Antwerp or Rotterdam. 
References. 

See also No. 1641 under Stamps and Stencils. 

Paper. 

1721.—A mercantile firm in India desires to purchase hard- 
ware, metals, wire and products, asbestos packing and cement 
sheets, pipes and fittings, machinery, cutlery, electrical goods, 
paints and varnishes, paper and stationery, cotton mill and gin 
stores, cotton piece goods and old newspapers. Quotations are 
desired c. i. f. Indian port. References. 

1757.—The representation is desired by a commercial agent 
in Cuba of manufacturers of wrapping paper and other papers, 
beds and cribs, dry goods in general, fancy and leather goods, 
cambric, percales, satins, cretons and cotton waste. References. 

1821.—An agency is desired by a merchant in Brazil for the 
sale of paper, stationery, dry goods and leather. References. 

2015.—There is a market in India for electric lamps and all 
sorts of electrical appliances, newsprint and other papers, sta- 
tionery and toys. Quotations should be given c. i. f. Indian 
port. Terms: Cash against documents. References. 

2019.—A iupant has been received from a firm in Canary 
Islands for the purchase of paper, nails and wire. Quotations 
should be given c. i. f. Canary Islands port. References. 

See also No. 1760 under Stationery. 

Pens and Pencils. 

1447.—A business house in Spain desires quotations c. i. f. 
Valencia on gramophones, mechanical toys, fountain pens and 
accessories, typewriters, optical goods and _ scientific instru- 
ments. Correspondence should be in Spanish, French or Italian. 
References. 

1667.—A firm in Spain desires to purchase or secure an agency 
for the sale of fountain pens and office supplies, such as pencils, 
carbon paper, rubber erasers, inks 


pens, clips, blotting paper, 
and typewriter ribbons. Quotations are requested c. i. f. Span- 
ish port. Correspondence should be in Spanish. Reference. 


1759 under Typewriters. 
Ribbons and Carbons. 
See No. 1667 under Pens and Pencils. 
See No. 1647 under Stationery. 
Stamps and Stencils. 
1641.—A manufacturing firm in England wishes to purchase 
materials used in the manufacture of rubber stamps, stamp 
pads, engravers’ materials, sign plates, numbering machines, 


CURRENT MARK 


A summary of prices on New York and Chicago stock ex- 
changes of industrial stocks related to the office equipment and 
stationery fields. Where no showing is made the stocks were 
not dealt in actively. 

Miscellaneous fiduciary affairs are noted. 

Stocks starred (*) are traded in but not listed. 

American Bank Note Company—Common. 
High for year, April, April, 7@77%; low for year, Jan., 


See also No. 


6@51% 


Week of April 29—Sales, 400; high, 74%; low, 73; close, 73%. 
Week of May 6—Sales, 100; high, 71; low, 71; close, 71. 
Week of May 20—Sales, 200; high, 71; low, 71; close, 71. 
Week of May 27—-Sales, 100; high, 70; low, 70; close, 79. 
American Bank Note Company—Preferred. 
High for year, March, 3@54; low for year, Jan., 6@52. 


close, 52. 
July 1 to 


low, 52; 


Week of May 29—Sales, 100; high, 52; 
payable 


Quarterly dividend, seventy-five cents, 
stock of record June 15. 
American Can Company—Common. 














High for year, April, 11@50%4; low for year, Jan., 7@31. 
Week of April 29—Sales, 18,100: high, 49; low, 4654; close, 47%. 
Week of May 6—Sales, 27,200; high, 495¢; low, 4714; close, 485%. 
_Week of May 13—Sales, 18,500; high, 48%; low, 54%; close, 
Week of May 20—Sales, 11,200; high, 48%; low, 46%: close, 48. 
eu om of May 27—Sales, 18,100; high, 19%; low, 475%; close, 

48%. 
American Can Company—Preferred. 

High for year, May. 17@106; low for year, Jan., 6@94. 
Week of April 29—Sales, 1,100: high, 105%; low, 104%; close, 
04%. 

Week of May Sales, 300; high, 104%; low, 104%; close, 
104% 
owe of May 13—Sales, 700; high, 104%; low, 104%: close, 
4 
Week of May 20—Sales, 900; high, 106; low, 104%; close, 106. 
Week of May 27—Sales, 1,300; high, 105%; low, 104%; close, 


104% 


per cent, payable July 1 to stock of 


Quarterly dividend 1% 
record June 15. 
The American Multigraph Company. 
Quarterly dividend 1% per cent, 
record May 20. 
, «ae Writing Paper Company—Preferred. 
High for year, 


payable June 1 to stock of 


April, 15@37%; low for year, Jan., 13@22%. 
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etc. Quotations should be given c. i. f. Liverpool or f. o. b. 
New York. Cash to be paid. Reference. 
Stationery. 

1442.—_A Spanish typewriter manufacturer desires to pur- 
chase general office supplies, typewriter accessories, steel in 
small sections, 12x8 millimeters, 11x4 millimeters, of uniform 
thickness, polished, and steel plate from which to stamp out 


typewriters. desired c. i. f. Valencia. 


bars and Quotations 
References. 

1518.—A merchant in England desires to purchase or secure 
an agency for the sale of novelties for household and general 


use, such as automatic lighters, pocketbooks, leather wallets, 





hot-water bottles and ornaments. Quotations should be given 
ec. i. f. Liverpool or London. Cash to be paid. Reference. 

1539.—A commission merchant in Canada wishes to secure 
agencies for the sale of hardware, manufactured products, tools, 
cutlery, household appliances, leather goods, shoe findings, 
automobile accessories, sporting goods, toilet articles and sta- 
tionery. References. 


1647.—A firm of mercantile representatives in Norway desires 
to purchase and also secure an agency for the sale of type- 


writer supplies and novelties (typewriting ribbons not included) 
Nor- 


and carbon paper. Quotations should be given ec. i. f. 
wegian port. Payment to be made through banks in Norway 
and in New York. References. 


1760.—A firm of general merchants in India desires to secure 
the representation of manufacturers for the sale of electrical 
goods, electric motors, motor car and cycle accessories, paper, 
paper goods, stationery, cutlery and pocket tools. References. 

1823.—An agency is desired by a firm of commission brokers 
in Italy for the sale of stationery and office supplies in general, 
rubber goods and rubber substitutes for industrial purposes. 
References. 

2202.—A firm dealing in stationery supplies in Italy 
purchase ink for stamping linens. References. 

2205.—A commission merchant in Spain desires to purchase 
and secure an agency for office supplies, especially rebuilt type- 
given c. i. f. Corunna or Vigo. 


wishes to 


writers. Quotations should be 
Terms: Cash against documents. Correspondence desired in 
Spanish. References. 


1667 under Pens and Pencils. 

1721 under Paper. 

1821 under Paper. 
Typewriters. 

1441.—Catalogues and quotations ec. i. f. 
quested on apparatus and photographic articles, optical goods 
in general, typewriters and instruments of precision. Cor- 
respondence should be in Spanish. Ship via Spanish lines direct 
to Cadiz. 

1448.—A dealer in Spain desires quotations c. i. f. 
auto-pianos, typewriters and bicycles. Correspondence 
be in Spanish. References. 

1455. iter dealer in 
typewriters and computing machines. 
Malmo or Goteborg. Terms: Cash 
Sweden. 

1759.—An agency is desired by a mercantile firm in the 


See also No. 
See also No. 
See also No. 


Cadiz, Spain, are re- 


Huelva on 
should 


Sweden desires the agency for 
Quotations desired c. i. f 
against documents in 





Canary 


Islands for the sale of typewriters and fountain pens with lead 
point. Quotations desired c. i. f. Santa Cruz de Tenerife. Cor- 
responde nee should be in Spanish. References. 

972.—An inquiry has been received from a firm in Spain for 
an agency for automobiles and accessories, lubricants and oils 
therefor; typewriters and accessories. Quotations are desired 
e. i. f. Spanish ports. Correspondence should be in Spanish. 


references. 


2051.—An agency is desired by a firm in Italy for the sale of 
automobiles and motor cycles, typewriters, and calculating ma- 
chines. Quotations should be given ec. i. f. Italian port. 
Reference. 


See also No. 1447 under Pens and Pencils. 


ET QUOTATIONS 








Sales, 2.400; high, 3514; low, 33; close, 33. 
Week of May Pt we 1,200; high, 35; our, 33; png 33 
Week of May 13—Sales, 900; high, — low, 33; close, 33. 
Week of May 20—Sales, 1,200; pigh. 5; low, 33%; close, 35. 
Week of May 27—Sales, 600; high, 35%; low, 34: close, 34 


Burroughs Adding Machine Company.* 
Two weeks ending May 6—Sales, 231; average price, 152@155. 
Two weeks ending May 20—Sales, 160; average price, i846 156. 
Columbia Graphophone Company—Common. 
High for year, April, 26@5%; low for year, Jan., 23@1%. 
Week of April 29—Sales, 122,600; high, 5 low, 3%; close, 4%. 
Week of May 6—Sales, 28,900; high’ 5; +1 454; close, 4%. 





Week of May Sales, 25,400: high, 4%; low, 41%; close, 43%. 
Week of May 20—Sales, 16,800; high, 4%; low, 4%; close, 4% 
Week of May 27—Sales, 10,600; high, 4%; low, 4%; close, 4% 


Business of the Columbia Graphophone Manufacturing Com- 
pany is considered satisfactory in view of general conditions. 
Summer months are not the best in the industry. Liquidation 
of inventories is progressing, and by the end of the year, with 
iast quarter’s good business, the inventory situation is expected 
to be cleared up. Record business is good, and Columbia rec- 
ords are reported gaining in vopular favor. 

Columbia recently announced it would begin the manufac 
ture cf certain radio apparatus. Letters were mailed to reliable 
interests in radio field offering to manufacture goods. A large 
number of answers have been received from concerns wishine 
apparatus made under special patents. This would indicate 


Co umbia has an excellent opportunity to increase at little 
additional expense. 
May 12 the period in which holders of deposited notes were 


allowed to file protest to the new plan dealing with the com- 
Over 76 per cent of notes are on 


pany’s indebtedness expired. 
deposit under the agreement. and only a few holders have reg- 
istered objection.—Chicago Herald and Examiner, May 14, 1922 


Columbia Graphophone Company—Preferred. | 
High for year, April, 25@20%;: low for year, Jan., 





Week of April 29 Sales 16, 400: high, 20%; low, 

15% 
w eek of May 6—Sales, 2,200; high, 19: low, 17%; close, 18 
Week of May 13—Sales, 1,000; high, 17%; low, 16%; close, 16%. 
Week of May 20—Sales, 1,400: high, 1834; low, 16%; close, 18%. 
Week of May 27—Sales, 1,100; high, 181%; low, 17; close, 17% 








Computing- Tabulating- Recording Company. 
High for year, April, 26@79%; low for year, Jan., 


31@55! 
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Week of April 29—Sales, 23,200; high, 79%; low, 75%: close, Remington Typewriter Company—First Preferred. 
77%. sf : i 2 ; = High for year, March, 13@73; low for year, Jan., 13@56%. 
Week of May 6—Sales, 16,700; high, 79; low, 74; ciose, oe Week of April 29—Sales, 200; high, 70; low, 70; close, 70. 
Teek of é 3—Sales, 5 0); igh, 75%; r, 635¢; close, . 
on f May 13—Sales, 51,400; high 4; low, 63%; close Remington Typewriter Company—Second Preferred. 
Week of May 20—Sales, 21,300: high, 68%: low, 63%; close, High for year, March, 14@63; low for year, Jan., 14@650. 
66%. P Week of April 29—Sales, 200; high, 60; low, 60; close, 60. 
Week of May 27-—Sales, 40,800; high, 715g; low, 67; close, 69%. Week of May 20—Sales, 100;’high, 57%; low, 57%; close, 57%. 


Quarterly dividend $1.50 the share, payable July 10 to stock 
of record June 23. The rate has been advanced from $1.00 the 
juarter. 


Royal Typewriter Company, tnc. 
Proposal to pay dividends on its preferred stock by issuance 


The increase yesterday in the rate of the Computing-Tabu- of new_common stock, of no par value, is advanced by directors 
lating-Recording dividend from $4.00 to $6.00 annual basis was of the Royal Typewriter Company, whose stockholders will meet 
about in line with expectations. In some quarters it was be- on June 9. Dividends on the preferred will have accumulated 
lieved the rate might be advanced to $7.00 or $8.00, but it was to the extent of $2,308,972 on July 17. Liquidation is proposed 
understood to be the view of the board that the more con- - the basis of one share of the new no par common for each 
servative action was advisable although earnings might justify 25.00 of accumulated and unpaid preferred dividends. To cover 


a higher distribution. Before the action of the directors was this action it is proposed to issue 92,358% shares of the new 
flashed over the news tickers the stock had a sinking spell to stock. It is also proposed to issue 42,323% shares of no par 








67%, but later it advanced to 70% and closed a point higher at value common stock in exchange for 42,323 shares of the 
70%.—New York Tribune, May 23, 1922 present common stock of $100 par.—Chicago Journal of Com- 
ig : merce, May 26, 192 
The B. F. Goodrich Company—Common. 
High for year, May, 26@43; low for year, Jan., 4@34%. ; : Underwood Typewriter Company—Common. 
Week of April 29—Sales, 13,200; high, 4214; low, 40%; close, High for year, May, 1@142%; low for year, March, 17@113%. 
413 % " Week of May 6—Sales, 200; high, 142%; low, 142%; close, 
Ww ek of May 6—Sales, 7,800; high, 42%: low, 4034; close, 41%. 142% 
west of May 13—Sales, 1,100; high, 41%; low, 39%; close, A014. Quarterly dividend 2% per cent, payable July 1 to stock of 
Week of May 27—Sales, 10,500; high, 43; low, 41; close, 42%. record June 3. 
j : ie < Moderate improvement is indicated in a report by Underwood 
: yee &. Fs Goosrion Company PvereEres. ‘ , Typewriter on domestic sales of standard machines. April 
High for year, April, 24@91; low for year, Jan., 15@82. showed a gain over earlier months. The improvement was gen- 
Week of April 29—Sales, 21,000; high, 91; low, 89; close, 89. eral throughout the East with the exception of the New Eng- 
Week of May 6—Sales, 1,200; high, 90%; low, 89; close, 89%. land territory, where purchases were curtailed, due to labor 


Week of May 13—Sales, 1,100; high, 89%; low, 85%; close, 85%4. ‘rouble and uncertainty. There was practically no change 
Week of May 27—Sales, 400; high, 89%; low, 8814; close, 89%. noted in the export situation. The production rate on the larg- 
Quarterly dividend, 1% per cent, payable July 1 to stock of er machines is about the same as last year, but sales have in- 
record June 21. creased to a point where the size of the backlog maintained 
The Goodyear Tire & Rubber Company—Common.* recently has shrunk.—New York Journal of Commerce, May 13, 


- ; : ; 1922 
April 24 to May 27—High bid, 13%; low bid, 12%; high asked, — 
1 


ae High f J 12@107%; low for year, Jan., 12@107 
- sae) igh for year, Jan., 12@ (42; 10 y ’ ” . 
The Goodyear Tire & Rubber Company—Preferred.* Quarterly dividend 1% per cent, payable July 1 to stock of 


April 24 to May 27—High bid, 37%; low bid, 36 High asked, record June 9. 





Underwood Typewriter Company—Preferred. 





39; low asked, 31 : . The Wah! Company—Common. 
Kellogg Switchboard & Supply Company. High for year, April, 13@78%; low for year, Jan., 3@50. 
April 24 to May 27—High bid, 59; low bid, 52. High asked, Week of Apri Sales, 11,075; high, 69; low, 65%; close, 67%. 
61; iow asked, 55. Week of May 6—Sales, 1,675; high, 67%; low, 66%; close, 67. 
Lanston Monotype Machine Company. Week of May 13—Sales, 5,290; high, 66%; low, 63; close, 63%. 
Quarterly dividend 1% per cent, payable May 31 to stock of Week of May 20—Sales, 6,255; high, 65; low, 61; close, 65. 
‘a May 22 . “i gs . Week of May 27—Sales, 3,730; high, 6544; low, 64; close, 64. 
a oy ye ; » +008 : Monthly dividend, 50 cents the month, payable August 1 to 


For the year ended Feb. 28, 1922, net profits after taxes were 
$477,877, equal to $7.96 a share on the $6,000,000 capital stock 
outstanding In 1921 the company reported net profits of $1,- 
438,844. equal to $23.98 a share on the same amount of stock. 
Net profits for the last year, before the deductions of taxes, 
amounted to $786,680. During the year the company paid out 
$360,000 in dividends and wrote off $41,451 for obsolete machines, 
parts and other items. The profit and loss surplus on Feb. 28, 
1922, amounted to $4,550,396.—Chicago Tribune, May 10, 1922. 


stock of record July 22; payable September 1 to stock of record 
August 23; payable October 2 to stock of record September 22. 
The Wahl Company is selling more pencils than last year, 
although sales in dollars so far in 1922 are slightly under those 
in 1921 because of the demand for the lower priced articles. 
President C. F. Roberts stated —— The company 
doing well, he added, considering business conditions. 
Earnings results for the year cannot be predicted, he re- 
marked, as the majority of the business comes in the fall when 


Patten Typewriter Company (Distributor). schools reopen. Christmas develops the demand. The com- 
Quarterly dividend 2% per cent, payable May 21 to stock of pany has no Japanese or German competition, he said , 
record April 20. The financial position is very good. A total of $1,700,000 in 


cash and U. S. treasury certificates and no bank loan for two 
years.—Chicago Journal of Commerce, May 18, 1922. 
The Wah! Company—Preferred.* 


Remington Typewriter Company—Common. 
High for year, March, 14@42; low for year, Jan., 6@24. 
Week of April 29—Sales, 2,200; high, 3436; low, 31%; close, 34. 






Week of May 6—Sales, 5,100; high, 36; low, 33%; close, 34%4 April 24 to May 27—High bid, 94; low bid, 92. High asked, 96; 
Week of May 13—Sales, 300; high, 33%; low, 32%; close, 3214, low asked, 94. 

Week of May 20—Sales, 600; high, 3414: low, 33; close, 33%. Dividend 1% per cent, payable June 15 to stock of record 
Week of May 27—Sales, 1,600; high, 3714; low, 33; close, 36%. June 2. 








The Service Bureau of Office Appliances Is for 
the Exclusive Use of Subscribers 
and Advertisers 


For subscribers it answers by personal letters all inquiries upon matters germane to the field, it furnishes special reports upon 
articles of office equipment, supplies names of manufacturers of any article wanted, puts man and job together, 
aids foreign dealers in securing U.S. A. lines, and in many other ways performs useful service, all 
without charge. For advertisers it maintains a competent copy department, furnishes lists 
of desirable agents and dealers in nearly every country, sends actual leads for 
business in a weekly bulletin which goes to advertisers only and in other 
ways supplements the value of the advertising space. Subscribers 
in every corner of the globe make good use of this bureau; 
manufacturers in every section of the field have 
evidence of the value of the service. 
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ie Association Officers 


A LIST OF OFFICERS OF THE VARIOUS STATE AND LOCAL STATIONERS’ ASSOCIA- 

TIONS, THE REGIONAL BODIES OF THE NATIONAL ASSOCIATION OF STATIONERS 

AND MANUFACTUREKS, LOCAL ASSOCIATIONS OF OFFICE APPLIANCE MANAGERS, 

AND THE VARIOUS AFFILIATIONS OF MANUFACTURERS TO FACILITATE CON- 
TACT WITH THE FIELD. 


Secretaries are requested to notify Office Appliances of any changes in personnel or address, and to report 
annual elections x 


HOH 
F 
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NATIONAL ee yt OF STATIONERS AND 
NUFACTURERS 

J. Ogden Pierson, saaaeine Eberhard Faber, first vice presi- 
dent; G. L. Davis, second vice president; Charles L. Mitchell, 
third vice president; A. H. Childs, treasurer; J. Herbert White, 
auditor; Fletcher B. Gibbs, general manager, 403-05 Conway 
Building, Chicago, Ill.; Mortimer W. Byers, secretary; W. D. 
Pittman, assistant general manager; W. HU. Greenleaf, field 
secretary; Charles L. Estey, advertising counsel. 


WHOLESALE STATIONERS’ ASSOCIATION OF THE 
UNITED STATES 

Paul J. Wielandy (Blackwell-Wielandy Book & Stationery 
Company), president, St. Louis, Mo.; Geo. L. Davis (Adams 
Cushing & Foster, Inc.), vice president, Boston, Mass.: Ross P. 
Andrews (R. P. Andrews Paper Company), treasurer, Wash 
ington, D. C.; H. C. Whittemore, secretary, 1741 West Eleventh 
Street, Brooklyn, N. Y. 


Stationers—Regional and State 


CAPITOL DISTRICT STATIONERS’ ASSOCIATION 

R. F. Clapp, Jr., president, Albany, N. Y.; Mr. Shaffer 
(Albany News Company), Albany, N. Y., vice president; George 
. Green, treasurer, Albany, N. Y. 

THE COLORADO STATIONERS’ ASSOCIATION 

George Matheson, chairman, 301 Colorado National Bank 
Building, Denver, Colo. 

CONNECTICUT VALLEY STATIONERS’ ASSOCIATION 

D. D. Macdonald (Bradiey & Scoville Company, Inc.), New 
Haven, Conn.; J. B. Tower (John R. Rembert Company), vice 
pone. New Haven, Conn.; F. L. Chamberlin (The Chamber- 

n & Shropshire Company), treasurer, Bridgeport, Conn.; E. W. 
Ss (Adkins Printing Company), secretary, New Britain, ‘Conn. : 
James E. Feeley, auditor. 
ILLINOIS STATIONERS ann BOOKSELLERS’ 
ASSOCIATIO 

Will H. Johnson (W. B. Read & Company, Bloomington, IIl.), 
president; Otto Wagner (Otto Wagner, Freeport, Ill.), vice 
president; Harry H. Chumley (Wilder & Wilder, 129 Nerth 
Main street, Decatur, ILll.), secretary-treasurer. 


KANSAS BOOK DEALERS’ ASSOCIATION 
Phil M. Anderson, president, Newton, Kans. 
A. 8. Allen, vice president, Wichita, Kans. 
F. G. Orr, secretary-treasurer, Wichita, Kans, 


MIDDLE ATLANTIC DIVISION 


A. Pomerantz (A. Pomerantz & Company), chairman Board 
of Governors, oe. Penna.; Mortimer W. Byers, coun- 
sel, New York, N. Y.; Francis B. Irwin (James Hogan Com- 
pany, Ltd.), Philade]phia, Penna., secretary-treasurer. 


Se waes DIVISION—NATIONAL ASSOCIATION OF 
TATIONERS AND MANUFACTURERS 
dD W. caine (Western Bank Supply Company, Oklahoma 
City, Okla.), president; F. M. Hughes (Standard Office Supply 
Company, Oklahoma City, Okla.), secretary-treasurer; Otto C. 
Botz (The Hugh Stephens Printing & Stationery Company, 
Jefferson City, Mo.), vice president for Missouri; George 


Hausam (Hutchinson Office Supply & Printing Company 
Hutchinson, Kans.), vice president for Kansas; J. W. Ras 
mussen (Omaha Printing Company, Omaha, Neb.), vice presi 
dent for Nebraska; James T. Ward (Ward Office Supply Com 
pany, Okmulgee, Okla.). vice president for Oklahoma: CC. RB 
Smith (Smith Printing Company, Pine Bluff, Ark.), vice presi 
dent for Arkansas. 


NORTHWESTERN STATIONERS’ ASSOCIATION 
E. D. L. Sperry (Brown, Blodgett & Sperry Company). 
chairman, St. Paul, Minn. 


PACIFIC NORTHWEST STATIONERS’ ASSOCIATION 
J. K. Gill (J. K. Gill Company, Portland, Ore.), president. 
Pliny L. Allen (Pliny L. Allen Company, Seattle, Wasb.), 


vice president. 
J. S. Ball (Kilham Stationery & Printing Company, Portland, 


Ore.), secretary-treasurer. 


SOUTHEASTERN DIVISION—NATIONAL ASSOCIATION OF 
STATIONERS AND MANUFACTURERS 


Ivan E. Allen (Ivan Allen-Marshall Company, Atlanta, G 
president; R. H. Pogue (Birmingham, Ala.), vice presider 
Alabama A. W. McClure (Macon, Ga.), vice president 
Georgia; Leo Johnson (Tampa, Fla.). vice president for F 
ida; Marshall Hotchkiss eye Tenn.), vice presiden 
Tennessee; E. G. Harpold (Ne Orleans, La ), vice pr saidont 
for Louisiana; George H aeane (Charlotte, N. C.), vice presi 
dent for North Carolina; William Cogswell (Charleston, S. ©.) 
vice president for South Carolina: J. P. Swann (Lester Boo 
& Stationery Company, Atlanta, Ga.), secretary 


STATIONERS’ ASSOCIATION OF CALIFORNIA 
Henry C. Dimond, chairman, 255 California Street, San 
Francisco, Calif. 


THE STATIONERS’ ASSOCIATION OF SOUTHERN 
CALIFORNIA 


J. L. Garner, chairman, 608 O. T. Johnson Building, Los 
Angeles, Calif. 


Stationers—Local 


ATLANTA STATIONERS’ CLUB 
A. P. Baylis (Baylis Office Equipment Company), president; 
H. M. Kopplin (The S. P. Richards Company), vice president; 
J. P. Swaan, secretary-treasurer. 


BALTIMORE STATIONERS’ ASSOCIATION. 
Sanders J, Thalheimer (Meyer & Thalheimer), president. 
W. Booth Settle (Commercial Printing & Stationery Com- 

pany), vice president. 
John W. Kennedy (John W. Kennedy Company), treasurer. 
Lewis R. Curlett (John H. Saumenig & Company), secretary. 


BIRMINGHAM STATIONERS’ ASSOCIATION 
R. H. Pogue (Dewberry & Montgomery Stationery Company), 
chairman. 
(Mr. Pogue is acting secretary pending the election of a 
successor to W. G. King, who has moved from Birmingham.) 


BOSTON STATIONERS’ ASSOCIATION 
Charles L. Cole (Lawrence, Mass.), president; Thomas 
Groom (Thomas Groom Company), vice president; Niel Buck- 
ley, treasurer; H. B. Van Dorn, Jr. (Joseph Dixon Crucible 
Company), auditor. 


BUFFALO STATIONERS’ CLUB 
Marry T. Williams (Ryan & Williams), president. 
Richard B. Lockwood (Millington Lockwood), vice president. 
Clarence T. White (Adams & White Company), treasurer. 
Geo. W. Davis (Otto Ulbrich Company), secretary. 


CHICAGO STATIONERS’ ASSCCIATION 
John W. Ogren, chairman, Conway Building, Chicago, I). 
CINCINNATI STATIONERS’ CLUB 

John H. Gibson (Gibson & Perin Company), president. 

Frank L. Mills (Armstrong Stationery Company), statistician. 

E. E. Davis (Sellers, Davis & Company), secretary, 311 Wal- 
nut Street, Cincinnati, Ohio. 

ESSEX COUNTY STATIONERS’ ASSOCIATION 

Samuel R. Baker, president; Bertram W. Grover, vice presi 

dent; E. F. Sheridan, secretary-treasurer, Newark, N. J 
STATIONERS’ CLUB OF INDIANAPOLIS 

John Hampton (The Hampton Printing Company), president. 

Mr. Hiller (Hiller Office Supply Company), vice president. 

Everett Agnew (W. K. Stewart Company), secretary-treas- 
urer, Indianapolis, Ind. 

KANSAS CITY STATIONERS’ ASSOCIATION 

Oliver Wroughton, chairman, 801 Graphic Arts Building, 

Kansas City, Mo. 
LOUISVILLE STAMP AND STATIONERS’ CLUB 
John Fetter (Geo. C. Fetter Company), president. 
Chas. Boone (Hammer Printing & Office Supply Company), 


treasurer. 
George H. Koerner, secretary, 208 Lincoln Building, Louis- 


ville, Ky. 
MILWAUKEE STATIONERS’ ASSOCIATION 
J. L. O'Connor, chairman, Camp Building, Milwaukee, Wis. 
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MEMPHIS STATIONERS’ ASSOCIATION 

E. H. Clarke (E. H. Clarke & Bro.), president; Starnes A. 
Taylor (A. R. Taylor & Company), vice president; A. Jarratt 
Taylor (S. C. Toof & Company), secretary. 

THE STATIONERS’ ASSOCIATION OF MONTREAL 

Ernest Latter, president; Paul Granger (Granger Ferres), 
vice president; Thomas V. Bell (Thomas V. Bell, Ltd.), sec- 
retary -treasurer. 

NASHVILLE STATIONERS’ CLUB 


J. Victer Barr (Brandon Printing Company), president. 
John Ambrose ‘Davies Printing House), secretary-treasurer. 


STATIONERS’ ASSOCIATION OF NEW ORLEANS 


W. W. Eldredge (Petetin-Baudean, Inc.), Secretary. 
STATIONERS’ ASSOCIATION OF NEW YORK 
Charles D. Brewer (H. K. Brewer & Company), president 
Wm E. Ward (John E. Ward & Son), first vice president; 
Fred Tilt (Boorum & Pease), second vice president; Morti- 
mer V Byers, third vice president; Joseph I. Kilbourn (L. H 

Biglow Company), treasurer; William C. Siegert, secretary, 


STATIONERS’ AND PUBLISHERS’ BOARD OF TRADE 

Edward F. Huber (Eberhard Faber), president; John E. 
Gavin (Charles M. Higgins Company), first vice president; 
Nelson H. Stewart (K. & O. Company, Inc.), second vice- 
president; Gordon Cameron, secretary-treasurer, New York, N, Y. 


OMAHA STATIONERS’ ASSOCIATION 
Charles E. Moyer (Moyer Stationery Company), 
Guy McKenzie, treasurer. 
Cc. C. Cope, secretary. 


PEORIA STATIONERS’ ASSOCIATION 


Mr. Fuller (Fuller-Peerless Company), president. 
John Gallagher (John Gallagher & Company), 
treasurer, Peoria, Ill. 


president. 


secretary- 


Office Appliance and 


ASSOCIATED OFFICE FURNITURE MANUFACTURERS 

George W. Searles (National Desk Company), president, 
Herkimer, N. Y. 

John Dornette, Jr. 
cinnati, Ohio. 

Alf Normann 
Chicago, III. 

Walter Gerwig (Bentley & Gerwig Furniture Company), sec- 
retary, Parkersburg, W. Va. 

J. Arthur Whitworth, manager, 
ing, Grand Rapids, Mich. 


CARBON AND RIBBON EXCHANGE 
Sam : we (Neidich Process Company), president, 


ton, 
8. . Mifflin, secretary-director, 
Philadelphia, Penna. 


DRAWING MATERIALS, BLUE PRINT AND ARTISTS’ 
MATERIALS MANUFACTURERS OF THE NATIONAL 
ASSOCIATION OF STATIONERS AND 
MANUFACTURERS 


John W. Ogren, chairman, Conway Building, Chicago, Il. 


INTERNATIONAL STAMP MANUFACTURER®S’ 
ASSOCIATION 

Charles L. Safford (Safford Stamp Works, 205 West Madison 
Street, Chicago, Ill.), president. 

B. Cairns (B. Cairns, Ltd., 134 Richmond Street, 
Toronto, Ont.), first vice president. 

E. T. Partridge (Partridge-Scotford Stamp & Seal Company, 
12 West Tenth Street, Kansas City, Mo.), second vice president. 

E, Q. Cannon (Salt Lake Stamp Company, 65 Broadway, 
West, Salt Lake City, Utah), third vice president. 

H. M. Allen (Allen, Doane & Company, 29 Cornhill, 
Mass.), fourth vice president. 

R, B. Curtis (The Dickey-Grabler Works, Madison Avenue 
and West 103d Street, Cleveland, Ohio), treasurer. 

Directors—William Jenkins, chairman (Jas. H. a & 
Company, Inc., 3942 Forbes Street, Pittsburgh, Penna.); R. F. 
Hershey (Pannier Bros. Stamp Company, 207 Sandusky Street, 
N. 8S., Pittsburgh, Penna.), G. Fred Hiss (The Hiss Stamp 
Company, 52 East Gay Street, Columbus, Ohio), George West- 
brook (Noble & Westbrook Manufacturing Company, 19 Asylum 


(The J. Dornette & Bro. Company), Cin- 


(Central Manufacturing Company), treasurer, 


801 Michigan Trust Build- 


Burling- 
Stock Exchange Building, 


Weat, 


Boston, 


PHILADELPHIA STATIONERS’ ASSOCIATION 

Frank R. Welsh (Wm. Mann Company), president. 

Wm. 8S. Yeo (Yeo & Lukens), first vice president. 

Walter G. Stringer (Joseph Dixon Crucible Company), eec- 
ond vice president. 

Charles A. Connell (Automatic Printing & Stationery Com- 
pany), treasurer. 

Francis B. Irwin (James Hogan Company), secretary, 607 
Chestnut Street, Philadelphia, Penna. 


PITTSBURGH STATIONERS’ CLUB 
Charles H. Langbein (Stevenson & Foster Company), presi- 
dent. 


H. B. Smith (The Looseleaf Company of Pittsburgh), vice 


president. 
John A. Brown (J. R. Weldin Company), treasurer. 
Robert Crawford (Myers & Shinkle Company), recording 


secretary. 
George H. Alexander (Geo. H. Alexander & Com ), corre 
sponding secretary, 242 Diamond Street, Pittsb Saree, Ponke. 
RICHMOND STATIONERS’ ASSOCIATION 
Samuel Iseman (Virginia Stationery Company), eo. 
J. S. Frances (The Baughman Stationery Company), vice 
president. 
A. A. Schwartz (A. A. Schwarts 
treasurer, Richmond, Va. 
ST. LOUIS STATIONERS’ ASSOCIATION 
Taylor B. Wyrick, chairman, 706 Olive Street, St. Louis, Mo, 
STATIONERS’ ASSOCIATION OF SAN FRANCISCO 
Henry P. Dimond, chairman, 256 California Street, 
Francisco, Calif. 


SEATTLE RETAIL STATIONERS’ CLUB 
K. R. Terry (Lowman-Hanford Company), chairman; E. N. 


Company), secretary- 


Phelan (Retail Bureau, Seattle Chamber of Commerce), sec- 
retary. 
TRI-CITY STATIONERS’ ASSOCIATION (MOLINE, BOCK 
ISLAND AND DAVENPORT) 
E. M White (Davenport, Towa), president; E. O. Valle 
(Rock Island, Ill.), vice president; D, 8, Hansen (Molire, IIl.), 


secretary -treasurer. 


Specialty Manufacturers 


Street, Hartford, Conn.), A. G. Fales (Northwestern Stamp 
Works, 110 East Third Street, St. Paul, Mina.). 

Information regarding district organizations may be obtained 
from the secretary, 602 Empire Building, Pittsburgh, Penna. 


NATIONAL ASSOCIATION OF CHAIR MANUFACTURERS 


Ashton P. Derby (Derby & Company, Gardner, Mass.), , al 
dent; W. H. Gunlocke (W. H. Gunlocke Chair Company, 
land, N. Y.), vice president; Wm. B. 
Monadnock building, Chicago, III. 


NATIONAL ASSN. OF LOOSE LEAF MANUFACTURERS OF 
THE U. 8. A. 


John W. Ogren, director, 407 Conway Building, Chicago, Iii. 
NATIONAL ASSOCIATION OF OFFICE APPLIANCE 
MANUFACTURERS 


Baker, secretary, 631 


Cc. K. Woodbridge (The Dictaphone), president, New York, 
N. _ 


R. N. Fellows vice president, 
Chicago, Ill. 

A. N. Smith (Wales Adding Machine Company), secretary- 
treasurer, Wilkes-Barre, Penna. 


NATIONAL ASSOCIATION OF STEEL FURNITURE 
MANUFACTURERS 

O. A. Wilkerson (Steel Equipment Corporation), president, 
Avenel, N. J. 

J. D. Rogers (Art Metal Construction Company), vice presi- 
dent, Jamestown, N. Y. 

Wm. A. Vawter, II. 
Benton Harbor, Mich. 
oi D. M. Phillips, secretary, Engineers Buliding, Cleveland, 

0. 


NATIONAL ASSOCIATION OF WOOD FILING DEVICES AND 
SUPPLIES MANUFACTURERS 


R. H. Sprague (Weis ieee Company), secretary, 
Monroe, Mich. 


(Addressograph Company), 


(Baker-Vawter Company), treasurer, 


SPECIALTY ENVELOPE MANUFACTURERS’ ASSOCIATION 
“ne H. Everly, chairman, Tribune Building, New York, 


Office Appliance Managers 


BIRMINGHAM OFFICE EQUIPMENT CLUB 

Alex Patterson (Dewberry & Montgomery Company) 

dent: E. I. Leighton (Addressograph Company), 
treasurer. 


CINCINNATI OFFICE APPLIANCE 
ASSOCIATION 


presi- 
secretary- 


MANAGERS’ 


A. E. Zugelter (Underwood Typewriter Company), president; 
W. L. Gibson A Ni Dalton Adding Machine Company), vice 
president; C . C. Miller (Todd Protectograph Company), 


secretary-tre¢ ae, Cincinnati, Ohio. 


CLEVELAND BUSINESS SYSTEMS CLUB 
A. E. Blackstone (The Dictaphone), president; W. A. Helms 
(Library Bureau), vice president; A. H. Fritchman (The Rand 
Company), treasurer; K. A. von Ladau (Elliott Addressing 
Machine Company), secretary. 


DALLAS BUSINESS SYSTEMS CLUB 


R. BH. Austin (International Time Recording Company), 
president: J. F. Snowden (Rapid Addressing Machine Com- 
pany and Multicolor Sales Company), vice president; C. B. 
Van Hecke (A. B. Dick Company), treasurer, Dallas, Texas. 


— OFFICE APPLIANCE MANAGERS’ ASSOCIATION 
Chamberlain (The American Multigraph Sales Com- 


me, president; W. M. Fuchs (Costimeter Company), vice 


president; C. D. Noble (Neostyle Department, 
Drake & Company), secretary-treasurer. 


DULUTH OFFICE EQUIPMENT ASSOCIATION 

H. B. Williams (Fritz-Cross Company), TT c. D. 
Steele (C. D. Steele Company), vice president; A. N. Thomas 
(Duluth Typothetae). secretary, Duluth, Minn. 

MINNEAPOLIS OFFICE APPLIANCE ASSOCIATION 

J. M. H. Nichols (Elliott-Fisher Company), president; Robert 
H. Fisher (Monroe Calculating Machine Company), vice presi- 
dent; F. A. Hagen (Index Visible), secretary-treasurer, inne- 
apolis, Minn. 


PHILADELPHIA 


George A. 


OFFICE APPLIANCE MANAGERS’ 
ASSOCIATION 
J. R. Ramsey (Monroe Calculating Machine Company), pres- 
ident; R. J. Henry (Kee-Lox Manufacturing Company), vice 
president; W. T. Abell (American Sales Book Company, Ltd.), 
secretary-treasurer, 908 Chestnut Street, Philadelphia, Penna. 


PITTSBURGH OFFICE APPLIANCES MANAGERS’ 
ASSOCIATION 


Jos. C. Russell (Burroughs Adding Machine Com ), presi- 
dent; R. W. Tyler (Tabulating Machine Company), } mem 
dent; I. E. Wiskochil (Ditto Sales Company), secretary- 
urer, 4001 Jenkins Arcade, Pittsburgh, Penna. 
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IS PRICE CUTTING A: GRIM 


An Article by John Walsh, Former Chief Counsel of 
Federal Trade Commission—Reprinted from the 
“Nation's Business” for April, 1922, with 
a Note on the Stephens-Kelly Bill. 





Nort! Price culting is as old as commerce. It is the most obvious method of competition aud the least intelligent, 
although men of keen intelligence daily employ it as a means of strangling smaller competitors or as a method whereby cus- 
tomers may be lured to their establishments and induced to purchase goods other than those cut at extortionate prices. The 
obvious remedy for price cutting is combination and agreement to uphold prices, but such combinations have long been held to 
be evil. Even under the ancient common law we find a well considered system of preventing combinations in restraint of 
trade. In the United States the most drastic and far reachina law covering this practice is the Sherman Anti-Trust law, 
which, although it has been in effect something less than a generation, is still a fruitful field of litigation. Of much later origin 
are the laws creating the Federal Trade Commission and the so-called Clayton act, which seek to supply machinery whereby 
merchants may protect themselves against various evils of business by invoking the long arm of the law to restrain those who 
would adopt unfair methods. The long course of legislation and precedent reaching. back through the centuries supplies a 
vivid commentary on the difficulty of making human beings virtuous by law. However, we are apparently on the way to elim- 
inating some of the more distressful symptoms of this very old trouble, but the question remains whether or not the remedies 
we invoke shall prove themselves as bad as the disease we seek to cure. 

In the so-called Beechnut decision of the United States Supreme Court, that tribunal ruled on the question whether or 
not the Federal Trade Commission had the power to forbid the Beechnut Packing Company or any other manufacturer from 
refusing to sell goods to dealers who failed to observe suggested prices where such refusal ts made in pursuance of the 
manufacturer's independent discretion without any purpose to create or maintain a monopoly. This right of refusal was 
upheld by the entire court, but the majority of the court held it to be illegal for a manufacturer to arrange with his customers 
that they in turn must arrange with their customers by contract or otherwise to standardize the price. 

In a circular recently sent out by Henry Frank, president of the New York Stationers’ Association, Mr. Frank presents 
a strong appeal to stationers to get behind the Stephens-Kelly bill.and insist upon its passage. Mr, Frank believes the time 
is past when most consumers feel that price standardizing means price boosting. He believes that the present confusion 
mong all classes of men as to the rights of manufacturers and dealers can be in a large measure resolved by the enactment 
of this bill, which embodies in brief the following points: 

That it shall be lawful for the producer or owner under trade-mark or special brand in matters of commerce among 
the several states with foreign nations, territories of the United States or District of Columbia, to prescribe the uniform prices 
and manners of settlement at which different qualities and quantities of each article covered in the contract may be sold, 
provided that such original seller shall not have any monopoly or control of the market in articles of the same general class 
nor shall he be a party to any agreement with other manufacturers of articles in the same class in regard to the price at 
which the goods shall be sold either at wholesale or retail. After certain provisions for filing statements at the office of the Fed- 
eral Trade Commission the bill provides that such contracts for the sale of articles may provide for disposal sales at appropriate 
times and on proper notice by the retailer or wholesaler to the producer and the offer of the goods to him at the price paid 
for them by the dealer. All such disposal sales shall be notified to the Federal Trade Commission. The provisions of the act 
do not apply to sales of articles to the United States or any political subdivision, to any state or public institution, nor does 
it apply to religious or educational bodies. 

Such in brief are the provisions of the Stephens-Kelly bill. It will be observed that the essential feature of the bill is 
the definite establishment of the right to prescribe uniform resale prices on patented and trade-marked goods, provided laws re- 
garding monopolies are obeyed. 

The whole question is one of great difficulty, but we belicve that gradually it is being solved quite as much indeed by 
the dissemination of knowledge among the people at large as by restrictive legislation itself. Practically every person in the 
country is interested in the problems here presented and in increasing numbers are coming to understand the real psychology 
involved in the cut-rate store. People are beginning to realize that no merchant can sell below cost on one line unless he makes 
up his loss on something else. In other words, cut prices somewhere along the line compel extortion on goods not cut, or by 
forcing a monopoly in the hands of the cutter, oblige him to profiteer to repair his own losses. 


might again cite two cases at the extremes of unlawful 
and lawful price cutting. One is a much-cited court 
decision. 

A man went into a barber shop to get his hair cut. 
He didn’t like the way it was done and said so. The 


S A MAN who cuts prices a wrongdoer? From all 
over a country harassed by prices that rose too 
rapidly and fell too slowly comes a_ thundered 
answer: “No!” 
Yet the Federal Trade Commission and the courts 


have from time to time ruled that price cutting and dis- 
criminations in prices may be very effective and very 
improper methods of competition. 

In an earlier article in THe Nation’s Business | 
outlined the twilight zone between practices plainly im- 
proper and others as plainly law abiding. Perhaps I 


barber didn’t like what he said and said so. The debate 
flourished until it came to a point where the barber sug- 
gested that his customer go to a place where he could 
have his hair singed permanently and without charge. 

The customer went out breathing vengeance and in 
a short time his method was plain. A vacant store as 
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near as possible to the barber shop was leased, a barber 
installed and a large sign announced : 


Haircutting and Shaving Free. 

The aggrieved barber went to the court, got dam- 
ages and enjoined his vengeful customer from carry- 
ing on a barber shop where prices were cut to nothing. 

Here’s a case at the other end of the line. A manu- 
facturer of tools was brought before the Federal Trade 
Commission on a complaint of competitors that he was 
selling below cost, and that he had reduced prices to 
drive them out of business. 

The manufacturer was ready with his answer. He 
had not sold below cost, as his books would show. He 
was making a profit and a profit that satisfied him. He 
had, as it happened, a large supply of low-cost natural 
gas which enabled him to produce his product cheaply. 
If his competitors could not, was that his outlook? If 
he raised his prices beyond a reasonable profit to catch 
up with competitors, would he not be.doing a wrong? 

There seems to be but one answer. The manufac- 
turer could not be accused of cutting prices unfairly. | 
recall another case which came informally before the 
Federal Trade Commission when I was its chief coun- 
sel. Complaint was made against a large manufactur- 
ing company that it was selling below cost for the pur- 
pose of killing competition. Its executive head came 
before the commission and was ready with a simple ex- 
planation. His product called for large quantities of 
cotton and linseed oil and his company had purchased 
largely when prices were low and prior to a war-time 
boom in both these staples. 

Was he not justified in passing on to his customers 
the benefit of his shrewdness in buying? And if com- 
petitors couldn't meet the price, could he do anything 
about that? They were as free to catch him napping 
as he had been to catch them. 

These are the extremes, but they serve to illustrate the 
points which are involved. Price cutting, when its sole 
purpose is to put competitors out of business, may well 
come under the ban of the Federal Trade Commission. 
Here is a wholly imaginary case which will illustrate 
how difficult of decision these cases might be. 

The Blank Company makes a food product of gen- 
eral household use and has built up a successful busi- 
ness in one part of the country. Wishing to widen its 
field of operations, the company enters a new and com- 
petitive territory and sells its product at a price lower 
than its competitors and lower also than its own prices 
in the district where it is well established. 

Is such business practice an unfair method of compe- 
tition under Section 5 of the Federal Trade Commis- 
sion Act, or is it a price discrimination under Section 2 
of the Clayton Act? 

If the manufacturer, invading new territory, is selling 
both below his own cost of production and below the 
prices fixed by his competitors, it might well be held 
that it was an unfair method of competition. But other 
factors may be involved. Suppose the Blank Company 
finds that to meet competitive prices in the new district 
it is obliged to make a price that not only is lower than 
his cost of production but lower than its prices in the 
district where it has been long established. There 
would come a new and highly debatable question. Is 
the price cutting in the new territory a discrimination 
against its older customers? The head of the Blank 


Company may have said to himself : 

“Even if I lost money for a while, I'll get folks used 
to Blank’s Biscuits, and after a while they’ll be ready 
to buy them even at a higher price, or, it may be, by 
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erecting a new factory, I can keep the present prices 
down.” 

That sounds like a reasonable point of view, yet here 
is a case with some points of likeness, yet where price 
cutting was plainly under the ban. A maker of house- 
hold articles in a midwest state had built up a business 
on the Pacific coast. His far-western prices were fairly 
and properly based on his prices in his nearby market 
plus the freight. A rival started a factory on the Pa- 
cific coast and was able to undersell him. ‘Thereupon 
the mid-west manufacturer reduced his Pacific coast 
prices to a parity with his prices near home. In effect 
he sold below cost by absorbing the freight, and he did 
it, it was plain, to force the competitive factory to quit 
the field. That would seem to be an unfair method of 
competition, yet the mid-west manufacturer might well 
have argued to himself that he was only doing it to 
hold a market until he was able to devise other means 
of meeting competition. 

One form of price cutting which would clearly seem 
to constitute unfair competition, is the fixing of one 
price to A and another to b. Yet here there may be 
factors which cloud the issue. You are, let us say, 
making golf clubs and selling direct to retailers. In 
one city there are two dealers who sell your golf clubs, 
which are high grade and correspondingly high priced. 
One dealer specializes on your output, shows them in 
his window, advertises that he is a dealer in your 
“Auld Bobby Burns” clubs and is altogether a desirable 
customer. The other sells chiefly cheaper clubs but 
carries yours because he wants the high-grade line for 
appearance. 

Plenty of Ways to Cut Prices. 

You are reluctant to cut off the second dealer. After 
all, an exclusive agency has its disadvantages. What 
‘asier than to give dealer number one a discount on 
orders over a certain amount, that amount being out of 
reach of dealer number two. There is a form of price 
cutting, or rather price discrimination, which might 
bring you under the ban of the Commission. 

There is more than one way of cutting prices. If I 
give you two things for one price, | am cutting prices 
quite as if I had shorn in two my set figures. A prac- 
tice of that sort came of a baking company which 
undertook to give free to every customer an amount of 
bread equal to his purchases. This was attacked as 
intended to stifle competition, and the commission 
ordered the company to quit its free bread campaign. 
In this instance, the case went into the Federal Courts 
where it was held that the commission had no jurisdic- 
tion because the conduct complained of was not in 
interstate commerce. 

Another form of price cutting which attracted atten- 
tion was that of a mail-order house which offered sugar 
at a low price on condition that a certain amount of 
other groceries was ordered. There the selling was 
coupled with misrepresentation, the effect of which the 
commission thought—and the court agreed—was that 
the company injured its competitors by leading the 
public to believe that the competitors were unfair 
dealers in sugar. As a matter of fact the company 
complained of was selling the sugar below cost. A Cir- 
cuit Court of Appeals in that case said of the Federal 
Trade Commission Act: 

“We find in that statute no intent on the part of Congress, 
even if it has the power, to restrain an owner of property from 
selling it at any price that is acceptable to him or from giving 
it away. But manifestly in making such a sale or gift the 
owner may put forward representations and commit 
acts which have a capacity or a tendency to injure or to dis- 
credit competitors and to deceive purchasers as to the real 
character of the transaction.” 





\nother equivalent of price cutting or price discrim- 
ination which has attracted the attention of the Federal 
[rade Commission is the practice of selling or lending 
below cost equipment to dealers. In return the dealer 
is not to sell a competitor’s product. A number of oil 
companies were before the Federal Trade Commission 
on the charge of supplying free pumps and tanks to 
retail dealers in gasoline. 

The commission issued an “order to cease and de- 
sist,’ and the case went to the Circuit Court of Ap- 
peals, which took a different view and incidentally de- 
livered itself of an opinion as to the commission's 
power over prices. 

After holding that it was the “undoubted right” of 
the oil company “to furnish any and every purchaser 
such containers and conveniences to aid him in deliver- 
ing the gasoline into the possession of consumers as it 
might see fit and at such cost as it might see fit,” the 
court went on: 

‘The right to fix prices is not given to the Federal Trade 
Commission. The only cases where the question of price has 
come into consideration have been those wherein the making 
of a price—in some cases high, in others low—has been used 
as an element in some fraudulent scheme of oppression. The 
price which one may put upon that which he has to sell or 
lease is a matter wholly his own. 

“Competition is not an unmixed good. It is a battle for 
something that only one can get; one competitor must neces- 
sarily lose.” 

The court further said that what the oil company did 
was nothing more than loaning a barrel with a faucet 
on it and added: 


BUSINESS COMING OF 


(By Dr. 


Business ts coming of age. 
That ts, it has about done around 
like an overgrown bi ind apologising for its 


standing 


istence. 
It has been snubbed, sneered at, and given 
he haughty o-o for several thousand years. 


All this time it has been, as it were, im its 


hrysalis. Jt is now coming out and finding 
WUGs. 

In plain English it means that the business 

nan everywhere in the world is realizing the 


importance of his calling, is quietly assuming 
hat dignity which is his due, and 


about 


through with kowtowing and apologizing for 
eing alive before that bunch of idlers we call 
Society, or that other ancient and honorable 
imch we call Nobility 
More young men are planning to enter a 


husiness career in this morning of the twen- 
tieth century than in any previous period of the 
vorld’s history. More young men are looking 

rward to becoming thing mer- 
chants, railway managers, mining engineers and 
manufacturers of the things humanity needs, 
han the number of those contemplating what 
has been known as the more gentlemanly pro- 


grocers. cl 


fessions. 

ind what is significant, the girls are 
manifesting a decided preference for the young 
fellows in business over the young profes- 
sionals, 

This is really a profound change. Time 
was, and not so very long ago either, that there 
was very little difference socially speaking be- 
tween a merchant and a beggar, between the 
man that sold dry goods in the shop and the 


niore 
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“The fact that the tank and pump are much more expensive 
does not make the transaction different nor unfair. If that is 
not true then the law must mean that the Trade Commission 
is set as a watch on competitors with the duty and power to 
judge what is too fast a pace for some and to compel others 
to slow up; in other words, to destroy all competition except 
that which is easy. We are of the opinion that Congress did 
not intend to bestow any such power and that it did not intend 
to do more than to eliminate the almost infinite variety of 
fraudulent practice from business in interstate commerce.” 

The question of price discrimination as means of un- 
fair competition is one on which the law has not yet 
thrown much light. The commission’s power is lim- 
ited to Interstate Commerce and to cases in the Dis- 
trict of Columbia, so that the relations of retailers to 
each other and to customers have had but little atten- 
tion. An effort to proceed against a dry goods store in 
a large eastern city because it was competing unfairly 
by selling below cost a standard brand of men’s under- 
wear failed because of the interstate commerce 
provision. 

Price cutting on trade-marked or branded goods is a 
field in which many business men would welcome more 
definite ruling. It is contended that cutting of prices on 
such goods is unfair since the competitor has no refuge 
in presenting an argument of superior quality or serv- 
ice. There, however, we approach the debatable 
ground of resale prices. 

Price cutting as a competitive weapon is like having 
a hammer. It’s all right to own it and to drive a nail 
with it, but you mustn't hit the other man over the head 
vith it. What if the other man gets his head in the 
way? Well, there the law may step in. 


AGE 


Frank Crane.) 


huckster that peddled knick nacks from a 
cart. 

They were all classified as being “in trade.” 
Duchesses, milords and miladies looked on 
them as a sort of lower order of creation. 

Education was not for them, and schools, 
especially made no provision for 
their training. All the young fellow could 
learn at school was to be a gentleman idler, or 
one of the four professionals whose business 


to wait on gentlemen idlers—a lawyer to 


universtltes, 


if ts 
look after his property, a teacher to instruct 
his children, a doctor to physic him, and a 
prea he r to save his soul, 

That sort of thing is changing. We are 


realising that a broad basis of general culture 
for a wholesale hardware mer- 
chant or a manufacturer of steam fittings as it 
is for a man whose chief business is to play 
golf by day and gamble by night. 

The reason of this is that this is the age of 
democracy. 

Democracy is the big, new fact of the world 
and is rapidly bowling over all of the bunk 
that heretofore has imposed on mankind. 

And the firstborn man child of Democracy 
is Business. 

It is the business man who, other things be- 
ing equal, has the soundest notions of justice 
because justice is the basis of all his opera- 
and the clearest notions of morality be- 
cause in his hands morality is mtensely prac- 
tical, and makes the best citizen and voter be- 
cause government, after all, is nothing but a 
matter of business 

Bustess is coming of age 

Copyright 1922 by Dr. Frank Crane. 


is as necessary 


tions, 
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BUYING 


Recent Semi-Judicial Rulings Seem to Make Coopera- 
tive Buying Desirable if Small Dealers are to 
Protect Themselves —Some Discussions at 
Atlanta Meeting of Southeastern 
Stationers Reviewed. 


HE statement of the Federal Trade Commission 

in the Mennen Company case appears at first 

only to oblige the producer not to discriminate 
in price between the regular wholesale houses and co- 
operative buying clubs or associations functioning as 
wholesalers, but a glance at the Commission’s ruling in 
the case following the summarization destroys this 
comfortable illusion. In the ruling which followed 
the summary, the Commission ordered the Mennen 
Company “to cease and desist from discriminating in 
net selling prices by any method or device, between 
purchasers of the same grade, quality and quantity of 
commodities upon the basis of a classification of its 
customers as ‘jobbers,’ ‘wholesalers,’ ‘retailers, or any 
similar classification which relates to the customers’ 
form of organization, business policy, business meth- 
ods, or to the business of the customers’ membership or 
shareholders in any transaction in or directly affecting 
interstate commerce in the distribution of its products. 

“Provided that nothing herein contained shall pre- 
vent discrimination in prices between purchasers of 
commodities on account of differences in grade, quality 
or quantity of the commodity sold or that makes only 
due allowance for differences in the cost of sale or 
transportation or discrimination in prices in the same 
or different commodities made in good faith to meet 
competition, or the selection of customers in good 
faith and not in restraint of trade.” 

If the foregoing order is upheld by the Appelate 
Court—and we do not know whether appeal has been 
made or not—the large concern in the retail field with 
ample capital and corresponding credit will possess 
tremendous advantages over smaller companies insofar 
as its buying power is concerned. In short, the larger 
concern with plenty of capital will be in a position to 
obtain goods at the same price as the jobbing trade 
and either to sell them at retail under the regular price 
or make a correspondingly larger profit by upholding 
the price. In view of this fact, it would seem to be 
necessary for the average dealer to take some measures 
that will enable him to get his goods at the minimum 
prices and, since he cannot buy alone in the quantities 
which entitle him to the big buyer's jobbing rate, he 
must perforce associate himself with other dealers and 
by uniting the buying power of many, bring his own 
situation substantially on a par with that of a larger 
dealer who can absorb quantity purchases. Even here 
the smaller dealer will not be quite on a parity with 
the larger one, since he must pay a certain percentage 
for the support of his buying association. 

The organization of cooperative buying associations 
among stationers throughout the United States is a 
subject just now of lively interest and such organ- 
izations are actually being formed. There is one 
already in the east and others are being projected 
actively in the middle western and southeastern states. 

The question of cooperative buying was one of the 
set topics for discussion at the recent Atlanta meeting 
of the Southeastern Division of the National Associa- 
tion of Stationers and Manufacturers. At that 
meeting, Sidney Gassenheimer read a paper on 


“Collective Buying, Its Advantages and Dangers.” 
Mr. Gassenheimer said that the organization of 
collective buying associations had come about in 
order to offset the damage done by certain retailers 
who have been favored with jobbers’ rates in a number 
of large centers. Other retailers, combining their 
orders and buying in larger quantities at the quantity 
rate through consolidation of purchases, and found 
it possible in a measure to offset the competition of the 
larger fellows in this way. 

“Heretofore,” said Mr. Gassenheimer, ‘collective 
buying has been confined to a number of local dealers 
combining their purchases on some one or more staple 
items for the purpose of obtaining the quantity dis- 
counts. Recently, however, a combination of a dozen 
or more large commercial stationers in the middle west 
has been organized for this purpose and another similar 
organization is being formed within the ranks of the 
middle Atlantic stationers’ division not only for col- 
lective buying, but for handling special lines of im- 
ported goods, protected under a hall trade mark. 

“To the manufacturer,” said Mr. Gassenheimer, ‘the 
situation presents a number of problems. Supposing 
twelve large distributors of loose leaf goods who have 
heretofore divided their purchases among three or four 
manufacturers should conclude to concentrate their 
orders with one manufacturer only, thus increasing his 
production and reducing that of the others. Will this 
not naturally leave those manufacturers who are not 
thus favored to start a price war and thus break down 
the existing condition, and will not this apply with 
equal force to every other line of goods? And where 
manufacturers find that a profitable field has been 
closed against them, will it not lead them to open local 
agencies and sell to the consumer ?” 

Remarks on the same subject were also made by E 
H. Clarke of Memphis, who said that collective buying 
is not altogether new, but is an old idea applied to a 
new field. He said in part: 

“A dealer in a neighboring city tells me how they 
have profited by collective buying, and here is what he 
says: 

“We have been collating orders for the past ten years 
in order to purchase the larger quantities and obtain 
the best prices. 

“We find that in a majority of cases we can make 
up locally a sufficient volume to get these prices with- 
out loading up unnecessarily heavy. 

“The manufacturers do not object to this system of 
buying for the reason they have only one charge and 
one shipment to make for six or eight accounts. They 
also know that their bills will be discounted upon re- 
ceipt of same. 

“We find that this method of purchasing also en- 
ables us to keep our stock down to a minimum, al- 
though bought at the quantity prices, and in these 
troublesome times it is necessary to reduce our stock 
and make as many turnovers as possible in order to 
stay in the game. 

“We practice no discrimination against the manu- 
facturers, as we do not restrict our lines, buying from 
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all whom we choose. If the same line is bought by 
two or three people, they can possibly make up the 
quantity together and get the best price. 

“By comparing notes we have found that in many 
cases we are all carrying numbers of certain goods 
that are not moving, and we make it a point to try 
to help each other out before placing an order for goods 
with the manufacturer. 

‘Handled along this line, I should say collective 
buying is a good thing for the dealer, but if it is ex- 
tended to form a pooling of interest to manufacture 
or cause to be manufactured a line of goods, which 
would seriously interfere with the sales of the manu- 
facturers of similar lines, thereby cutting down their 
representation in the trade, this would naturally cause 
these manufacturers to look to other outlets for the 
distribution of their goods, most probably in selling 
direct to the consumer or instituting a price cutting 
campaign which would prove disastrous to all con- 
cerned. 

“Manufacturers who have a large investment and 
who have enjoyed a share of this business will be 
forced to protect their interest in whatsoever way may 
seem best, and self-protection would justify them in 
doing so. 

“This is a question of so large proportions and of 
such serious consequences that it should be seriously 
considered from all angles. 

“Rightfully handled, collective buying can be made 
profitable in many ways, but if extended too far, dire 
consequences will inevitably follow. 

“The question presents itself: Will collective buying 
on the scale now contemplated yield results that will 
benefit the entire industry, or will it lead to a series of 
reprisals that will be injurious to both dealers and 
manufacturers alike? 

“As I view this question, there appear ahead serious 
consequences if collective buying is carried out as 
seems to be contemplated in some sections of the coun- 
try.” 

The foregoing suggests the thought that if every- 
body starts to join buying associations to buy collec- 
tively in quantity lots, where will it all end? Will we 
be in the same relative position in which we found 
ourselves before or will some advantages accrue to 
the trade in general? If five of the largest dealers in 
Chicago, for instance, or any other number of dealers 
in Chicago carry out this idea, then dealers who are 
outside of the organization and dealers in other cities 
and towns will be practically obliged to follow suit and 
buy collectively of the manufacturers in order to obtain 
the advantage of quantity discounts. 

Quantity buying carried out fairly by cooperative 
organizations might possibly stabilize markets, enabling 
manufacturers to make their calculations with greater 
confidence. It concentrates buying power and would 
we should think, make for a spirit of cooperation 
among dealers. So far, the advantages would be 
fairly evident, but there remains the question whether 
or not such a system would not in the end bring about 
a lowering of retail prices so that profits would remain 
under the new arrangement at practically the same 
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figure they are at the present time. If buying collec- 
tively can be so managed as to supply the trade with 
what might be termed a margin of safety, it will act 
as a stabilizer to the industry and may be compared 
to a gyroscope on a boat, equalizing the pull of the 
different forces and steadying the vessel. 

Buying, however, is itself a business and buying 
associations would have to employ competent, con- 
scientious men to serve them. There would be pos- 
sibilities of tyranny no doubt, but the danger that any 
manufacturer would be wantonly crushed is somewhat 
remote. The members would be fair-minded business 
men and the association would be their servant. 

Some Opposite Considerations Noted. 

There seems to be sharp diversity of opinion as to 
the economic soundness of cooperative buying among 
dealers. One difficulty—and it would seem to be all 
but inevitable—has been suggested already. We refer 
to the concentration of purchases from one instead of 
several manufacturers in the same line. Such concen- 
tration would seem to be a necessary result, since to 
obtain a quantity discount the quantity must be or- 
dered. Large associations buying cooperatively might 
be able to split up their orders and still meet the quan- 
tity requirements, but small organizations could not do 
so. As soon as this concentration occurs the five man- 
ufacturers who are on the outside looking in will be 
up and doing to protect those dealers who have not 
joined the cooperative club. Such dealers will be pro- 
tected and before the argument is over everybody may 
be getting the best discount on practically any quantity 
of goods. 

Nobody is going to stand aside and submit to having 
his business taken away from him. 

Suppose on the other hand it were possible to or- 
ganize the stationers of the Mississippi Valley into a 
buying association. Joint buying from such an organ- 
ization, managed with fairness, could easily include ev- 
erybody in the manufatcuring field and would swing a 
tremendous force. But—such an organization would 
have to be managed with supreme ability and fairness 
and the members would have to keep pretty close to- 
gether on their resale prices, otherwise the level of re- 
tail prices would slide downward. They could hardly 
keep together without agreement and if they made such 
an agreement they would be lawbreakers subject to 
the pains and penalties of the Sherman anti-trust law. 
The situation recalls the chap with the three peas and 
the three shells at the county fair—when the onlooker 
is sure all the peas are under one shell he is pretty 
certain to find that they are not. 





Office Appliances has presented the foregoing con- 
siderations to stimulate thought. We haven’t any cut 
and dried remedy to suggest as a panacea for the ills 
which afflict the commercial body. We do believe, 
however, that there is one thing which will help and 
that is education in correct business principles. This 
is a tedious process which must go hand in hand with 
good morals and sound business ethics. When all busi- 


ness men are soundly informed on the principles of 
good business, the going for everybody will be much 
easier. 

coming. 


But we don’t know when that happy time is 
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Straw Points Direction of Wind—Perhaps. 

UYING at wholesale and selling at retail is a con- 

stant invitation to lower retail prices. The op- 
portunity to reduce the level of retail prices by reason 
of having wider margins resulting from more liberal 
discounts is always a factor to be reckoned with 
wherever wholesale discounts are obtainable by a retail 
house. The effect of this tendency is simply to pass 
the advantage of lower prices on to the consumer with 
no permanent advantage to the dealer. Competition 
will be met and a lowering of retail levels will result. 

A stationery store was recently opened in Chicago 
on the “cash and carry,” or, as its sponsors have 
termed it, the “pay and take” plan. An item concern- 
ing the opening of this store and an outline of the idea 
in which it has its origin appears on another page of 
this issue. If the plan works successfully in Chicago, 
it is not improbable that persons in other cities will 
establish like enterprises. 

Office Appliances understands that the “pay and 
take” store will maintain prices on trade-marked goods 
on which there are price restrictions, but will cut prot- 
its rather closely on other lines, giving no service to 
customers except that which is provided by the clerks 
in the stores. In this way they figure to cut down 
overhead to the minimum and to be able to sell on a 
narrow margin. It goes without saying that other 
stationers in Chicago and elsewhere, wherever stores 
of this type are operated, will meet the conditions. 
The question now remains, is all this of advantage to 
the community? We believe it is not. While a cer- 
tain number of people do obtain savings on goods, the 
ultimate cost is the prosperity of this industry and the 
people in it. These people who are a considerable and 
very enterprising class will find themselves under dif- 
ficulties. Having less money to do with, they in turn 
will spend less. Putting this principle into all trades, 
we find that the result of lower prices is not prosperity. 

It would appear that the interests of the trade as a 
whole would be best promoted if every merchant 
maintained such a scale of prices as would not pre- 
vent other merchants in the same line from making 
reasonable profits. ‘he psychology of a slightly in- 
creasing income is good. It makes for courage and 
aggressiveness; but the psychology of the decreasing 
income makes for discouragement, fear and defeat. 
Every business man should know these things, for 
courage is the greatest possible asset, particularly when 
it is the courage of community thinking. 

<--> 


National Chamber on Problems of the Day. 
OMMERCE, Industry and Finance represented 
( at the tenth annual meeting of the Chamber of 
Commerce at Washington, D. C., passed fifteen 
resolutions on topics of vital import to the United 
States. The deliberations of this body are always of 
interest, and its recommendations carry weight with 
the various branches of our Government. The gist of 
the resolutions follows: 

I. Reparations Commission.—The United States has not 
yet elected to avail itself of the right to representation on 
Reparations Commission. As a nation and as_ indi- 
viduals we are concerned in financial settlements with Ger- 
many. Definite action is urged. 

II. International Court—-The Chamber advocates that 
our country take its place promptly with the other na- 
tions in the International Court of Justice. We were com- 
—" to this plan at The Hague conferences of 1899 and 


Ill. War Claims.—Speedy development of a plan wher 
by claims against Germany, Austria and Hungary shall be 


settled is important. A large aggregate sum is involved, 
and legislation to facilitate settlements should be enacted 
IV. National Budget.—Achievements to date in putting 
Government on a business basis have been gratifying. Fur- 
ther progress is advocated. 
V. Federal Reserve System.—The meeting reaffirmed 


the confidence of the Chamber in the Federal Reserve Sys 
tem, and held that no changes be made save those which 
will add further strength and confidence to this power- 
ful function of the Federal Government. 

VI. Merchant Marine.—A privately owned and operated 
merchant marine is a necessary safeguard for the commer 
cial advancement of the United States. The Chamber asked 
Congress to expediate legislation which it has in view to 
provide Government aid for an adequate merchant marine. 

VII. Ocean Bills of Lading.—Codification of bills of 
lading for ocean shipments was provided for in The Hague 
rules of 1921. The Chamber has championed this advance- 
ment since its organization, and through its delegates at 
the first session of the International Chamber of Com 
merce was instrumental in securing its acceptance. Con- 
gress is urged to enact legislation for these new rules, with 
such interpretations as may seem necessary. 

VIII. Transportation Act.—The Chamber held that the 
Transportation Act of 1920 should not be amended until 
it is possible to test out the law by experience. 

IX. National Defense——Congress is called upon to pro- 
vide adequate military preparedness for the United States. 
This is the best continuing guaranty of permanent peace 
Active personnel for army and navy, with suitable reserve 
organizations, are essential. 

X. Department of State—The valuable services rendered 
by the diplomatic and consular staff were recognized. for 
their continuance and extension adequate support should 
be given at all times. 

XI. Department of Commerce.—Appreciation of the 
activities of the department, in both the domestic and ex- 
port fields, was freely expressed. 

XII. Damages by Government Vessel.—The Chamber 
requested for private vessels the same facility of redress 
for damages inflicted by Government ships as now protects 
the Government, both as regards our own Government, and 
those of other countries. 

XIII. Flood Control.—Further protection of areas sub 
ject to seasonal flooding is an imperative duty of the Gov- 
ernment. 

XIV. Passports and Vises.—Modification of high fees 
is requested, and their complete discontinuance where con- 
ditions warrant. 

XV. National School for Secretaries—Constituent mem- 
bers were impressed with the value of such instruction, 
and its encouragement and advancement advocated. 

<--> 


Plunder Merchandise. 


_ office equipment industry, fortunately, is not 
so much affected by the cheap and the shoddy 
masquerading under a high price as some of the other 
industries, nevertheless the following editorial pub- 
lished in “Advertising and Selling” for May, 1922, car- 
ries an interesting thought, particularly to manufac- 
turers who possess valuable trade marks which they 
should protect not only from the raiders without, but 
from the more insidious enemies—haste, greed and in- 
difference—within. The editor of “Advertising and 
Selling” says: 

“*Plunder merchandise’ is a new—and imagination 
stimulating—name for an old sin. It is remarkable 
what queer beasts come out of their holes after a war. 
Plunder merchandise is one of the most horrendous of 
the post-war menagerie. It is the most shameless form 
of appeal to the world’s bargain hunting passion. 
Stores have wanted goods to meet the cry of their cus- 
tomers for low prices and manufacturers have thrown 
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all sense of business decency to the winds and made 
such goods without regard tor anything but the price 
they could sell them for. In other words we have been 
flooded with bargain counter made just for 
the bargain counter—products without house, home, 


coods 
£ ; 


character or label, and merely appearance enough to 
catch the eyes and the pennies of the unwary pur- 
chasers. Value is of course the only basis of an honest 


transaction—and such merchandise gives no value. 

‘The keen manufacturer today, possessing a trade- 
mark finds in this situation a fine opportunity to cap- 
italize on it. ‘Plunder Merchandise’ cannot, will not, 
if wisdom prevails be put out under a label that has 
won its position by years of standing for sincerely 
made Work this idea into your campaigns, 
Messrs. Admen.” 


goods. 


<*> 


Prefit or Margin? 

N “The Nation’s Business” for May, 1922, is an 

article concerning Sydney Anderson, a member of 
Congress and chairman of a commission consisting of 
five senators and five representatives, who are investi- 
gating the condition of agriculture and the cause of 
the difference between the prices of products in the 
producers’ hands and their ultimate cost to the con- 
sumer, also some facts concerning banking and finan- 
cial resources, agricultural credits, marketing and 
transportation, etc. In this article, along toward the 
end of it, Mr. Anderson is quoted on the subject of 
profit or margin. He said: 

“Many think that the difference between 
what a farmer receives for a hide and what a customer 
pays for a pair of shoes is profit. It is not profit but 
margin ; > and margin is made up of scores of cost items. 
In it must be added, for instance, the wages of the 
conductors, engineers, firemen, and brakemen who run 
the trains which carry the hide to the tannery, the 
leather to the manufactory and the shoes to the retail 
dealer; also the wages of the men who are employed 
in maintaining the tracks. 

“Margin 


pers ms 


includes everything—interest, insurance, 


taxes, labor, rent, etc., all along the line, from the 
barnyard to the purchaser of the shoes. Then, changes 


in styles have a great deal to do with the cost of things. 
At a large store in Philadelphia, last week, I saw high- 
top shoes for women, gone out of fashion, selling for 
$1 a pair. The merchant had paid the manufacturer 
$9 a pair. Such losses, of course, are figured into the 
doing business. I wish that everyone would 
realize the difference between profit and margin. It 
would help to a better understanding of business. 


COSL OT 


“And that is what the country needs above every- 
thing else—understanding ; understanding of the farm- 


ers’ problems ; understanding of the problems of busi- 
ness. We have had too much careless and thoughtless 
talk in the United States. The members of the Joint 
Commission of Agricultural Inquiry hope that their 
forthcoming report on the railroads, on the distribu- 
tion of products, will help the people to a better knowl- 
edge of that great subject. With knowledge, which 
means the facts, there will be more wisdom and more 
sympathy in the nation and less contention.” 

Too frequently we regard as profit the difference 
between the cost of raw materials and —— at 
the factory and the prices charged the consumer. But 
this difference is margin principally and very little 
profit is usually involved—sometimes none at all. 
Straight thinking will eliminate a great deal of preju- 
dice and groundless dissatisfaction which political 
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charlatans are 
vantage 


quick to seize upon for their own ad- 


<--> 
Higher Frices for Inks? Perhaps. 
N THE United States Senate on May 13, Senator 


Hitchcock of Nebraska, Democrat, asserted that 
higher prices for inks would be established by ink man- 
ufacturers without justification, however, under a sup- 
posed increase in duty. An amendment by Senator 
Hitchcock, seeking to reduce the rate to 15 per cent, 
which is the rate of the Underwood act, was defeated 
by a vote of i, but the finance committee with- 
drew its proposal to increase the 20 per cent rate in 


15 to 3 


the house bill to 30 per cent. The Senator approved 
the rate of 20 per cent which is 5 per cent 
less than the rate of duty charged in the for- 
mer Payne-Aldrich law. Senator Hitchcock contended 
that even a rate of 15 per cent was too high. 


He said that at the present time American producers of 
inks control the American markets and have for many 
years. The production of writing inks in the United 
States is valued at about $3,000,000 a year, and the pro- 
duction of printing inks at something like $12,000,000 
a year. The average imports of inks, for instance, be- 
tween 1910 and 1918 were only $33,000 a year. He 
said that to double the tariff at the present time would 
be to give a license and an opportunity to ink manufac- 
turers to increase their prices without any hope of com- 
petition from abroad. 

All of which reminds us that inasmuch as there is no 
competition from abroad anyhow, and all the compe- 
tition we have comes from ink manufacturers in the 
United States, it is calculated to puzzle the lay mind a 
little to know how the increase is going to come about. 
The Senator does not state that there is any combina- 
tion or agreement among American ink manufacturers 
to uphold prices or stifle competition. 

<--> 
Overlooking Some Bets. 


O PPOSITE the editor on the other side of the flat 
top desk the other day there sat a man who has 
been in the office equipment industry a good many 
vears. He told this story: 

A very few years ago a man opened an office in the 
best business section of the capital city of a great and 
populous state. His office was well appointed and 
fitted up according to his needs, which included a four- 
drawer vertical letter file, two typewriting machines, 
an adding machine, a light steel safe, desks, chairs, etc. 

As soon as he opened his office the salesman of an 
insurance company called and got his order. He re- 
mained in that office a year, during which time not 
one salesman for an office equipment house called on 
him to sell goods. He had use for loose-leaf devices, 
but no loose-leaf man called; he needed typewriters, 
but no typewriter man called—and so on down the line. 
He had to go out into the market on his own initiative 
and hunt up what he needed and have the goods sent 
to his office. Only one man was on the job to sell— 
the insurance man. Possibly solicitors for other ‘ 
portunities” in oil, bonds and the like, did call. Our 
friend did not say. But the point is that no office 
equipment salesman came near. 

[f this story has any moral at all it is that the office- 
equipment salesmen in a certain capital city were not 
on the job. Perhaps they are not quite on the job 
elsewhere. If they can miss one man absolutely when 
his office is set right down in front of them, is it not 
possible that they are missing other opportunities as 
well? 

Let us think it over. 
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L. A. Hawkes. 
OT every one who knows L. A. 
Hawkes, manager of and stock- 


holder in the C. Howard Hunt 
Pen Company of Camden, N. J., knows 
that he hails from Salem, Mass., where 
he was born about sixty-four years 
ago. He comes of good, old New 
England stock, his ancestors having 
settled in Massachusetts along about 
the time the first white man set foot 
upon the rock-bound coast. Indeed, 
we are told that the first member of 
the Hawkes family landed at Saugus, 
Mass., in 1620. A good deal of water 
has run over the mill since that bleak 
day some three hundred years ago 
when the founder of the Hawkes fam- 
ily in America first beheld the New 
England shores. 

After obtaining the education which 
was customary among boys of the late 
fifties, L. A. Hawkes obtained em- 
ployment folding daily papers at the 
American News Company for the Jer- 
sey City ferry news stand. This was 
before the day of the elaborate fold- 
ing machines which fold newspapers 
with such wonderful quickness and ac- 
curacy. All newspapers in that day 
were folded by hand. At the age of 
fourteen, young Hawkes was appren- 
ticed to John H. Knapp to learn the 
pen and pencil business, later going 
with the house of Eberhard Faber in 
their gold pen and pencil department. 
He next took the five-year scientific 
course at Cooper Union in New York, 
graduating as a mechanical engineer 
and receiving the medal and diploma 
of the institute. He invented an im- 
provement on pens and through this 
invention became connected with the 
Spencerian Pen Company, for which 
organization he went on the road, cov- 
ering the country from Maine and 
California in the interests of the Spen- 
cerian products. Those of us who have 
lived half a century or so will remem- 
ber that in the seventies and eighties 
Spencerian pens were provided for the 
schools and that the Spencerian sys- 
tem of penmanship, consisting of the 
slanting, graceful lines, shaded on the 


At which Hobart Martin, Associate Editor, 


Presides. Boys and 











Introduces the Old 


Crowns Them with Laurel Wreath. 


NotTs.—In the October, 1921, issue we initiat- 

ed the Old Timers’ Party. 
ather some of the Old Boys about the Round 
able and discuss events of ve gone by, 

along with a little biographica 

hooks the man to the work. 


Timers are rich, but all of them are success- 
ful from the standpoint of making good. Office 
Appliances believes that success means sat- 


isfaction which arises from 
ride in work well done. 


Dp 


just and 
he Old 


oroper 
imers, 


because py can take the longest look back- 
7) 


ward, are 


ys who may count themselves 


as the most successful under this definition, 
because they find the most satisfaction in the 


reflection that they have 


“batted a pretty 


good average.” 


downstroke was commonly taught. 
This was before the typewriter had 
destroyed the incentive to good pen- 
manship, and good writing was an art 
firmly insisted upon and by some ac- 
quired. We recall that in the West 
particularly, the Spencerian pen was 
the. pioneer writing instrument, fol- 
lowed, of course, by other pens of 
equally excellent writing quality. 

Mr. Hawkes’ traveling experience 
took him through the West at an in- 
teresting period in the development 
of that section of the country. He has 
visited the cities and towns of the 
range country before the dry farmers 
had invaded the plains and at a time 
when great herds roamed the western 
prairies and when the spring and fall 
round-ups were the high spots in the 
daily lives of the ranchmen and their 
“hands.” He has seen the wonders of 
California when the orange, the lemon 
and the apricot were not grown in 
quite such quantities as they are to- 
day, when the orchards were young 
and the legends of the Golden Gate 
did not base themselves upon the gold 
in the orange, but were drawn from 
the gold that years before had been 
taken from the beds of the streams. 
He has seen San Francisco when the 
Palace and the Grand hotels were the 
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This is where we 


history which 
Few of the Old 








acme of luxury, before earthquake and 
fire destroyed the historic landmarks 
of the old city. Among these land- 
marks that no more is old China- 
town, where above and below ground 
yellow men lived, traded and some- 
times fought for money or leadership 
among their fellows in the new land. 
We have always been inclined to 
believe that a man who has had the 
privilege of traveling extensively in 
the United States during the eichties 
and early nineties has been peculiarly 
blessed by fortune, for he has seen 
the beginnings of the development of 
a vast area which one day will be 
heavily populated and the source of 
a considerable portion of the world’s 
food supply. He can look back upon 
this experience and note in the quiet 
of his later years the development of 
regions which he has already traveled 
over and note with satisfaction that 
the vast power of the mountain 
streams so evident to him years ago, 
now being harnessed to turbines 
and transformed into electrical energy 
for thousands of mills, factories and 
municipalities. It has been his privi- 
lege to look upon the morning of in- 
vention and to see many of the later 
stages of fulfillment. We cannot ven- 
ture to say that any one of us will 
survive to see even the noon the 
mechanical age in which we live. 
Following his connection with the 
Spencerian Pen Company, Mr. Hawkes 
organized the Hawkes Manufacturing 


is 


1s 


of 


Company which later became the 
Hawkes-Jackson Company. He put 
the Featherweight eye-shade on the 


market and is at the present time sole 
owner of this useful and popular de- 
vice. 

In 1903 Mr. Hawkes bought an in- 
terest in the C. Howard Hunt Pen 
Company of Camden, and took over 
the management of that company. 

He is an ardent and consistent asso- 
ciation man, being a charter member 


of the National Association of Sta- 
tioners and Manufacturers, a charter 
member of the Boost Club of New 
York, which organized the New York 
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Stationers Association with the fine 
aid and counsel of the late Andrew 


Geyer. Mr. Hawkes was toastimaster 
at the meeting of about two hundred 
stationers when the New York 
ciation was organized. He is a mem- 
ber «f the Rotary Club; the Chamber 
of Commerce of Camden, N. J.; 
charter member of the Philadelphia 
Stationers’ Association, member of the 
Boston Stationers’ Association and a 
director of the National Association 
of Stationers & Manufacturers. 


Asso- 


A. J. Signor. 


ACK in the days when business 
RB was done without stenographers, 

secretaries or typewriting ma- 
chines, without filing cabinets, card 
systems or any systems of record- 
keeping, except bound account books, 
scrap books in which to paste incom- 
ing letters, or steel spindles on which 
to hang them, A. J. Signor of the 
F. W. Roberts Company, printers and 
stationers of Cleveland, started to 
make his career in the commercial 
world. In that now far off day there 
were no leaf devices and the 
stock of the stationery store was com- 
paratively simple. The stationer sold 
pens, pencils, ink, paper and usually 
kept a stock of books, including school 
books which were a_ considerable 
source of income. 

Mr. Signor has just celebrated his 
seventy-seventh birthday and has been 
stationery business for fifty- 
three years. This makes him the old- 
est man in the business in Cleveland, 
both in point of age and length of 
service. 

Mr. Signor was connected with the 
F. W. Roberts Company when they 
first entered the stationery business 
in 1889 and is still with them at this 
time when they have grown to be one 
of the largest and most important sta- 


loose 


in the 


tionery and office supply houses in 
Northern Ohio. 
Mr. Signor first entered the busi- 


ness of selling office supplies in 1869, 
going into the employ of L. O. Raw- 
son & Company, a firm operating a 
book and stationery store on the Pub- 
lic Square of Cleveland. Books were 
the bulk of the stock and from books 
most of the income was derived, sta- 
tionery being but little more than a 
side line. “Office supplies scarcely ex- 
isted in the modern sense of the term,” 
says Mr. Signor. “They did not sell 
fast enough to make a separate busi- 
ness.. All we carried was paper, ink, 
blank books, pens, etc. Carbon paper 
had not been invented, neither had 
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typewriters or files or any other of 
the many labor-saving devices of the 
modern office. 

“Business men wrote all their let- 
ters in long hand and they all suffered 
a great deal from writer’s cramp as a 
consequence. Now-a-days one rarely 
hears of a case of writer’s cramp. Men 
did not study brevity in letters in those 
days, either. Probably the modern, 
terse, short business letter would have 
been regarded as insulting by the man 
who received it. 

“There were no girl stenographers— 
no girls working in offices at all. Of- 
fice men had no letter files or anything 
very like them. Their place was taken 
by bound books, having only stubs of 
pages. These stubs were gummed 
and letters to be filed were stuck to the 
pages in the order of their arrival. 
That took care of incoming letters, but 
if the sender of a letter wanted a file 
copy, he had to write it up twice, for 
there was no carbon paper. Finding 
letters in those days was a job that 
took time. 

“An office was usually a gloomy 
place in back of the store or if it be- 
longed to a lawyer, in some building. 
There would be a standing desk for 
the bookkeeper, a huge iron safe, a 
couple of roll top desks, and flat top 
desks. That would be all, unless the 
office happened to be that of a lawyer, 
when there would be book shelves and 
books. 


“T well remember when the old 
copying press came in. We thought it 
was a wonderful invention, and for 


many years all letters were copied in 
that way. We sell one of the tissue 
books yet once in a while. 

“Loose leaf ledgers were as yet un- 
dreamed of. The books were 


very 
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heavy and clumsy, especially for a firm 
of any size. Books for a bank were so 
heavy and unwieldly, the bookkeeper 
had to be a pretty strong man.” 

Mr. Signor went to work for the 
Evans & Van Epps Company on West 
Superior street, Cleveland, in 1873. At 
this time this was the heart of the re- 
tail district, but it is largely given over 
to wholesale houses and business that 
requires no contact with the general 
public. He left Evans & Van Epps in 
1879, going to Short & Forman Com- 
pany, predecessors to Forman-Bas- 
sett Company. In 1889 he took charge 
of a new stationery business for F. W. 
Roberts in the front of the Roberts 
printing plant, East Fourth street and 
Euclid avenue. He stayed here eight 
years, then going to work for the 
Helman Taylor Company. He was 
employed by several other stationers 
in Cleveland but came back to the 
F. W. Roberts Company in 1911, 
where he has been ever -since. 

Mr. Signor does not look to be sev- 
enty-seven years of age, for he is as 
active as many a younger man in the 
store. Although he has practically re- 
tired, he is nevertheless on hand each 
day to help take care of the noon rush 
from 11:00 o’clock A. M. to 3:00 
o’clock P. M. He insists upon this 
period of activity although Mr. Rob- 
erts would gladly permit him to retire 
altogether from business activities. 
His friends have tried at various times 
to get him to take a rest, realizing that 
his long years of service entitle him 
to it, but Mr. Signor likes to keep in 
touch with the business and feels that 
a certain period of activity each day 
helps him to keep in condition—an 
opinion which is no doubt well found- 
ed. He remembers many of the old 
timers in the stationery business, in- 
cluding Sam Mayer, of the Joseph 
Dixon Crucible Company; Billy Cham- 
bers of the Spencerian Pen Company; 
W. D. Bevin of the Boorum & Pease 
Company; S. W. Farmer of the Car- 
ter’s Ink Company; Uncle George Ol- 
ney of the Irving-Pitt Manufacturing 
Company, and many others who have 
passed on, all of whom were his 
friends. Mr. Signor recalls with inter- 
est how Mr. Olney used to sell goods 
down South, riding to the different 
towns on horse back, taking orders 
for the year and collecting for the 
previous year. This was when rail- 
roads hardly existed in many parts of 
that section. 

It gives Office Appliances much 
pleasure to present the likeness and a 
biographical sketch of this venerable 
gentleman. 
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LETTER 


Some Additional Details of the Burt Typographer Invention of 
I829—Family Recerds Contain First 
Typewritten Letter 


Dear Companion, 


New- York March, 13, 1830 


I have but jest got my second machine into opperation and this is 


the frst specimenI send you except a few lins I printed to regulate the machine , 


I am in good health but am in fear these lines will not find youso andthe children 


fromthe malencholley account your letter gave me of sickness and deaths in our ne - 
ighbourhood ,I had rested conten ted to whatI should if it had been summer s easm 


adout the health of my family, as it is jenerlly healthy during the winter months; but 


their has ben anunusual quentity of sickness heare this winter, and it has b en verry 
cold ia Urope as well as in America, a strong indication of the change of seas onth 
that I have so often mentioned.— Mr Sheldon arrived here four days ago he went 
imediately on to Washington and took my moddle forthe Pattent Office,he will retune 


here next we ek at which time I shall put my machine on sale and shall sell out the pat 


tent as soon as I can and return home, at aney rate I seall returne homeas soone as 
the Lake nevigation is open if life and health is spared me. I have got along but slow 
since I have been here forthe want of cash to hire such help as I wanted;I have been 
as prudent as I could, have taken my board with a family from Myuga who keep a bo 


rding house they are verry good christian people and are kindto me.I pay three Dal- 
ars a week for my board.—You must excuse mistakes ,the above is printed among a 


croud of people asking me’ maney questions about the machine. Tell the boys that I 
have some presents for them. If I had aney news to communicate I would print more 
but as I have none I must close hopeing these lines willfind you well I wish you to 


write as soon you receive this, do not make aney excuses! shall like see it in aney 


shape 


Phebe Burt 


TYPEWRITTEN LETTER OF MARCH 13, 1830, 


William A- Burt. 


FROM INVENTOR OF “TYPOGRAPHER” TO HIS 


WIFE.—Found recently among the papers of William A. Burt. This is probably the first typewritten 


letter ever produced. 


During 1920 Office Appliances published a description 
with a cut of the Burt Typographer, invented by William 
A. Burt of Michigan, and patented by him on July 23, 
1829, the patent number being 259. It will be recalled that 
a working model of this invention, which was sent to the 
patent ofhce was destroyed by fire in 1836, when the pat- 
ent office was consumed, but a parchment copy of the 
original patent which was saved from the fire was 
obtained from the family papers and when in 1892 the 
United States patent office desired to present as its con- 
tribution to the Columbian Exposition models of all great 
American inventions from the beginning, they located 
Austin Burt, a great grandson of the inventor, then a 
student of engineering in the University of Minnesota. The 
young man agreed to reproduce the working model from 
the description contained in the original patent and this 
he accomplished in March, 1893, and on the model so com- 
pleted he wrote from Minneapolis the letter shown in one 
of the accompanying cuts to his grandfather, Horace Eldon 
Burt. 

One of the photographs mentioned by Mr. Burt in the 
letter to his grandfather was reproduced in a previous 
article in Office Appliances, showing the machine built up 
on a stand and looking not unlike what we are now be- 
ginning to be accustomed to see and recognize as a wire- 
less telephone. However, it was a typewriter and a ma- 


chine that actually functioned as such. It was exhibited a 
the World’s Fair and aroused much interest. 


In 1921, when the Royal Typewriter Company got out 


its booklet, “The Evolution of the Typewriter,’ a photo 
graph of Austin Burt’s model of his great grandfather’s 
machine was made, by permission of the Smithsonian In- 
stitution in the National Museum and reproduced on pag 
5 of the booklet. This booklet, by the way, was reviewed 


in Office Appliances for January, 1922, on page 37 
When the World’s Fair closed the patent office exhibit 
was returned to the model room in Washingto1 I 


the replica of the Typographer remained until 1903, when 


1 
nere 


the model room was discontinued and the machine was 
shipped to Hiram A. Burt of Marquette, Mich., on July 
15, 1903, as the head of the family at that time Later he 


moved to Maine and placed the machine and the original 
letters patent in the care of his daughter, Mrs. Howard 
Corning, of Bangor, Me., who now has the original patent. 
The replica was subsequently sent to the Smithsonian In 
stitution where it is now housed in the National Museum 
as above intimated. 

Additional light is thrown on Mr. Burt's early work by 
the following extract from an article on William A. Burt 
and the Typographer. published February 5, 1888, from 
material furnished by Hiram A. Burt, formerly of Detroit 











June, 1922 OFFIC] L\PPLIANCES 27 
‘It was while hard at work, here and there Michigan some investigatio! old font of type reproducing exactly 
Territory 1828, that Mr. Burt finally conceived the pos the face used on the original was discovered in a printing 
sibility of a typewriting machine and it is probable that shop in lowa \fter some effort, permission was obtained 
one of the rst persons to whom he told the details of his to ship the machine to lowa, where it was taken by the 
project was John Sheldon (father of Mrs. R. Storrs Wil great grandson of the inventor, who equipped it with type 
lis. of this city), who was at this time editor and proprietor duplic ating the original face used on the machine, so that 
of the Michigan Gazette, the progenitor direct of the Ds now the machine the National Museum is in all re- 
troit Free Press Indeed, it is learned from Mr. Austin spects the replica of William Austin Burt’s original in- 
Burt, the now venerable son of the inventor, nd at pres ventiol 
ent residing at 1212 Jefferson avenue, that Mr. Sheldon [It is of 1 rest to note that Mr. Burt built the 
furnished the tvpe from the Gazette office with which Mr rriginal ma his blacksmith shop. He took up land 
Burt filled his first machine. On that machine, a letter was Michigan, cleared it, built a log house for himself, his 
printed, the text of which, follows wife and family of four children, and a log blacksmith shop, 
‘Detroit, N. T.., where he followed the avocation of a millwright. It will also 
May 25, 1829 be recalled that he was a machinist and surveyor and 1n- 
Hon. M. \ Buren: vented a surveyor’s instrument known as the solar com- 
Si This is a specimen of the printing done by me on pass, which 1s sta! dard even to this day. The Typographer 
Mr. Burt’s Typographer. You will observe some inac was built by Mr. Burt in this blacksmith shop with such 
curacies in the situation of the letters: these are owing to tools as he had or could make for the purpose. For type 
the imperfections of the machine, it having been made in he used font of printers’ type, which was then the only 
the woods of Michigan, where no proper tools could be ob style available Considering the machinery which is neces- 
tained by the inventor, who, in the constructior1 of it. sary today for the manufacture of modern typewriters, it 
merely wished to test the principles of it, therefore, taking is remarkable that this early mventor succeeded in pro- 
little pains in making it. I am satisfied from my knowl ducing a machine which would write at all. This is all the 
edge of the printing business, as well as from the opera more remarkable when we recall the fact that no doubt the 
tion of the rough machine, with which | am now printing, idea of producing typewriting machine was original in- 
that the Typographer will be ranked with the most novel, sofar as its conception in Mr. Burt’s mind was concerned. 
useful and pleasing inventions of the age. It was the first typewriting machine to be patented in the 
Very respectfully, United States and it is extremely unlikely that the inventor 
Your obedient servant, ever had knowledge of any machines attempted abroad by 
John P. Sheldon.’ early European inventors. Such information in his time 
Not long ago it was found that the machine in the and situation would not be likely to be available. 
National Museum was not equipped with the samé kind Below is a reproduction of the letter of Austin Burt re- 
of type as used on the original machine and afte ferred to on the preceding page: 
Minneapolis, Minne 
April lst. 18695 
My Dear Granbfather; 
It gives meplecasure to inform 
you that the Typographer is finished and I 
am d: oubly .pl@aseq to write he first 
letter to you. It took me about a month to 
make the :machine as many of the parts had to 
be made vy hand. It wiltl be sent to the 
Worlds Fair next week. I have be@n requested 
to exhibit it at thse University before sending 
it away. Photographs will be taken and one 
sent to you. 
with love,and best wishes from 
Your Grandson, ‘ 
q j 
’ rf 7 : 
Ctereltier V2, 
LETTER FROM AUSTIN BURT TO HIS GRANDFATHER, HORACE 
ELDON BURT WRITTEN ON THE TYPOGRAPHER REPRODUCED 
FROM PATENT SPECIFICATIONS FOR EXHIBITION AT WORLD'S 
FAIR OF 1893 
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The Rivetlock, a New Binder. 


A very simple yet practical loose leaf binder which binds 
loose sheets into permanent books in one’s own office has 
been devised and placed on the market by A. Carlisle & 
Company, manufacturing stationers at 251-261 Rush street, 
San Francisco, Calif. This new binder will take care of 
sales sheets, order blanks, cash sheets, check stubs, ship- 
ping receipts, bank statements, etc., etc. This binder was 























BINDING TUBE AFTER BEING 
OFF BY PLIERS. 


CUT 


designed to obviate the necessity of sending important pa- 
pers out of the office to be bound by a bookbinder. It is 
stated that the cost of using this binder is less than a book- 
binder would charge for his work. The features of the de- 
vice are as follows: 

The posts are of hollow brass tubing. When the vol- 
ume is ready for binding, the sheets are compressed and 
the protruding posts cut off flush with the top cover. This 
cutting of the hollow tube by a pair of cutting pliers auto- 
matically removes all protruding metal parts and seals the 
binder. The tube having been severed with compression 
nippers, the two sides come together, spreading the tube 
at the ends and forming a rivet-like top. Each book is 





RIVETLOCK, BOUND, 


READY FOR SHELVES. 


provided with a canvas back which is bound in, giving a 
plain surface on which to paste a label. A slotted lock top 
is used in the binder while the sheets to be bound are ac- 
cumulating. When the sheets are ready for permanent 
binding, this top is removed and the rivet-lock or perma- 
nent lock is substituted. These binders are made, of course, 
in a number of different sizes for different purposes and a 
cardboard back is also provided, where such a back is de- 
sired. This is put on by sliding it between the two ex- 
tended flanges and bending dow n the ends of the flange. 
A Jumbo rivet-lock binder is provided for permanently 
The posts are 3/16 of an inch 


binding extra large sheets. 
in diameter. 


A New Lettering Pen. 

The Bridgeport Pen Company, of Bridgeport, Conn., 
has placed on the market, a device known as Coit’s ball 
bearing lettering pen. It is claimed that this pen consists 
of a combination of features which have brought them into 
use by some of the foremost lettering schools through- 
out the country for show-card lettering work. It is stated 
that boards of education of several large cities have adopted 
these pens in the show card writing department of their 
manual training courses. It is said that little practice is 
required in order to become proficient in the use of these 
devices. These pens are made of spring quality hard brass 
throughout, giving them durability. There is nothing about 
them to break readily or get out of order. 


“Postograph” Metered Mail Machine. 
The Mack “Postograph” has reached the market, having 
gone through the development stage, and demonstrated its 
stability in actual service. This machine is made by the 


Mack Postograph Company, 682 Laughlin building, Los 
Angeles, Calif. Its operation is based on “permit” mailing 


of first class mail matter, a special printing head function- 
ing as the “meter” to record impressions as a record for 
the post office. 

The machine is self-contained, with an electric motor sus- 
pended within the base. It weighs about 100 pounds, and 
is fitted with rubber tipped-feet. The aluminum base is 
enameled in black, and all operating parts are nickeled. 
The machine is 12x 24x16 inches. It is sold outright for 


| 
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MACK POSTOGRAPH 





t de 


THE M AC x ™ ‘POSTOG R AP H ‘"—p ERMIT PRINTER FOR 
FIRST-CLASS MAIL. 
approximately $750; printing heads are leased at $100 a 


year each. A liberal service feature is provided. 

Letters are imprinted, counted, registered and stacked at 
the rate of 300 a minute. Within the printing head is a 
recording device with a capacity of 1,000,000 impressions. 
The user sends this head to the post office and buys a 
stipulated number of “impressions.” These appear on the 
envelope as a mark similar to the cancellation stamp used 
on adhesive stamps, bearing the local permit number. The 
postoffice authorities set the printing head for the number 
of impressions purchased, and lock the head. When at- 
tached to the machine the printing head yields up impres- 
sions on envelopes as needed, stopping and locking the 
entire machine when zero is reached. The recording de- 


vice includes an ascending counter, and a descending 
counter. One records the number of prepaid impressions 
used; the other the number still available. The “Posto- 
graph” has passed the scrutiny of the postal authorities and 


has been the recipient of flattering commendation. 


Changes in Samson Tools. 


The oe Appliance Company, 351 Jay street, Brook- 
lyn, N. Y., has changed the finish of Samson eyelet tools 
and hand punches which permits of material reductions 
in price. These devices are now being furnished with pol- 
ished steel finish, the throat or jaws lacquered. The handles 
are finished in black enamel applied by a secret process. 
“Ajax” eyelet fasteners will continue to be finished as 
heretofore. 
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Improved “Standard” Beam Scale. 

The Pelouze Manufacturing Company, 232-42 East Ohio 
street, Chicago, Ill., has improved its “Standard’’ postal 
scale. The dial can be read from any position, as the beam 
can be turned instantly by hand to any angle. A fine wire 


in the sliding poise indicates the cost in cents on all classes 
The dial is interchangeable. 


of mail matter. In case postal 





PELOUZE “STANDARD” POSTAL SCALE 


rates change, a new enameled dial can be mailed to the user 
or stationer, and inserted by anyone. This insures a per- 
petual scale, and assures the stationer that his stocks are 
always adapted to current postal rates. Two sizes are 
made: No. 2, capacity, two pounds; No. 4, capacity four 
pounds. The body of “Standard” postal scale is enameled 
in gold bronze, with finishings in brass. If desired, scales 
may be had in black enamel or blue enamel. 
Additions to “Super-Expansion” Line. 

The Stationers’ Loose Leaf Company, Milwaukee, Wis., 
has added to its “Super-Expansion” line a $10.00 outfit, 
complete, with pen-ruled sheets and leather tabbed index. 
The binder is made with brown duraleather and corduroy. 
As originally conceived the line was scheduled in full dura- 
leather binding only. The trade demand required the 9 
by 117/8 inch outfit in half corduroy. The manufacturer 








“SUPER-EXPANSION”’ 
LEDGER OUTFIT. 


STATIONERS’ LOOSE LEAF 


stresses for the “Super-Expansion” ledger the large amount 
of “finger space” provided for changing sheets, and the 
quickness and ease of operation secured by this keyless 
device. The line includes 7% by 10 3/8 inch size, full dura- 
leather, at $6.00; 9144 by 117/8 inch size, full duraleather, 
at $7.50; and the recent addition, 9% by 117/8 inch size, 
in duraleather and corduroy, at $10.00. 








Additions to “Ever Ready” Calendar Line. 
Two new sizes have been added to the “Ever Ready” 
calendar line by the Typo Trading Corporation, 65 Duane 
street, New York, N. Y. They are 5x8 and 4x6% inches. 
The “Ever Ready” line may be had with gilded edges. 


Smith Memo Roll. 

Smith Bros., Inc., 470 Thirteenth street, Oakland, Calif., 
is marketing a memorandum device selling at a reasonable 
price. A roll of paper approximately three inches wide is 
fitted into a neat wooden frame. The paper is unrolled 
as needed. There is also a fresh surface for memoranda, 
figuring, etc. 





“RADIO” PENCIL NO. 360.—A Newcomer to the 
y 


It Capitalizes the Intense Interest of the Day 
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A New Autographic Register. 


A novelty that is exciting attention was exhibited for 
the first time in Philadelphia during the month, and on 
May 23 the first delivery was made. It is the new Wyrick 
Autographic Register, made by the Wyrick Autographic 
Register Company, of Detroit, and shown at the Philadel. 
phia office opened during the month at 1043 Real Estate 
Trust building, under the management of R. D. Mac- 
Guffin, for two years Philadelphia manager of the Elliott- 
Fisher Company. The new register is a self printer on rolls 
of plain paper fed by the mechanism and turning out a 
printed form with numbering. Five copies are produced 
and the numbering is automatic. The machine is in sheet 
steel, dead black enamel, has glass shield in each side show- 
ing the mechanism, and issues a printed ticket. 





Demonstrating Detail in Chair Construction. 
Dealers of the Milwaukee Chair Company, Milwaukee, 
Wis., are furnished with a “silent salesman” which demon- 
strates the dowel construction. At all points where dowels 





“SILENT 
—Copyright. 


MILWAUKEE CHAIR SALESMAN.” 


are used the wood is cut away, permitting the dowels to 
show. This is a graphic way of convincing customers of 
the sturdy character of these chairs. The dowels appear 
in the seats, stretchers, boxing, etc. There are three dowels 
used in joining the arm to the back. 


Stationers Can Enter the “Radio” Field. 


The Eagle Pencil Company, New York, N. Y., has in- 
troduced the “Radio” pencil, No. 360. It is typical of the 
field represented, even to the item number, which corre- 
sponds to the wave length commonly used in broadcast- 
ing. It is finished in bronze and green. The bronze rep-. 
resents the loop aerial coil, and the green—an inch band on 
the tip—symbolizes the insulation on the wire windings 
and connections. “Radio” is a topic of great interest these 
days, and the new No. 360 brings the stationer’s stock close 
to the new art. 












Se 
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Lines of the Eagle Pencil Company, New York, N. 
in Radiotelephone. 
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A New Office Table. 


No. 2460 is the numerical designation of a new bank 
and office table which is now being produced by the Udell- 
Predock Manufacturing Company of St. Louis, Mo. This 
new table is a member of the company’s 2400 line and is 
characterized by excellence of material and care in work- 
manship. The table is made entirely of quartered oak. 





UDELL-PREDOCK 2460 BANK AND OFFICE TABLE. 
Much attention has been given to the drawers, which are 
dovetailed front and back and bottoms are framed in. 
The top of the table is seven-ply veneer one and a quarter 
inches thick, and the edges of the top are also veneered. 
Rims and drawer fronts are full quartered oak, and the 
legs are veneered quartered oak tapered and fitted with 
solid brass sockets. 


Aldrich Cast Bronze Cuspidors. 
Aldrich Manufacturing Company, 57 Illinois street, 
Buffalo, N. Y., offers cast bronze cuspidors of attractive 
design. These have a wide field of sale, appealing to the 
higher type of hotels, banks and the better class of offices. 
Cuspidors of this character have heretofore been obtained 
on special order, and were of special construction. This 


The 





ALDRICH TYPE X-1 ALDRICH TYPE X-2. 

has involved prices that were prohibitive under ordinary 

conditions. The stock lines of the Aldrich Manufacturing 

Company line are made from cast special bronze which re- 

quires no coloring. The finish does not tarnish. These 

cuspidors harmonize with all finishes of office furniture. 
A New Transparent Index Cover. 

The E-F transparent index covers or shields are well- 
made devices of transparent pyralin with linen glued to 
the inner edges and on this linen a very strong adhesive 
gum is spread. The linen base of the transparent shield 
is ruled off into inches where desired, but may be im- 
printed on order with any lettering the purchaser wants. 











E-F TRANSPARENT INDEX COVER. 


Each one of these shields is six inches long and may be 
cut to any length desired, the inch and parts of inch desig- 
nation being convenient in measuring the amount of tab 
to be removed. When moistened, each one of the inner 
edges is placed on either side of the tab or guide and 
pressed down firmly when it adheres so powerfully that 
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the paper itself is torn before the transparent shield can 
be pulled off. These shields or covers are made especially 
for covering and reinforcing old indexes, enabling the 
user to get a good index from one that is considerably 


worn. They are recommended also for covering any index 
that is going to be permanent. These devices are made 
by the Efficiency File Company, 1772 Wilson avenue, 


Chicago, III. 


Filing Cabinets Added to Bentson Line. 
The Bentson Manufacturing Company, Aurora, IIl., has 
extended its line of steel filing equipment by the addition 
of four-drawer vertical units in letter, cap and invoice 





sizes. These are well constructed, neat in appearance and 
BENTSON 4-DRAWER FILING 
CABINET. 
made to give good service in every respect. The drawers 


operate on strong, easy-working roller bearing suspension 

slides. This type of slide has stood heavy tests Each 

drawer of the Bentson vertical file is equipped with a post 

tive lock compressor, which locks firmly at any point 
“Quail” Line of Erasers. 

The Wallace Pencil Company, St. Louis, Mo., has added 
a line of erasers to its pencil products. It is known as 
the “Quail” line, including pencil, typewriter and combina 
tion typewriter and pencil erasers. 


The Razornife-Refillable. 

The above is the name of a very convenient device con- 
sisting of a knife handle of metal into which a safety 
razor blade can be inserted. The old blade can be pulled 
out and a new one forced in. This little knife, a cut of 





THE RAZORNIFE 


which appears herewith, is also a cigar cutter The per 
foration in the end of the handle makes it possibl put 
it on a key ring. It is made in nickel-plated and gold- 
filled styles, and is manufactured by the Gits Company, 
5512 Potomac avenue, Chicago, III. 


“Koh-I-Noor” Propel and Repel Pencils. 


The Koh-I-Noor Pencil Company, Inc., 34 East Twenty- 
I . 


third street, New York, N. Y., offers the trade “Koh-] 
Noor” propelling and repelling pencils. <A variety sizes 
and finishes is made, retailing at a moderate price Re 
fill leads are obtainable in various degrees of hardness, as 


well as copying leads. 
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A Roller Shelf Steel Cabinet. 
\ wide counter height steel cabinet with double doors 


which recede into the sides, disappearing entirely out of the 
way, are among the features of the new steel “7192 D Lin” 


roller shelf upright, just put on the market by the Globe- 

- Pa ‘ t 

; 

{ 

| 

NEW GLOBE-WERNICKE ROLLER SHELF 

STEKL CABINET 
Wernicke Company. This has a linoleum top. Its outside 
width is 33 inches and its inside dimensions are as follows 
Width, 30 inches: height, 3644 inches; depth, 27 inches 
The illustrati gives a very accurate idea of the features 
this cabii 
Waverley Steel Boxes. 

\ comparatively new line of cash and bond boxes is 
known as the Waverley line, manufactured by the Waver- 


ley Company of Indianapolis, Ind 

This line has been developed to provide a medium priced 
line of steel boxes which will come in between the tin boxes 
been manufactured for many years and the heavy 
boxes which are quite expensive. It is priced 
boxes and is finished 
as to be in harmony 


is 


that have 
steel safety 
only slightly higher than the black tin 
olive green enamel, baked on, 


in SO 
with the lines of present day steel office furniture. 

In construction, the boxes are well made of steel, all 
joints and seams being electrically spot welded, so that 
the whole box is one complete unit. The lines are simple 


and without projections and the boxes will present an at- 
tractive appearance in any office. Each box is equipped 
with a multiple change lock of good construction. 

The line is manufactured to include one 

xx with the handle on the end and four sizes cash 
boxes with the handle on the top of the box. In addition, 
there are three sizes of office boxes with compartments for 
bills [It is not a large line but sizes have been 
chosen that the needs of customers can well 


size of bond 
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THE THREE ILLUST 
THE BOTTOM OF TI 
1'IKENESSES OF THE 
CASH AND BOND BOX 
eral interesting features 
the accompanying parag 
Ss pointed out that these 
tin or sheet ron, and 
ingles are electrically s 
made in different sizes f 
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A Comptometer Table. 
nteresting calculating machine table shown be- 
y features ot convenience. It has a 


The 


low possesses 


mal 


slanting top recessed for the reception of the machine which 
is held at the correct angle to be most conveniently and 
easily operated. The height of the table is just right for 


IMPERIAL DESK COMPANY'S CALCULATOR TABLE. 


sitting on an ordinary stenographer’s chair. 
constructed according to the best standards of 
with square tapered legs and is highly fin- 


an operator 
This table is 
workmanship, 


ished throughout. It is made by the Imperial Desk Com- 
pany, of Evansville, Ind. The platform on which the ma- 
chine rests is a drop bed, like a typewriter cabinet. The 


top closes over the machine making a plane surface for the 
entire desk when the machine is not in use. 
“Grippo” Binder Added to “De Luxe” Line. 
The Wilson-Jones Loose Leaf Company, Chicago, IIl., 
has produced the “Grippo” slotted lock binder which is 
operated by one hand. To unlock, the gripper prongs are 
tipped up, and the cover is freed. The binder locks secure- 





“GRIPPO” BINDER. 

ly, holding a few sheets or full capacity. “Grippo” is made 
in a variety of stock sizes and post centers. The covers are 
bound in strong slate-colored canvas with black ironcloth 


corners. Special sizes are made to order. 


RATIONS SHOWN I 
PRESENT 


11S PAGE 
WAVERLEY STEEL 
ES.—The line has sev- 
which are described in 
raphs on this page It 
boxes are of steel, not 
that all corners and 
pot welded They are 
or different purposes 
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THE ILLUSTRATIONS OF THE TRUCKS MACEY STEEL TRANS- | ea ai hee 
WHICH APPEAR AT BOTH OF THE UPPER “FER CASES STACKED. - METAL FURNITURE COM- 
CORNERS OF THIS PAGE PRESENT AN mandenss pitts Cnt ATRL, TRUCK NO. 417 


IDEA OF THE APPEARANCE OF THE Shelves 46 inches wide, bottom shelf 18 inches 
BANK AND OFFICE TRUCKS MADE BY above floor. Shelves 5 inches apart. Cast iron 
THE TOLEDO METAL FURNITURE COM- ) 


'y ; angles on shelves prevent contents from slid- 
PANY.—Both trucks run on swivel casters. ing off. 





ny 





THE ILLUSTRATIONS ON EITHER SIDE ARE LIKE- 
NESSES OF TWO OF THE THREE NEWEST LINES 
OF MACEY STEEL WASTE BASKETS, WHILE THE 
PICTURE IMMEDIATELY ABOVE AT CENTER TOP 
SHOWS A NEW MACEY STEEL TRANSFER CASE.— | 
The steel waste baskets are beautifully finished and are 
among the most practical and well made articles of the 
kind on the market. These baskets are furnished in three 
sizes and five finishes, olive green, oak, mahogany, wal- 
nut and white enamel. The corners are round and brass 
bound, thus insuring against marring furniture, at the 
same time enhancing the appearance of the baskets. The 
insides of these waste baskets are solid and square and 
prevent pencil shavings and other fine dust from sifting 
through. The larger sizes are generally well adapted for 
public buildings, hospitals, barber shops, etc. Most par- 
ticularly when finished in white, they are rust-proof and 
sanitary, being easily cleaned. Hotels, offices and homes 
find many uses for the smaller sizes. 

The steel transfer case illustrated above is a rigid, 
sightly article and when the four units are stacked to- 
gether, they give the appearance of a four drawer upright 




















file. The cases are fitted with rollers, front and back 
i and are trimmed with handsome brass hardware. They 
~~ = wok: J are furnished in three sizes for bill, letter and cap size _ 
MACEY STEEL WASTE papers. a yg Mt 
BASKET WOOD GRAIN a WHITE ENAMEL 
FINISHED. 
New Globe-Wernicke Unit. the rest file drawers or all file drawers with no shelves or 


. Cine} . : all shelves as may be desired. 

The Globe-Wernicke Company of Cincinnati, Ohio, has . . y el PO - alee 
added many new units to its 16%-inch horizontal half a eae jor tiga Bn 7 b sowed poor gto ted 
section steel line. Realizing the necessity for the intro- pe Rc oO ys a 1 aed or Pi ego Po one soon > hee : 
duction of new ideas, which give new life to a business, aoa It attest ps on. 6 Be —- a we a 
a corps of engineers and designers are ever busy at the eidie ten dindie. The Aad Per hme ieee a paste 
Globe-Wernicke plant evolving ideas that will improve enter ws 2 eee oe. fe a - —_ apc oA 
the line. : 1714 Cash Till Secti shelves adjustable so that it may be adapted to any oun 

= -ut shown herewith is the 7617'% Cas ill Section >" ge oe see ee eS ee 
which ts peta lbe ete with the steel half section line. ™€"*S- [his desk cabinet is finished in neutral green 





GLOBE-WERNICKE CASH TILL SECTION. 


It is 16%4 inches wide, 17 inches deep and 6% inches high, 
outside dimensions. By virtue of up-to-date methods of 
manufacture it is one solid rigid piece of steel. All con- 
tacts are welded and no bolts, screws or rivets are used 
in its construction. : 

Other additions to this line include a varied collection of 
locker and lock-drawer sections. 








A Steel Desk Cabinet for Executives and Others. 

A cabinet known as the “Berloy” two-door Utility cab- 
inet No. 4078 is manufactured by the Berger Manutactur- 
ing Company of Canton, O. This cabinet is made of steel enamel. Being made of steel with tight joints, is presents 
and is enameled in neutral green. It is roomy, sturdy, fire a considerable degree of fire resistance. Besides, it is dust- 
resisting and has a positive locking mechanism. _The proof and the locking device saves its contents from being 
shelves are adjustable and in fact, the interior can be fitted meddled with. 
up in a large variety of ways, either part shelves and (Continued on Page 46b.) 


BERLOY STEEL DESK CABINET. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
The staff at the main office, 417 South Dearborn street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 720 Tribune building, 154 Nassau street, New York, will be 


this journal their headquarters. 


happy to be of any possible service. 


Chicago, there will be found the same desire to serve. 


While the facilities at New York are not so many as at 


United States manufacturers, 


or their representatives, traveling abroad are cordially invited to call upon 


Office Appliances’ 


London correspondent, Mr. W. 
Shore, Surrey House, Victoria Embankment, W. C. 2. 


Teignmouth 
Mr. 


Shore’s knowledge of office equipment business and 
its possibilities in Great Britain make 
his counsel valuable to those de- 
siring to cultivate the 
British market. 
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House, Wictoria 


Surrey 


May 3rd, 1922. 
¢6Q7°OR which relief, much thanks,” is what was said on all 
F sides in the commercial and business world here 
when Sir Robert Horne, Chancellor of the Ex- 
chequer, made his budget statement in the House of Com- 
mons on May Ist. What these reliefs were, of course, 
have long been known on your side of the water. The re- 
duction of the income tax will enable folk to save and to 
invest, and the lighter postal rates are a very real boon 
to the trading community. The big result of the budget 
reliefs has been to give a much desired cocktail to busi- 
ness men up and down the country, but it has not removed 
what, after all, is the main obstacle in the way of a busi- 
ness burst, namely “Uncertainty.” Trade cannot flourish 
in an atmosphere of uncertainty. Unsettled conditions 
kill commerce. There are too many uncertainties knocking 
about still: uncertainty from day to day of Continental 
political conditions; what are the French, the Germans, 
the Russians and Co. going to do next; and where will 
the exchange be next week—or even tomorrow? 
<> 
On the other hand my careful inquiries in general from 
responsible people in two great trade centers here, London 
and Manchester, have produced an almost unanimous reply 
that things are slowly and surely growing better. Par- 
ticular inquiries of office appliance men have brought out 
much the same opinion. L.M. Dreyfus, the astute man- 
aging director here of “Alpco,” tells me this: “In my 
opinion the back of the trade slump has been broken and 
trade conditions generally are improving. This has been 
evidenced by the fact that our new Venus everpointed 
pencil, which is a high-class article, has been taken up by 
the trade, and by the increased demand for the Venus 
black-lead pencil, which being a high-priced article shows 
that the spending power of the public is gradually coming 
back.” 
<-> 
Then my good friend P. H. Ellis, of the Macey Com- 
pany, gives me this: “This is how I find conditions at the 
present time. Not so long ago everybody was shouting 
‘bad business’ from the house-tops—the shouting now ap- 
pears to have resolved itself into a dying-out whisper. 
This is indeed a good sign that business is gradually com- 
ing back. True, it’s a slow job, but I think we would 


Embankment, 


Ww. Ce 


London, 


rather have business return slowly and steadily than face 
a period of a rapid return with mounting prices and ad- 
vances in labor and materials. We don’t want a repetition 
of 1919 and early 1920. So far as the stationery trade is 
concerned, the return of business is dependent on general 
readjustments and conditions in other businesses. In this 
connection I am glad to say that trade reports from most 
parts of the country are decidedly brighter than for some 
time. In our particular line—mainly loose leaf—dealers 
are still ordering from hand to mouth, but we feel that the 
time is near when our trade friends will begin to stock up 
again rather than order ‘already sold’ goods. In order to 
bring about this desirable state of business, we realize that 
it is not only necessary to assert a greater effort in getting 
after business, but to be of greater assistance to the deal- 
ers who carry our lines. In short, it is our business to 
help the dealer keep the goods sold. Fortunately the re- 
adjustment period has been of great benefit to us, enabling 
us to standardize our lines and put our business in good 
order. We are now in the splendid position of being able 
to deliver ‘good goods’ and the ‘good service’ which we 
strive to make synonymous with the Macey name.” I 
must dot the I’s and cross the T’s of. this: no matter 
how steady the revival of trade may be, or how great and 
strong, selling will not for many a long day be as easy 
as it was in the good old days before the war. “Greater 
effort in getting after business” will have to be the slogan 
of office appliance men. 


<—-e-—> 


Frank J. Allen, of the Columbia Ribbon and Carbon 
Manufacturing Company, weighs in with this, which is 
practical: “Business in London is fairly satisfactory all’ 
round, but there seems to be rather a quiet time in most 
of the Northern towns, judging from reports received dur- 
ing my recent visit there. I think, on the whole, there are 
indications of a revival in trade, although this is coming 
along more slowly than most of us were led to expect 
at the beginning of the year. .Perhaps the result of the 
new Budget will have a favorable effect, particularly the 
reduction in Income Tax, as the present high taxation_un- 
doubtedly seems to be one of the main causes of stagnation 
in business.” Cautious, but canny! So much for the 
general outlook. 
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It is good news that the British Association of Office 
Appliance Manufacturers and Traders will be holding a 
“Business Efficiency” exhibition in Manchester in the Fall, 
similar to that which was so assured a success in London 
in February. J. M. Levy of the Association writes me: 
“We continue to get applications for membership of the 
Association, which now comprises practically all the Office 
Appliance and Equipment firms which we desire to have 
as members. We find the Association has brought about 
a very much closer feeling between us all, and the amount 
of interchange of opinion is now quite appreciable.” 

<> 


The following bits of news will be welcome to Office 
Appliancers over with you. Walton Turtle of the Ham- 
mond speaks thus: “I have very little news of interest this 
time apart from the fact that the typewriter world seems 
to have considerably improved and that many houses 
although suffering from bad trade—have realized that they 
cannot afford to economize by putting into their offices 
out of date or cheap office appliances, but that a business 
house of a progressive mature must have the most up-to-date 
methods in order to compete satisfactorily at the present 
time. We, ourselves, are more or less awaiting the new 
type bar machine, which we are expecting to market 
within the next month or so, and, as soon as this comes 
to hand, it is possible I may have some interesting items 
to relate.” 

<-> 


Another “typewriter,” F. H. Morse of the Royal, writes 
as follows: “Mr. R. H. Hocking, who was recently appoint- 
ed agent for us for Glasgow and Western Scotland, open- 
ing up fine premises and getting an excellent start, has 
unfortunately suffered a complete breakdown in health and 
has been compelled to give up business entirely, a fact 
which we regret exceedingly as he is a most capable man. 
We understand that all of the typewriter representatives 
in Glasgow have sent him a testimonial expressing regret 
at his breakdown in health and with their good wishes 
for a speedy recovery. Mr. Hocking ‘having given up 
the business, we have appointed Watson’s Typewriters, 
Ltd., 128 St. Vincent street, Glasgow, as agents for the 
Royal there and Western Scotland: Mr. Watson is a 
man of broad experience, having been in the typewriter 
business for many years and we look for a fine representa- 
tion in Scotland. Mr. T. T. Malleson, export manager of 
the Royal Typewriter Company, Inc., of New York, has 
been holding a convention of Royal agents from various 
parts of Europe at- Berlin.” 

<--> 

Miller, Drake and Company tell me that they are the 
sole concessionaries for the British Empire of the Rex 
typewriter and Ransmayer precision type, and are also 
handling the £4.4.0 Semi-Rotary Swiftograph. They are 
issuing a house-organ, the “Drake Drummer,” to boost 
things along with the dealers. Another development takes 
the form of the fitting up of a special room tor the con- 
venience of all British and Overseas dealers coming to 
London. This room has been equipped with time tables, 
maps, guides, etc., and forms an annex to the new display 
room where all Miller-Drake lines are on view. 

<-> 

Harry V. Whitney, formerly in charge of the Columbus, 
Ohio, office of the Comptometer Company, has now joined 
the English company as director. He served in the U. S. 
A. Artillery during the war and was in the first batch 
of American troops to go to the front. 

<--> 


W. Smith, advertising manager here of the “Burroughs,” 
sends this along: “Burroughs Adding Machine, Limited, 
London, always optimistic, continue to speak well of fu- 
ture business of Great Britain. Considerable concentra- 
tion has been made on the figure needs of the smaller re- 
tail tradesmen, not usually noted for his very strict book- 
keeping methods. The need for more accurate and daily 
knowledge about his business by this class of trader has 
been enforced on him by the demands of the Chancellor 
of the Exchequer, who apparently has a greater greed for 
essential figure facts than the owner can generally supply 
off hand. Some nice big orders have been taken from 
the more nationally known British enterprises in the shape 
of repeat erders, serving to amplify the feelings of the 
Burroughs Executive that the outlook for trade seems more 
hopeful.” Good! 


<-> 
The Macey Company, Ltd., whose headquarters are at 
London, recently opened new sales rooms at 65 and 66 
( Bishopsgate 


Houndsditch End), London, E. 1. These 
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sales rooms are beautifully arranged to show the entire 
and extensive stock carried by the company, whose man 
agement has studied to save the buyers’ time by so dis- 
playing the goods that their features can be taken in at a 
glance. The lines include not only filing cabinets, but 
loose leaf books, pen and pencil duplicate books, expand- 


ing album for gramophone records, fine point pencils, bind 
ers, index tabs and signals, and filing cabinets and sup- 
plies. Well designed sloping stands carry many popular 


devices, including loose leaf goods, pen and pencil dupli 
cating books, etc. 


<-> 
Aren’t any of you Office Appliancers coming over this 
summer? If so, please don’t forget that you will be warmly 


welcomed at Surrey House. Telephone, Central 1228 
Hungary’s Paper Industry. 
Under the empire Hungary had thirty-two paper manu 
facturing plants. But two were left after the Treaty ot 


Trianon dismembered the dual empire. Of these mills, 
that at Disogyor, operated by Kolba Mihaly fiai Papirgyra, 
is equipped to manufacture high grade document and bond 
stocks. It was established in 1700, and is now controlled 
by Michael Kolba & Sons. The present production of 


1,760 pounds a month is consumed by the government. 
Paper board is made from waste paper at Nagymaros by 
A Nagymarosi Papirlemezgyar. Before the war the total 
production of paper in Hungary represented a value of 
about $10,000,000. This was insufficient for the country’s 
needs, and imports were required from Austria, Bohemia 
and Germany. 


American Typewriter Sales in Rome. 


MacLean, Rome, 
Reports.) 


(Commercial Attache H. C Italy, in Commerce 

The local agent for an American typewriter states that 
his sales are holding up in a satisfactory manner, and that 
the increased duty on typewriters, which became effective 
July 1, 1921, has not affected the trade as seriously as he 
had feared. At the time of the tariff enactment he and the 
agent of another American machine protested that their 
business would be ruined; but apparently the Italians are 
prepared to pay the higher prices in order to get standard 
American machines. Competition from the three locally- 
made typewriters on the market does not seem to be very 
strong, in spite of their advantage in price. 


Miller, Drake & Co. Acquire “Swiftograph.” 
Miller, Drake & Company, 36-37 Upper Thames street, 
London, W. C. 2, England, have absorbed The Swiftograph 
Duplicator Company. Miller, Drake & Company handle 
a variety of office supplies, and represent the Rex Type- 
writer Corporation in the British empire. 


Advertisements on British Post Stamps. 


Sales Management (London) comments on the proposal 
by the British post office to permit advertising on the 
back of adhesive postage stamps. A considerable revenue 
is expected. The value to the advertiser is that his mes- 
sage is presented to everyone who uses postage stamps. 
Sales Management does not hold the plan in high esteem, 
despite the possibilities of swelling the department's reve- 
nue. The point is made that in business houses the in- 
dividuals who direct or influence purchases seldom see the 
stamps. The affixing is done by clerks and juniors. If 
stamp affixing machines were as widely used in England 
as in the United States, the advertising scheme would be 
all but valueless. 


British Body Discusses Posting Methods. 
One of this year’s meetings of the Office Machinery 
Users’ Association, Ltd., 116 Victoria street, London S. W. 
1., England, considered “The Advantages of Machine Post- 
ing—A Comparative Analysis,” by R. E. Simpson. A rep- 
resentative posting record comprising twenty-two items 
was analyzed on the basis of pen posting, adding machine 
posting and adding-typewriter posting. Due to certain 
characteristics, the adding machine has advantages over 
the adding-typewriter, while the converse is also true. 
Either type of machine posting eliminates many of the 
errors possible in manual posting, and provides the ad- 
vantage of automatic addition and greater speed. 

We regret that space for the paper by Mr. Simpson is 
not available. His presentation was extended, and prac 
tical throughout. 
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Unification of Canadian Associations Planned. 


Proposals have been made for the formation of an asso- 
ciation of commercial stationers in Canada. There is the 
nucleus of such a body in the local associations at Toronto, 
Montreal and Winnipeg. William Robertson, of National 
Stationers, Toronto, is active in the movement. It is ex- 
pected that something tangible can be accomplished. An 
organization of this character can be of great value to the 
business men Canada. In fact, it is important in that 
the commercial stationery interests are spread over a vast 
country. Unification of local organizations will permit 
mass action in all things that affect the business, and facili- 
tate concerted effort in merc handising various lines, some- 
what similar to the “weeks” of various sorts sponsored in 
the United States by the National Association of Stationers 
and Manufacturers. 


of 
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Royal Dealers Meet at Berlin. 


One of a series of sales conferences in the European 
field was held at Berlin by T. T. Malleson, export manager 
of the Royal Typewriter Company, Inc. The new “Quiet” 
Royal typewriter was discussed from various angles. In 
attendance were Theo. Muggli, Zurich; Josef Foist, Prague; 
A. R. Leszczynski, Warsaw; M. Nissen-Lie, Christiania; 
Walter Banzhaf, Stockholm; Max Bodenhoff, Copenhagen; 
Hans Stielow, Hamburg. 

In the twelve months past similar conferences have been 
held by the Royal Typewriter Company, inc., at Stock- 
holm, Paris, Vienna and Copenhagen. The annual Euro- 
pean convention of Royal dealers and branches will be re- 
sumed this year. 

These conferences of Royal representatives in Europe 
are productive of much good, enabling Mr. Malleson to 





BERLIN CONVENTION OF GERMAN-SPE 
This convention was held April 9-13. Right 
Max Bodenhoff, Copenhagen; M. Nissen-Lie, 
ager; A. R. Leszezynski, Warsaw; Walter 


Refugee Wins French Contest. 

Office Appliances made reference to a merit 
contest conducted by the Paris evening paper, “L’Intran- 
sigeant,” for the selection of the most worthy workwoman 
chosen by her comrades among all the Parisian workshops, 
the winner to reccive a dowry of 40,000 francs and a com- 
plete outfit valued at more than 100,000 francs. 

Word comes from a friend in Paris to the effect that the 
fortunate winner of this contest is Miss Chalandre, a girl 
refugee typist on the staff of the Equitable Trust of Paris. 

The outfit Miss Chalandre received included nearly 
everything a young girl could wish. Among the items were 
a Woodstock typewriter, a sewing machine and an 
automobile. 


Last month 


Noiseless Export Manager on European Tour. 


W. Ericson, foreign sales manager of The Noiseless 
Typewriter Company, is due to return to New York early 
this month from an European trip which was undertaken 
early this year. He visited the different agents abroad, 
and established new distribution points. The tour included 
Christiana, Norway; Hamburg, Germany; Stockholm, 
Sweden; Brussels, Belgium; Copenhagen, Denmark; Berlin, 
Germany; Paris, France; the British Isles.. Russian points 
were also in his itinerary. 


George W. Todd Touring Europe. 





_George W. Todd, president of the Todd Protectograph 
Company, is touring Europe. J. Halsby, Protectograph 
agent for the British Isles, accompanied him on the con- 


tinent. 


AKING 
to left—Theo. 
Christiania: T. 

3anzhaf, 


AGENTS.— 
Josef Foist, Prague; 


ROYAL TYPEWRITER 
Muggli, Zurich 
Malleson, 


Royal Export Man- 


Stockholm. 


get close insight into their mutual problems, and to shape 
the policy of the company to accord. The first two days 
of the Berlin conference were devoted to personal dis- 
cussions between the different dealers, developing construc- 
tive suggestions for the guidance of their principals. 

It is not so many years ago that American manufacturers 
failed to recognize the mutuality of interest of their rep- 
resentatives in Europe. It might even have been con- 
sidered impolitic to gather representatives from different 
nations together. The plan necessitates “laying all the 
cards on the table,’ and its execution is evidence that 
comparison of notes by the different representatives could 
reveal no inequality in their selling franchises. 


Head of French Organization Boosts Typewriting 
Machines. 


“Le Petit Parisien,” for May 11, 1922, M. Charles 
Mamet, president of the Syndicate Chamber of Mechanical 
Writing, the typewriter men’s association of France, pre- 
sented the many and various uses and advantages of mod- 
ern standard typewriters, portable typwriters and machines 
for accounting. He described in detail the great variety 
of work which the typist can perform with speed, accuracy 
and legibility, and touched upon new avenues of useful- 
ness as a general unde rstanding of writing machines de- 
velops in the popular mind. 

“Le Petit Parisien” of the above date carried advertis- 
ing cards of French typewriter manufacturers, representa- 
tives of American typewriters, etc. The announcements 
also included ribbon and carbon houses and a card by our 
contemporary, “Mon Bureau,” a leading office equipment 
journal of France. 


In 
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Office Specialty Manufacturing Company Obtains 
Dominion Charter. 


The Office Specialty Manufacturing Company, Ltd., 
manufacturers of filing systems and office equipment at 
Newmarket, Ont., Canada, and at Toronto, was established 
in 1888 with a provincial charter and operated under that 
charter until, owing to the growth of their business and 
other advantages that gave them a wider scope, they re- 
cently obtained a dominion charter. This change does not 
in any way alter the personnel or management of the 


business, the company’s directors being as follows: Gus- 
tav Erbe, Rochester, N. Y., president; George M. Reid, 
London, Ont., first vice-president; H. C. Slemin, manag- 


Toronto; George D. Wark, 
Thomas Reid, Toronto. 


ing director and treasurer, 
secretary, Newmarket, and 


Big Typewriting Contests to be Held in Paris 


The Syndical Chamber of Organization (commercial) 
at its last meeting decided to hold what are known as na- 
tional and international typewriting championship con- 
tests for 1922, in Paris, during the month of October, 
the exact date to be determined later. To compete in 
this contest not only are the best French typists invited, 
but also champion typists from the various other coun- 
tries of Europe. Important cash prizes, the first of which 
will be not less than 1,000 francs, will be presented to the 
winners. The committee of organization of the contests 
invites suggestions from all specialists for making up a 
definite program which will be transmitted to the asso- 
ciation and interested parties. All suggestions or in- 
quiries should be addressed either to the president of the 
Syndicale d’ Organization Commerciale, 10, Rue de Lancry, 
Paris, or to Genera! Secretary, 97, Aveneue de la Bour- 
dounais, Paris. 




















WHITE AND BROWN DALTON 
shows a representative of Ruys’ Han- 
shows a representative of Ruys’ Han- 
delsvereeniging, Rotterdam, demon- 
strating the Dalton adding machine 
to a native clerk on a large rubber 
plantation on the East coast of Su- 
matra.—The lower picture was taken 
after the brown man had become con- 
vinced of the practical uses of the 
machine.—Photographs by courtesy of 
Ruys’ Handelsvereeniging. 
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A Message from South Africa. 

Few Americans appreciate the seriousness of the incipient 
labor rebellion instigated by “red” agitators which broke 
out last March in South Africa and was suppressed only 
after sharp and vigorous fighting by the law-abiding citi- 
zens, police force and the military. Office Appliances has 
received from Arthur Tunley copies of the “Cape Times” 
and the “Cape Argus” giving day-by-day reports of the 
fighting, also a copy of an illustrated booklet entitled, 
“Through the Red Revolt on the Rand,” giving a full ac- 
count of the Reign of Terror beginning March 8 and ter- 
minating by the victory of the Government forces under 
General Smuts on March 18. The booklet is a pictorial 
presentation of the revolt and its suppression and is most 


interesting. The introduction was written by Ernest 
Glanville of the Johannesburg “Star” and the photographs 


shall 


were taken by a representative of that journal. We 
treasure this booklet both for its historical interest and its 
personal association. 
Czechoslovakian Office Products. 
The manufacture of office equipment and supplies in 


Czechoslovakia was a negligible quantity before the dis- 
solution of the Austria-Hungary monarchy in 1918. The 
provinces constituting the present republic depended on 
imports for their needs. Three small factories were estab- 
lished in 1919 producing carbon paper. Two have survived. 
Four concerns are engaged in the manufacture of type- 
writer ribbons. Duplicators are generally imported from 
Germany or Austria. 

Office furniture has become an important line of pro 
duction, catering to the countries of Western and Southern 
Europe as well as to the domestic trade. 


India Requires Country of Origin Marks. 
The United States Counsel-General at Calcutta reports 
that importers of goods from the United States are sub- 
jected repeatedly to fines because our exporters do not 
mark their products according to the East Indian regula- 


tions. The merchandise marks act requires that each sep- 
arate article imported bear a “country of origin” mark. 
The words “Made in U. S. A.” or “Made in the United 


States of America’? must appear in letters sufficiently con- 
spicuous to catch the eye readily. Every package, label 
and separate article should have the mark printed on, or 
firmly affixed. The name of the city where manufactured 
is insufficient, unless “U. S. A.” follows it. 





Czechoslovakia to Unify Copyright Laws. 
The Czechoslovakian parliament is considering a revi- 
sion of the existing copyright law. It is now not uniform 
throughout the republic, due to old laws of the constituent 


states. Under the proposed law a copyright shall con- 
tinue for thirty years after the death of the creator. Gen- 
eral newspaper articles may be reprinted, if as originally 


published, and ful! credit given. 

Provision is made that in case a work of art is sold for 
more than twice the amount received by the artist at the 
original sale, he or his heirs should receive twenty per cent 
of the excess sum. The artist shall be notified of the 
sale so he may obtain his share of the profits. 


Typewriter Aids Paris Niinneinieate in Strike. 


A strike of compositors on English newspapers published 
in Paris was met by the use of photo-lithography, with 
typewritten copy. This is an adaption of calligraphy, which 
was used in New York several years ago when the printers 
went on a “vacation.” The Paris copy was written news- 
paper measure, and evidently reproduced full size by the 
lithographic process. The typewriter type in narrow news- 
paper. columns was commented on unfavorably, because of 
its appearance. However, the newspapers never missed 
an issue. 





Greek Merchant Receives Honors. 


Artemis Denaxas, general manager of A. Denaxas & 
Co., Athens, Greece, has been elected a member of the 
Board of Directors of the Chamber of Commerce and In- 
dustry of Athens. Mr. Denaxas is also an associate mem- 
ber of the American Chamber of Commerce of Athens. 
He is a well-informed man and has occasionally contributed 
to this and other publications. His company does an 
importing and exporting business and maintains branches 
in all the important centers in Greece. 
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BUILDING AND GROUNDS 
OF THE DUTCH AMERICAN 
COMMERCIAL AGENCIES, 
LTD., SEMERANG, JAVA.— 
Upper left, a native clerk 
Coronatyping.—Upper right, ex- 
terior view.—Lower left, a cor- 
ner in the directors’ office.— 
Lower right, the reception room. 
—Cut by courtesy of the Corona 
Bulletin (The Corona Type- 
writer Company, Inc.). 
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Parcel Post Service to the Levant. 

The French postal service will accept parcel post pack- 
ages for carriage by French steamships to postal stations 
in Palestine and Syria: Aleppo, Alexandretta, Antioch, 
Baalbek, Beirut, Batrun, Damar, Djuni, Gama, Homs, 
Latakia, Sidon, Tripoli-in-Syria, Tyre and Zahli. 





Kotzian Takes Corona Agency at Milan. 


Raoul Kotzian has been appointed by Halvar A. Berg- 
gren, the Corona Typewriter Company’s European sales 
director, as the Corona agent in Italy. Mr. Kotzian has 
an establishment at Milan, where he is the general Italian 
agent for the L. C. Smith & Bros. typewriter. 

Readers will be interested in the accompanying photo- 
graph of Mr. Kotzian’s stand at the annual “Fiera Cam- 
pionaria” in Milan recently, at which he exhibited the ma- 
chines for which he is agent. Mr. Kotzian’s display in- 
cluded the only American typewriters shown, but Euro- 
pean machines were widely demonstrated. The exhibition 
was a marked success, attracting people from all over 
Europe. Dealers from every quarter of Italy flocked to 
Milan and a constant stream of people visited the different 
booths. 

At Mr. Kotzian’s booth an electrical appliance had been 
arranged to show the speed of the typewriter, beating the 
types at the rate of one thousand strokes a minute. This 
attachment was placed on an L. C. Smith machine. The 
Corona also drew much attention and kept the force busy 
demonstrating. 





DISPLAY OF L. C. SMITH AND CORONA TYPEWRITERS 
BY RAOUL KOTZIAN AT THE ANNUAL “FIERA CAM- 
PIONARIA” AT MILAN. 


“Star” Registered in Argentina. 

Chiese Hermanos, Buenos Aires, Argentina, has regis- 
tered the word “Star,” or its Spanish equivalent, “Estrella,” 
on a variety of manufactured products. Included are ma- 
chines and apparatus for every kind of industry, and 
articles made of India rubber. The Argentine law grants 
registration to the first applicant. Owners of the “Star” 
trade mark in the United States may take action for an- 
nulment before September 6, 1922. If the Hermanos regis- 
tration is not contested, he can have exclusive right to 
the use of the trade mark, and prevent the owner of 
such a mark in the United States from using it in Argen- 
tine trade. 


American Office Equipment in Australia. 


Vice Consul Walter D. Costello, Sydney, in Commerce Reports. 

Practically all typewriters imported into Australia orig- 
inate in the United States, comprise nearly all the best 
known makes, and are sold through Sydney importers. 
Manufacturers of double keyboard machines. have endeav- 
ored in the past to establish a market for their product in 
this district, but their efforts have not been altogether 
successful. 

Some Sydney dealers in typewriters complain of unpleas- 
ant experiences in their relations with typewriter firms in 
America, and as a result the United States has suffered 
some loss of prestige in this market. This, however, has 
not prevented a considerable number of the larger busi- 
ness houses of Sydney from installing American office 
furniture and filing equipment, although American prod- 
ucts are somewhat handicapped because of the preferential 
tariff in favor of Great Britain and the depreciated cur- 
rency of Australia. 

In view of these conditions it would be well for Ameri- 
can manufacturers and exporters of office equipment and 
supplies to pay special attention to this very important 
field. 


Typewriter Trade in Constantinople. 
(Consul General G. Bie Ravndal, Constantinople, Turkey, in 
Commerce Reports.) 

Since the post-war resumption of trade with Turkey 
considerable activity has been shown in the local mar- 
ket for typewriters and for office supplies and furnish- 
ings in general. It is estimated that during the years 
1920 and 1921 some 2,000 typewriters, chiefly of Ameri- 
can manufacture, were imported. The most popular among 
other foreign makes on this market are apparently the 
“Adler,” of German manufacture, and the “Yost,” a 

British-made machine. 


(Continued on Page 69.) 

















FEDERAL TRADE BODY ACTS ON “REBUILDING.” 


Important Decision in Adding Machine Field Establishes a 
Policy Which Will Govern Trade in the Future. 


Note: The proceedings of the Federal Trade Commis- 
sion in Docket No. 725 are given in full for the guidance 
of anyone who may be offering various adding machines, 
to enable him to avoid what the Commission terms “un- 
fair competition.” Advertising must measure up to the 
facts in every regard in all published statements, however 
presented and circulated. The stand of the Federal Trade 
Commission applies likewise to rebuilt typewriters and 
other office machines. It will be noted that the complaint 
is based on advertising which appeared in 1920. The prac- 
tice complained of in Docket No. 725 has been discon- 
tinued for some time. 

UNITED STATES OF AMERICA, 
BEFORE FEDERAL TRADE COMMISSION: SS. 
At a regular session of the Federal Trade Commission, held 
at its office in the City of Washington, D. C., 
on the 8th day of May, A. D. 1922. 

Present: Nelson B. Gaskill, chairman; Victor Murdock, 
John F, Nugent, Huston Thompson, Commissioners. 

Federal Trade Commission ) Docket No. 725. 


| 
C. H. Korb and W. M. Dwyer, trading }Report, Find- 
and doing business under the name |_ ings as tothe 
and style of Korb & Dwyer. ) Facts. 

Pursuant to the provisions of an Act of Congress ap- 
proved September 26, 1914, the Federal Trade Commis- 
sion issued and served a complaint upon the respondents, 
C. H. Korb and W. M. Dwyer, trading as Korb & Dwyer, 
charging them with unfair methods of competition in 
commerce in violation of the provisions of said Act. 

The respondents having entered their appearance in per- 
son and filed their answer herein, and formal hearings 
having been had before an Examiner of the Commission, 
and testimony having been introduced in support of the 
allegations of the complaint and no testimony having been 
offered by the respondents, and the Commission having 
duly considered the record, and it being fully advised in 
the premises, makes this its findings as to the facts and 
conclusion: 

Findings as to the Facts. 

Paragraph One: That respondents, C. H. Korb and 
W. M. Dwyer, are and were at all times hereinafter men- 
tioned, a partnership, organized, existing and doing busi- 
ness under the firm name and style of Korb & Dwyer in 
the state of New York, and having their office and prin- 
cipal place of business at 28 Walker street, New ork 
City; that on or about May, 1920, the said firm was dis- 
solved and C. H. Korb succeeded to the said firm business 
and now conducts the same under his own name. 

Paragraph Two: That C. H. Korb and W. M. Dwyer, 
partners aforesaid, and C. H. Korb, individually, now and 


for more than two years last past, have been engaged in 
the business of buying, overhauling, selling and shipping 
second-hand adding machines of various makes to pur- 
chasers in the various states of the United States and the 
District of Columbia in competition with other persons, 
firms, co-partnerships and corporations similarly engaged. 

Paragraph Three: That the said respondents during the 
year 1920, advertised and caused to be inserted in a news- 
paper or magazine called “Office Appliances,” issuing 
monthly and circulating throughout the various states of 
the United States, in fact “all over the world,” the fol- 
lowing advertisement: 

“Several Hundred Thoroughly Rebuilt Dalton Ada- 
ing and Listing Machines Available at Half American 
List Prices. Cable or Write for Prices.” 

(Here follows a picture of adding machine.) 
“Korb & Dwyer 
“Rebuilt Typewriters and Adding Machines, 
“31 Walker Street, New York City, 
"a, oe ee 

Paragraph Four: That the respondents had not at the 
time the said advertisement appeared in said magazine nor 
had they at any other time had in their possession, for 
sale or otherwise, one hundred or two hundred or as many 
as a dozen rebuilt Dalton adding machines and no ar- 
rangement had been made or contract entered into where- 
by the said Korb & Dwyer, or either of them individually, 
could or were to receive for sale rebuilt Dalton adding 
machines as advertised; that while the respondents were 
equipped with facilities to overhaul Dalton and other adding 
machines they were not equipped and did not have the 
facilities to rebuild Dalton adding machines; that the 
respondents could not obtain the new parts necessary to 
rebuild said machines nor the skilled labor required; that 
the word “rebuilt” as applied to second-hand adding ma- 
chines has a well-known meaning, especially to the adding 
machine and typewriter trade, so that an adding machine 
may properly be said to be a rebuilt machine when after 
several years’ use it is stripped down to its base and then 
built up, replacing parts that have been worn by new parts, 
and building into the machine at the same time any re- 
finement and improvements made since it was manu- 
factured. 

Parts for Replacement Not Available. 

Paragraph Five: That it is a policy maintained by all 
of the large manufacturers of adding machines as the 
Burroughs, Wales, Dalton and Monroe, to refuse to sell 
mew parts for machines made by them to anyone and 
hence the only manufacturer who can rebuild the Dalton 
machine or Burroughs machine or machines of the other 
large manufacturers is the manufacturer of the particu- 


lar adding machine to be rebuilt, and this fact is well 
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known to the adding machine trade, and especially to the 
dealers in second-hand adding machines, and the respond- 
ents knew this policy when they were advertising for sale 
several hundred rebuilt Dalton adding machines; that the 
General Exchange Adding Machine Company, from whom 
the said machines were expected to be purchased by re- 
spondents did not rebuild, and could not have rebuilt, the 
said Dalton adding machines as said company, while deal- 
ing in adding machines, overhauling and selling them, does 
not rebuild any adding machines except the Burroughs 
adding machine, which it manufactures. 

Paragraph Six: That respondents, for the purpose of 
misleading and deceiving the purchasing public concern- 
ing the machines advertised by them for sale “at half 
American list prices,” falsely advertised that the said ma- 
chines were “rebuilt Dalton adding machines” and in fur- 
therance of this deception respondents signed said adver- 
tisement in such a manner as to mislead the public into 
the belief that the respondents are dealers in rebuilt Dalton 
machines as well as other makes of adding machines. 

Order to Cease and Desist. 

Now, Therefore, it is ordered that the respondents, C. H. 
Korb and W. M. Dwyer, individually, or under the firm 
name of Korb & Dwyer, and each of their agents, repre- 
sentatives and employees cease and desist from: 

Directly or indirectly, selling, or offering for sale, or 
advertising for sale in newspapers, magazines, circulars, 
or otherwise, in interstate commerce, overhauled Dalton 
adding machines, upon the representation that they are 
rebuilt adding machines. 

Directly or indirectly representing through advertise- 
ments in magazines, newspapers or otherwise in interstate 
commerce, that respondents are or either of them is en- 
gaged in buying, rebuilding and selling Dalton adding ma- 
chines, or buying, rebuilding and selling adding machines 
of any other manufacturer of adding machines which ex- 
clusively rebuilds machines of its own manufacture, unless 
and until the facts truthfully warrant such representation. 

It Is Further Ordered, that the said respondents, C. H. 
Korb and W. M. Dwyer, shall within sixty (60) days from 
the date of service of this order, file with the Commission 
a report setting forth in detail the manner and form in 
which it has complied with the order of the Commission 


herein set forth. 
By the Commission: js Fo FORE, 
(SEAL) Secretary. 


Conclusion. 
That the acts of the respondents as set forth in the fore- 
going finding as to the facts are unfair methods of com- 
petition in commerce and in violation of the Act of Con- 
gress approved September 26, 1914, entitled, “An Act to 
Create a Federal Trade Commission, to define its powers 
and duties, and for other purposes.” 
By direction of the Commission: 
NELSON B. GASKILL, 
Chairman. 
Dated this 8th day of Attest: 
May, A. D. 1922. i 
(SEAL) 


P. YODER, 
Secretary 
The Elusive Hyatt. 

“Hyatt” is generally considered the smoothest thing in 
roller bearings, but the Todd Protectograph Company has 
discovered a slicker in one H. H. Hyatt, who is said to 
obtain Protectograph check writers on misrepresentation. 
He might possibly extend his activities into other branches 
of the field, so a bit of caution may well be exercised. 

Strathmore Poverty Ball. 

May 12 the Strathmore poverty ball was held at the Mit- 
tineague Y. M. C. A. by the Strathmore Paper Company 
family. Old duds were a requisite—the penalty for “glad 
rags’ was a series of fines. Admission was paid for by 
weight—five pounds for one cent. Those weighing more 
than 200 pounds received a rebate for their excess pound- 
age. Various forms of entertainment were provided, in- 
cluding dancing. 


Loose Leaf House Gets Out Radio Handbook. 

Latest in the loose leaf devices manufactured by the 
Lefax Corporation in the Sheridan building, Ninth and 
Sansom streets, Philadelphia, is the Radio Handbook espe- 
cially adapted for amateurs’ use. It contains loose leaf 
pamphlets compiled under various headings on subjects 
relating to the equipment and erection and technical knowl- 
edge of Radio installation compiled by Government ex- 
perts. 
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American Can Company Out of Office Field. 


Adding Machine and Cash Register Business Sold to Add- 
Index Company, a New Corporation, Which Also 
Controls the Watters Corporation. 





The American Can Company has disposed of its office 
machine division to the Add-Index Corporation, 120 Broad- 
way, New York, N. Y. The cash register and adding ma- 
chine business will be conducted hereafter by the new 
interest. The Watters Corporation, manufacturing index 
devices at St. Louis, has also been taken over by the Add- 
Index Corporation. The selling organizations of the two 
companies have been acquired by the New York concern. 

The Add-Index Corporation was recently organized to 
take over various properties producing devices for use in 
offices and stores. The American Can Company holds an 
interest in the new concern. The president of the Add- 
Index Corporation is Robert L. Houston, who was vice- 
president and general manager of the Tabulating Machine 
Company, and a director of the Computing-Tabulating- 
Recording Company. Previous to his connection with the 
Tabulating Machine Company, Mr. Houston had been with 
The National Cash Register Company. Frank A. Ruf, vice- 
president, is a director of the Mercantile Trust Company, 
New York, and president of the Antikamnia Chemical 
Company, St. Louis. W. W. Hodgson is vice-president in 
charge of manufacturing, with headquarters at Grand Rap- 
ids, Mich. Fred Phelps is vice-president and treasurer, 
and R. H. Crosby is secretary. . W. Phelps, vice-presi- 
dent of the American Can Company, is chairman of the 
board of directors; other members of the board include: 
F. Rudolph, vice-president of the American Can Com- 
pany, Chicago; Frank A. Ruf; W. C. D’Arcy, of the 
D’Arcy Advertising Agency, St. Louis, and former presi- 
dent of the Associated Advertising Clubs of the World; 
K. S. Breckenridge, director of the American Can Com- 
pany; C. E. Green, auditor of the American Can Company; 
R. L. Houston; Fred Phelps; J. B. Hayward, patent attor- 
ney, New York. 

Ben Harris, who had been manager of the office machine 
division of the American Can Company for the past nine 
years, and sold the first machine, has made no definite 
plans for the future. Because of his many years of inten- 
sive service with the American Can Company he felt it was 
perhaps better for him to take a little vacation. Under his 
administration of the office machine division of the Ameri- 
can Can Company the products were greatly improved, and 
their distribution extended widely. 


EXCUSE US PLEASE 


We Switched the Cuts. 

On page 56 of the May issue of Office Appliances we had 
occasion to present the likenesses of Edward J. Manning 
and C. E. Mosher. When the journal appeared we dis- 
covered to our embarrassment and doubtless to the amuse- 
ment of the victims and their friends that we had put Mr. 
Manning’s name under the likeness of Mr. Mosher and the 
name of Mr. Mosher under the likeness of Mr. Manning. 

Office Appliances presents its apologies. The fact that 
errors such as this and other errors as well seem bound to 
be made is by no means an excuse for their occurrence. 


We Were Wrongly Informed. 

On page forty-one of the May issue of Office Appliances 
there appeared a small item received from a correspondent 
in Canada concerning the protection of bachelors’ records 
in the Montreal City Hall fire. 

It appears that credit for furnishing the cabinets which 
protected these records was given to the wrong concern, 
owing no doubt to the fact that our informant was un- 
familiar with the names of companies in this field. The 
cabinets which protected the records were those of the 
Office Specialty Manufacturing Company, Ltd., known as 
the Firewall Filing Cabinets. The company whose fac- 
tory is at Newmarket, Ont., did extensive advertising in 
the Montreal papers in connection with the performance 
of this equipment in the fire. Office Appliances hastens to 
correct any erroneous impression which may have arisen 
in connection with the previous item. 





40 OFFICE 


Fiske Joins Lincoln Typewriter Company. 


Alexander M. Fiske, a well-known typewriter man, has 
become associated with the Lincoln Typewriter Company 
of New York. Mr. Fiske assumed his new duties on May 
29th as general manager. 

The typewriter fraternity in this country, as well as 
abroad, know Mr. Fiske, many of them being familiar with 
his past achievements and his peculiar qualifications for this 
particular line of endeavor. His connection with the type- 
writer industry dates back many years. In more recent 
years his efforts have been in the export field. 


Testimonial Dinner to Pioneer Stationery House. 


Philadelphia boasts, although the head of the William 
F. Murphy’s Sons Co. only modestly acknowledged, the 
second oldest stationery and office supply business in the 
United States and recognition of its venerable character 
was given during the month by a testimonial dinner under 
the auspices of the Chamber of Commerce and on a scale 
which perhaps cannot be duplicated elsewhere in the United 
States, for, seated around the banqueting board at the 
Bellevue-Stratford, were the representatives of forty-eight 
Philadelphia firms which have at least 100 years of con- 
tinuous history. The William F. Murphy’s Sons Com- 
pany was the only stationery firm thus honored and it was 
represented by President Jacob L. Read who himself is 
celebrating this year the fiftieth anniversary of continuous 
service with the organization and who some time ago made 
researches which convinced him that Lucas & Company, 
of Baltimore, is the pioneer stationery firm of the United 
States and that his own company stood a close second. 
But even with this 50-year record, Mr. Read is not unique 
in the Murphy employ, for there are still connected with 
it six others who have a slightly longer record. Best 
known among these is Robert Patterson who has an in- 
terest in the firm and who for almost fifty-three years has 
been representing it on the road, and then too there is 
William W. Neel, now in charge at the factory of the lay- 
ing out of orders, and James Kane in the bindery and John 
Trinkle in the paper ruling department, and, finally, Leslie 
Wood and William Mills who still stand before the case 
every day. One of the firm’s treasured possessions is the 
very first pen made for ruling by the founder of the busi- 
ness, William F. Murphy, grandfather of William Henry 
Brooks, now vice-president, and Francis Murphy Brooks, 
secretary. This pen, believed to be one of the first ever 
made for the purpose, does not differ materially from those 
used at the present time. 

The Murphy business was begun in New York City in 
1820 and was continued there for seventeen years until 
its transfer to this city, occupying small quarters at 27 
North Seventh street, in what was the first building of the 
United States mint. Here it continued and grew until 
1852 when it was removed to 26 South Third street. Until 
this time it was the individual business of the founder. 
In 1855, it become the William F. Murphy’s Sons and was 
removed to 339 Chestnut street, remaining there until 
1872 when the present quarters at 509 Chestnut street were 
occupied. In 1891, the firm’s title was changed to the 
present one of the Wm. F. Murphy’s Sons Company. In 
an address which President Reed made to the 509 Club, 
he called attention to the fact that out of 100 success- 
ful business organizations, there were not more than five 
that lived to be 100 years old. Associated with the com- 
pany is the 509 Club and it proposes, on the first Satur- 
day in June, to hold its annual outing at Palmyra, N. J., 
on the grounds of George A. Rhoades, the cashier. 








Lovelace Directs Wahl Advertising. 


C. C. Lovelace has been appointed advertising manager 
of The Wahl Company, Chicago, Ill. He had been assistant 
to H. A. Vernon, who has entered other work. Mr. Vernon 
has become sales and advertising manager of the Art Lamp 
Manufacturing Company, Chicago. III. 


In Bankruptcy. 

The National Binding Machine Company, of New York, 
has filed schedule in bankruptcy, listing liabilities of $169,- 
201.00 and assets of $167,317.00. The main items of the 
assets are machinery and fixtures, $112,703, patents, $30,000, 
accounts $20,000. The principal creditors listed are Chat- 
ham & Phenix National Bank, $15,500, Nashua Gummed 
and Coated Paper Company, $34,473, Atlas Foundry Com- 
pany, $5,519, Merchants National Bank of San Francisco, 
$8,100, C. W. Pierce $4,344, Rosalie Pierce, $4,000. 


APPLIANCES 





I922. 


June, 


Remington Officers Re-elected. 

In the April issue of Office Appliances we presented a 
rather full report of a controversy which had arisen be- 
tween the management of the Remington Typewriter Com- 
pany and certain stockholders. This controversy was car- 
ried on with considerable vigor, but at the annual meeting 
of stockholders of that company held some weeks ago the 
officers and management of the company won a quick 
victory. 

The following directors were elected: Roger S. Baldwin, 
Henry Harper Benedict, Maurice Coster, Frederick F. 
Fitzpatrick, Archibald A. Forrest, Mercer P. Moseley, 
Arleigh D. Richardson, Augustus T. Rose, Harry E. Stiles, 
George E. Warren, James M. Gifford, Frank N. Kondolf, 
Robert P. Loomis, Phineas C. Lounsbury, and Frank H. 
Maynard. 

The officers of the company are the same as last year and 
consist of the following gentlemen: Frank N. Kondolf, 
president; Archibald A. Forrest, vice president; F. E. Van 
Buskirk, vice president; Cecil S. Ashdown, vice president; 
George W. Dickerman, vice president; E. J. Saxer, treas- 
urer and H. E. Smith, secretary. 

The independent stockholders’ committée of the Rem- 
ington Typewriter Company, not satisfied with the results 
of the recent election, filed suit in the Supreme Court of 
New York on May 23, asking the court to set aside the 
election, and praying for a new election to be held under 
the direction of the court. 

The following outline of the petition is reprinted from 
a New York daily paper of May 24: 

The petition in the case is filed by James S. Carney, a 
member of the independent committee, who owns 1,400 
shares of stock, and was one of the defeated candidates for 
director at the recent election. His petition, filed by Sulli- 
van and Cromwell, also asks the court to set aside the 
election of the inspectors of election under whose direction 
the recent election was held, on the ground that their de- 
cision as to voting of proxies for 12,000 shares of stock 
protested by the independents caused the defeat of the 
latter. 

Mr. Carney states that the annual meeting began at Ilion, 
the site of the Remington plant, at 11 A. M. on April 19 
and lasted until 5 A. M. the next day, when it was stopped 
to await the outcome of court proceedings there. He said 
Harold E. Smith, secretary of the corporation, was elected 
an Inspector of Elections by a show of hands, the meet- 
ing being crowded with employes loyal to the manage- 
ment. 

Mr. Carney states that the inspectors rejected the pro- 
test by the independents against the voting of proxies for 
12,000 shares of stock on the ground that the proxies were 
not valid and announced the election of the management 
candidates for directors. 


Winchell Succeeds Kondolf as President of 
Remington. 


B. L. Winchell has been elected president of the Rem- 
ington Typewriter Company to succeed Frank N. Kon- 
dolf, who has been elected chairman of the board of di- 
rectors. This action, it is stated, was taken at the request 
of Mr. Kondolf, who has sought to be relieved of the ac- 
tive management of the company. Mr. Winchell, the new 
president, was formerly president of the Rock Island Lines, 
the St. Louis & San Francisco Railroad Company, also di- 
rector of traffic of the Union Pacific System and during 
the war was regional director of railroads in the south 
with headquarters at Atlanta. 


Change in Tampico Firm. 

C. S. Gonzalez S. en C, Tampico, Tamps., Mexico, has 
been succeeded by C. S. Gonzalez, all resources and lia- 
bilities having been assumed. The store handles furniture 
and glassware. 


Eylar Returns from Extended Trip Abroad. 

M. S. Eylar, vice-president in charge of sales of the 
Elliott-Fisher Company, is expected home the middle of 
June. The organization is planning a royal welcome for 
him in the form of a banner sales month during the month 
of June. The prevailing thought throughout the organiza- 
tion is that the most appropriate welcome Mr. Eylar can 
be accorded is that they should “say it with sales.” Mr. 
Eylar has had an extended trip throughout England and 
the continent, calling on the agents of the company. 
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J. W. R. Merckle Again Heads Thaddeus Co. 

The stockholders of the Thaddeus Davids Ink Company, 
Inc., 95 Van Dam street, New York, N. Y., met on Thurs- 
day, April 27, and elected directors and officers for the en- 
suing year. J. W. R. Merckle was elected president, Harold 
Merckle, vice-president and general manager; T. H. Pan- 
coast, secretary; George H. Collis, assistant secretary; 
H. J. Bastier, treasurer, and M. A. Kline, assistant treas- 
urer. The executive committee is composed of J. W. R. 
Merckle, Harold Merckle and George I. Louden. The 
board of directors is composed of J. W. R. Merckle, George 
I. Louden, M. A. Kline, Frank L. Parks, Ralph Halpern, 
T. H. Pancoast, George H. Collis, William Parsons and 
Harold Merckle. 

In taking the presidency of the company, J. W. R. Merc- 
kle resumes the position he relinquished a little over a year 
ago. He has been with the Thaddeus Davids organization 
for thirty-four years, having held practically every office 
in the company. A year and a quarter ago, he relinquished 
the office of president and his son, Harold Merckle, was 
made the company’s chief executive. Harold Merckle has 
been associated with his father in the corporation for the 
last four years. He now takes up the duties of vice-presi- 
dent and general manager. 

George I. Louden, a member of the previous board of 
directors and now a member of the executive committee 
and of the new board of directors, is connected with the 
Fruit Products Corporation of New York City. 

M. A. Kline has been connected with the Davids Com- 
pany for twenty years and is now in the auditing depart- 
ment. 

Frank L. Parks is a member of the firm of Parks Bros., 
of New York City, investment brokers. 

Ralph Halpern is widely known in the stationery field as 
a wholesale stationer. 

T. H. Pancoast has been with the Davids organization 
for many years, and most of the time as a salesman on the 
road, and more recently has headed the sales department. 
He will continue in his position as sales manager and secre- 
tary of the company. 

George H. Collis has been 
years in the sales department. 

William Parsons, also of the board of directors, is a re- 
tired capitalist of Brooklyn, N. Y., while H. J. Bastier, 
a member of the board, has been with the Thaddeus Davids 
Company since September of 1921, before which time he 
was general auditor of the Willis Corporation, Bosch Mag- 


with the company for five 





J. W. R. MERCKLE, 
President, 
Thaddeus Davids Ink Company, Inc. 


neto Company, and the Manhattan Electrical Supply Com- 
pany. 

\ meeting of the company’s board of directors was held 
on May 3, when T. H. Pancoast was reappointed general 
sales manager. It is Mr. Pancoast’s intention to employ 
several new men to cover the several new fields which are 
open and to extend the sales work over a wider territory 
than heretofore. 

W. C. Buckhan has just been made a member of the 
sales force in New York state and part of Ohio. 

Office Appliances joins Mr. Merckle’s many friends in 
congratulating him upon his return to the direction of the 
affairs of the company. 
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Woodbridge Heads N. Y. Advertising Club. 


At the annual meeting of the New York Advertising 
Club held in the Club House, 47 East Twenty-fifth street, 
New York City, on the evening of May 9, C. K. Wood- 
bridge, sales manager of The Dictaphone and president 
of The National Association of Office Appliance Manu- 
facturers, was elected president of the New York Adver- 
tising Club. 

Mr. Woodbridge is a well-known sales executive and 
has been active in the Advertising Club work in New 





W OODBRIDGE, 


Cc. K. 


York City for many years. As head of the Educational 
Committee of that club for the past three years he has de- 
veloped a course for young men and women in advertising 
and allied businesses which has attracted wide-spread at- 
tention. 

The New York Advertising Club has just signed a con- 
tract for a new club house to enable it to accommodate all 
the activities of the club and to be a monument to the 
advertising profession. 

The advertising men of New York may congratulate 
themselves upon having elected as their chief a man of 
the ability and experience of Mr. Woodbridge. 


Wahl Company Wins Victory Against Misleading 
Advertising. 


The Wahl Company of Chicago, makers of Evershar 
pencils in the Special Sessions Criminal Court on May 8, 
won a victory against fraudulent advertising when Max 
Cohen, an itinerant dealer, pleaded guilty to a charge of 
using the Eversharp name to mislead the buying public. 

Cohen, who had rented a vacant store room at 1677 
Broadway, filled the window with dollar bills and cheap tin 
pencils. A large sign suspended in the window announced 
“$1.50 Pencil Eversharp” in big letters, the type bens 
similar to the type used by the Wahl Company. Beneat 
this in very small letters was the word “Leads.” Beneath 
this in turn was a large “Now 19c.” 

Two other signs of somewhat similar style conveyed the 
false impression that Cohen was selling Eversharp pencils 
at nineteen cents. Customers found that instead he was 
selling Eversharp leads at nineteen cents, which is four 
cents higher than the retail price. The cheap tin pencils 
were also sold for nineteen cents. 

He was arrested and arraigned before a magistrate who 
held him for criminal court. The Wahl Company today 
expressed itself as satisfied that it had stopped the practice 
and the court reserved sentence upon Cohen. 

This is the second successful fight which the Wahl Com- 
pany has waged in New York to protect its trademarked © 
name against fraudulent use. Edward Sullivan, a dealer 
who set up several temporary places of business in Brook- 
lyn, was fined twenty-five dollars by Justice Benedict for 
contempt of court when he refused to obey an injunction 
restraining him from using the name Eversharp. 

The fraudulent use of the Eversharp name has so far 
been confined to New York. The Wahl Company believes, 
from the similarity of all advertising methods adopted, that 
a central mind is directing the movement, trying it out 
before attempting it throughout the country. or this 
reason the company has fought each instance which has 
come to its attention. 
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D. M. Alkire Makes a Change. 


Announcement was made late in May that D. M. Alkire 
has entered the service of the Woodstock Typewriter Com- 
pany in a special capacity. It is understood that his duties 
will be of a special nature in connection with the organiza- 
tion of sales in certain of the larger cities. 

Mr. Alkire had recently been manager at Chicago for the 
Royal Typewriter Company, Inc. His successor in the 
Royal organization had not been selected as we go to press. 


New Company Formed in New York. 


The Invicta Writer, Inc., is the name of a new organiza- 
tion recently formed by E. J. Ward and incorporated on 
May 11 with a capital stock of $2,750,000. Its offices 
are located at 89-91 Warren street, New York City. The 
company’s sole product will be the Invicta Writer, which 
was described in a recent issue of Office Appliances. The 
principal organizer of the company, Mr. Ward, is an Eng- 
lishman. He came to this country on February 3 and 
since that time he has been working persistently to develop 
a plan for marketing his machine in the United States. 
He sailed for home on Friday, May 19, from Montreal. 

Mr. Ward is president of the new company and Charles 
C. Lenz is treasurer. The London address is Hamilton 
House, Bishopgate, E. C. 2. It is the company’s plan to 
manufacture the machine in the United States, and at 
present Mr. Ward is considering the facilities of several 
plants which have been offered. The transfer agent of the 
company is the Corporation Trust Company of New York 
City. Its attorneys are Kelley & Becker, 366 Madison ave- 
nue. Mr. Ward was accompanied in this country by 
his son, who returned to England with him. They will 
both return, it is expected, about the 22nd of June, bring- 
ing Mrs. Ward with them. 


Percy Albihn to Tour Europe. 


Percy Albihn, of the Manufacturers’ Typewriter Clear- 
ing House, Chicago, Ill, will leave June 10 on a tour of 
Europe which will require three or four months. He will 
cover all the countries of Europe, visiting the dealers with 
whom he enjoys business relations. Sightseeing will be 
given due attention. Mr. Albihn will take his Mercer auto- 
mobile with him, and when he gets back to the United 
States his friends will expect him to publish a guide book 
on motoring through Europe. 


Egry Register Company in New Quarters. 

Removal to newer and larger quarters has been made by 
the Philadelphia branch of the Egry Register Company 
of which L. W. Marks is manager. The new quarters are 
1109 Walnut street and are the only ones occupying a 
ground floor with the show windows facing on one of 
the main thoroughfares of the central city district. Sam- 
ple machines only are carried in the store, all orders be- 
ing shipped from the Dayton, Ohio, factory. 


Royal Stockholders to Meet. 


The stockholders of the Royal Typewriter Company 
have called a special meeting to be held on June 9 to 
vote upon changing their common stock from $100 par 
value to stock of no par value and to authorize sufficient 
increase in common stock to permit the liquidation of $2,- 
308,971 of accumulated dividends upon the 37,697%4 shares 
of 7% preferred stock outstanding at the rate of $25 in 
accrued dividends per share of common stock. It is stated 
that the purpose of this change in capitalization is to pave 
the way for payment of dividends upon the outstanding 
preferred stock and the initiation of dividends upon the 
common stock as soon afterward as earnings justify. 


D. F. Walsh in New Affiliation. 

Daniel F. Walsh is now secretary-treasurer of Boland 
& Walsh, wholesale, retail and manufacturing stationers, 
912 Bergen avenue, Jersey City, N. J. The store is located 
opposite the New Trust Company of New Jersey build- 
ing, in the new business section of Jersey City, at Journal 
square. Mr. Walsh was for twelve years with Tower 
Brothers Stationery Company, 23 West Twenty-third 
street, New York, N. Y. 


C. W. Simpson in Increased Responsibilities. 

The Art Metal Construction Company, Jamestown, N. Y., 
has promoted C. W. Simpson. He is now advertising 
manager. Mr. Simpson was assistant advertising manager 


for eight months past. 
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Change in Personnel of Norfolk Company. 


Commander F. E. Horton, who resided for seventeen 
years in Norfolk, Va., while he was an officer in the United 
States Navy, has purchased the interest of J. A. C. Groner 
in the Office Sales & Service Company, 124 West Tazewell 
street, Norfolk, and will hereafter be associated with J. E. 
Johnston in the management of that company. Mr. John- 
ston will remain as president of the company and Mr. 
Horton will be secretary and treasurer. 

Commander Horton is a man who has achieved consider- 
able distinction in the naval world. He and his brother, 
Captain Harry Horton, received $75,000 from the United 
States Government for the invention of a method to 
operate wireless from an aeroplane. 

Commander Horton was a member of the naval auxiliary 
service before the war and was in command of such ships 
as the U. S. S. Caesar, the Hannibal, the Leonidas, the 
Neptune and the Orion. 

At the outbreak of the war with Germany he was trans- 
ferred to the naval reserve force, and he commanded the 
U. S. S. Neptune throughout the period of hostilities. His 
work with the Neptune won him a citation for meritorious 
service. 


E. J. Sheehan Tours Central West. 


E. J. Sheehan, general sales manager of The Noiseless 
Typewriter Company, returned in May from a business trip 
which included Chicago, Detroit, Cleveland, St. Louis and 
Pittsburgh. He reports that everyone with whom he came 
in contact is optimistic about the future. There has been 
no marked increase in general business in the different sec- 
tions visited, but business as a rule is getting better, but 
with plenty of opportunity for improvement. A large per- 
centage of the buying, according to Mr. Sheehan, is still 
“hand to mouth.” 





Philadelphia Office Appliance Managers. 

The Office Appliance Managers Association of Philadel- 
phia held a meeting on May 4 at which the following 
officers and directors were elected: President, J. R. Ram- 
say, Monroe Calculating Machine Company; vice presi- 
dent, R. J. Henry, Keelox Manufacturing Company; sec- 
retary and treasurer, W. T. Abell, American Sales Book 
Company, Ltd. Directors to serve for a term of one year, 
George M. Austin, Ediphone agency; R. F. Porter, Ad- 
dressograph Company and P. A. Swartz, The Rand Com- 
pany, Inc. Directors for two years, J. Britt, Borroughs 
Adding Machine Company; L. L. Schroedel, Yawman & 
Erbe Manufacturing Company, and C. E. Smith, Ditto 
Sales Company, of Philadelphia. 

A luncheon was held on May 19 and each member in- 
vited a boy or young man to go with him and listen to 
the discussions, 


Birminghem Business Equipment Association 
Activities. 


Heretofore the Business Equipment Association of Bir- 
mingham, Ala., has confined its meetings strictly to busi- 
ness, but they are now trying out a series of luncheon meet- 
ings, the first one of which took place on May 19 and 
proved a marked success, the attendance percentage being 
ninety-five. 

At every meeting information has been passed out among 
the members which has resulted in orders. The method 
of the association for handling these tips is as follows: 
Any member who receives information concerning some 
one who is in the market for the purchase of any sort of 
equipment must turn this tip in by mail or verbally to the 
secretary of the association, who in turn informs those who 
are directly interested in the sale. This method gives every 
one a chance to profit by the information, if he can. 

Henceforth the meetings will all be luncheon meetings. 





New Manager for Noiseless at New Orleans. 


John F. Gibbons has been appointed district manager for 
the Noiseless Typewriter Company with headquarters at 
738 Union street, New Orleans, La. 

Mr. Gibbons is an experienced typewriter man with a 
wide acquaintance in New Orleans and adjacent territory. 
In 1912 he became associated with the L. C. Smith & Bros. 
Typewriter Company at their New Orleans branch and for 
nine years covered the states of Louisiana and Mississippi 
as well as the city of New Orleans. 
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National Association of Office Appliance Manufac- 
turers Meet. 

A regular quarterly meeting of the National Association 
Office Appliance Manufacturers was held in Chicago on May 
11 and 12. The meeting was presided over by President C. 
K. Woodbridge, sales manager of The Dictaphone. Others 
present included A. N. Smith, secretary, general manager 
of the Wales Adding Machine Company, Wilkes Barre, 
Penna; R. N. Fellows, advertising manager, The Addresso- 
graph Company, Chicago; W. A. McDermid, sales man- 
ager, Autographic Register Company, Hoboken, N. J.; 
H. I. Gillogly, sales manager, Baker-Vawter Company, 
Benton Harbor, Mich.; E. D. Shaw, assistant to sales 
manager, Burroughs Adding Machine Company, Detroit, 
Mich.; G. W. Spahr, genera! manager, Computing Scale 
Company of America, Dayton, O.; S. H. Twist, assistant 
sales manager and advertising manager, Ditto, Inc., Chi- 
cago; Milton C. Stern, president and general manager, 
Egry Register Company, Dayton, O.; M. A. Seely, 
tant sales manager, Elliott-Fisher Company, New York, 
N. Y.: W. C. Gookin, manager Barrett division, Lanston 
Monotype Machine Company, Philadelphia, Penna.; G. C. 
Kingsley, district sales manager, Library Bureau, Chicago; 
W. B. Stewart, Jr., vice-president in charge of sales, Oliver 
Typewriter Company, Chicago; H. E. Ingram, sales man- 
ager, Rand Company, Inc., North Tonawanda, N. Y.; 
Gratton E. Hancock, assistant sales manager, Remington 
Typewriter Company, New York, N. Y.; P. Bontecou, Chi- 
cago manager, The Tabulating Machine Company, New 
York, N. Y. 

The program was as follows: 

On Thursday forenoon, following the roll call and the 
report of the treasurer, the subject, “The Better Business 
Convention Plan,’ was taken up and discussed by R. N. 
Fellows, Fred P. Mann and Major John B. Reynolds. 
After luncheon, the same subject was thrown open for gen- 
eral discussion. The subject, “Altering Serial Numbers on 
Equipment,” was discussed by J. C. Nevins of the legisla- 
tive committee. “What We Can Get from the Census” 
was a subject assigned to Clement Ehret. 

At 6:00 P. M. the members of the association present 
were guests of D. W. Hall, secretary-treasurer of the Ad- 
dressograph Company, at the South Shore Country Club. 

On Friday, the morning discussion was devoted to the 
subject, “The Town Sheet as a Means of Checking and 
Controlling Territorial Effort. Its Benefits and Practical 
Application.” This was discussed by Mr. Gillogly, Mr. 
Fellows, Mr. Stewart and others. S. H. Twist led the dis- 
cussion on the subject of “Classification of Business for 
Enterprise Count.” After luncheon there was a general 
discussion of business classifications. The “Essentials of 
Field Supervision by District or Branch Managers.” (a) In 
Increasing Productive Power of Salesmen. (b) In Keeping 
Down District Sales Cost, was discussed by Messrs. Nev- 
ins, Twist, Gookin and Spahr. 

The following suggestions on “High Lights in Business” 
were presented by President C. K. Woodbridge: 

“* Industries of Country Again Calling for Labor.’ 


assis- 


“*Men Wanted’ Signs Appear on Factory Gates; ‘Wave 
of Prosperity Again Here.’ : 
“This is the heading taken this week from one of the 


central New York papers and is followed by the most opti- 
mistic report of conditions based upon investigation of one 
of their reporters. 

“A Chicago item of April 29th, published in the New 
York Times also carried a very optimistic and far-reach- 
ing report of labor conditions. 

“Confirming these reports, there is the coutinued good 
news about crops and farming in general, and it is quite 
evident that this summer will see a scarcity of labor rather 
than any conditions of unemployment such as have been 
prevalent during the past year. 

“THE STATE OF NEW JERSEY ALREADY RE- 
PORTS A JOB FOR EVERY MAN WHO WANTS TO 
WORK. 

“Plenty of Bank Funds. 

“The Monthly Letter of the Alexander Hamilton 
tute again reports favorable fundamentals. These 
facts are divided into three parts: 

1. A healthy mercantile situation, 

2. A promising agricultural outlook, 

3. A surplus of banking funds sufficient to finance an 
expansion of trade activity this Fall and throughout 1923 
(with special emphasis laid on No. 3). 

Building. 

Bank of Chicago says: 
campaign under way and the 


Insti- 
cood 


‘There is a 


“The National City 
total 


nation-wide building 
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new construction for 1922 will break all records. It is 
based on a genuine demand for several hundred thousand 
new dwellings, apartment buildings and business struc- 
tures. Activity is most pronounced in and about the large 
cities where the shortage has been most acute. There is 
a great deal of new construction work to be done by in- 
dustrial corporations and others engaged in ambitious un- 
dertakings.’ 

“This same institution, discussing the farm situation, says 
that the position of the farming industry this year has been 
materially strengthened by the recovery in the price of 
grain and farm products. This improvement has been of 
immense benefit to the country, for it is apparent that the 
American people cannot enjoy thorough going prosperity 
when the farmers are really hard up for funds. 

“Confidence! 
first three months of this year more than one 
billion dollars worth of new bonds has been floated in 
the American market, of which more than two hundred 
million dollars represented foreign Government dollars se- 
curities. In every business cycle in the past, the first 
recovery has been shown in the bond market, and even 
the pessimist can give a cheer for the news concerning 
bonds for the first three months of 1922, 
“Comparisons with the First Three Months of 1921, 

“Railroad traffic and earnings show a great increase. 

“The U. S. Steel Corporation is operating at 75 per cent 
of capacity, and the steel industry in general] is doing AL- 
MOST DOUBLE the volume of business witnessed a year 
ago. 

“Merchandise exports for March were 32 per cent in ex- 
cess of the February figures, and March imports were the 
largest for any month since December, 1920. 

“Trading in stocks and bonds on the New York mar- 
ket is exceedingly active, with sales of more than a million 
shares a day as a regular occurrence.” 


“In the 


Elliott-Fisher Sales Convention in July. 

The Elliott-Fisher Company are planning for their an- 
nual sales convention to be held this year at Camp Elliott- 
Fisher, Wellesley Island, Thousand Isles, July 2 to 8. The 
members of the All Star Club, district managers, local 
managers, sales agents and the department heads from the 
general offices, as well as the officials of the company, will 
attend. Special cars will come from the different sections 
of the country and will all be combined in a special train 
at Utica, New York, going from there to Clayton, New 
York, and arriving Sunday morning, July 2. A motor boat 
will meet the train and the participants will then cross to 
the Island where a band will meet them. Breakfast will 
follow and then will come the big parade which is always 
a feature of E.-F. sales conventions. The flag-raising and 
the formal opening of the camp, together with address of 
welcome, etc., will feature the first day. 

There will be about 100 men in attendance, it is expected. 
Fifty per cent of the time will be devoted to work and 
the other fifty per cent to play. The location affords ideal 
opportunity for motor boating, baseball, swimming, fishing, 
tennis, golf, polo, etc., and ample time will be given for 
recreation. One of the features of this event will be the 
individual conferences which the executives will hold with 
members to take up any intimate phases of the business 
that may be appropriate. The keynote of the meeting will 
be the “personal touch” between the general offices and 
the men on the firing line. A very interesting program has 
been arranged. July 4 will be given over entirely to recrea- 
tion. 


Old Timer Enters New Venture. 

George W. Center, who has spent many years in the of- 
fice equipment field, recently established an exhibit hall in 
the loop district of Chicago, where he exhibits samples of 
office supplies, equipment and advertising novelties. 

Mr. Center expects to publish a catalogue of lines on dis- 
play and this will be distributed under a special service ar- 
rangement made with banks. 

He is located at 34 West Lake street. 


In ‘Deiiustinee 


The Stationery Products Stores Company, Inc., 40 John 
street, New York, organized to operate chain stationery 
stores in New York City and other centers, filed a petition 
in bankruptcy last month, listing liabilities of about $10,- 
000 and assets at $6,750, main item of which is stock, $4,000. 
Judge Mack appointed Louis Karasik receiver under $3, 
Principal creditors listed are O. L. Auerbach, $2,137; 
Margaret Koenig, £1,000. 


bond. 
3 Coope r, $1,000: 
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Connecticut Valley Stationers Meet May 10. 


The May meeting of the Connecticut Valley Stationers’ 
Association was held on the tenth. At eleven o’clock in 
the morning the members arrived at Springfield and were 
conveyed to Holyoke in automobiles by the National Blank 
Book Company, who were the hosts of the day. They 
were taken through the entire plant of the Parsons Paper 
Company at first, then returned to the National Blank 
Book Company where a fine luncheon was served. Forty- 
five members and members of the sales forces of different 
concerns were in the party, including several ladies. After 
luncheon, J. N. Towne and E. S. Towne addressed the 
members, following which every one adjourned to the lawn 
where a photograph was taken. The company were then 
conducted through the plants of the National Blank Book 
Company under the leadership of different group chieftains. 
The association extended unanimous vote of thanks to the 
National Blank Book Company for the courtesy extended 
and the secretary was also instructed to write a letter 
thanking the Parsons Paper Company. 

Dinner was served at the Hotel Kimball at six o’clock, 
after which the regular business meeting was held. Fifty- 
five were present at the evening meeting and a number 
of new members were elected, including the William C. 
Nugent Company, Pittsfield; Miss L.. J. Jepson, Meriden, 
Conn.; M. H. Davidson, New Haven, and E. G. Arend of 
the L. E. Waterman Company. Two applications for 
membership were read and referred to the committee. 

President Macdonald spoke on the subject of the educa- 
tional booklets, which are being mailed to members of the 
National Association. It is hoped that each of the mem- 
bers will insist that every one of his salesmen have a copy 
with a binder in which to keep the bulletins for future 
reference. A request was sent to the National Association 
to forward enough sample copies so that one may be sent 
to each of the retail members who is not a member of the 
National Association. 

The meeting in June wil! be omitted and the summer pic- 
nic of the association will be held in July. J. B. Towne of 
New Haven was appointed general chairman of the picnic 
committee. All of the stationers of New Haven are on 
the sub-committees. 

The speaker of the evening was S. W. Page of the George 
Batten Company, of New York City, who took as his sub- 
ject “Observations of the Stationery Business from the 
Standpoint of an Advertising Man.” 


Werber Returns to I.-P. Company. 


A. C. Werber, recently with the Wilson-Jones Company 
for a couple of years, and before that for some years in 
the service of the Irving-Pitt Manufacturing Company, 
has returned to the last named organization and is con- 
nected with the Chicago branch of the I.-P. Company 
as branch manager, taking up the duties of his new posi- 
tion on May 

The house carries at the Chicago branch a ctmentate stock 
of merchandise and takes care of freight, parcel post and 
express shipments. The territory extends from Canada 
to the gulf and east to Pittsburgh. This arrangement is 
intended to save carrying charges to customers. Mr. 
Werber handles the details of business management, stock, 
shipment, etc., while H. L. Murdoch, district sales man- 
ager, and his force, attend to the sales end of the busi- 
ness. 


Some Elliott-Fisher Promotions. 


A. C. Brownlee, C. A. Smith and C. S. Wilson have been 
promoted to the systems division of the general offices of 
the Elliott-Fisher Company. Mr. Smith was local mana- 
ger at Albany for many years. Since November, 1920, his 
duties have been largely directed to activities among the 
manufacturing concerns surrounding that section. Mr. 
Brownlee was a graduate of the Harrisburg Sales Class of 
1915. Following his graduation he went to Omaha where 
he worked for three years in the surrounding territory. For 
the past four years he has been field manager in the New 
York territory, during which time he has cultivated a wide 
friendship among the retail and wholesale users of the E.-F. 
machine. Mr. Wilson is a graduate of Monmouth College, 
where he took a post-graduate course for the degree of 
Bachelor of Science, has had considerable experience in 
preparing instructional matter for the government and also 
for the Elliott-Fisher Company. His promotion comes as 


a direct result of his efficient work at Harrisburg and his 
new duties will be largely along instructional lines. 
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Evansville Better Business Convention. 


A large number of business men of Indiana, Kentucky 
and Illinois gathered at Evansville, Ind., May 10, to attend 
the Better Business Convention. It was a decided success, 
and a great deal of interest was shown in the exhibits of 
office equipment and labor-saving machinery which were 
a feature of the convention. The principal speaker was 
Fred D. Mann, a retailer of Devils Lake, N. Dak. Mr. 
Mann’s audience overflowed the hall, and listened to an 
enthusiastic and inspiring talk on the accomplishments 
and methods employed in his store. 

Smith & Butterfield, local dealers in office equipment and 
supplies, featured the “Imperial Secretary,’ manufactured 
at Evansville by the Imperial Desk Company. The Im- 
perial calculator cabinet was also displayed. The “Sec- 
retary” was shown in actual operation at the office of the 
Evansville Chamber of Commerce. 

Other exhibits were made by the Evansville Stamp & 
Supply Company, G. A. Todrank; Underwood Typewriter 
Company, J. A. Barnett; Keller-Crescent Company (print- 
ing), Chas. Culp; Addressograph Company, L. B. Fenner; 
The American Multigraph Sales Company, J. H. Ganz; 
Royal Typewriter Company, Mr. Dewitt; Todd Protecto- 
graph Company, H. Van Kehren; The National Cash Reg- 
ister Company, R. O. Beane; Guthrie & Company (station- 
ery and office equipment), F. W. Guthrie; Imperial Desk 


Company, Sidney Butterfield; A. B. Dick Company, Carl 
Butterfield; Burroughs Adding Machine Company, George 
Boehne; Evansville Stamping Company, A. L. Espenlaub; 


Evansville Desk Company, F. W. Guthrie. 


Branch Offices for Barrett. 


Branch offices are to be established in all the large metro- 
politan centers, according to the plans now under way 
for the Barrett Adding Machine Company, which recently 
was consolidated with the Lanston Monotype Company, 
of Philadelphia. Since its consolidation with the Lanston 
Company offices have been established in the leading 
eastern cities and in two western trade centers. Eastern 
offices were opened in New York, Boston, Buffalo, Cleve- 
land and Pittsburgh, with Oklahoma City and Chicago as 
western distributing branches. In conjunction with the 
opening of these sales offices, and with a future promising 
extension of branches, there has been established a 
school in which student salesmen are trained, who gradu- 
ate at the rate of fifteen per week. 


Program of Stamp Makers’ Convention. 


The International Stamp Manufacturers’ Association will 
hold its annual convention at Hotel LaSalle, Chicago 
June 25-28. The secretary’s headquarters will be in Room 
1809. Headquarters for the women will be in Room 1807. 

The program is: Sunday, June 25—directors’ meeting. 
June 26—district governors’ meeting; executive committee 
meeting. June 27 (morning)—formal opening of conven- 
tion; prayer by Rev. Rudolph A. John; address of wel- 
come by Mayor William Hale Thompson; officers’ reports; 
address by Clarke Denning, auditor, Los Angeles Rubber 
Stamp Company, Los Angeles, Calif.; group sessions. 
June 27 (afternoon)—address by Thos. D. Goodwin, cost 
engineer of the association, Pittsburgh, Penna. June 28 
(morning)—committee reports. June 28 (afternoon)—ad- 
dress by Thos. D. Goodwin, “Things You Don’t Know 
About Your Business.” June 29—routine business, election 
of officers, etc. 

Delegates to the convention of the International Stamp 
Manufacturers’ Association will be entertained lavishly. 
An informal reception will be held Monday evening, June 
26, at eight o’clock in the Red Room, Hotel LaSalle. June 
27 there will be a luncheon in the Red Room, Hotel La- 
Salle; an automobile trip for the ladies at 2:30 p. m.; din- 
ner and dance at the Edgewater Beach Hotel at 7:30 p. m. 
June 28, luncheon in the Red Room; matinee for the la- 
dies at 2:30 p. m.; general theater party at the Chicago 


theater at 6:30 p.m. June 29, luncheon in the Red Room; 
shopping trip for the ladies at 2:00 p. m., and also a visit 
to the Field Museum; theater party at 8:00 p. m.; supper 
dance and cabaret entertainment in the Red Room at 10:30 


p. m. 


R. H. McGowan Joins Shaw-Walker. 


R. H. McGowan has been appointed manager of the 
machine bookkeeping appliance and bank department of 
The Shaw-Walker Company. He makes headquarters at 
the factory, Muskegon, Mich. 
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Illinois Booksellers Elect Officers. 

\t the annual meeting of the Illinois Booksellers’ Asso- 
ciation, held May 2 and 3 at Decatur, Ill, the following 
officers were elected for the ensuing year: President, 
Will. H. Johnson, W. B. Read & Co., Bloomington, IIL; 
vice-president, Otto Wagner, Freeport, Ill.; secretary-treas- 
urer, Harry H. Chumley, Wilder & Wilder, Decatur, III 

The sessions were interesting and the addresses and dis- 
cussions were valuable. Thirty dealer members with fiity- 
five representatives and twenty-nine manufacturers’ rep- 
resentatives ran the registration up to eighty-four. The 
attendance at the annual dinner was 137. At the latter 
event Edgar A. Guest, the poet, was the principal speaker. 

Education of employers and employes as to the mer- 
chandise offered; increasing sales; possibilities of the goods 
handled; store and window displays and cost of doing 
business were the keynotes of the convention. Talks were 
made by A. W. Williams of Eberhard Faber, New York; 
F. F. Harris of the Chicago office, The Carter’s Ink Com- 
pany; R. A. Maisch, Dennison Manufacturing Company; 
W. A. Logan, The Gibson Art Company, Cincinnati; Ken- 
neth Allen of Waukegan, IIl.; Mrs. B. W. Cowlin, Elgin; 
J. Fred Temple, Galesburg; Clifford Lloyd of Champaign 
and Will H. Johnson, Bloomington. 

Many lines of merchandise were shown, including some 
fine educational displays. 

The entertainment features were delightful, and the con- 
vention was a complete success. The retiring officers, 
headed by C. W. Follett, of Chicago, were heartily praised 
for their work during the year and for its culmination in 
this convention. 


Change in Australian Patent Law. 

The Commonwealth Patents Act of 1921, Australia, 
amends the previous enactment, extends its provisions to 
the territory of New Guiana. The term of patents is ex- 
tended from fourteen to sixteen years; reissues are limited 
to a maximum of five and ten vears; applications for patents 
may be made either by foreigners, or their legal repre- 
sentatives or assignees. 

Inventor’s Daughter Demonstrates Rain Capes. 

In the May issue of Office Appliances there was a brief 
description of the Gavin paper raincapes which were in- 
vented by Joseph A. Gavin, as emergency articles to be 
sold at a moderate price, at fairs, ball games, outings, pic- 
nics, etc. These capes are practical devices which pro- 
tect the clothing and headgear from the effects of summer 
showers. The illustration shows the inventor’s daughter 
demonstrating the use of one of these capes. 


This raincape is known as the “Gavinette.” It is perfectly 








waterproof and can be used a number of times. It is 
seamless and without odor and is large enough to cover 
hats of any size. Its colors are black, white and tan. The 

MISS RUTH GAVIN, DAUGHTER 

OF JOSEPH A. GAVIN, DEMON- 

STRATING THE EFFECTIVENESS 

OF THE PAPER RAINCAPES IN- 

VENTED BY HER FATHER. 

black Gavinette folds to fit the pocket and weighs four 


whose office is at 384 Broadway, New 
known among the typewriter men in the 


ounces. Mr. Gavin, 
York, is well 


George T. Smith Recovering from Illness. 
George T. Smith, president of the Joseph Dixon Crucibl 
Company, is recovering from an illness which incapact- 


tated him for some time. 
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Typewriter Contest in the South, 

The State-Wide Typewriting Contest for high schools 
of North Carolina was held at Greensboro on May 6. 
Five schools were represented in teams of three, Greens- 
boro, Winston-Salem, Durham, Charlotte and Raleigh. The 
contest was won by the Winston-Salem team with an aver- 
age of sixty-three words per minute. The team used one 
new model Remington and two Underwoods. Second 
place was won by the team from Charlotte who achieved 





— — 
Miss Hazel Ferguson, 16- 

year-old typist of Wins- 

ton-Salem, N. C., a Winner 

of the State-Wide Type- 

writing Contest for Schools 

of North Carolina, and 

Winner of accuracy test. 


an average of fifty-three words a minute, using three 
Remington machines. The best record was made by Miss 
Hazel Ferguson of Winston-Salem, who wrote sixty-five 
net words per minute on-a new model Remington. Her 
gross score was 1,044 words; errors, 7;. penalties, 70; 
net words, 974. This record also made her the winner 
of the accuracy contest. 

The contest was managed by George Gaskill of the 
Underwood Typewriter Company. 

George E. Fox & Co. in Larger Plant. 

George E. Fox & Company established itself in larger 
quarters last month, occupied space on the fourth floor at 
319-31 West Ohio street, Chicago, Ill. The former plant 
at 33 West Kinzie street had been inadequate to meet the 
production demand. The new plant includes increased fa- 
cilities which eliminate much of the overtime work neces- 
sary during the last year at the Kinzie street address. 

The new Fox factory has a floor area of from 8,000 to 
10,000 square feet, with ample space for production opera- 
tions and raw material and finished products storage. 
The workrooms are flooded with daylight. The move was 
accomplished without interruption to orders. After the 
plant was shut down one Saturday the transfer was made, 
and everything was ready to start work the first thing the 
following Monday. The plant produces the “U-Need-Me” 
line of stationers’ specialties, which includes desk pads in 
extensive variety, cushions and chair pads, glass desk trays, 
etc 

Holland House Has New York Representative. 

J. Meyer has established himself permanently at 850 
West 179th street, New York, N. Y., as representative of 
the L. Fles Company (Maatschappy Voor Moderne Kan- 
toorinrichting) of Amsterdam, Holland. The company 
represents a number of American manufacturers, distrib- 
uting to the Dutch colonies as well as to the mother coun- 
try. Branches are maintained at various points, including 
Arnhem, Rotterdam, Groningen, The Hague, Utrecht, and 
Soerbaya, Dutch East Indies. 

Companies interested in securing representation in Hol- 
land may get in touch with Mr. Meyer at the address 
given. 


E. C. Eachel on European Tour. 

Emerson C. Eachel, vice president and general manager 
of the Underwood Computing Machine Company, sailed 
for Europe with his wife last month. He will take a pro- 
longed vacation, which will include practically every Euro- 
pean country. Accompanying Mr. and Mrs. Eachel are 
George A. Baker, a lithographer of St. Louis, and his wife, 
long friends of the Eachel family. 
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Vital Topics at Stamp Makers’ Convention. 


During the course of his addresses before the Interna- 
tional Stamp Manufacturers’ Association at Chicago, June 
26 and 28, Thos. D. Goodwin will submit to the members a 
number of meaty topics. He is cost engineer of the asso- 
ciation. Pamphlets will be distributed, giving the members 
something tangible to take home with them, and to review 
in connection with Mr. Goodwin’s talks. His material will 
be submitted as systems and pamphlets, as enumerated 
here: 

System No. 1.—Text of system for small steel stamp and 
die plants, with labor analysis and a simple method of 
costing special jobs. (Section I., financial; Section II., 
costs). 

System No. 2.—A one-department system for rubber 
stamp plants, with and without sundry merchandise line. 

System No. 3.—Text of suggested tentative system, de- 
partment for plant operating steel stamp and die, rubber 
stamp, stencil, check, tag, seal and repair departments. 

Pamphlet No. 4.—Statistical survey in brief of certain 
stamp plants for the year 1921. 

Pamphlet No. 5.—Labor in the stamp industry. 

Pamphlet No. 6.—A brief study of overhead, and re- 
marks on turnover in the stamp industry, including mer- 
chandise shelf goods. 

Pamphlet No. 7.—The actual problem, economically, of 
the stamp industry, and some expressions on its future. 

Pamphlet No. 8.—How to estimate. 

Pamphlet No. 9.—‘Things You Don’t Know About Your 
Business,” (extract from a talk delivered at the 1922 con- 
vention by Thomas Dwight Goodwin, cost accountant and 
industrial engineer for the International Stamp Manufac- 
turers’ Association). 

Pamphlet No. 10.—Budget methods and estimated costs 
for plants without complete systems. 

Pamphlet No. 11.—Suggestions upon the proper read- 
ing and interpretation of your balance sheet. 





Oliver ae amege New Price Schedule. 

The Oliver Typewriter Company has announced that a 
new schedule of prices will become effective July 1. On 
and after that date, the price of the standard model will 
be $65.00, with the prices for the wider carriages propor- 
tionate. 








New Stationery House in Philadelphia. 


A new office appliance business featuring loose leaf lines, 
but also carrying an extensive line of commercial sta- 
tionery, has been opened at the northeast corner of 
Thirteenth and Race streets, Philadelphia, by two men well 
known in the stationery trade. The business will be con- 
ducted under the firm name of Fry & Friedman and its 
proprietors are Jerome Friedman and Albert B. Fry. Mr. 
Friedman formerly conducted his own business at Fifteenth 
and Chestnut streets, and recently was traveling salesman 
for the Charles R. Harrison Company. Mr. Fry formerly 
was connected with the firm of Marcus & Co. and upon 
its retirement from business, entered the moving picture 
field, returning recently to his old love and establishing 
it in the center of the moving picture world in Philadelphia. 


Bentson Files Made in New Plant. 


The Bentson Manufacturing Company, Aurora, IIl., is 
now producing steel files and transfer cases in its new 
plant. The business was established five years ago, in a 
shop affording approximately 4,000 square feet. The new 





NEW PLANT OF THE BENTSON MANUFACTURING 
COMPANY, AURORA, ILL.—Five Times the Area of the Orig- 
inal Plant, in Which Production Was Started Five Years Ago. 


factory has a floor area of 20,000 square feet. It is of 
brick, fire-proof construction. New machinery has been 
installed. The Bentson line has been increased by the 
addition of steel filing cabinets in various sizes. 
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Kansas Book Dealers’ Convention. 

The sixth annual convention of the Kansas Book Dealers 
met in Kansas City, Kansas, Chamber of Commerce rooms, 
Monday and Tuesday, May 15 and 16. 

The meeting was called to order Monday morning by 
the president. Reports of committees took the entire 
morning session. The membership committee reported 
that from a small start in 1917 of eight members the organ- 
ization has now grown to 225 of the best merchants in the 
book business in the state of Kansas. In the last year 
fourteen new members were added and only three dropped. 
This committee also reported that only thirty of the entire 
membership had not paid their 1922 dues. 

The Bonding Committee reported that the organization 
was now carrying $195,000 in bonds with the State of Kan- 
sas for the depository of school books. This committee 
also reported that in the three years’ experience only $300 
had been lost through bankruptcy. 

The Trades Relations Committee reported the placing 
of the K. B. D. A. copyrighted line of tablets with the 
H. D. Lee Mercantile Company of Kansas City for 1922. 
This committee also reported that they approved the stu- 
dent note-book cover to be furnished by the Irving-Pitt 
Manufacturing Company of Kansas City under the K. B. 
D. A. copyrighted trade mark. 

The Legislative Committee had nothing to report as there 
was no legislative session in Kansas in 1922. 

The treasurer’s report showed a snug balance in the 
treasury for future business. 

A letter was read from Edward Dorsey, 
dent, now of El Paso, Texas, which received a 
thanks from the entire organization. 

Lunch was served at 1 P. M. in the Chamber of Com- 
merce dining hall and the meeting again called to order 


former presi- 
vote of 


at 2 P. M., the entire session being turned over to the 
wholesalers who were present from Chicago, St. Louis, 
New York and Kansas City. The wholesalers were ad- 


mitted one at a time and talked in confidence to the mem- 
bers. At 6 P. M. the meeting adjourned to the Hotel 
Grund for the annual dinner. 

Mrs. Margaret Hill McCarter, the famous Kansas au- 
thor; Carl F. White, editor of the Kansas City Kansan; 
Chas. L. Mitchell, third vice-president National Association 
Stationers, were the speakers. 

Mrs. McCarter took as her theme “The selling of bet- 
ter books” and asserted that never had she “dipped her 
pen in slime” to make any of her books the best sellers. 
She said, “I put in the thrills and a few murders, but I 
leave the triangle and sex questions alone. I always feel 
that I want my books to be read in any home and by any 
member of the home.” 

Mr. White gave a history of the wonderful growth of 
the Kansas City Kansan, which is just fifteen months old, 
but a daily paper with an unparalleled growth both in cir- 
culation and advertising. 

Chas. L. Mitchell closed the speaking with a few well 
chosen words in compliment to Mrs. McCarter and the 
K. B. D. A. at large. 

The Tuesday morning meeting was a continuation of 
official reports and round table discussions. The mer- 
chandise department reported that they were able to pack 
and ship goods at a gross expense of 24%4%. This depart- 
ment is rapidly growing and will be a big factor in days 
to come. 

The meeting went on record as endorsing Chas. L. Mit- 
chell for president of the National Association at the Octo- 
ber meeting in Atlantic City. 

At 12:15 the meeting adjourned for lunch with the Kan- 
sas City Rotarians as guests of Messrs. Tibbs and Dough- 
erty, local members. In the afternoon meeting the mat- 
ter was brought up in regard to chain store competition 
and it was decided that with the Kansas Book Dealers’ 
Association’s immense buying power the organization 
would be able to furnish as large a pencil tablet to the 
school children as any competitor. Some of these tablets 
will be all a child can carry this fall. 

The Nominating Committee, after some deliberation, put 
forth the names of the old officers as the only ticket. This 
report was approved by the entire convention. Kansas 
City, Kansas, was voted the next meeting place and the 
time changed from May to February. The following offi- 
cers were re-elected: 

Phil M. Anderson, 
Wichita, vice-president; 
treasurer. 


Shaw-Walker Sales Manager Visits Chicago. 
W. H. McNiff, sales manager of The Shaw-Walker 
Company, was in Chicago early in June. 


resident; A. S. Allen, 
rr, Wichita, secretary- 


Newton, 
F. G. 











of having their various 


ers organization in its infancy and has had the satisfac- 
tion of seeing it grow from small beginnings to its present 
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OFFICES OF THE KIRBY LUMBER COMPANY OF HOUSTON, TEX.—This installation was made by the 
General Fireproofing Company of Youngstown, O It will be observed that instead 
executive offices divided from each other by partitions, they are divided by rows of counter-height files. Another 
view of the same office is shown on page 188 
An Interesting Steel Catalogue. 
The Browne-Morse Coompany has recently commenced 


the issuance of a catalogue of steel office equipment in sec- 
tions. The first section is known as catalogue No. 1922, 
and contains sixteen pages, describing and illustrating the 
company’s line of steel filing cabinets. The catalogue is 
copiously illustrated with pictures of the cabinets and of 
their several parts, describing accurately the way these 
cabinets are put together and finished. It contains all the 
information necessary for the salesman when presenting his 
selling talk to the customer. Included in the catalogue is 
a description of the upright sections which are made 
counter height with linoleum tops only and are bound in 
brass. A line of transfer cases is also described, likewise 
sanitary leg and caster bases for cabinets, etc., etc. 

The announcement of the opening of the new steel fac- 
tory of the Browne-Morse Company was given in Office 
Appliances some months ago. This factory was erected 
after mature consideration and careful analysis of the line 
which it was planned to build. When the company defi- 
nitely decided to enter into the manufacture of steel files, 
they looked about for a man with a broad experience in 
forming sheet metal—an engineer who could come into the 
factory with a mind free from precedents in the same line. 
Such a man, the company feels, was found in the person 
of R. H. Soper, who has had twenty years’ experience in 
the forming and manufacturing of sheet metal products, 
metal furniture, cooking apparatus, etc. Mr. Soper has also 
had capital experience in the construction and equipment 
of manufacturing plants. 

A new building was erected, designed particularly for 
the manufacture of steel filing furniture. This building was 
so arranged that it will be possible to expand the plan to 
conform to a big general plan so that as the business and 
buildings grow, they will follow a definite outline of con- 
struction and arrangement and work will always go 
through the plant with the least amount of friction and 
back-tracking. The machinery and equipment of the plant 
is of the latest design and is so built as to give the greatest 
production per machine. unit. A number of special ma- 
chines were also designed and built. 

The many valuable features of this interesting line are 
described in the catalogue above referred to. Inasmuch 
as this catalogue is to be sectional, other sections will fol- 
low and will take up in an equally thorough way different 
items of the line. Later all the sections will be combined 
in a general catalogue. 


Blankemeyer Resigns. 

E. E. Blankemeyer, who was for sixteen years with the 
Weis Manufacturing Company before going into the Hor- 
der organization in Chicago three years ago, has tendered 
his resignation to become effective on September 1. Mr. 
Blankemeyer holds a responsible position in the wholesale 
department of the Horder business known as the Asso- 
ciated Stationers. He went with the Associated Station- 


large and important business. 
At the present time Mr. Blankemeyer has no plans for 
the future, but is considering several propositions. 


“Pay and Take” Stationery Store in Chicago. 

May 24th the first of a series of “Pay and Take” sta- 
tionery stores was opened at 24 South Dearborn street, 
Chicago, Ill., by the National Stationery Stores. It is 
expected that the company will ultimately attain a distribu- 
tion similar to the familiar ten cent stores scattered 
throughout the country. Merchandise is displayed on 
counters, like in the chain stores, with the exception of 
large bound books, waste baskets and other bulky items. 
All goods on display are boldly priced. The customer 
picks out the merchandise desired, and presents it to a 
clerk for wrapping and payment. Two large windows 
facing Dearborn street give ample opportunity for mass 
displays. 

The National Stationery Stores says that only standard 
goods used regularly in office are carried. Quick turn- 
over is emphasized as the reason for low prices. Some 
representative selections from a display advertisement 
which proclaimed the opening of the store were: Medium 
weight file folders, straight cut, seventy-five cents the hun- 
dred; heavy brass cuspidors, $1.05 each; wire desk trays, 
eighteen cents each; desk blotters, 19x24, basket weave, 
seventy-five cents the dozen; standard ten-cent pencils, 
fifty-five cents the dozen; yellow second sheets, twenty- 
five cents the hundred; standard writing fluids, $1.00 the 
quart; standard rubber bands, twenty-seven cents for four- 
ounce boxes; standard steel pins, forty cents the quarter- 
pound box; No. 1 stamp pads, twenty cents each; number- 
ing machine, $5.35. 

The “pay and take’ does not accept telephone orders, 
makes no deliveries, and has no charge accounts. The 
store hours conform to the usual standards in the down- 
town district of Chicago. 

Crane Employes Hold Picnic. 

Crane & Company of Topeka, Kas., opened the spring 
season by giving an anniversary party at Warnick’s hall on 
Monday evening, May 1. This party was given to all em- 
ployes, their families and friends. The participants in this 
party were garbed after the manner of those down on the 
farm. Some of them, however, leaned towards the gro- 
tesque in their sartorial arrangements. Games and dancin 
were enjoyed until midnight and refreshments were serve 
throughout the evening. 

The party was partly in honor of three employes who are 
leaving the service: Miss Helen Hennessy, now Mrs. 
Laurence Mitchell; Miss Grace Kelly, now Mrs. Stephen 
Brooke, and Miss Pauline Glynn, who left with her par- 
ents the latter part of May on an overland trip to Cali- 
fornia. 
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(New Machines—Continued from Page 32.) 


Pocket Clip for Pencils and Fountain Pens. 
The Boye Needle Company, 4339-43 Ravenswood ave- 
nue, Chicago, Ill., offers the Boye expansion pencil clip. 
This clip was devised to afford a small clip which can be 
retailed at a low price. It is smaller than the usual ten- 
cent clip, and can be used for either pencil or fountain pen. 
The clip remains in the pocket, and takes up little room. 
The pencil is unincumbered, permitting the use of short 
lengths without discomfort. The pencil is held in a coil 
made of drawn carbon wire. Boye expansion pencil clips 
are mounted on a display card, thirty-six clips to the card, 
retailing at five cents each. 
New Thumbtack Package 
The Moore Push Pin Company, Philadelphia, are put- 
ting out an atractive new thumb tack package consisting 
of thumb tacks packed in a neat tin box which supplies 
a useful and sightly container for these little utilities. 








Chromatic Effects on Fountain Pens. 

The Paramount Pen Company, 68 Irving street, Jersey 
City, N. J., offers fountain pens with colored barrels. 
These are especially attractive in the school or college trade, 
as it is possible to use the class colors, either as a single 
tint or a combination of any two colors. It is also possi- 
ble to furnish fountain pens to harmonize with a womans 
handbag or gown. The range of colors available includes 
various shades of red, light and dark blue, green, orange, 
pink, amber, gold, purple, violet or white. 


British Cabinet for Portable Typewriters. 

The “Autocrat” cabinet for portable typewriters is an 
innovation made by Johnson, Taylor & Company, Ltd., 
Su-tall Works, 3a, Wellington street, Oakley square, Lon- 
don, N. W., England. The cabinet has a roll top of diminu- 
itive dimensions, the wings of which swing out of the way 
when the roll is raised. Space is provided for stationery 
storage. The “Autocrat” is supplied with stand, or may be 
had separate, the cabinet setting o on a table or desk. 

Work- Organizer Re Record Holder. 

The Work-Organizer Specialties Company, 
Mich., has brought business system into the home. 


Detroit, 
It pro- 


vides a means of classifying disc records so that they are 
readily found, and easily returned to the proper classifica- 
tion. The records are fully protected whether filed flat 


or on edge. Four styles of binding are made, in sizes to 
fit records of different diameters. Each record holder has 
a capacity of six discs. Label holders are provided for 
the different titles, as well as the classification according to 
the character of the records. 


“K. B.” Short Time Note Blank. 

Kihn Brothers, 205-09 West Nineteenth street, New 
York, N. Y., are responding to the demand for a special 
blank. Style N11f2 is for bonds or short time notes. It 
has twenty coupons attached. It is carried in stock in six 
colors: green, brown, blue, orange, carmine and old gold. 
The engraving is the characteristic “K. B.” standard. 

“Colm-Guide” for Accountants. 

The Colm-Guide Company, 128 North Main street, Prov- 
idence, R. [., makes a device of great utility to accountants 
working on columnar records. It avoids much eye-strain 
and saves time necessary when working on books, as the 
guide carries the column headings down to the line on 
which entries are being made. This makes it possible for 
the bookkeeper to place the papers from which he is work- 
ing on the space above, promoting accuracy and saving 
time. 

The Colm-Guide has the general character of an ordi- 
nary ruler, with the addition of a transparent plate. This 
covers a strip of the column headings of the form on which 
the device is being used. When the Colm-Guide is placed 
on the sheet, the headings are in exact alignment with the 
ruled down lines. As entries are made, the Colm-Guide is 
moved down the page, carrying the headings along to the 
working point. This device was originated by a public ac- 
countant, and finds application in offices and factories using 
large ruled forms for statements, analyses, cost records, 
etc 


Weeks’ “Common Sense” Reminder. 


The Frank A. Weeks Manufacturing Company, 93 John 
street, New York, N. Y., 
minder in fabric 


“Common Sense” re- 
Memo cou- 


makes the 
leather and genuine leather. 
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pons, perforated in gangs of four, are used as fillers. There 
are thirty pages to each filler. The utility of this device 


has been demonstrated. The over-all size is 3 by 4% 
inches, 
“Skyscraper” Counter Height Linoleum Tops. 


The Shaw-Walker Company now supplies on order con- 
tinuous linoleum tops for steel counter height batteries. 
Battleship linoleum, brown in color, is used. A maximum 
length of eight feet can be supplied. 


A New Desk with Interesting Features. 

A new line of office desks has recently been put upon 
the market by the National Desk Company of Herkimer, 
N. Y. It is known as No. 6025-S. These desks are of 
very high grade in material and workmanship. They are 
substantial and are of an attractive design which makes 
them appropriate in well-furnished offices. Drawer pulls 
of unusual design finished like the rest of the desk help 
in no small measure to produce a Pleasing general effect. 


Elliott Co. to Distribute Oragneet Envelope Sealer. 

The Graywood Manufacturing Company of Lynn, Mass., 
announces that they have arranged with the Elliott Com- 
pany of Cambridge, Mass., to manufacture and sell the 
Graywood envelope sealer for the remaining life of the 
patents—about fifteen years. 

The Elliott Company is widely known in the 
machinery world as the manufacturer of successful ad- 
dressing machines. The company has a large modern 
factory with the latest equipment, and a well trained and 
efficiently organized sales force. Their equipment to pro- 
pone and handle the additional line leaves little to be de- 
sired. 





mailing 


New York Protects Machine Owners. 

The Corona Bulletin comments on a new law passed 
in New York which will protect owners of typewriters and 
other office machines. The penal laws have been revised 
to make it a misdemeanor to wilfully remove, deface, cover, 
alter or destroy the manufacturer’s serial number or any 
other distinguishing number or identification mark on any 
machine or article or merchandise. No one may buy, sell, 
receive, dispose of, conceal or knowingly have in his pos- 
session any motor vehicle, machine or article of merchan- 
dise so defaced. 


Dudley Johnson Returns from Florida. 

Dudley Johnson, manager at Chicago for the Joseph 
Dixon Crucible -Company, returned in May from a vaca 
tion spent in Florida. He and Mrs. Johnson made head- 
quarters at Daytona. An automobile was purchased, and 
many extended tours were made. The return to Chicago 
was made by motor car, stopping over at various points 
of interest. 


Elliott-Fisher’s Big Sales Contest. 

The Elliott-Fisher Company has just closed an intensive 
sales drive which was familiarly known as a “battle royal’ 
contest in which the various offices of the company were 
paired to add stimulus to the affair and the winning office 
was presented with a beautiful loving cup of bronze and 
gold. The cup will remain in the possession of the win- 
ning office contingent upon the subsequent monthly sales 
results of the other offices for the remainder of the year. 
The office maintaining the highest average for the year will 
be the permanent possessor of the cup. It is at present in 
the possession of Oshkosh, Wisconsin, office which scored 
the highest percentage for ‘the months of March and April. 
The contest is decided upon a percentage of quota basis. 


Noiseless Typewriter Complete Double Shift. 

A right hand figure shift has been added by The Noise- 
less Typewriter Company to its standard machine. Here- 
tofore the machine carried figure and capital shifts on the 
left side,of the keyboard, with capital shift only at the 
right. The change provides for double shifts at both sides, 
facilitating the ease of operation which is claimed for this 
typewriter. 

New Incorporations. 

Ingersoll Radipoint Company, New York, manufacture 
pencils, $1,500,000. (Registrar and Transfer Co.). 

Carrib Manufacturing Corporation, Rochester, 
$100,000. 


$40.000 to 
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A VIEW OF THE STORE OF 
BROOKS & IDLER, ATLAN- 
TIC CITY, N. J.—This is one of 
the most enterprising concerns 
in the East and their store is a 
busy place. The reader will 
note the arrangement of the 
showcases along the sides and 
the shelves immediately above 
with a wide counter down the 
center aisle and a glass show- 
case for fountain pens and sim- 
ilar goods in front. This ar- 
rangement makes all samples 
accessible for examination by 
customers. At the lower left 
hand corner of the page is the 
delivery car used by this con- 
‘ern. This car is more par- 
ticularly described below. 

















An Interesting Anniversary. 

On Wednesday, May 24, Plimpton’s Store at 252 Searles 
street, Hartford, Conn., celebrated the fiftieth anniversary 
of its founding. The business has grown with the city and 
now a completely remodeled building houses an enlarged 
and beautiful store and attractive offices. A reception was 
held on the date above mentioned from 2:30 until 6 o'clock 
P. M. The event was celebrated with much enthusiasm 
and in the most appropriate manner, old friends of the 
house making it a point to pay them a visit and extend 
their congratulations. 

Further information concerning this event was not avail- 
able at the time of writing. Additional data will, we hope, 
be available for the July issue of Office Appliances. 

Lyon Attends Convention. 

Morton M. Lyon, Philadelphia representative of the 
Globe-Wernicke Company, 1012 Chestnut street, attended 
the sales managers’ convention at the Cincinnati head- 
quarters during the week of May 22. Nine sales managers 
representing as many eastern offices were present at the 
convention which provided many social features as side 
lights to the business discussion and sales campaign out- 
lined for the coming new era of business. During the 
month, a get-together dinner was given by Manager Lyons 
to the ten salesmen of the Philadelphia district at the Meri- 
dian Club. This is the first dinner given this year but many 














DELIVERY CAR OF BROOKS & IDLER, ATLANTIC 
CITY, N. J.—This car is a handsome, highly finished 
showcase on whee'ls. On either side it has plate glass 
show windows through which the merchandise within 
is seen to the best advantage. This car is a capital 
idvertisement for the house of Brooks & Idler. 


more are contemplated. The Globe-Wernicke new steel 
counter-height filing cabinet in six numbers and various 
combinations such as card index cabinets, plan drawers, 
cupboard and sectional cabinets in steel and wood are now 
being shown in the Chestnut street store. 








Wiskochil Removes to Detroit. 


I. E. Wiskochil, who has been in charge of the Western 
Pennsylvania district for Ditto, Inc., for about six years, 
has moved from Pittsburgh to Detroit, where he took 
charge on June 1 of the Michigan territory for that com- 
pany. This change of location necessitated his resignation 
as secretary of the Office Appliance Managers’ Association 
of Pittsburgh. George C. Gilbert, 342 Second avenue, Pitts- 
burgh, has been appointed to complete the unexpired por- 
tion of Mr. Wiskochil’s term. 


A Remington Old Timer. 


Manager Deale of the St. Louis office of the Remington 
Typewriter Company on May 15 completed his thirty- 
fifth year of continuous service with that company. Most 
of this time has been spent in St. Louis. Mr. Deale re- 
ceived many tokens of appreciation, such as flowers, etc., 
from fellow managers connected with the company. 


New Chief of Specialties Division. 

Secretary Hoover announced the appointment of Henry 
H. Morse of Boston, Mass., to be chief of the specialties 
division of the Bureau of Foreign and Domestic Com- 
merce, effective July 1, 1922. 

Mr. Morse brings to the Bureau a wide experience in the 
export domain, an intimate acquaintance of foreign mar- 
kets and a wide practical knowledge in the field of spe- 
cialties. Mr. Morse was born at Athol, Mass., June 2, 
1877, and studied at English high school, Boston and Har- 
vard. He has been export manager for the Regal Shoe 
Company since 1912 and has served as special lecturer at 
various times on export topics at Boston University, Dart- . 
mouth and Harvard. His specialized knowledge in this 
particular field is widely recognized and in the science of 
export technique he is considered as one of the foremost 
authorities in the country. He is well and favorably known 
in New England business and export cricles, having served 
as chairman of the Boston Export Round Table since 1919, 
chairman of committee on Trade Expansior of National 
Boot and Shoe Manufacturing Association since 1919, hon- 
orary vice-chairman and member of National Foreign Trade 
Convention in Cleveland in 1921, and director of the New 
England Chamber of Commerce and chairman of the ad- 
visory committee on Foreign Mails from 1919 to 1921. 
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WINDOW DISPLAY OF MIMEO- 
*RAPHS AND MIMEOGRAPH 
SUPPLIES BY THE WILLIAMS 
STATIONERY COMPANY, MIN- 
NEAPOLIS, MINN.—This was a 
most attractive 
showed not only the 
by the numerous examples of its 
work, demonstrated its capabilities 
manner 


display which 


machine, but 


in a striking and effective 
We are informed that this display 
was of great practical benefit to 
the concern which showed it and 
likewise to the customers who be- 
came sufficiently interested to pur- 
equipment. It ] 


chase produced 
inquiries and attracted a 


many 
great deal of attention 








Quincy’s Mayor Signs Bonds with “John Hancock” 


Pen. 

Recently the city of Quincy, Mass., voted $800,000 in 
bonds for the erection of a new high school in that city. 
On May 17, when Mayor William A. Bradford signed the 
bonds, the Thorp & Martin Company of Boston presented 
him with a “John Hancock” fountain pen. An official of 
the company suggested that, since Quincy was the birth- 
place of John Hancock, the first signer of the Declaration 
of Independence, nothing could be more appropriate than 
that the mayor of that city should use a “John Hancock” 
pen in signing bonds for a great educational enterprise. 
We might add that it is also appropriate that a Bradford 
should be the mayor of Quincy. When the mayor got 
ready to sign the bonds a photographer took a picture of 
the group about his desk. The photograph was published 
in a local newspaper. The group included Mayor Brad- 
ford, Warren H. Rideout, city treasurer; Officer Aiex- 
ander Black; Henry O. Fairbanks, city auditor; C. H. 
Carpenter, Eastern sales manager, Pollock Pen Company, 
makers of the “John Hancock” fountain pen; John P. Mc- 
Govern, oldest man in point of service among the sales- 
men of the Thorp & Martin Company, a resident of Quincy 
and present at mdyor Bradford’s invitation, and Allen 
Randall, wholesale manager of the Thorp & Martin Com- 
pany and manager of pen and pencil sales. 





Barrett Sales and Service in Chicago. 
The Lanston Monotype Machine Company, owner, manu- 


facturer and distributor of the Barrett portable adding, 
listing and calculating machine, had completed its or- 


ganization in Chicago. George D. Priggen is in charge as 
district manager. He had formerly been connected with 
the Barrett in New York, and his promotion to the Chicago 
staff is a recognition of his accomplishments in the Man- 
hattan territory. An efficient sales force has been organized 
in Chicago, reinforced by typical Barrett service. 


Waldron V. P. of Republic Merchants’ Assn. 

Retailers in the Republic building, Chicago, Ill., have 
an organization, known as the Republic Merchants’ Asso- 
ciation. H. E. Waldron, vice-president and general sales 
manager of the W. A. Sheaffer Pen Company, is vice- 
president. 

New York Stationery House Moves. 

The Commercial Stationery Company, composed of the 
brothers Sol. and Samuel Austrian, moved June 1 from 
85 Nassau street to 98-100 Greenwich street, New York, 
where increased facilities are available. The company car- 
ries a complete commercial stationery stock. It has been 
in business for the last six years, starting with an initial 
capital of $45.00. A printing plant will be installed as soon 


as practical under the direction of Samuel Austrian. 


Youths Guests of Philadelphia Office Managers. 

Entering into the spirit of the slogan “Be a Pal,” sounded 
everywhere during Boy Week in late May, the Office 
Appliance Managers’ Association of Philadelphia presented 
to their officers elected just two weeks before, one or more 
youths as guests of honor of the association at its mid- 
day luncheon at the Hotel Adelphia, and inspirational ad- 
dresses were made. The new officers, headed by J. R. Kam- 
say, president were present and officiating. —The members of 
the newly elected board of directors were also present. 
There was a good turnout of members also. 

President Ramsay took Boy Week as his theme, but 
enthusiastically outlined the possibility of mutual helpful- 
ness through the bi-weekly symposium on trade condi- 
tions which will be continued throughout the year. The 
symposium immediately following his address was led by 
William T. Abell, secretary of the association and local 
manager of the American Sales Book Company, J. T. 
Watson of the National Cash Register Company, J. Britt, 
Burroughs Adding Machine Company; W. M. Montgomery, 
Library Bureau; G. H. Jackson, American Multigraph Sales 
Company, and J. R. Shephard of the Remington Typewriter 
Company. The newest member to the association L. A. 
Dunn of the Royal Typewriter Company was initiated. 


P. N. Sea Directs Sundstrand Sales. 


P. N. Sea, connected with the Chicago Sundstrand Sales 
Agency since 1916, has become sales manager, making his 
headquarters at the factory, Rockford, Ill. Mr. Sea joined 
the old Comptograph agency in 1906. Upon leaving that 
connection he was with the Burroughs Adding Machine 
Company for three months. He then joined the Chicago 
agency of The Dalton Adding Machine Company, leaving 
that service to join the Sundstrand forces. 

Fitz-Cross Distributes Falls Bank Desks. 

The Fitz-Cross Company, Duluth, Minn., has undertaken 
distribution in the United States of the Falls bank desk. 
This is a specialized furniture item designed by a prac- 
tical banker. It has been marketed in a limited way by the 
designer. The Fitz-Cross Company has organized for 
manufacture in quantity. Local distribution in many cities 
will be handled by the established branches of The Shaw- 
Walker Company. Dealers in other cities will be able to 
secure the sale of the Falls bank desk. 

Noiseless Agency Manager Touring South. 

S. P. Taylor, manager of agencies for The Noiseless 
Typewriter Company, traveled in the South during May, 
calling on the branch offices and agents, and arranging 
new agencies in various cities. Special attention was given 
to Florida, Alabama, Mississippi, Louisiana and Texas 
Mr. Taylor is expected to return to the home office for a 
short stay in June. 
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Horder’s Folks Celebrate Twentieth Anniversary. 

On Thursday evening, May 18, in the assembly room of 
the Northwestern University building at State and Lake 
streets, the officials and employes of Horder’s, Inc., held 
a lively meeting. There were between 150 and 160 per- 
sons present. The duty of presiding over the meeting 
fell to Fred P. Seymour, while the principal speakers of 
the evening were E. Y. Horder and Lionel Friend, who 
has recently been added to the Horder organization as an 
expert on the subject of personal efficiency. Mr. Friend’s 
duties will be to become acquainted with all the members 
of the organization and to determine from the observation 
the bent or aptitude of the different individuals and to en- 
courage study and thought with a view to strengthening the 
individual and the organization, and as far as possible 
to see that the “round peg is not placed in the square 
hole.” 

One of the amusing features of the evening took place 
when everyone was provided with a pencil and a copy 
of the chart employed by the United States Army in its 
so-called intelligence tests. This contest was followed 
out to the end and although the results were not an- 
nounced, of course, the different questions and stunts 
created no little amusement. We are certain that com- 
paratively few people would be able to pass the test with 
a record of 100 per cent, and on some of the tests many 
of those present were frankly and laughingly treed. 

Mr. Horder himself delivered the speech of the evening, 
recounting the history of the Horder business from the 
beginning up to the present time. He said that when he 
was a boy, he used to have dreams. His boyhood was 
spent in England where he was born and one time he 
dreamed that he was being honored by Queen Victoria, 
who was making him a knight. The nearest he ever came 
to a realization of the dream occurred one beautiful spring 
day under the ancient oaks in the great park surrounding 
Windsor Castle. He stood there with the girl who has 
been Mrs. Horder for a good many years and Queen 
Victoria passed. Mr. Horder raised his bowler hat and 
the good queen bowed and smiled. Mr. Horder said that 
he was glad to have the privilege again of meeting at 
one time most of the Horder organization, whose rapid 
growth has prevented the heads of the firm from keeping 
the personal touch which is possible in a smaller organiza- 
tion. Not so very long ago he knew everyone in the 
concern by his first name. Now he said he could not re- 
member all the faces, so rapidly has the organization 
grown 

Twenty years ago, to the day, Mr. Horder said that he 
was obliged to make a decision. He had a real estate 
and insurance office at what was then 149 Washington 
street, and connected with this office he had a small store 
for the sale of periodicals which he hoped could be made 
pay the rent of the real estate office, from which he was 
getting a fair living. On that day he decided to give up 
the real estate interests and devote all his time to build- 
ing up the periodical and stationery business in which he 
believed he could see a more certain future. He exhibited a 
little book which had been his pocket diary for 1902. At that 
time it was an order book, day book, cash book, address 
book, ledger, mailing list, telephone directory, advertising 
guide, payroll record and general information book. Inside 
the cover he found his first gummed label which was the 
forerunner of the ‘“‘come-back” labels on all merchandise sent 
out by the Horder stores. From this book he found that 
during the month of May, 1902, the total receipts amounted 
to an average of $16.00 a day. Making the business grow 


was slow and laborious work for he had no capital and the 
only way he could increase his stock of merchandise was 
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to sell what he had as quickly as possible and re-invest the 
proceeds with the added profit, but the business did in- 
crease as is shown by the following. figures:...June gave 
a daily average of $18.82; July, $18.00; August, 84; 
September, $27.37; October, $32.63; November, 74; 
December was the banner month of the year, with sales 
averaging $38.05 a day. He felt that if he could get the 
sales up to $40.00 a day he could pay the expenses, for the 
expenses kept growing. The rent had been raised from $100 
to $125 a month. Then he hired a man from McClurg’s 
to help him, paying him $17 a week. Then a sales girl 
was hired at the great salary of $4.00 and an errand boy 
at $3.50. 

“Some of you fellows,” said Mr. Horder, “think you 
have had it pretty hard, but I assure you that I .can 
match almost any experience that any of you have had in 
seeing how I could make not one dollar, but one hundred 
cents go the farthest.” 

One day a short time ago, Mr. Peterson, who was with 
McClurg’s for many years, told Mr. Horder that many 
stationers had asked him what methods Horder’s used 
to gain their present position. Mr. Horder replied that 
the method consisted of hard work, but that hard work 
alone had only a small part in making success possible. 
It was hard work, intense strain, and night after night he 
lay awake not knowing how he could face the following 
day. However, he unconsciously used what is now known 
as “applied psychology,” repeating to himself continually, 
“vou’ve got to win out, you’ve got to win out.” Toa real 
man, a wife and children act as a tremendous spur. Back of 
hard work was a thorough groundwork knowledge of prac- 
tical salesmanship gained in the hard school of experience 
and back of that a home training in the fear of God and re- 
sponsibility to one’s fellowmen. All through it, he had a love 
of good literature which is bound to show itself in one’s life. 
At this point he paid a fine compliment to Mrs. Horder, 
saying that he had had the good sense to marry a girl 
who was a helpmate and who denied herself, economizing 
to the last degree to help make the home bright and 
happy, and furthermore, two good children came, who 
in their turn took up their share of the work and carried 
it to greater successes than the father alone could ever have 
achieved, and finally was added in the course of years 
another to the family circle, in the person of F. P. Sey- 
mour, who never shirks his duty and whose many years 
of practical business life are pledged to the growth of the 
organization. Finally, the support of so many loyal helpers 
has brought the last touch to the success of the organiza- 
tion. 

At the conclusion of Mr. Horder’s talk, Mr. Friend out- 
lined some of the work which he hoped to accomplish. 
This was followed by the test above referred to, after 
which a photograph of the organization was taken and 
light refreshments were served. 


Miss Davis Adds New Line. 

Miss E. N. Davis, who for eight or nine years has been 
representing a line of metal baskets in the west and who 
for twenty-two years has been calling upon western sta- 
tioners, has made a change in her lines and now will han- 
dle the baskets and bond and cash boxes made by the Penn 
Art Steel Works, Erie, Pa. This will be handled in con- 
junction with the Burnside tissue line of Burnside, Conn. 

While others have called upon the stationery trade in 
the west as long as Miss Davis, if not longer, she prob- 
ably holds the record as an independent manufacturers’ 
representative. Some years ago she helped to establish 
Thomas Inks in the west. Her territory extends from 
Michigan to the Pacific. 


MEMBERS OF THE HORDER 
ORGANIZATION HOLD TWEN- 
TIETH ANNIVERSARY PARTY 
AT THE NORTHWESTERN 
UNIVERSITY BUILDING, LAKE 
AND DEARBORN STREETS, ON 
THURSDAY EVENING, MAY 18. 
—The picture shows the Horder 
executives and employees who 
were present. In the center 
within the white oval are, left to 
right: Harry Horder, E. Y. Hor- 
der and Fred P. Seymour. 
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Meetings and Dinners 


Stationers’ Association of New York Elects Officers. 

On the afternoon of May 15 in the rooms of the Drug & 
Chemical Club, the directors of the Stationers’ Associa- 
tion of New York elected officers for the ensuing year. 
Henry Frank, who had already served three terms as presi- 
dent of the association, declined re-election, feeling that 
he had been in the service long enough, inasmuch as he 
had been nine years secretary of the organization prior 
to taking the presidency. Accordingly, Charles D. Brewer 
of H. K. Brewer & Company was unanimously elected 
to head the organization; William E. Ward of the house 
of John E. Ward & Son was re-elected first vice-president: 





Cc. D. BREWER, 
President, New York Station- 
ers’ Association. 


Fred Tilton of the Boorum & Pease Company was made 
second vice-president, and Mortimer W. Byers was elected 
third vice-president. Joseph I. Kilbourn, of L. H. Biglow 
& Company, was re-elected treasurer, and William C. Sie- 
gert was made secretary. 

It is stated that the new officers with the assistance of 
the members of the board are planning a progressive cam- 
paign for the ensuing year. The last meeting of the sea- 
son will be held on Monday evening June 19 and will be 
devoted to an entertainment for the members and their 
employes. The meeting will be held at the rooms of the 
Drug & Chemical Club, 100 William street. The details 
of the entertainment are being worked out by Edward 
Gash, chairman, and the remaining members of the enter- 
tainment committee. 

On the evening of May 15 the members of the retail 
division of the association held a meeting, preceded by a 
dinner. A request was sent to the board of directors to 
adopt a suitable emblem which can be used by members 
on their stationery. 

St. Louis Stationers Discuss Displays. 

The May meeting of the St. Louis Stationers’ Associa- 
tion considered window displays. Many of the members 
follow the schedules suggested by the National Associa- 
tion of Stationers and Manufacturers governing the mer- 
chandise shown in windows at specific times during the 
year. William Schmeiderer (Buxton & Skinner Stationery 
Company) made suggestions as to the character of the 
decorations used. 

William Schmeiderer and H. J. Wantz reported on the 
meeting of the Midwest Division of the National Associa- 
tion of Stationers and Manufacturers. 

Reports were made on the finances of the association 
and the work of the publicity committee. 





Philadelphia Stationers Hold Interesting Meeting. 

The Philadelphia Stationers’ Association meeting during 
the month at The Bellevue-Stratford adopted memorial 
resolutions for the late Charles H. Marshall, head of the 
William H. Hoskins Company and these, engrossed and 


bound in a volume and signed in person by all members, 
been presented to the 


have widow by Secretary Francis 
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B. Irwin. Following the business session, the highlight 
of which was the reading of reports of business conditions 
in other cities and of the activities of local associations, 
the stationers spent the remainder of the evening at a 
performance of “Welcome Stranger.” The record break- 
ing number of 65 was in attendance. With the June meet- 
ing, the association will close its activities until the dog 
star wanes. 
Stationers’ Association of Montreal. 

This association meets regularly every Wednesday, with 
an average of 65% attendance. At the present time the 
principal work is the ascertaining of the cost of doing 
business. Charles F. Dawson is chairman of the cost 
committee and has compiled a monthly cost statement or 
questionnaire, which he requests members to fill in and 
return each month, showing their costs on a percentage 
basis. From these reports the members of the 
tion hope to put themselves on a satisfactory basis through 
self-education and discussion. 

The association reports a satisfactory state of co-opera- 
tion between retailers and jobbers and the opportunity 
for mutual acquaintance is working out with beneficial 
results. On the whole, the organization is well satisfied 
with its progress, though mindful that it has a long road 
yet to travel. 


associa- 


Stamp Makers’ “Get Together” Party. 

Chicago members of the International Stamp Manufac- 
turers’ Association held a “get-together” party at the Ham- 
ilton Club May 16. Charles L. Safford, president, made 
the arrangements, and provided an entertaining program. 
A good dinner was served, supplemented by professional 
entertainment. Members of the local body also contributed 
to the “acts.”” Dancing concluded the evening's festivities. 

Mr. Safford wished to have the members of his “fam- 
ily” acquainted so that they will understand each others’ 
capabilities when the social features of the convention this 
month are worked out. There were about forty men and 
women present, and the foundation was laid for entertain- 
ing in a memorable manner the members of the Inter- 
national Stamp Manufacturers’ Association attending the 
convention. 
Cincinnati Furniture ‘Exchange Holds May Meeting. 

The regular May meeting of the Cincinnati Furniture 
Exchange was held at its headquarters in the Emery. hotel, 
with President Fred W. Stille in the chair. A communi- 
cation was received from the Associated Advertising Clubs 
of the World, expressing the terms to be used for stand- 
ard furniture, adopted at the meeting held in Chicago. 
George Wehrung. moved and was seconded by H. Zugel- 
ter, that the communication be filed for future reference. 
The death of Joseph Vehr, of the Vehr Lumber Company 
was announced, and the secretary was instructed to send 
a letter of condolence to the bereaved family. Owing to 
the probable warm weather in June no meeting of the 
Exchange will be held this month. 








Tri-City Stationers Meet. 

Tri-City Stationers’ Association held its regular monthly 
meeting on Tuesday evening, May 9, at Davenport, la. It 
was decided at this meeting to accept the National Asso- 
ciation’s educational program features and a resolution 
was also passed favoring the Stephens-Kelly bill. 

The officers of the association are as follows: E. M. 


White, Davenport, Ia., president; E. O. Vaile, Rock 
Island, Ill., vice-president; D. S. Hansen, Moline, IIl., sec- 
retary and treasurer. 


Minneapolis Office Appliances Association. 

This association had two meetings during May, one on 
the 8th and the other on the 22nd. Both meetings were 
well attended and the enthusiasm shown offers a happy 
augury for the future. It is expected that the organization 
will be perfected at the next meeting. 

Southern California Stationers to Meet. 

The Stationers’ Association of Southern California will 
hold its annual dinner dance at the Ambassador hotel, Los 
Angeles, on Wednesday evening, June 14. The usual at- 
tendance is over four hundred. 





Pittsburgh Office Aauiience Managers. 
This association held its annual election of officers on 
Friday, May 26. Further information will appear in the 
July issue of Office Appliances. 
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Oklahoma Concern Expands. 


On account of increasing demands upon their already 
large factory department, The Western Bank Supply Com- 
pany operating in Oklahoma City and Tulsa, Oklahoma, 
announces the completion of plans for erection of two ad- 
ditional stories to their headquarters building in Oklahoma 
City. 

This plan for expansion brings to light several interest- 
ing features regarding the development of this concern. 
Founded on September 1, 1909, with a capital stock of 
$10,000.00 with one small store and two clerks besides the 
founders, The Western Bank Supply Company is today, 
after thirteen years in business, capitalized at $300,000.00 
with two of the finest stationery stores in the United 
States, over 125 employees on its payroll, and is credited 
with having done a million dollar business last year. 

This concern operates, as a factory department, one of 
the largest printing, lithographing and engraving plants 




















FRONT ELEVATION OKLAHOMA CITY STORE. 


in the Southwest, carries the largest stock of office furni- 
ture, supplies, bank fixtures, vault doors and safes in the 
state of Oklahoma and is credited with equipping some six 
hundred odd banks in its trade territory extending over 
six states. 

The active officers of the corporation are D. W. Col- 
lins, president, and Lon O. Malcom, secretary-treasurer. 
On March 23 at the meeting of the Mid-West Division of 
the National Association of Stationers and Manufacturers 





STATIONERY DEPARTMENT, TULSA, OKLA., 
STORE, WESTERN BANK SUPPLY CO. 


APPLIANCES 


46g 


held in Kansas City, Mr. Collins was elected president of 
the Division. 

Two views of the Oklahoma store are shown, exterior 
and interior, while a picture is shown of the stationery de- 
partment of the Tulsa store. 


Strathmore President’s Birthday Celebrated. 


Mittineague, Mass., celebrated the sixtieth birthday of 
H. A. Moses, president of the Strathmore Paper Company, 
in a fitting manner. He was prohibited to work during 
the day, and spent the time receiving visitors from all 
branches of the organization, admiring the floral offerings, 
and enjoying the brass desk set which was a gift from 
employees. 

In the evening his home was invaded by the civic spirits 
of Mittineague, who acknowledged his activities in behalf 
of the public welfare by the presentation of a solid silver 
loving cup. 


One Year Old May 15. 


The firm of Mulloy & Reynell, 1966 Broadway, New 
York City, celebrated the first anniversary of their or- 
ganization on May 15, The partnership consists of James 
J. Mulloy and C. E. Reynell. The company specializes 
on filing supplies, particularly manila folders for any type 
of filing system. They also handle a complete line of 
filing cabinets, desks, chairs, etc., handling only one make 
of each and concentrating effort. 


Robert Alexander Weds. 


Robert Alexander, son of W. H. Alexander, representa- 
tive of the Ideal Stencil Machine Company in the eastern 
territory, with stores at New York, Philadelphia and Balti- 
more, was married on the morning of May 10 at St. Patrick’s 
Church, Columbus, Ohio, to Miss Florence Elizabeth Neary, 
daughter of Mrs. B. McNally Neary of that city. 

After a honeymoon trip, Mr. and Mrs. Alexander will 
be at home in New York, where Mr. Alexander is the 
manager of the New York store of the Ideal Stencil 
Machine Company. 

Office Appliances extends its hearty good wishes. 


K. L. Noone Joins Newcomb Staff. 


K. L. Noone, for over fifteen years connected with the 
American Newspaper Publishers’ association in their head- 
quarters office, has recently joined the creative staff, as as- 
sistant to Robert E. Ramsay, vice-president, of James F. 
Newcomb & Co., Inc., 441-447 Pearl street, New York, 
N. Y., planners and producers of direct advertising, house 
organs and general printing. 


Western Paper Man Visits Gotham. 

W. K. Gerbrick, secretary of the Central Paper Com- 
pany, Menasha, Wise., visited the New. York office of his 
company, 425 Broadway, some weeks ago. Mr. Gerbrick 
extends thanks to the trade in New York for their consid- 
eration and kindly attention during his visit. 

The company’s New York office desires to obtain a com- 
plete mailing list of stationers in their territory who handle 
adding machine rolls. 
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Second Chicago Pageant of Progress. 


Typewriter Contests to Be Big Feature At Municipal 


Pier Show. 


International Pageant of Progress 
exposition at Chicago, opening Saturday, July 29, and 
closing Monday, August 14, 1922, holds promise of being 
more successful, both in point of exhibits and attendance, 
than the remarkable event of 1921. 

Last year every foot of the three and one-half miles of 
exhibit booths was occupied by commercial, industrial and 
educational exhibits, and the attendance reached the 
million mark. This year the exhibits wil be even more 
extensive, better organized and more attractive, and an 
attendance in excess of 1,500,000 is being provided for. 

The entertainment features, remarkable as they were last 
vear, will excel anything hitherto attempted in Chicago. 
In character and magnitude they will be in keeping with 
this great exposition. Spectacular events, in the air, on 
land and water, morning, afternoon and evening, will add 
materially to the enjoyment of a visit to the pageant. 

Buyers have come to realize that it is possible to transact 
more business in one day at this great trade exposition 
than can be done elsewhere in thirty days, under ordinary 
circumstances. They come from all parts of the world 
with the assurance of seeing the latest and best products 
and wares of America’s leading manufacturers and deal- 


The second annual 
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Among the big events of the Pageant will be the Ameri- 
can typewriter championship contests. These will take 
place on Wednesday afternoon, August 9, beginning at 
2:30 o’clock. There will be seven classes. Class A will be 
the all-American championship, open to any typist in the 
United States or Canada, contestants to write thirty min- 
utes from printed copy. The winner will receive the title, 
“American Typewriting Champion, 1922” and a baby grand 
third, fourth and fifth places will also re- 


piano. Second, 
ceive valuable prizes. Class A-2 is known as the com- 
mercial accuracy contest, open to any typist in the United 


from printed 
as they are 


States and Canada; thirty minutes’ writing 


with the privilege of correcting errors 


copy, 
made. Class B is the American school novice champion- 
ship, open to the pupils of any school in the United States 
or Canada who never used a typewriter or received any 
form of typewriting instruction previous to August l, 
1921. Pupils must be entered by their school. The school 
entering the winning pupil! will receive American school 
novice championship trophy, to be held until the next 
contest, also a gold medal. Silver and bronze medals will 


go to second and third, respectively. This contest will be 
fifteen minutes in duration. 

Class C is the Illinois school novice championship, open 
to pupils of any school in Illinois who have not se 
typewriting instruction prior to September 1, 1921. Suit- 
able prizes are provided for the winning schools. Class 
D is the Illinois high school contest, a team contest, open 
to any high school in Illinois. Each team will consist of 

















A VIEW FROM LAKE MICHIGAN OF CHICAGO’S FAMOUS 
THE LARGEST EXPOSITION BUILDING IN THE WORLD.-—-The 
The view from the pier on a clear day is most beautiful for one 


tends nearly a mile out into the lake. 
line panorama of Chicago. Here on this pier the 


ers. Indications are that the attendance of buyers this 
year will greatly exceed that of last year, and last year’s 
showing was regarded as satisfactory. These are facts 
that no progressive business man can afford to overlook. 

Among other notable developments in connection with 
this year’s exposition will be the establishment of a section 
devoted exclusively to the exhibits of foreign governments. 
In the “Concourse of Nations” will be found the official 
representative of practically every civilized country in the 
world. This marks the advent of the Pageant of Progress 
exposition as an annual event of international significance. 
As an educational institution it affords superior advantages 
for the observation and study of progress not only in 
commerce and industry, but also in the arts and sciences. 
The leading educators of the central West, headed by 
President Kinley of the University of Illinois, are giving 
their best thought and effort to the educational features of 
the exposition. Governmental departments, federal, state 
and municipal, are preparing exhibits of highly interesting 
and informative character. 

Incorporated as a part of the pageant is the health and 
sanitation exposition, the most extensive and complete 
demonstration of its kind ever presented. A distinctive 
feature of the latter will be the $50,000.00 health exhibit 
consisting of mechanical models and numerous other in- 
genious and educational devices developed by the national 
magazine Health. 

Chicago invites you to attend the Pageant of Progress 
exposition and the suggestion is offered that you make 
pageant time your vacation time. Come and see the 
pageant, and, incidentally, enjoy the superior advantages 


that Chicago offers as a summer resort. 


COMPRISING WITHIN ITS LENGTH 


S MUNICIPAL PIER, 
end of Grand avenue and ex- 


Municipal Pier lies at the 


can see the entire shore 
Pageant of Progress will be held this summer as it was last summer 
three pupils. This is a two year test, limited to pupils 


who have not received typewriting instruction prior to Sep- 
tember 1, 1920. Here also suitable prizes are provided. 
Class E is the American parochial school novice contest, 
open to pupils of any parochial school of the United States 
or Canada who have not received typewriting instruction 
prior to September 1. A trophy is provided as prize in this 
contest, with gold, silver and bronze medals. Class F is 
the Chicago parochial school novice contest, open to any 
parochial school in Chicago. The same time limits apply. 


A suitable title and gold medal will go to the winner, with 
silver medal to second and bronze to third. 

These contests will be under the direction of J. N. Kim- 
ball, manager of contests, 150 Nassau street, New York, 


information 
Kimball’s 


South 


furnish any additional 
After August 1, Mr. 
of Office Appliances, 417 


who will be glad to 
which may be required. 
address will be in care 
Dearborn street, Chicago. 


Enhanced Mimeograph Service at St. Louis. 


The A. B. Dick Company has established a direct fac- 
tory branch at 1011 Locust street, Kinloch building, St. 
Louis, Mo. The organization is fully equipped to render 
efficient, prompt and intelligent service to Mimeograph 
users in St. Louis and vom eg The branch was opened 
June ,1, in charge of Charles Thornton. He has been 
special sales agent in St. Louis r®. several years. 

Heretofore distribution in St. Louis had been in the 
hands of the Buxton & Skinner Printing & Stationery 
Company, whose fidelity in serving the public is commented 
on by the A. B. Dick Company. 
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STANDARDIZATION | 


is the basic principle of the largest and most successful stationery 
and office equipment houses the world over. 


| 
To the representative dealer the name Mittag & Volger (stand- 
ard for over thirty years) suggests to him at once the best obtain- 
able in carbonized papers and inked ribbons. Consequently he has 
STANDARDIZED in Mittag & Volger products because he knows 
in his own mind he cannot offer his trade anything better and he | 
feels secure in his position. He has thus STANDARDIZED in 
every line of merchandise he carries: STANDARDIZATION has 
been the largest factor in the successful up-building of his business. 
| 
| 


“Our Line” 


Typewriter Ribbons 
and Carbons 





Have earned the high approval of every | 
competent and discriminating stenographer 


THE RESULT OF USING OUR RIBBONS: 


Letters Clear as Print. 
No Blurring, No Pale, Washy Impressions. 


THE RESULTS FROM OUR CARBONS: 


Copie: Clean and Sharp. 
No Smutting, No Off-setting. 


SUM TOTAL OF RESULTS: 


Pleasant, Smiling Operators. 
Happy, Satisfied Employers. 


Extraordinary qualities have been incorporated in our type- 
writer ribbons and carbon papers, representing characteristics 
which at once distinguish them from all others. In the durability 
of our products and for their general excellence they invite the most 
critical comparisons. | 


MITTAG & VOLGER, Inc. 


PRINCIPAL OFFICE AND FACTORY 
PARK RIDGE, N. J., U.S. A. 


BRANCHES 
NEW YORK SAN FRANCISCO 
261 Broadway BOSTON 35 Montgomery Street 
CLEVELAND 160 Congress Street LOS ANGELES 
326 Erie Building 305 Tajo Building 
MINNEAPOLIS LONDON ST. eT an 
711 McKnight Building 7 and 8 Dyers Building, Merchants Laclede ding 
CHICAGO pet wt E. C. . KANSAS CITY 


205 W. Monroe Street 430 Lee Building 


AGENCIES ALL OVER THE WORLD 
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Ohe Acco Fastener 


with the Prong Shield Compress- 
or is saving money office 
space everywhere, because it in- 
expensively binds in book-form 
any kind and any quantity of 
papers. 


Papers filed the Acco way require less space 
because they are compressed tightly between 
the Prong Shield Compressor and the base, 
which fit perfectly flat and take up no room. 
The Acco Fastener holds papers by pressure, 
just as a vise; tissue is as safely bound as 
heavy bond paper. 

To facilitate handling when used in filing 
cabinets and to give protection to papers from 
curling, soiling and mutilation, a cover is 
necessary. 


OhAe Acco Folder 


equipped with the Acco Fastener, 
gives ACTUAL PROTECTION 


of papers during the active period. 


The filing away of inactive pa- 
pers of any kind is a decided waste 
of the folders themselves, the cabi- 
nets, and floor space. 


Let us show you how to elimi- 
nate this great waste in your files 
and at the same time have all of 
your papers conveniently bound in 
book-form, insured at all times 
against loss. 

Make request on your letterhead 
for sample folder with explana- 
tory literature. 


Stationers and dealers in Filing Equip- 
ment send for sample and discounts. 


American Clip Company 
Beebe Ave. and William St. NEW YORK, N. Y. 
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John H. Patterson. 
death of John 


In the ; H. Patterson, the United States 
lost a distinguished citizen, and industry one of its most 
progressive and powerful personalities. 

Mr. Patterson passed away very suddenly as the result 
of a heart attack on May 7 while on board a train bound 
for Atlantic City. He was in a drawing room, chatting 
with his valet, William Roberts, his only companion, when 
as the train passed through Kirkwood, in Camden County, 
he fell unconscious. Dr. T. F. Trudeau of Saranac Lake, 
N. Y., who was near in the same car, was summoned at 
once and tried to revive the stricken man, but all restora- 
tives failed. Mr. Patterson had been a chronic sufferer 
from a cardiac condition. The remains were taken to At- 
lantic City, where Mr. Patterson had made reservations 
at a beach front hotel, having planned to remain for two 
weeks for his health. 











THE LATE JOHN H. PATTERSON. 


When the body of Mr. Patterson, accompanied by his 
son, F. B. Patterson, president of The National Cash 
Register company, and others, arrived in Dayton on Tues- 
day morning, a large crowd of Dayton citizens were at 
the depot to pay their tribute of respect to the man who 


had done so much for their city. The remains were taken 
to the office building at the factory, where they lay in 
state from three o’clock in the afternoon until eight o’clock 
in the evening. It was estimated that nearly 15,000 sor 
rowing friends passed the bier. A short funeral 
was held there and the following day another service was 


service 


held at Far Hills, Mr. Patterson’s beautiful estate. The 
funeral was attended by the family and friends 
In honor of Dayton’s “First Citizen” all stores and pub 


lic buildings were closed and the wheels of industry were 
stopped. Flags were placed at half-mast on all school- 
houses and public buildings. Appropriate resolutions 
adopted by all civic and many other organizations 
Soon after the funeral, announcement was 
plans were being prepared to honor the late phil 


were 


made that 
al thropist 





and industrial leader in many ways. It was stated that 
the name of Main street will be changed to “Patterson 
avenue”; that a monument will be erected in Hills and 








Dales, sponsored by the school children of Dayton; that a 
boulevard around the city will be constructed; and that 
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Manifold Supplies Company 


PANAMA 


Carbon Papers and Typewriter Ribbons 


‘The Line that can’t be matched’’ 


We offer dealers a line which has 
both quality and individuality, va- 
riety enough for every requirement 
and manufactured with the greatest 
care. 


188 Third Avenue 
BROOKLYN (statTION L 2) N.Y. U.S 
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Paper is but a detail 
in your big, intricate 
business machine, but 
you cannot operate 
without it. Why not, 
then, make sure that 
its quality is beyond 
question? 


erkshire, or 
a al 


exactly fit the paper needs 
of big, going concerns. 


Eaton, Crane & Pike Co. 


Sponsors for Correctness 
in Correspondence 


225 Fifth Avenue, New York 
Pittsfield, Mass. 


BOSTON, MASS. PHILADELPHIA, PA. 
633 Washington St. 1024 Filbert St. 

CHICAGO, ILL. SAN FRANCISCO, CAL. 
363-371 West Erie St. 770 Mission St. 


TORONTO, CANADA 





a day will be set aside each year for the holding of memo- 
rial service in his honor. 

John Henry Patterson was in many ways one of the 
most remarkable men of our generation. In another age 
he might have been distinguished in law or statecraft, but 
he was caught up by the trend of his times and employed 
his fine abilities in industry. He was a man of great force, 
determination, and brilliancy of mind. He saw every 
proposition clearly, and had a faculty for going to the es- 
sentials of every matter which came before him. 

He was a pioneer, perhaps the pioneer, in industrial wel- 
fare work. He had always let it be understood that his 
motives in this work were more selfish than otherwise. 
The results, to be sure, were to increase very greatly the 
efficiency of The National Cash Register Company’s fac- 
tory at Dayton, to advance the prestige of his company, 
enlarge the field covered by his machines, and to make The 
National Cash Register Company one of the foremost in- 
dustrial. institutions of the United States. His ideas were 
of the most thorough-going kind and characteristically 
once he was convinced that he was right, he spared no ex- 
pense or labor in bringing about the improvements he had 
in contemplation. That his object in accomplishing these 
improvements and in advancing so materially the cause of 
human welfare as applied to workers in factories, was en- 
tirely unselfish, is not, of course, credited by any one who 
understands Mr. Patterson’s life and work, for he was in 
a very broad and effective sense a philanthropist, loving 
his fellow man, but his was not the sort of charity which 
countenanced the indiscriminate distribution of money. 

It is related of one of America’s great preachers that his 
wife always had to take his salary trom him and put it in 
the bank, never letting him get away from the house with 
more than $20, for no matter how much he had with him 
when he started, he would never have any with him when 
he returned. Such was not the habit of Mr. Patterson, 
who had a shrewd idea of the value of money and an 
instinctive appreciation of its power, both for good and 
evil. To all appeals which seemed to him worthy, he was 
sympathetic, but he was vigorous in his denunciation of 
fraud and imposters. 

During the Dayton flood of 1913, Mr. Patterson made 
row boats by the dozen out of the lumber stored in his 
factory for the manufacture of cases for his cash registers 
and turned them over to the relief workers. He opened his 
beautiful home to the scores of newspaper men who “cov- 
ered” the flood, even contributing his clothing on occasion 
for the comfort of his guests. The story is related that 
one reporter arrived late at night, wet and muddy from 
wading through the flood. He had no nightshirt. “I'll 
send you one from my room,” said Mr. Patterson, and 
forthwith the Japanese valet came in carrying not pajamas, 
but a top shirt.’ “Mr. Patterson say you wear this for 
pajamas,” said the Jap. “He gave all his pajamas to other 
honorable reporters.” It is said that the shirt he gave 
away was the one he was going to sleep in himself. He 
aided the city in recovering from the disaster and through 
his personal supervision, two million dollars were raised 
to prevent future floods at Dayton. 

Mr. Patterson was born on a farm in Ohio, December 
13, 1844, and was therefore in his 78th year when he died. 
His first work was on his father’s farm near Dayton. As 
a young man he did farm work, canal toll collecting, re- 
tailing of coal and mine operating, finally going west. 
He did not remain there long, however, and when he re- 
turned to Dayton he began the manufacture and sale of 
cash registers. 

Mr. Patterson was a man of liberal education. Despite 
the fact that in his youth little money was available, he 
studied two years at Miami University, Oxford, O., and 
afterward at Dartmouth. 

During the world war, Mr. Patterson placed his factory 
at the disposal of the United States government, but re- 
fused to accept contracts on a cost plus basis. 

He was the son of Col. Jefferson Patterson and the 
grandson of Col. Robert Patterson, founder of Lexington, 
Ky. His mother, Juliana Patterson, was the daughte. of 
Col. John Johnston, a famous Ohio Indian agent o; the 
United States government. Mr. Patterson’s wife was for- 
merly Katherine Beck of Brookline, Mass. His children 
are Mrs. Noble B. Judah, wife of a leading lawyer in Chi- 
cago, and Frederick Beck Patterson, who in July, 1921, 
succeeded his father as president of The National Cash 
Register Company, John H. Patterson becoming chairman 
of the board of directors. 


Mr. Patterson and twenty-nine officers and executives 
of The National Cash Register Company were indicted 
by the Federal grand jury in 1912. They were charged 
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The improvements of the new 


Self-Starting Remington 


mean more and better work—in quicker time—with less 
effort—than has ever been done before on a typewriter. 


The new Self-Starting Remington has all of the basic features which 
have always made the Remington supreme for wear and service. 


It has every feature which has been approved by the combined ex- 
perience of typewriter builders and typewriter users. 


In addition, it has improvements that establish new standards for 
ease and speed of operation and the quality of work done under any 
and all conditions. 


Write to us for our illustrated folder “ More Typewriter Value” 
which tells you about the improved Self-Starter, the new escapement, the 
improved carriage, the improved ribbon mechanism, the “NATURAL 
TOUCH” and all the fundamental advances of this latest Remington. 





REMINGTON TYPEWRITER COMPANY 


(INCORPORATED) 


374 BROADWAY NEW YORK 
BRANCHES EVERYWHERE 
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The He Pen 


with Over-size Ink Capacity 
and 25-Year Super-smooth Point 


It has taken America by storm! 
SEND FOR SAMPLE TODAY 


Let a HE-man get his hand on this big, business-like Duofold 
and he'd rather let go of $7 than the pen. 

This happens—not once—but scores of times daily at promi- 
nent pen counters all over America. 

In New York one concern sold 3 gross in about 30 days. At $7 
each this would equal $3024 retail. 

The Police Band of New York selected the Duofold as the 
Souvenir of its Annual Dinner, May 13th, and gave 125 Duo- 
folds to its guests. 

At a prominent club in Chicago, 70 members tried to buy 
the Club’s desk Duofold the first few days it was put in service. 

“A Duofold customer has already sent us 10 of his friends for 
this pen,” writes another from San Francisco. 

A Kalamazoo dealer has sold a Duofold a day since January Ist. 

The President of the Retail Stationers’ Association concealed 
his first order under the counter to see whether there is really a 
call for the Duofold. In a few days he re-ordered. 

In Milwaukee a sale to one man in an office of 18 persons sold 
Duofolds to 15 out of the remaining 17. 

Because you may have “plenty” of other pens, don’t think you do not 
need the Duofold. Your rent is goingon whether your old pen stock is mov- 
ing or not. What you need right now is BUSINESS. And if you knew the 
way you can roll up BUSINESS with the Duofold NOW and every month 


in the year you would do what the livest concerns all over America are do- 
ing by giving up their store and window space to Duofold displays. 


This big, lacquer-red Classic with 25-Year point has surprised the 


whole trade, including ourselves, Never in our 30 years’ history has any ing and spill 
pen, regardless of price or season, created such a stir. one. 

Mail the Coupon—A Prosperous Move to Make 
That's all—just write or mail the coupon for Sample Duofold, Discounts and Advertising offer. 
We don't know a better move you can make for your business today. See this Classic of fountain 
p2ns—write with its 25-Year point. And get a taste of turnover that is measured by hours— 
not months. Every day lost means a loss of $7 sales, Why lose any when you can act at once? 

For Sample Duofold 
{Attach to your Letterhead} 
—_— SPSS SSS SSSESSESSSSSSSSSESSSSSSSSSESHHESSE HEHE SES SSEEe 
PARKER PEN Co. 
JANESVILLE, WIS. 






gith Size 





The 7 15 Year Pen 


Duofo 


Duofold Jr. $s Lady Duofold $s 
Same except for size Handbag size with gold 
ring for chatelaine 





THE PARKER PEN CO.,, JANESVILLE, WIS. 
NEW YORK CHICAGO SPOKANE SAN FRANCISCO 








Rivals the 
beauty ofthe 
black-tipped 

gedbird. 
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Would you 
dare to pass 
another pen 
from hand to 
hand?Duofold 
holds its orig- 
inal point re- 
gardless of 
who writes. 








Press the but- 
ton and Duo- 
fold drinks its 
fill. No pump 


—no lever to 
catchoncloth- 





Concern Name 


Send sample Duofold pen on 
memorandum charge, discounts 
and the advertising offer. Sample 
subject to return for credit. 
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with violation of the Sherman anti-trust law The case 


was tried before Judge Hollister, Federal judge for the 
southern district of Ohio. A verdict of guilty was brought 
in against Mr. Patterson and his co-workers. The case 
immediately was appealed, and the U. S. Court of Appeals 
reversed the judgment of the trial court. Before the case 
was thrown out of court, many Dayton citizens who 
greatly admired Mr. Patterson wrote to President Wilson 
asking him to grant the cash register head a pardon. 
When Mr. Patterson learned of this, he immediately wired 
to the President, assuring him that he did not want a par- 
don; that all he desired was simple justice. 

It was in 1884 when Mr. Patterson bought the National 
Manufacturing Company in Dayton, including the patent 
rights in the first cash register. He changed the name to 
The National Cash Register Company, and commenced the 
business which has since become internationally famous. 
He was the first employer of labor in the United States 
to take up the problem of bettering working conditions 
for employees. Starting in 1894 by giving women em- 
ployees warm lunches, he continued the practice of better- 
ing conditions in and about the factory and even in the 
homes of the workers, until in 1920 he commenced the sys- 
tem of dividing half of the net profits of the business 
among the workers in the plant. The main factory at 
Dayton grew until it employed nearly 7,000 men and 
women, with branch plants at Toronto and Berlin, and 
the total number of employees, including agents and sales- 
men throughout the world, was more than 10,000. 

Thus passes in the ripeness of years one of the out- 
standing figures of our time—a man who always stood as 
a man among men, and who made the world better be- 
cause he lived in it. 


' + & 
Sir John Craig Eaton. 


Brief mention was made of the demise of Sir John Craig 
Eaton in the May issue of Office Appliances. He was the 
president of the T. Eaton Company, Ltd., of Toronto, 
Ontario, Canada, with stores at Toronto and Winnipeg, 
and distributing stations scattered over the broad Dominion 
on our North. Sir John was forty-six years old, the head 
of an immense business founded by his father, known as 
the largest retail establishment in the British Empire. Sur- 
viving are his mother, Mrs. Timothy Eaton; the widow, a 
daughter, Miss Florence Mary; four sons—Timothy Craig, 
John David, Edgar Allison and Gilbert McCrea; two sisters 
and one brother. 

The decedent graduated from the Toronto public 
schools, spending his spare time in the store. His educa- 





THE LATE 
SIR JOHN CRAIG EATON. 


tion was completed at Upper Canada College. A tour 
around the world with a buyer from the Eaton store gave 
him intimate knowledge of the products of various lands. 
Seven years after this trip Sir John became a director in 
the company; the vice presidency was his next responsi- 
bility. He took the helm in 1907 upon the death of his 
father. 

Sir John Eaton was lavish in his contributions to the 
cause of Canada in the World War, in addition to un- 
paralleled generosity toward employees who entered the 
military service. He gave freely to charity, was interested 
in many Canadian inna ion and took high rank as a 
sportsman. 



















“ALL 
THE 
WORLD 
LOVES 
A 
WINNER’”’ 


INDICATOR 


654321 
Impression of Figures 


THE AMERICAN VISIBLE (the only 
visible) is the modern, “up-to-the-minute” 
numbering machine. 

In addition to its visibility, it has NO EQUAL 
AT ANY PRICE in smoothness of operation, 
speed, accuracy and durability. 

Its sales have grown faster than those of any 
other numbering machine. 


More are being sold to-day than ever before. 


DEALERS: Are You Sharing In 


Our Success? 


Have you singled out this machine as a leader? 

Do you know that large corporations all over 
the country are discarding the old style blind ma- 
chines and replacing them with American 
Visibles? 

Our folders imprinted with your name bring 
orders. 


PRICE: Model 41—three movements... .. és — 
Model 21—nine movements.........- 


AMERICAN NUMBERING MACHINE CO. 


220-230 SHEPHERD AVE., BROOKLYN, N. Y. 


CHICAGO BRANCH, 123 W. Madison Street 

Foreign Branches: 
VICTORY-KIDDER PRINTING MACHINE CO., LTD. 

66 Houndsditch London 

CARIBONUM SOCIETE ANONYME 
10 Rue de Seze Paris 
RICHARD WEINIGER 
Singel 276 - Amsterdam 
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“Falcon” 
PRODUCTS from FALCONER 


Striped Wood Clip Boards 
Striped Wood Arch Boards 
Flexible Steel Rulers 
Flexible Wood Rulers 
School & Office Rulers 
Desk Files & Letter Trays 
Card Index Boxes 

Falcon Arches & Clips 
Yardsticks & Meter Sticks 


Pencil Boxes 


WRITE FOR COMPLETE INFORMATION 


The complete “falcon” line permits of 


economical freight shipments without overstocking. 





WRITE FOR COMPLETE INFORMATION 


American Mfg. Concern 


ESTABLISHED 1807 


FALCONER NEW YORK 


New York Office, 200 Fifth Avenue—Chicago Office, 115 $. Dearborn Street 














Harry C. Lavette. 


Once more it becomes necessary for Office Appliances 
to record the passing of an old friend—a man whose name 
was at one time known to practically every stationer and 
to thousands of druggists throughout the United States. 
We refer to Harry C. Lavette, at one time manufacturer 
of the famous Lavette’s photo mailing envelopes, who 
passed away early last month at his place of residence, 
63 West Ohio street, as a result of nicotine poisoning. 
All those who years ago used photo mailing envelopes will 
remember “now look pleasant, please’ on these useful 
devices of paper and cardboard. 

















THE LATE HARRY C. LAVETTE.—From an old photograph. 


Mr. Lavette was sixty-three years of age. At one time 
it is said that he was possessed of considerable means, 
but at the time of his death he was in reduced circum- 
stances. A few years ago his factory on the west side, 
where he manufactured his photo mailing envelopes, was 
destroyed by fire, since which time he has never returned 
to the photo mailing envelope business, but has devoted his 
time to various ideas, such as the invention of games, etc. 
These later inventions had not proved remunerative. 


His body was found by Miss Burke, sister of Mrs. H. H. 
Norton, at whose home Mr. Lavette lived. Miss Burke, 
thinking to wake him, knocked on his door at his usual time 
of rising in the morning. Receiving no response, she en- 
tered and found his body in a chair. Beside him on a table 
was a note with the following words: “God bless you all 
I can’t stand it any longer.” Among his effects were found 
a few verses written in his later years. These verses in- 
dicated a condition of mental depression which was foreign 
to the nature of Mr. Lavette as most of his friends knew 
him. 

In his younger days, Mr. Lavette for a time was a secret 
service operator in the southwest and had more than one 
exciting adventure with moonshiners, thugs and train ban- 
dits in that section. He was a man of short but exceedingly 
vigourous physique and in his youth he must have been a 
very efficient officer. He was a man of steady nerves, 
great courage and quickness. He was a fairly frequent 
visitor to the office of this journal and was always wel- 
come, for those of us who knew something of his his- 
tory were always glad to listen to his reminiscences, re- 
lated with a tinge of humor and with only casual references 
to himself. He had at one time a rather wide acquaintance 
among men who have accomplished important work, and 
his memories of men and incidents were always interesting. 
He was a friendly spirit, who radiated good humor. A 
visit to his little factory was always a pleasure. His patent 
envelopes were all made by hand, the operators being a 
small group of young women in charge of a most in- 
dustrious and capable forewoman. It was the custom in 
the factory for the girls to sing at times at their work, 
in low pitched voices. The songs were usually old time 
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Ty The Wonderful Human Body 


And Athletics Worth While. 


Copyright. 1922. by Star Company. 














GEORGE L. HOSSFELD, CHAMPION TYPEWRITER 
OF THE WORLD. 


Here is, for the time being, the world’s champion typewriter 
and a really useful athlete. 

He beat all comers, writing steadily for one hour, 136 WORDS 
A MINUTE, which means twelve strokes a second. 

Look at the second hand as it moves on your watch, or count 
land realize that what it means for the human brain to order and 
carry out twelve different motions of the fingers in one second. 
There is intensified mental athletics that makes the hundred-yard 
dash, the pole vault or the Marathon seem slow, to say nothing of 
being useless. 





As this young man wrote in the contest, he read and copied a 
story which he had not seen before, cailed ‘‘In God's Country.’ 
And do you realize the various operations included in that marvel 
ous performance of twelve strckes per second. 

The eye read the word. The nerves of the eye told the brain 
what word was to be written. The brain told the fingers what the 
letters were, where they were Iccated on the machine, and the 
flying fingers, taking the knowledge that first came to the eye or 


arms to the tinger tips through the effervent nerves, made the 
twelve strokes successfully. 

He kept his mind entirely on that for one hour. That won- 
derful dynamo, that stored energy, the eye seeing, the brain imme 
diate:y transforming the printed word in the letters, the nerves 
and the muscles in the fingers carrying out the brain’s orders. 
It is difficult to conceive anything more remarkable. Young Mr. 
Hossfeld may well include in his daily prayer: ‘‘I will praise the 
Lord, for I am fearfully and wonderfully made.’’ It takes intelli- 
gence to do good typewriting; it takes extraordinary adaptability, 
co-ordination of nerves and muscles, steadiness and will power to 
do what this young man did. 

He deserves praise, as does every man who does A USEFUL 
THING AS WELL AS IT CAN POSSIBLY BE DONE. 








the afferent nerves, and the order they came down the neck, the @& 
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From Editorial in the New York 
Evening Journal, December 31st, 
by Arthur Brisbane. Reprinted by 
Underwood Typewriter Co., Inc. 


Eouat, almost, to the 
‘Wonderful Human Body” 
is the Underwood Type- 
writer, used by Mr. Hossfeld, 
and ALL previous world’s 
champion typists for 16 con- 
secutive years. It is so 
scientifically designed, so 
skillfully manufactured, that 
it responds with unerring 
accuracy even at the marvel- 
ous speed of twelve strokes 
per second. 


UNDERWOOD TYPEWRITER Co., INC. 
Underwood Building, New York City 
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or sentimental ballads of the day. Visitors who happened 
in the office when the girls were singing, always left with 
a pleasant impression and a feeling of assurance that no 
“labor trouble” ever disturbed the conduct of Mr. Lavette’s 
business. 

One of the brothers of Mr. Lavette, Edward Lavette, 
an attorney of Minneapolis, was notified and at once came 
to Chicago and took charge of the funeral arrangements. 


Emil Berolzheimer. 

The news of the death of Emil Berolzheimer on May 25, 
after an illness of one week, came as a great shock to his 
many friends who had noted with interest the celebration 
of Mr. Berolzheimer’s sixtieth birthday some weeks ago, 
an event which was coincident with the thirty-ninth anni- 
versary of the Eagle Pencil Company, of which he was 
president. On this occasion, which was celebrated by the 
entire organization of the company, the foremen of the 
factory presented Mr. Berolzheimer with a handsome vase 
as a token of their affection and esteem. 

Mr. Berolzheimer was born at Fuerth, Bavaria, and re- 
ceived his education in the schools of that country, remain- 
ing there until about sixteen years of age. His father then 
sent him to a well-known bank at Frankfort. Here he ap- 
plied his leisure to studies in history, literature and music. 





THE LATE EMIL BEROLZHEIMER. 


After three years at Frankfort, he was given the opportu- 
nity to extend his knowledge of banking by a connection 
with the Banque de Paris at Brussels. Here he mastered 
the French language and availed himself of other educa- 
tional advantages at his disposal in Brussels. 

In 1883 he was. sent to the United States, a sudden 
vacancy in the executive position of his father’s pencil 
factory, established a few years before, necessitating this 
change. Emil Berolzheimer adapted himself readily to his 
new environment, mastered the new responsibilities, and 
built up a successful institution on the modest beginning 
which came into his charge. The plant at New York has 
been enlarged, a branch factory established in England, 
and the lines expanded. 

In 1885 Mr. Berolzheimer married an American woman. 
His three sons by this marriage were associated with him 
in the business of the Eagle Pencil Company. 

+t - + 
William P. Perry. 

William P. Perry, treasurer of the Esleeck Manufactur- 
ing Company, Turners Falls, Mass., passed away April 
29. He was a man of sterling character, and quickly won 
the confidence and respect of all within his circle. Mr. 
Perry was an active member of the Greenfield Chamber 
of Commerce, and keenly interested in every phase of its 
civic functions. His passing made a tangible vacancy in 
the community, and in the Esleeck organization, which 
will be difficult to fill. 

William P. Perry had been with the Esleeck Manufac- 
turing Company six years, taking up the duties of treasurer 
and advertising manager. Previously he had been sales 
manager of the Rochester Button Company, Rochester, 


N. Y. 
- & } 
William Rentsch. 


_ William Rentsch, for twenty years a salesman with the 
F. S. Webster Company, passed away at Pittsburgh, Penna., 
May 9. He was born at Wheeling, W. Va., sixty-five years 
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ago. He located at Johnstown, Penna., after his marriage. 
The great flood destroyed his home, and Mr. Rentsch then 
located at Pittsburgh. Surviving are his widow and two 
children, Miss Anna Rentsch, New Concord, Ohio, and 
William Rentsch, Jr., Detroit, Mich. The interment was at 


Detroit. 
- + - 
M. H. Emmert. 


M. H. Emmert, a stationer at 4054 Lancaster avenue, 
Philadelphia, Penna., died in May. He is survived by his 
widow. Mr. Emmert had been in business a number of 


years. 
- k & 
Mrs. Frank F. Harris. 
Friends of Frank F. Harris, in charge at Chicago for 


The Carter’s Ink Company, learned with sorrow that his 
wife had passed on May 18. Mrs. Harris was born at Mal- 
den, Mass., and was for a time connected with Loring, 
Short & Harmon, stationers at Portland, Maine. She was 
married a little over thirty years ago. Mrs. Harris was a 
quiet, home-loving body, and much given to aiding and 
comforting others. She was affiliated with the Christian 
Science Church. 

A wealth of floral pieces was a token from the many 
friends of Mrs. Harris and her husband at the services. 

Office Appliances joins with the hosts who extend sym- 


pathy to Mr. Harris. 
- + + 


William T. Abbott. 
William T. Abbott, treasurer of Ditto, Inc, and prom- 
inent in Chicago business circles, died at Washington, 
D. C., May 29. He was seized by an attack of appendi- 


Standard 
citis ten days before, while attending a conference at 
the National capitol. Mr. Abbott had been assistant direc- 
tor of the budget, serving with Gen. Charles G. Dawes. 
Mr. Abbott was critically ill after the operation, but 
rallied, and his recovery was hoped for. A relapse proved 


fatal. 


Mr. Abbott was vice president of the Central Trust Com 

pany, Chicago; a member of the Chicago and Illinois state 

an bar associations, the University, Union League, Bank 
ers’, Evanston Country and Skokie golf clubs. He was 


a director of the Rufus B. Dawes Hote! Association, a 


thirty-second degree Mason and a Shriner. 
Of pioneer ancestry, William T. Abbott was born at 
O O S Wells River, Vt., February 16, 1868, the son of Orrin S. 
and Ella L. Abbott. His education was obtained at the 
public schools of Wells River, the academy at St. Johns- 
bury, Vt., and at Dartmouth College. He graduated in 
an Ose eaf 1890. During his college days Mr. Abbott taught mathe- 
matics and history in the high school at Manchester, 
+ N. H. In 1893 Mr. Abbott moved to Peoria, IIl., being 
evices admitted to the Illinois bar that year. At the request ot 
President McKinley Mr. Abbott spent eight months in 


1900 in Porto Rico, studying the political conditions there. 

































THE LINE OF 1000! NUMBERS In 1904 he moved to Chicago, taking place in the law 
a firm of Ritscher, Montgomery, Hart & Abbott. A year 
¢ later he was married to Miss Elsie Parsons Bourland, 

Peoria. March 31, 1910, Mr. Abbott became vice presi- 


dent of the Central Trust Company. 


+’ F + 


Mrs. George H. Richards. 
Modem facies Bereavement came to iaior George H. Richards, vice 


president and export manager of The Dalton Adding Ma 
chine Company, in May. His wife passed away at Sid- 


CQAKS O, & Cor ney, Australia, while on a foreign tour. With Mrs. Rich- 

ards he was making a trip which included Australia. The 

e7v1Ce a a? remainder of Major Richards’ itinerary has been postponed, 
and he is expected back at his office early in July. 

Siar Qua aay 0 % Mrs. Richards was a native of Sydney, and has planned 

a six-week stay there. The greater part of her life was 





spent in the United States. 


ye weer New Clip Catalogue. 

The Oakville Company, 200 Fifth avenue, New York, has 
just issued its new catalogue of clips, pins and fasteners. 
SOLD ONLY THROUGH This catalogue consists of 16 pages and cover, size 4 by 9% 

DEALERS inches, and is a splendid piece of printed matter. It shows 
in colors the boxes in which Oakville products are packed, 
oe Des 5 each case being the familiar yellow which the 

Oakville Company uses in all its packing. On the outside 
BooruMG& PEASE Co. of the box is a full size reproduction of the item within, to- 
NEW YORK gether with the number of the item and the quantity. The 
famous Oakville trade-mark appears on each box. This 
new catalogue contains a mass of valuable information, in- 
cluding facts concerning the brass paper fasteners recently 
added to the Oakville line. 
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What Comes After 
You Buy the Goods...? 


Chapter VI 


Sales that make satisfied customers— 


A certain customer requires carbon paper 
for his Noiseless Typewriter. 


os + i. CARBON : There is a special kind of MultiKopy for 
tue 3 PAPERS N the Noiseless. The Noiseless when used 


| ¢& SVPREMNME 


with MultiKopy Noiseless carbon paper 
makes copies of unsurpassed beauty, clear- 
ness and legibility. 


MULTI-KOPY NOISELESS 


Colors Black——Blue Purple Green——Red 
Weights—Light-4 lb.—Medium-7 lb.—Standard-9 Ib. 





You can satisfy every customer with 
MultiKopy. It is the only complete line of 
carbon paper under one brand. 


“A kind for every purpose’ and the right kind for each 
particular bit of work is the key to a rapidly increasing carbon 
paper business. Remember that we make 
a special Tissue that is a wonderful aid in 
manifolding. 


Send in the names of your department 
heads and retail clerks who would like to 
receive the valuable and practical aids 
offered by the Webster Definite Selling 
Plan. Join the Webster family. 





F. S. WEBSTER COMPANY 


338 CONGRESS STREET, BOSTON, MASS. 


New York Chicago San Francisco Philadelphia Pittsburgh 
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Light-Running 
Quiet-Running Royal 


Like most really great contributions super-elastic key action ever devised; 
to the administration of Big Busi- the noise of operation muffled down 
ness, it has already been ushered in to below the point of distraction. 
without the rather customary fan- The results: entirely new standards 
fare of trumpets and acclaim. of typing and typewriting pro- 


: aS ficiency. 
The improvements which it offers y 


over all existing typewriters are, There is a revelation in store for 
briefly, these: a speed as swift as you if you have not yet seen it 
thought itself; the most responsive, demonstrated. 


Our fifty-six page book, ““The Evolution of the Type- 
writer’, beautifully illustrated in color, will be mailed 
free on request. Address Advertising Department. 


ROYAL TYPEWRITER COMPANY, Inc. 
364-366 Broadway, New York 





























Branches and Agencies the World Over 
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Eighty Years Young at Detroit. 


Chis year The Richmond & Backus Company, Detroit, 
Mich., celebrated the eightieth anniversary of the founding 
of the business. It had its inception in 1842, when Detroit 
was a town of 40,000 people. A. Richmond, the eye 
of the City Bookbindery, formed a partnership with F. H. 
A. Backus. The establishment was on Jefferson avenue, 
near Bates street. The plant was enlarged, blank books 
were manufactured, and stationery and paper were sold. 
[he partnership carried the first large stock of paper in 
Michigan. Some years later B. B. Richmond was taken 
into the business, the name then becoming Richmonds & 
Backus. In the early 70’s Charles B. Ayers was taken 
into the business, the name being changed to Richmond, 
Backus & Company. This style was maintained until 
1885, when The Richmond & Backus Company was in- 
corporated. 


mi 
i 


he growth of the business necessitated increased space, 








RICHMONDS & BACKUS, 


187 Jefferson Avenue, Desnoyer’s Block, corner Bates Street, 
Nearly opposite the Michigan State Bank, 


DETROIT, + - - - MICHIGAN. 


OG 


wv eo 7. @ Se 













o) 
_ _—— ---- — % 
RICHMONDE & BACKUS would call the attention of their friends and the public to thelr B py) 
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3 m in BLANK BOOKS ARE PAGED WITHODT EXTRA CHARGE. 
4 WOOLET'S $ IMPROVED RULED LEDERER, 
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ADVERTISEMENT OF 1852 
Representative of the Character and Typography 
of the Period. A Reminiscence of the Days when 
‘Long Line and Short Line’ Composition was the 
Keystone of the Printer’s Art. [Reproduced from 
‘The Office Cat,’ by Courtesy of The Richmond 
& Backus Company 


\ STATIONERY 


and it was moved to the north side of Jefferson avenue, 
in the old Desnoyers block, at the corner of Bates street. 
Later the — ing store was taken, and the business 
remained here until the present location at Woodward and 
Congress secinle was occupied. The officers of The Rich- 
mond & Backus ( ‘ompany are Chas. F. Backus, president; 
Frederick Richmond, vice-president; Wm. E. Barie, sec- 
retary and treasurer. The business is housed in a modern 
seven-story building 

The pioneering character of this concern is indicated 
by several paragraphs printed in an issue of the company’s 
Office Cat,” stating priority: 
“First in Detroit to market a typewriter. 


house organ, “The 


1 


“First in the world to build the metal back loose leaf 
ledge 
“First in the world to design hinged ledger sheets. 


I “First in the world to manufacture round-cornered blank 
00ks.”’ 
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SELLS ON SIGHT 


In mechanical supremacy, the NEW IRVIN is far in 
advance. Built extra heavy of the best pressed steel, it 
affords the greatest bene- 
fit from the NEW IRVIN’S 
exclusive features — the 
Never-Clog Sleeve Device, 












No. 1-A the Adjustable Cutting 

Stapling Die, the Staple Release, 

Machine. and its handsome 
nickeled finish. 

The An attractive 

fast-selling, fixture on the 

a ates desk. 

individual 

size. . 


Show your customers these useful 
and necessary machines. In this day 
of office and filing efficiency, busi- 
ness men are eager for the practical 
solution of the very riddle the NEW 
IRVIN best solves. Your prospects 
are every office-worker. Your mar- 
ket is every desk. 

They are machines you will be safe 
in recommending and selling to your 
customers. They are trustworthy 
machines for your customers to buy. 
\f And they make friends of all who 
The sleeve idea, use them. 


Profit for Dealers 


The high quality of the NEW IRVIN, and its easy, rapid turn- 
over provides a liberal profit for every dealer and stationery store. 
Write us today for prices and information about free display cards, 
catalogs, and illustrated folders bearing your name. 


Alex H. Irvin Company 


CURWENSVILLE, PA. U. S. A. 


Sleeve over staple 
prevents clogging 





ALEX H. IRVIN COMPANY 
Curwensville Pa { S A. 

Gentlemen Please send full information about your gsales- 
helps and dealer's opportunity in selling NEW IRVIN Stapling 
Machines 

PEDIC ccc cee scwssseccencsenesbeseneeeeees os Rae 
RGGPORD onc 00 0.0.0.0.9.005.60.564 0.0.0 00:0 0 ¥ib-0k wale. oie einen en 
City State... cccvcisccscees 
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McPike Goes With Weis Company. 


H. C. McPike, an acknowledged expert i ng cabi 
nets and filing supplies, has joined the organization of 


evenebereetonensennnane 


the Weis Manufacturing Company at Monroe, Mich 


: where he will have his headquarters in future 
O / Cex : Mr. Mc Pike was literally born into the fi] cabinet 


seen enn 








venenensan 


H. C. McPIKE 


senananeenuannee 


business, his father being one of the pioneer manufac 
turers in that line. The son entered the business as soon 
: as he attained a suitable age and has been in the filing 
; devices and supplies industry ever since. For a numbet 
of years he was connected with the Wabash Cabinet Com 


pany, of which his father is an official. 


Texas Concern Makes Changes. 





The Hill Office Supply Company, doing isiness il 
Ranger, Texas, for the past two years, has moved from 
Ranger to Abilene, Texas, and is doing business under 
the incorporated name of The Hill-Pender Company. 

The incorporators are J. S. Hill, who established the 
Hill Printing & Stationery Company, Waco, Texas, in 
1897 and remained president and general n 
firm until the first of January, 1920. 

H. A. Pender became a stockholder of the Hill Printing 
& Stationery Company of Waco, Texas, at the time of the 


1 


departure of J. S. Hill, and since that time has been vice- 


anager OF thi 


The Little 


- 
T president of the Hill Printing & Stationery Company, 
ypewriter fn about fi 


severing his connection with the Waco concern 


e Bi months ago to become one of the mcorporators oft Che 
with the 1g 2 Hill-Pender Company at Abilene, Texas. 


Scott Hill, formerly city salesman for the Hill Printing 
7 I 


encenencana 











- 
Capacity & Stationery Company of Waco, Texas, unti 
>= associated with the Hill Office Supply Compa 
in March, 1920, is also one of the incorporatot 
Hill-Pender Company, Abilene, Texas. 


' 
y at Ranger, 
tT 


Shipman-Ward Company Occupies New Addition. 


The Shipman-Ward Manufacturing Company, 4401-09 
=: Ravenswood avenue, Chicago, IIl., has occupied the new 
Weight nine pounds. Black ena- : addition to its factory. This is three stories, containing ap 

: . = proximately 9,000 square feet of floor area. The addition 
mel or nickel finish as desired. was necessitated by the rapid growth of business in the 
° ° ° rebuilt typewriter division and the “Lightning” coi 
Supplied with or without travel- : changer division. The typewriter division has enjoyed 
s 2 exceptional business through the new installment plan in 
ing case. troduced to the trade, whereby dealers are enabled to tak: 
all the installment business they can get. The Shipman 
Ward Manufacturing Company has arrangements whereby 
these accounts are financed and carried for dealers selling 
Shipman-Ward rebuilt Underwoods. 

A new department has been opened, known as 
fice equipment division.” This will take over the secon 
floor of the new addition. It is in charge of Harry A 
Bates, formerly with The Oliver Typewriter Company 


taneeentiaanen 


we 


seereennns 


The first floor of the addition will care for a1 xtensio1 


i Rex Typewriter Corporation of the stock room for both rough and rebuilt machines 

The third floor of the addition houses the stripping and 
FOND DU LAC, WISCONSIN enameling departments of the rebuilding plant On the 
second floor of the old building the company has installed 
a modern nickel plating plant 
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Tabs Speed Address- 
ing by Territory, 
Rating, Products,Etc. 


HE tabbing feature of the Address- 
| ograph enables you to address your 
entire list irrespective of classifica- 
ns—or address only cerlain names— 
kipping the balance without printing. 
All plates, after printing or skipping, 
1utomatically re-filed in original card 
ndex order. With Addressograph you 
traight - to - the - mark — eliminate 

, 


+ 






wn to brass tacks 
and talk to each spect ‘in his own 
langu age!"" But this 1s only one of the 
many things the Addressograph aces— 

addresses and ‘‘fills-in’’ all your 
office forms 10 to 15 times faster than 
typists. Errors :mpossible. 


generalities—ge 

















Startling Sales Results 


Increases Sales 200%! | FREE! 


sé Fro 8,013 Addressograph- 


ed letters to prospects, 

856 suits and overcoats were 
qua sold amounting to $34,240.” 
—The Famous Clothiers, 
3 Chicago, Il. 


‘¢T]>ROM 1 circular mailing 
we received 82 orders 





ES, your business is ‘‘different’’—but your objective is totaling $4,364 ‘net business. 
the same as Sopkin Bros.’, Mead-Johnson’s, Mann’s Dept. Store! ed. direct. mail_advertising. to 
They want to increase sales and cut expense! So do you! weed 
y . ° Bloomington, Ind. 
Up to April Ist Addressograph-ed letters and circulars have ‘COR years we have profited 
increased Sopkin Bros. ‘‘My Lady” apron sales 200% over ENTIRE 1921 sales! speed ant namuaae 
F. H. Dunstatter (Retailer), Richmond Hill, L. I., credits his $57.50 Addressograph slow, tiring hand in name- 
for his 400% sales increase. Same machine also saves 3 clerks for Canadian writing werk oC every =a 
4 i fo de iption.” 
Ingersoll Rand Co., and 253 clerks for New York Consolidated Gas Company. ™ =— 3. Paracher. Ltd. 
° ‘ ° = my ° York, Pa. 
It will pay you well to investigate this ‘short-cut’! Do it E ' 
FREE! 





today—NOW! Rip off coupon, attach to your business letterhead and mail! No 


cost—no obligation! 
Profit Short-Cuts 


A , |e A 
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General Offices :903 Van Buren St.,Chicago. Factories : Chicago, Brooklyn, London a 
Allentown Buffalo Denver Houston Newark Pittsburgh Spokane & & &. 
Albany Butte Des Moines Indianapolis New Orleans Portland St. Louis 
Atlanta Chicago Detroit Kansas City New York Salt Lake City St. Paul <<? oS 
Birmingham Cincinnati Duluth Los Angeles Omaha San Antonio Syracuse F Ye Pod eS & 
Baltimore Cleveland El Paso Minneapolis Peoria San Francisco Toledo >O Y 2 FP 
Boston Dallas Grand Rapids Philadelphia Seattle Washington J $ 2 ae we 

, : - aes oe Li 2 “3 < 
Canada: 60 West Front St., TORONTO-Vancouver-Montreal-Winnipeg-London . i oe * &, 
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An Unusual Opportunity 
for Live Specialty Men!! 


Results obtained in the establishment of this binder on the 
Pacific Coast warrant the extension of our efforts throughout 
the United States. 


We have an attractive proposition for representative office 
appliance distributors employing an aggressive sales force, who 
can capitalize on the market awaiting this unique binder. 


RIVETLOCK 


Binds loose sheets into permanent books in your own oflice; 
enables you to bind at your convenience 


Sales Sheets, Order Blanks, Cash Sheets, Check 
. Stubs, Shipping Receipts, Bank Statements, etc. 


It is made in all sizes, all bindings and fits all styles of punching. 





Address all communications to— 


A. CARLISLE & CO. 


Manufacturers 251 Bush St. 
Distributors San Francisco 
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Kugel Appoints Realite Manager for New York. 

[van Delevante has been appointed manager of the 
New York City office of the Realite Pencil Company by 
A. L. Kugel, manager of exports and of the Eastern Divi- 
sion of the United States. Mr. Delevante will also assist 
Mr. Kugel in the export department and will have charge 
of credits. He was for seven years in charge of the export 





IVAN DELEVANTE 


department of the New York grocery house of R. C. Wil- 
liams & Co. He is an experienced and well-posted business 
man whose recognized abilities will prove valuable in the 
ney work. 


Office Devices at Hotel Show. 

[he annual hotel and restaurant show was held at the 
Coliseum, Chicago, Ill., the week of May 8. Among the 
exhibitors were several manufacturers in the office equip- 
nent and supply lines. 

Kardex Sales Company displayed the various Kardex 
devices. An Elliott-Fisher typewriter was used to demon- 
strate the method of filling in the index forms. F. L. 
Wassel was in charge. 

Dumont Visible Index Company, Kansas City, Mo., 
showed information racks of various kinds, with particular 
reference to hotel usage. In addition to racks for simple 
indexing, there were displayed samples illustrating hotel 
iccounting systems, record keeping for stock, etc. J. R. 
Dumont, of the home office, Kansas City, Mo., was pres- 
nt to demonstrate for visitors. 

Dennison Manufacturing Company, in charge of R. S. 
Hintze, displayed Dennison key tags, special hotel labels, 
paper napkins, and crepe paper. 

Morkrum Company showed the “Teletape,” an electric 
typewriter used for intercommunicating purposes. This is 

nodification of the device used in the printing telegraph. 
J. D. Carr and R. S. Wishart were in attendance 

Rand McNally & Company displayed maps and tourists’ 
guides. S. W. Gifford had charge. 


Cash Register Head to Carry Out Founder’s Ideals. 
When F. B. Patterson, president of The National Cash 
Register Company, and son of the late John H. Patterson, 
was asked as to his future plans, he stated that he expects 
to devote his life to advancing and carrying out the ideals 
which were established by his father. He said: 
The policies which have developed our business from 
a one-room factory to an organization employing more 
than 10,000 people in all parts of the world will be con- 


inued. 

“Tl also will devote a portion of my time to promoting 
1 7 ; ; 
all uplifting activities in this community. 

ai am especially interested in the progress oT Davton. 


ind will do all within my power to further community bet- 


terment, welfare work, and anything that will help im- 
prove the conditions under which we live.” 
Receiving Business by Radio. 

[The Eaton, Crane & Pike Company received a rush 
order from Cleveland, Ohio, for a lot of envelopes. W. A. 
Ford, an amateur wireless operator of North Adams, 
Mass., heard the message while “listening in,” and trans- 
mitted it to the manufacturer. In recognition of his 
courtesy the Eaton, Crane & Pike Company sent him a 


box of Club Letters 
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The Many Thousands 
of This Model Sold are 
Selling Thousands More 


You can count on 
every Roberts ma- 
chine you sell help- 
ing to sell more. 
Our Model 49, for 


instance: 


et eelleeeetleaeet el 


— 


< 


Unquestionably one 


—— <= 


o° the largest selling 
automatic hand- 
numbering ma- 


ie 


chines. Reason- 
ably priced; 
contains all 
practical im- 
pr ove- 
ments 


fuiritis SL4752 123456 
sible need. |" LRers 


The following six models of 


ROBERTS 
Numbering and 


Dating Machines 


give the dealer the most varied assort- 
ment at the most moderate prices. 


Model New List Prices 
No. 49—Automatic Numbering Machine.. . .$7.50 
No. 47—Automatic Dating Machine 

No. 37—Lever Numbering Machine 

No. 50—Automatic Numbering Machine... . 

No. 48—Lever Numbering Machine 

No. 66—Metal Dating Machine. 

On orders for One-Half Dozen 


1 More Machines We Give Dealer Helps 


You the Privilege of Assorting / 
Your Order Among the Mod- We _ furnish our 
els Listed. dealers, on request, 
with descriptive 
In addition to the varied as- circulars, with 
sortment you get the quantity their names there- 
discount and make a larger on, for distribu- 
profit on a small investment. tion to their trade. 


The Roberts 
Numbering Machine Co. 


694-710 Jamaica Ave., Brooklyn, N.Y. 
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ST DIGEST OF FOREIGN PRESS 
= = You Don’ t Have to , The British Stationer printed a symposium based on the 


RS ; opinions of the agitation to standardize the leads of pro- 
“ny RY S pelling pencils made in England. S. Mordan & Company, 
Yy sive ervice RS Ltd., called attention to the fact that Sampson Mordan, 
: WY ay 4 the founder of the business, was the inventor of the first 
: Wy SS ee British mechanical pencil, a patent having been granted him 
% RY in 1842. Priority in this field had the effect of giving 
7 Ay : M 12 leads ' ¢ andard character H ee 
‘i : Mordan leads a sort ot standar¢ character. owever, 
v. Bo} propelling pencils in Great Britain use a wide diversity 
S n P of thickness and length, complicating things for stationers 

q a ae who aim to supply refills for all makes of pencils. 

“es Bee * * * 


; Levant Trade Review (American Chamber of Commerce 
aaa for the Levant) described at length the conditions in the 
Demascus consular district, considering its resources, mer- 
cantile activities, postal and banking details, etc. 


in Acme Staplers. They are sim- 
ple, and of few parts; amply strong 


* for any work within their range. ROH etait : 
: : P q Sales Management (London, England) gave consider- 
We guarantee both our Stapling eal able space to “Export Trade Problems,’ by J. A. Dun- 
: Machines and Staples. ; nage. He considered the phases of allocating a restricted 
q ; ; output. 
; tas 


The South African Stationery Trades Journal in a re- 


q Acme Staplers cent issue covered an interesting article on “Colors in Win- 


" 5 dow Displays” in which favorable comment is made upon 
an article that appeared in “Dennison’s Bulletin.” 

4 : : : 4 In an article on the great Rand riot, Mr. George, con- 

Sof bring & continual stream of busi iS 4 stable of Boksburg, points out the lessons to be learned 
+ ness to the stationer who sells them. from the disastrous effects of the labor troubles in the 
4 mines and the hope of recovery from unemployment in the 
; Not only for staples, but for all pooo oo} future. The Printing and Allied Trades in the Transvaal, 
t other items in stock. Folks get #338 like everything else, are completely dependent on the min- 
; the habit of coming to the store for ee , 

+ ll thei fh | : rey. Interesting comment is made upon the growth of the 
; all their office supply requirements. ; q National Association of Stationers and Manufacturers of 
- 4 the U. S. A. and decided praise is given to the work of 


that organization. In conclusion, the article says: “The 
inclusion of both manufacturers and merchants in its ranks 


: 4 was originally thought a hazardous experiment, but it has 
“4 7s—5 been proved otherwise. It is recognized that the mer- 
d q chant's task begins where the manufacturer’s leaves off, and 
MEAT that their interests are distinctly mutual.” 
xk * x 
q ‘ 4 In Le Journal des Imprimeurs Typographes et Litho- 


graphes, Paris, is noted an announcement of the Ameri 
can Numbering Machine Company, Brooklyn, N. Y., which 





; lists continental branch sales offices in Paris, Brussels, 
neo ; 20} Milan, Amsterdam, and Geneva. 
q M. Octave Charpentier, in a letter to the Journal, voices 
q : . q a stirring appeal to the manufacturers of printing machin 
; There are four sizes of Acme Staplers: O e4 ery in France to improve their methods of production and 
Acme No. /, for heavy duty; capac- : drive out foreign (chiefly German) competition 


SE ity, 100 staples. Acme No. 2, for £ + 


one, : Le Sténographe Illustré for April 15 contains complete 
: general utility; capacity, 50 staples. j reports of the Nineteenth Stenographic Congress held at 
4 Sure Shot, for every office job; ca- Bea Algiers with local illustrations and a map of Algeria and 
: pacity, 100 staples. Midget Binder, : Tunis. Mention is made of a four days’ motor trip out 


into the desert to Kabylie, visiting the oasis of Bou Saada. 


St for individual desk equipment, with i “es 
| wide range of usefulness; capacity,  ; The Biiro Industrié, Berlin, for April 12 has a review 
q q of the new Peters adding and listing machine of the Peters 
2} 100 staples. ” 4 Morse Manufacturing Company, Ithaca, N. Y. The new 


twenty-column Monroe calculator is also illustrated and 


| DEALERS—You can make good money} 


; ° described. 
* handling Acme Staplers. Writ: for par- | of * * * 
;  ticulars. The Schreibmaschinen-Zeiturfg, Hamburg, in an editorial, 
7 ; points out with great pride that the new treaty with Rus- 


sia offers Germany an extraordinary market for office ap- 


\E Acme Staple Co., Ltd. ; pliances, “as soon as the rehabilitation of Russia takes 


place, and the Russian market demands are strenghtened 
































oy 1643-47 Haddon Ave. Camden, N. J. : rot Wasn't it Archimedes who said, “Give me the right lever 

: LONDON: Kado Ltd., Atlantic House, Holborn q and I'll move the world’? 
i Mani, menses Siett & Ca. 80 Bt. Bote A Mention is made of a_new typesetting apparatus, man 
: St., Montreal P : ufactured by The American Mani-copy Typewriter Com 
f «6s SCANDINAVIA & FINLAND: Foreign Trade & | ~=6or pany, 29 South La Salle street, Chicago. For manifolding 
Export Co., 206 Broadway, New York, q ° 3 eRe yee’ i ; “2 : eae 
¥ HOLLAND: Richard Weiniger, Singel 276, Am Ht: or multigraphing work, all that is needed is an ordinary 
4 et. : wer waka: Wendier Qeele 1 ; standard typewriter and this new apparatus which is easily 
q Co., Ltd., Sydney, N.S.W. and Wellington, N.%. attached to any typewriter. It is not necessary to touch 
: =" the type with the hands and after the printing work is fin 
tt SrA eA Gem—prcena ey ished, the type is distributed to the type case again by 
9 : : 0 means of a hook. Corrections are easily made at the tim 

os ; EAT . a ; = = of setting. 
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othe STORY of a GREAT SUCCESS 


P i NHE Noiseless Typewriter first came to the market in 


commercial form five years ago. 


The idea of a quiet office, free from irritating type- 
writer noise, immediately appealed to business men. 


But The Noiseless was new then. It had to prove that it 
was not only quiet, but that it was equal or superior to any 
other typewriter in speed, in the character of its work, in ease 
of operation, in economy, and in durability. 


It has proved these points beyond any question of doubt. 
Its sales have grown faster than those of any other typewriter 
during the same period of its development. The Noiseless 
represents the greatest advance made in the typewriter art 
during the past twenty years. 

To us, the most significant fact about the unprecedented 
success of The Noiseless is the character of its recognition. 
The firms who have standardized on The Noiseless—after 
two, three and four years of actual comparison, are among 
the leaders of American and Foreign Industry. Their names 
read like a page from the Blue Book of Business. 


The Noiseless only asks for a chance to prove, by actual 
comparison, that it means progress in typewriter con- 
struction. , We will be glad to demonstrate one in your 
office at your convenience. Call, write or phone. 


THE NOISELESS TYPEWRITER CoO., 253 Broadway, New York 
Works: Middletown, Conn. 
Offices in leading cities throughout the United States and Canada 


The NOISELESS 
TYPEWRITER 


Your silent partner 






































Utility 
Durability 
Cleanliness 


Economy 
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“Three” 


Ten are three cracker-jack 
sellers in the ‘‘Sengbusch”’ line 
of office appliances, each one 
able to hold its own against compe- 
tition and make increased sales for 
the live dealer. These appliances 
make sales because they give the 
utmost satisfaction to the user. 


Sengbusch Self-Closing Ink- 
stand—T here is no better ink- 
stand made than the “Seng- 
busch.” Highly efficient, 
economical, and clean. Saves 
ink, pen points, time, money, and patience, 
112 different styles and prices. 





The Ideal Sanitary Moistener 
lives up to its name. It is 
‘ideal’ in all details of con- 
struction and operation. 

Simple, clean, durable, attrac- 
tive. Nothing to wear out—no sponge to 
sour or become filthy. Constructed of white 
glazed porcelain with metal bearings. 





The Sengbusch Self-Closing 
Mucilage Applier is a‘‘sticker”’ 
that se//s. Always ready when 
you want it. Keeps mucilage 
like a corked bottle—clean and fresh. No 
bottle to open—no brush—no sticky fingers. 





Registers 


You are entitled to our circulars and cata- 
log, imprinted with your name, free. Also 
striking and handsome store and window 
display cards. Ask for them. 


The Sengbusch Self-Closing Inkstand Co. 


400 Stroh Building 
Milwaukee 
Wisconsin 


[1144] 
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(In Other Lands—Continued from page 37 
Paper Industries of Brazil. 

Several important paper manufacturing plants are in 
yperation in Brazil Klabin Irmaos & Cia. (Cia. Fabri 
adors de Papel) has an annual output of 2,000 tons of 
ardboard ind w rapping paper recently 
vegan the use of wood pulp at one of its mills. The Per- 
1ambuco Paper Mills, Ltd., is turning out about 3,000 tons 

wrapping paper annually. The Cia. de Melhoramentos 
le Sao Paulo manufactures writing, printing and wrapping 
paper, and recently undertook the production of print 
paper. The Parana Paper Company is an American con- 
ern, manufacturing wrapping paper from liro grass. The 
Cia. Industrias Brazileiras de Papel, a subsidiary of the 
South Brazil Lumber & Colonization Company (French 
owned) plans the erection of a large paper mill at Porta 
Uniao Parana, on the line of the Sao Paulo-Rio Grande 
railway, at its crossing of the river Iguassu. It plans the 
levelopment of water power, and will erect a mill to cost 
from $1,500,000 to $2,000,000. An effort is to be made to 
raise capital to finance this development in the United 


| his concern 


States. Parana pine from the company’s holdings was sent 
to Hamburg, where high grades of “a wrapping 
paper and strong glazed unbleached writing paper were 


produ ced 

Che use of Parana pine is subject to a novel restriction 
An Austrian physician, Dr. Ferencz, has an exclusive right 
to the use of any industrial utilization of Parana pine It 
is expected that arrangement to utilize this material may be 


made with the doctor. 


Calais as a Market for Office Supplies. 
(Consul Thomas D. Davis, Calais, France, in Commerce 
Reports.) 

The market for office supplies at Calais is of consider 


+ 


able extent, and American goods should be able easily to 


compete with those now offered. lhe present sources 
f supply for these articles are France, United States, 
ind England, with some German and Belgian goods in 


ertain lines. 

There are no importing houses at Calais, the local deal- 
ers being supplied principally from Paris and Lille. The 
extraordinary cost of selling office supplies in France 
represents chiefly the large profits taken by these central 
dealers, who are necessarily located in the larger cities, 


and constitutes the principal obstacle to successful com 
petition by the American products. The provincial mer- 
chants generally complain of this, and some have expressed 
the desire to find American houses with whom they could 
deal directly and avoid being tributary to Paris 

Anothe r obstar le, le SS to be note d, is the prat tice by 


some American exporting firms of quoting an export 
price higher than the domestic price, thus in some in- 
stances making it actually cheaper for the French con 
sumer to buy the article at retail price in the United States 
through the intermediary of a friend and pay transporta- 


tio1 harges thereot 


Typewriter Sales in Chile. 
Pollo S. Smith, Secretary to Commercial Attaché, Santiago. in 


Commerce Reports.) 


The sale of typewriters in Chile, which in former years 
kept pace with the growth and progress of the country 
in 1920 reaching a total of 790,297 gold pesos ($288, 458 
U. S. currency) this year dropped to about one-tenth 
of that amount The economic crisis and high cost of 
the American dollar, which has been so detrimental to 


American trade in general in Chile, has affected the typ¢ 
writer business to such an extent that it is only through 
accepting unusually long-time notes and taking used ma 
hines in exchange that any new business has been ob 
tained In some instances it has even happened that in 
irder to sell a new machine local salesmen have agreed 
to dispose of various old and practically worn-out types 
writers without charge to the customer In fact, a large 
part of the demand for typewriters in Chile at present is 
being supplied from second-hand and rebuilt machines 
he market by the failure and liquidation of 
commercial houses 

Importations of typewriters into Chile for 1920 (the most 
recent figures available) are given in pesos, based on a 
valuation of 18d for gold pesos: Germany, 2,342 kilos at 
17,794 pesos; Argentina, 484 kilos at 2,837 pesos; Bolivia, 
73 kilos at 200 pesos; United States, 117,806 kilos at 761,941 
pesos; France, 72 kilos at 1,086 pesos; United Kingdom, 
426 kilos at 6,209 pesos; Italy, 4 kilos at 


11 
i 


thr wn on t 


230 pesos 
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Fi (on larger profits 
om PENEX PENCILS” 


VERY pencil sold means a small 

profit. The total for the year de- 
pends on the amount of that profit mul- 
tiplied by the turnover. The rate of 
turnover depends largely on the quality 
of the pencils. 


Both of these — quality and original 
price —are factors which the manu- 
facturer controls. If he makes good 
pencils and sells them to you at a liberal 
margin your profits take care of them- 
selves. 

Pencil Exchange has long realized this. 
It is a principle of our business. 


Penex Quahty is the result of three 
generations of practical pencil making 
experience. We believe we know how 
to make good pencils—and do! 


The same practical methods that make 
Penex quality also make Penex Econ- 
omy. Penex Pencils are made entirely 
in our own plants. We can therefore 
allow a larger profit to. our dealers. 


Why don’t you sell Penex Pencils? Write 


for prices, samples and details now. 


New Jersey leads in 
Poncl Exchengs bly 

ange helps 
maintain the ‘ead. 


PENCIL EXCHANGE 


MAKERS OF LEAD PENCILS 
FOR THREE GENERATIONS~ 


JERSEY CITY,N.J. U.S.A, 

















70 OFFICE 


Ghe 
PETERS 


A NEW—COMPLETE—COMPACT 
DURABLE—PORTABLE 


Adding Machine 


Weight—35 Pounds 
Capacity—$99,999,999.99 










THE PETERS 


Adding and Listing Machine 


Combines with large capacity the desirable 
features of compactness and portability. 
It lends itself equally well to the require- 
ments of big banks—large corporations 
or small merchants. It was, in fact, 
particularly designed to fill the need of 
all banks for a superior machine of small 
dimensions, large capacity and selling at an 
attractive_ price. 


Maximum visibility is secured by including 
in a small angle of vision the keyboard- 
number wheels and printing line. The 
Total — Sub-total—Non-Add and Repeat 
levers are so located with respect to the 
path of the operating handle that the ma- 
chine can be worked at high speed by the 
use of the right hand exclusively. The 
quality of workmanship—beauty of appear- 
ance and elegance of finish are excelled by 
none. 


Some excellent domestic and foreign areas 
remain unassigned. Inquiries from dealers 
invited. 


PETERS-MORSE MFG. CORP. 


30 CHURCH ST., NEW YORK CITY 
Factory: Ithaca, New York 
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It will be noted from the above that American and 
German machines predominate in the Chilean market. 
Each of these makes sells at approximately 900 to 1,050 
Chilean paper pesos (at present rates of exchange, $90.00 
to $105 U. S. currency). 

The chief considerations influencing local purchasers in 
their choice of typewriters are (a) price; (b) cost of main 
tenance; (c) ease of securing necessary repairs and ac 
commodating service from dealers; (d) quality; (e) ap 
pearance of work; and (f) credit. With the return of pros 
perity in Chile and local dealers in a position to offer 
customers such services and qualifications as above out 
lined, there is no doubt that American manufacturers of 
typewriters will find here a good outlet for their products 

It is believed that such means of popularizing any given 
make of machine as the institution of free schools for 
typists, employment agencies, and exhibitions of speed 
would help. 

As the customary practice of retailing typewriters in 
Chile always has been and is likely to continue to be o1 
long-time notes—sixty, ninety and 120 days—it would seem 
that local agents of good financial standing and proved 
reputation should be accorded the same facilities. Chilea: 
laws are such that selling goods on the installment plan 
can not be advantageously carried on; the only alternative 
for the dealer who is unable to sell machines for cash is 
to have recourse to a system of renting or to give credits 
The renting system is popular in Chile; after letting out 
a machine to a customer for a certain number of months 
and receiving rentals therefor sufficient to make up the 
purchase price, a bill of sale is made out and the owner 
ship of the machine is transferred to the customer. 


Office Equipment Prospects in Peru. 


(Acting Commercial Attaché W. E. Dunn, Lima Cc 
Reports.) 


ommerce 

There should be a fair market in Lima for 
ment as soon as present stocks are disposed « 
be about the middle of 1922. American equi 


office equip 
yf, which will 
pment is the 
most popular and is the only kind on the market. A fairly 
heavy duty is levied on imported equipment in order to 
protect the home industry, but the furniture produced is 


so far inferior to the American product that there is 
practically no competition. Outside the city of Lima, 
however, the present market in Peru for goods of this 
kind is comparatively small, as the main interests are 


agricultural and mining; in the majority of offices anti 
quated methods are still in use. 

Typewriter Situation in Austria. 
(Ry Consul Carol H. Foster, Vienna, Austria I Commerce 


Reports.) 

A local dealer who has represented an American type 
writer company for many years and did a comparatively 
large business in typewriters before the war stated recently 
that he can no longer do business with American firms, as 


their prices are too high for the Austrian market. A new 
American typewriter has to sell for about $100, thus put 
ting it beyond the reach of the Austrian buy Accord 


ingly he represents the Triumph Werke, Nurnberg, Ger 
many, and sells today a new factory-made German machine 
for 450,000 Austrian crowns—the equivalent $57.00, at 
present rate of exchange. He disposes of about 500 Tri 
umph machines annually. 


The customs duty on typewriters, whether coming fron 
Germany or America, is 150 gold crowns (about $30) 
per 100 kilos. As the weight of a typewriter is about six 
teen to eighteen kilos, the customs duties on one type 
writer are from twenty-four to twenty-eight gold crowns 
or $4.80 to $5.60. At the present time this would meat 


about 45,000 Austrian paper crowns. The freight charges 
on an ordinary typewriter from Nurnberg to Vienna ar 
5,000 Austrian crowns, or the equivalent of $0.63 

The total expenses for duty, freight, other minor charges 
connected with clearance of goods at the customhouss 
local transportation, etc., on a large typewriter from Nurn 
berg to Vienna thus amount to about 50,000 Austrian paper 
crowns, or $6.32. In addition, the manufacturer must meet 
an export duty of eight per cent on the value given in the 
bill of lading for every typewriter exported from Ger 
many. 


The chief difficulty of doing business with America! 


typewriter company is the necessity of buying dollars 
and paying for the typewriters immediately upon order 
ing them. The local dealer could use rebuilt machines 


with good prospects at a cost of about $20.00 if he were 
granted a credit of four to six months as customary be 
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Cl Che cutting of stencils for duplicating machines is a precise and CT] 

cr] difficult operation. ‘a 

— There are several reasons why the best results are obtained on an 5 

. C L. C. Smith & Bros. typewriter. n 

: Cl The carriage is rigid and is not shifted for capital letters. Ball CT] 

C] bearing construction throughout eliminates vibration and lost motion. C] 

; LJ Equally important is the exclusive feature of interchangeable plat- : 

t L. ens, making it possible for the operator to use a platen of the correct 5 

s _ hardness for clear, sharp stencil cutting. a 

“ = “ . . 

: [1 It also allows the operator to clean off all dirt and moisture from C] 
es the platen, the feed rolls and the metal parts of the paper feed, without TC] 
cl the aid of a mechanic. Lj 

) CI On machines where the platen is not removable, the surface of the . 

i] UI] platen soon becomes worn, pitted and uneven, making it impossible to 5 

1e CI cut a clear stencil. 0 

y LJ - + oe eae ; 

{0 a lhe L. C. Smith is the ideal machine for stencil cutting. C] 
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is Send for free catalog 
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The Stationer’s Pen 
Staunchest Stand-by and INK 


Had it not been forthese two items the stationery trade 
would probably never have come into existence 


NI 
bo 





THE QUALITY SELLS IT—AND REPEATS THE SALE 
Spring months are the logical period 


to restock, and turn it over 
25,000,000 Waterman's Ideal Fountain Pens in daily us 
THEY MUST BE FILLED 


TALK INK 22nc WITHEVERY SALE 


It is possible for dealers to create additional business 

by specializing in Waterman Products, Ideal Ink is 

essential for WatermansiéeifountainPen ard 1s as well, superior 
tor general use 


School Examinations are coming. Summer Vacations begin, 
Ink will be in demand. Acomplete assortment is important 


™ S$ One Sells the Other Woperians 


Fo n manufactured hy a 
a rINr< 


129 So. State St., Chicago 


New York San Francisco Boston 
Montreal London Paris 
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fore the war. As the Germans do not require payment 
in advance, the local dealer does business with them in 
preference to an American firm. 


Germany Dominates Damascus Stationery Trade. 
(Consul Charles E. Allen, Damascus, Syria, in Commerce 
Reports.) 

\ brisk demand exists in Damascus for all kinds of 
plain paper, blotting paper, carbon paper, cardboard, com- 
mercial ledgers, ink, erasers, mucilage, slates, and other 
stationery supplies. The principal source is Germany, 
which, it is estimated, furnishes seventy per cent of the 
total imports. It should be noted, however, that a con- 
siderable portion of the imports credited to Germany actu- 
ally comes from Scandinavia, Holland, Switzerland, or 
Italy, being credited to Germany because they are be- 
lieved to be of German orgin. The imports of paper— 
writing, printing, wrapping, blotting, etc.—are estimated 
to be 2,000 tons per annum. France, Great Britain, and 

Austria are also suppliers. 

Quality is not an important consideration, and no really 
first-class articles of stationery will find a ready sale. Busi- 
ness stationery is almost exclusively of the “cross-ruled, 
medium quality,” either cut to 9xll inches or folded book 
fashion to make four pages of this size. The “plain, good 
quality’ paper is considered appropriate for official sta- 
tionery and is supplied to the government bureaus, in 
addition to being used by the more important business 
houses. Envelopes are invariably of a much lower quality 
than the paper which they inclose, and there is a preference 
for the 4% x6% inch size. 

Portuguese Prospects for Adders. 
((‘onsul General W. Stanley Hollis, Lisbon, Portugal, in Com- 
merce Reports.) 

\s Portuguese currency is based on the decimal system 
and approximates American currency in denomination, 
any adding and calculating machines made for use in 
the United States can be easily adapted for use in Portu- 
gal. In expressing Portuguese currency the dollar sign 
is placed between the dollar unit column and the cents 
column, in the position occupied by the decimal point in 
expressions of United States currency; thus, 10$90 indicates 
“ten escudos and ninety centavos.” 

The demand in Portugal for adding and calculating ma- 
chines has been and still is limited, probably owing, in 
the first place, to the conservation of business men and 
bankers and, in the second place, to the cost of these 
appliances. New machines of this sort now on sale in Lis- 
bon range from a very cheap and small American machine, 
which sells at 200$ (equivalent at current rates of exchange 
to $16.00 U. S. gold), to a Swiss machine called the 
**Madas,” which sells at the equivalent of $160, U. S. gold. 

The sales of these machines in neither case are very 
large here, and there appear to be no openings at all for 
sale of the larger and more expensive American machines 
which range in price between $250 and $400, U. S. gold. 


Typewriters Gaining in Beirut. 

Consul Paul Knabenshue reports from Beirut, Syria, that 
typewriters have come into general use there, and that the 
demand is increasing. French accents are required. Ma- 
chines with Arabic characters are becoming popular. Ger- 
man machines are being sold at from $70.00 to $90.00. 


Office Furniture in China. 


[rade Commissioner Lynn W. Meekins, contributing to 
Commerce Reports on the Chinese consumption of lum- 
ber and wood products, stated that the field for wooden 
office furniture is limited. Wicker furniture is largely 
used, although steel office furniture is growing in favor 


Japanese Lead Pencil Industry. 

There are 117 lead pencil factories in Japan, eighty of 
which are located at Tokio; other centers of the industry 
are Osaka, Hiroshina, Mie and Wakayman. The busti- 
ness is in the hands of twelve companies, employing 2,171 
workers. The capital invested is 6,900,000 yen (approxi 
mately $3,450,000). Annual pencil exports for three years 
1918) 1,292,903 gross; (1919) 623,967 gross; (1920) 9,686, 
(WO gross. 


Bolivar Statuette Presented Pres. Harding. 

Minister Dominici, of Venezuela, presented President 
Harding with a bronze miniature of the statue of the 
Venezuelan liberator, General Simon Bolivar. 
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_. Made in green rubber for all machines. 
Characters heavily inlaid and unconditionally 
guaranteed. 


IMPORTANT 


When YOU sell rubber typewriter 
keys ask yourself four questions: 
First—is this the BEST key made, 
regardless of price? Second—is it 
GUARANTEED to give my cus- 
tomers satisfaction and insure their 
steady patronage? Third—is the 
price RIGHT and my PROFIT large 
enough? Fourth— does the man- 
\ ufacturer CO-OPERATE with me 


in moving his goods? 


U4 


Yl 


Vd 


We 


Wy 


Yy 
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The answer to these four questions 
is ‘‘Peerless Keys.’’ They ARE the 
only first grade keys sold through 
dealers. They DO give your custom- 
ers unqualified satisfaction. The 
price JS right and your PROFIT 
large. And we CO-OPERATE with 


our dealers to the limit! 


Yj 


Which means that YOU can use 
Peerless Keys as a LEADER for 
your other lines and cash in on a 
growing demand. Let’s show you 
how to do it for quick results. 


WHY. 





The PEERLESS KEY COMPANY, Inc. 


176C Fulton Street New York City 


Chicago Pittsburgh Cleveland Philadelphia Boston 
Seattle Minneapolis Toronto London, England 
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The Ne 


MULIIL HAF. 


At a Price Way Below the Lowest Price 
at Which MULTIGRAPHS Ever Sold 


© 150~Complete 


$3,0°° Down and Monthly 


























The two-roll Printing Ink 
Attachment, easily and 
quickly attached to the 
New om $35.00 


Payments 





Definite Facts 


The price of the new Multigraph puts 


it within the reach of every business that ought 
to have it, and that means every business there is. And 
the possibilities of the New Multigraph make it a necessity for 
every business that can afford it, which means, again, every 
business there is. 


The Multigraph makes no tax on 


present income. It produces additional sales, 
additional profits, unexpected economies; some of these 
quickly pay for it. 


The proof of these propositions is 


available, not in isolated cases, but in hun- 
dreds and hundreds of actual experiences. Read the ex- 
tracts on the opposite page from a letter just received from a 
packing company on the West Coast. This is a typical case. 


Meanwhile, here are just a very few 


of the many kinds of people who have had 
the same sort of experiences with the Multigraph, as 
well as a few of the things they do with it. 


Multigraph Users Multigraph Uses 
Agencies Dairies Laundries Bulletins House Organs Post Cards 
Bakers Druggists Libraries Circulars Shipping Notices Sales Letters 
Banks Electricians Lodges Credit Slips Delivery Slips Stickers 
Brokers General Stores Opticians Folders Special Notices Tags 
Builders Grocers Packers Enclosures Mailing Cards Wrappers 
Churches Hotels Publishers Form Letters Notices Collection Letters 
Clothiers Jewelers Schools, ete. Memo Pads_ Envelopes Bill Heads 


Fill in the Loupon 
and Sell Yoursel? a 
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Pays for Itself —- * 


Faster Than You Pay for It 





































This is the New 
Multigraph, 
equipped for 
turning out type- 
written letters, 
forms, etc. See 
list of suggestions 
below. 


(qi 


This is the 
Multigraph 
T ypesetter, 
which makes 
it easy to set 
type for the 
Multigraph. 


Definite Proofs 


“We are pleased with the record a 
of our Multigraph Department, ”’ says the | cunmsn| 4.2 


Virden Packing Company of San Francisco, which has be- 
come a real factor in the western packing industry in the 


past two years. ‘‘We take pleasure in showing our department, and in telling of the results 
obtained, to every visitor. 


‘‘The value of the Multigraph is inestim- | 
able. Through its use we are able to keep in close | 
touch with our dealers. We back up our salesmen with letters 





to their trade, open up new accounts, increase = . present Sesoummn, and regain the =F A 

business of accounts that have stopped buying. We reduce our selling resistance, thereby pa w BU 

lowering our selling costs. eaeon Ae pet cteacalbe Faas, 
=~ 


‘“‘A letter campaign on hams at Thanks- L- ae 
giving sold 11,020 pounds in addition to the regular 
volume. A campaign conducted through a Supplementary | 


Price List sold 119,555 pounds of Camp Fire pure lard in eight days. 


‘‘Although 1921 was considered a poor year 
by some concerns, our sales increased over 47% and 
our selling expense was lower than that of the previous year.” 


There is room for only a brief reference to | 
that part of the letter which describes how the Multi- Ex 


graph has saved as well as earned for this business. The facts 
are that in a single year, savings have been sufficient on printing alone to pay the complete 
cost of the large equipments used, as well as all salaries and charges, and to show a net 
profit of over $100.00 per month. 


Oh, you do need the New Multigraph! 


Send that coupon this minute! 


MU/LTILRAP/7 


American Multigraph Sales Co. 
1830 East 40th Street 
Cleveland, Ohio 

I would like to have someone 


show me the New Multigraph, 
and explain its possibilities in the 










business. 





Name 
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State 
Street no Of.-App.-June 
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A New Departure in Sales Helps. 


How the Educational Work of the National Association /s 
Boosting Business—By Fletcher B. Gibbs, General Man- 
ager, National Association of Stationers & Man- 
ufacturers of the U. S. A, 


Did you ever notice how much more interested you are 
in subjects about which you know something? 

For example, if you have ever been to California, a 
word on the Great Divide thrills you far more than if 
you had never crossed it. You would much rather hear 
about things in Europe if you, yourself, have been there. 

And when, at the movies, a familiar scene is shown on 
the screen—a street, a town, a place—how you do sit 
up and take notice! 

It is to appeal to this universal human trait—interest 
in things we know about from study or experience—that 
the Stationers Association is issuing monthly bulletins 
on the items sold in stationery stores. 

The object is to give to every-day things that glamour 
of interest which comes with knowledge. The more you 
know about any subject the more interesting it is; and 
interest is the first essential in the successful salesman. 

And everybody is not only more interested when he 
knows the facts—he is more ready to pass them along! 
When a man whorsells lead pencils knows how the lead is 
put in; when he knows the secret of the “crackle” of 
bond or the uses of the watermark—he will be able to make 
more and better sales of paper. 

For instance, when he has learned the history of ink 
—from the days when prisoners used their own life- 
blood to the latest product for filling fountain pens—these 
things take on new meaning. He will give that intelligent, 
helpful atiention of the man who knows his business. 

The Bulletins give this information in a way salesfolk 
like—in small monthly installments—one subject at a 
time—sometimes two or three bulletins on one subject. 
They are long enough to tell the story; brief enough to 
take little time in the reading. They are written breezily, 
the technical matter sugar-coated with bits of lively 
detail. 

The information is authoritative—compiled from various 
reliable sources and impossible to obtain in such complete 
elsewhere. ‘The idea of this educational campaign 
is brand new and highly indicative of the progressive 
attitude of the association. It is meeting with unanimous 
approval—not only for its theory of helpful, co-operative 
effort. but for the fact that it has worked out in practice, 
successfully, even in this short time. 

Many merchants find good results from “Get-together” 
force, using the Bulletins as 
a sort of text for discussion. This is not only a good way 
to benefit by the Bulletins, themselves, but an excellent 
method of increasing the goodwill within the staff and 
promoting a spirit of good fellowship all ‘round. 


form 


meetings with their selling 


A free copy will come to each member's desk, regularly, 
as issued. The cost is twenty-five cents for each additional 
copy to members of the association; thirty-five cents for 
those who are not members. The committee is anxious 
to know in advance the number of extra copies each mem- 
ber will need every month; there should be one for each 
salesman. 

An enlarged edition has been planned to take care of 
requests for copies for stationers outside the association. 
This is in line with the purpose of the organization—the 
broad development and the general good of the industry 
as a unified whole. 


National Executive Committee Holds Meeting. 


Executive Committee of the National Association 
of Stationers and Manufacturers held a meeting at New 
York City, May 19 and 20. Present were J. Ogden Pier 
son, Ralph S. Bauer and Charles N. Bellman who compos: 
the Executive Committee of the association, and Fletche: 
B. Gibbs, general manager; Mortimer W. Byers, secretary: 
Eberhard Faber, first vice-president; E. L. Davis, second 
vice-president, and Charles L. Mitchell, third vice-presi 
dent. 

Routine business was transacted. The 
convention to be held at Atlantic City next October was 
among the topics discussed and arrangements were made 
to start the work of getting up a schedule of topics which 
will be of unusual interest to members of the association. 
Present movements in the trade lend color to the beliet 
that the convention will have several topics to take up of 
vital interest to the entire industry. 


The 


program ol the 


National Educational Campaign of Interest Abroad. 

The educational campaign of the National Association 
of Stationers and Manufacturers is awakening interest both 
at home and abroad. Rudolph Furrer, president of the 
Local Board of Stationers at Zurich, Switzerland, and 
member of the National Committee of Stationers of Switz 
erland, is among those on the other side of the Atlanti 
who have evinced keen interest in the movement 


National Association Neutral on Buying Associa- 
tions. 


It is stated on first-class authority that the National As 
sociation of Stationers and Manufacturers takes a neutral 
stand on the subject of the buying associations which ar« 
now the talk of the trade all over the country. The ex- 
ecutives of the organization look upon these associations 
as matters of business policy among stationers, and be 
lieve that with such matters the organization has no right 
to interfere. 

Concerning the economic policy of such movements thers 
is room for diversity of opinion, and doubtless all the 
men of prominence in the National organization are not of 
one mind on the matter. 
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Make fast—make fast to econ- 
omy now! The Mimeograph is 


one of the greatest time and money savers of the 
Thousands upon thousands of industrial and 
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My age. 
y educational institutions throughout the world are 
v profiting today by its great speed, by its remarkable 


SSS 


efficiency and economy. Five thousand fine copies an 

hour of any letter, instruction, message, bulletin, chart, 
map, cartoon, design—picture and typewriting combined 

in the same page if desired—is its normal output. And 
working partner to this champion device of better and 
quicker business is the Mimeoscope—by which all kinds of 
plans, designs, etc., are easily duplicated—without using 
expensive cuts. Why not tie fast to the Mimeograph now? 
Ask Tel-U-Where for our local address, or send for book- 
let “T-6” to A. B. Dick Company, Chicago—and New York. 
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Fifteen Years Ago. 





i | | 

| | | | THE MILLER LINE | ‘ 
| | 1S SUPERFINE News and Views Selected at Ran- 
dom from the Files of Office 


Appliances for June, 1907. 





| | | | Allen A. Ryan, then president and treasurer of the Royal 
ih Typewriter Company, Inc., was the subject of an illus- 
trated sketch. 

The Badeau music typewriter was described and shown 


2 e | | 
; . ; . 
] ac { 10n in picture, with a reproduction of the work. 
The business show was running on a close schedul 


The Chicago exhibition was planned to follow the New 
York display of office machinery and equipment 








| ; Your customers want satisfaction and The history of the tab index guide was narrated. The 
| tf you don’t give it to them, someone else device was credited to George Parr, who described it in 
| | will —therefore, choosing your goods is a before the Library Association at Manchester, Eng 
s . ° = 1 
| » most important thing you have to do. | cia , “i a> “+ 
| the most import cls History of the Trade in Carbon Papers” by H. D 
In advertisements, the quality of all Rogers traced it back to a patent issued in 1808 to Ralph 
me : “= : ¢ : Wedgewood, London, England. 
fypewriter Ribbons and Carbon Paper Eight designs for the proposed championship trophy 
seems to be the same—but you know for international typewriter contests were illustrated. 
there is a difference. The best way to _ Office Appliances was domiciled in the Plymouth build 
find the difference, that you may give ing, y former quarters in the Republic building having 
: ‘ Ks 2 ae ee we proved inacequate, 
your customer the most for his money, [he Royal Typewriter Company, Inc., bought a site at 
is to make a test—and this is the way Hartford, Conn., on which to erect a factory. 
to do it. You have some customer who | | [The Underwood Typewriter Company shipped a ma 








chine for the king of Spain. It was finished in white 


| o. a - . be ’ a I > 
is hard to please. Let us know what he ot SP _ ith : 
I enamel and gold, with fittings in nickel plate. Previously 


ce = : 
* © Sy , a J ) . . . - . . 

| 11S paying you fot Ribbons and Carbc n a similar machine had been furnished the czar of Russia 
Paper and we will send you samples ot A new idea in trophies for the winner of a sales contest 
the Miller Line to retail at the same was utilized by the Burroughs Adding Machine Company 


The winner was permitted to deliver the fifty thousandth 


prices. Give the samples to him and ask | . 
machine to a customer, a suitable name plate being at 


him to give them a ttrial. After he has | sached. 
thoroughly tested them we are confident The stationery field was agog with plans for the July 
that you will want to carry the entire convention of the National Association of Stationers and 
Miller Line because he will be back for Manufacturers, to be held at St. Paul, Minn. 
>. Here is the secret George S. Parker acquired a site at Janesville, Wis., for 
more. ere is the secret. the erection of a $100,000 factory for producing fountain 
pens. 


Hartford, Conn., mourned the loss of the contract for 
making envelopes for the post office department \ plant 
at Dayton, Ohio, secured the business, which had been 
monopolized by Hartford for thirty-three years 


and for that reason we are willing to 


abide by the result of this test. To get 
business—get busy and 


| Start Your Test Today | 
PERRRERRRRRRRHRRRRRRUTOET | | 
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On the sporting page of the San Francisco “Chronicle” 
1 


; they have various departments and fishermen sometimes 








e e | | get their innings. Evidently May first inaugurates the open 
The Miller-Bryant-Pierce Co. season for fishing in California. At any rate, we have 
| “lifted” the following article, with its accompanying head 
General Offices and Factory: || and body, from the San Francisco “Chronicle” of May 

231-241 So. River Street AURORA, ILLINOIS, U.S.A. | first, 1922: 
Branches: Chicago; New York; Boston; St. Louis; | _ San Francisco fishermen ae fortunate to have O. L 
Detroit; Milwaukee; evelend) Sen: Seeee- Gagg as pictorial mentor, tor friend Gage knows trom 
OP Ol te eave: Nev ineheld’ THineia) Francisco; =| | first hand acquaintance the elusive inhabitants of stream, 
European Headquarters: 46, Avenue des Villas, lake and ocean. Yea, even of gulf and pond. His col- 
: Brussels, Belgium. | | lection of flies, tackle and fishing equipment of every kind, 
| | ours Me “o ; 4 is considered the most extensive private collection in the 

{| Saeeeea | TT TLE TTT country. 

| | | | | | Pid dd | | Pra ddd We don’t mind saying sub rosa, that friend Gagg’s 
| | | collection long ago reached the point where additions 


Pern tal It | | | were got into the house by stealth, to evade the watchful 
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$1,000,000.00 capacity 

Standard keyboard 

Red totals 

Light weight 

Non-Add key 

Complete visibility 

Simplest, most durable 
machine made. 
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The Victor has opened up a brand new source of profit to you 
Office Supply dealers. 

[ts wonderful value and low price eliminates sales resistance and 
competition which makes “high pressure” sales methods necessary. 
Big business and small business alike, are keenly interested in its 
economy appeal. 

Show the Victor and it practically sells itself. 

Mail the coupon for our dealers’ proposition and discounts. Or 
better, let us send you a sample for your approval. 


Victor Adding Machine Co. 


3047 Carroll Ave., Dept. A587, Chicago 
VICTOR AON MAACO, ©. °° >, eS ee 
3047 Carroll Ave., Dept. A587, Chicago, III. 


Check in one of these squares. 


office supply store. 
You may send me a Victor on approval, with full information about your agency proposition. 


Name ..... 


Address 










She VICTOR 





Please send me full information about the Victor and your plan for an adding machine department in the 


June Off. Appl. 
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AMERICA'S Leading Independent 


Typewriter House has the extreme 
pleasure of announcing the association of 
Alexander M. Fiske with its international 
organization. His long years of successful 
experience, the ‘sal ae: 3 of business friends 
that he enjoys, his inborn executive ability 
as an organizer in the typewntter world, com- 
bine to bespeak another distinct advance for 
the Lincoln Typewriter Company in its 
world-wide typewriter activity. 


Our clients and friends everywhere will join 
us in extending every good wish to Mr. Fiske. 
The latter's association with Lincoln, in turn, 
—_— the assurance that the Lincoln 

ewriter Company will serve the industry 
wih typewriters of the highest possible qual- 
ity, at the lowest possible prices and with 
the utmost of efficient service. 


LINCOLN TYPEWRITER CO. 


NEW YORK, U. S. A. 
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eyes of members of the family We predict a family 
searching party some day to probe friend Gagg’s pockets 
for concealed boxes of flies, rods, reels, et cetera. 

Anyway, here follow Mr. Gagg’s “Don'ts” listed in the 
“Chronicle:” 

(San Francisco Chronicle, May 1.) 

This is the day that adds tremendous tonnage to the 
annual crop of prodigious prevaricators. 

[his is the day: that the golfing romancer must stand 
iside to make room for the fishing fictioner. 

This is the day that otherwise upright and honest men 
ll sally forth to return with wondrous Jules Vernes of 
fish caught and uncaught. 

[his is the day, to be blunt, that makes of men un- 
mitigated blowhards and unblushing liars. 

In other words, the trout season opens today. 

Many a man who left home last night or early this 
morning a model of veracity will return tonight, or tomor- 
row, or next week, with a sunburned nose, but the truth 
will not be in him. 

In his haste, Paul said, “All men are liars.” He could 
have said the same thing with deliberation—-especially 
ifter listening to a returned trout fisherman. 

Be that as it may, my friend, O. L. Gagg, than whom 
there is no more expert trout fisherman north or south of 
the famous Paradise Fishing Club of New York City, 
issued his annual list of “don’ts” yesterday. 

Trout Fisherman Gagg, incidentally, owns the largest 
collection of trout flies in the world. Time was when the 
collection belonged to the famed Kit Clarke, wonder 
trout fisherman of days gone by, and when he died Gagg 
bought the collection. 

But to get at Trout Fisherman Gagg’s don'ts: 

Don'ts. 
By O. L. 


Gage. 


(Costs money if a 


1—Don't fail to carry your license. 
leputy warden hooks you.) 

2—Don’t fail to carry plenty of flies, a trolling reel, a 
casting reel, a fly reel, extra lines, a casting rod, a rod 
ase, a leader box with six leaders, a dozen extra leaders, a 
hook book, a fly book, a dry fly box, an atomizer, a spoon 
box, a tool box, a stringer, a hook extractor, mending 
silk, scales, thermos bottle, floats, plenty of leads, a creel, 
a minnow pail, an old watch, a fishing suit, a sweater, a 
fishing hat, moccasins, oilskins, two flannel shirts, four 
pairs of woolen hose, a pair of pajamas, three shirts, 
three collars, eight handkerchiefs, two suits of under- 
wear, slippers, towels, toilet articles, cigars, pipe, tobacco 
pouch, mosquito dope, phenol, peroxide, a camera, a land- 
ing net and flask. 

3—Don’t fail to liberate all fish under six inches. 

4—Don’t fail to tell the truth about the size of your 
biggest catch, unless you are convinced that the other 
fellow is suffering from an overheated imagination. In 
that event, the lid is off. 

Go to it mates. 


Todd Cryptograms. 

Che Protectograph Bulletin narrated a touching incident 
in the life of home office folks. We quote verbatim from 
‘Homeburg Happenings,” a secular department of the 
fodd Sunday school publication: 

“Win Merriam, our genial boss artist, who never sleeps 
later than noon except on Sundays, Win had an argument 
Saturday night with W. L. Todd about which one would 
get to the office first next morning to finish laying out 
some sketches. Finally, they made a bet, a round of those 
influential Y. M. C. A. cocktails to the one arriving first 
and tacking up a notice of the time on his office door. 
By dint of tying a string from the clapper of the gong on 
his alarm clock to his big toe, Win managed to struggle 
out of the hay at six bells in the dark-brown Sunday 
morn. Not having removed his clothes, and no break- 
last to wait for, Win harnessed up his rusty steed and 
made a dash for the plant, where he arrived at 6:27% 
Nobody in sight, no sign on Walt’s office door, so he 
dashed up to his own office and tacked up a sign like this 

“WIN 
“6:28 A. M. 

‘Then he stepped into the hall to throw a dash of cold 
vater across his face, and when he returned the sign had 
een acknowledged as follows: 

“U WIN 
“6:281%4 A. M. 
a fet es he 

Later the editor amended the aspersions on the Winning 

automobile by calling it a “trusty” steed. 
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Enjoy Using 
ACCO CLAMPS 


100 PER CENT PERFECT == 


Designed to give greatest capacity and even pressure 
with any load. Jaws have turned-in edge which gives 
gripping power at maximum expansion. Pleasing to 
the eye and satisfying in use; has capacity of largest 
clamps, with neatness of smallest. Light, ornamental, 
practical; nickel-plated. Hook in handle to hang on 


line. 







Strong of grip 


Never weaken 


Great Capacity 


Three sizes that meet all requirements 


No. 125 1-4 ins. wide 
No. 225 2-4 ins. wide 
No. 325 3-4 ins. wide 


American Clip Company 


Beebe Ave. and William St. NEW YCRK,N. Y. 
Long Island City U.S.A. 
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B&P 


Loose Leaf 


Devices 
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A most comprehensive 
line of superior Loose Leaf 
Merchandise manufac- 
tured with the same dis- 
criminating care that has 


distinguished B & P Prod- 


ucts for almost a century. 


All numbers in stock for 
immediate delivery. 


Sold only through dealers. 
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BoorumM @& PEAsE Co. 
New York 
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Portland Stationer Addresses Bookmen. 


John Hopkins, manager of the book department of 
the J. K. Gill Company, Portland, Ore., was on the pro 
gram of the national convention of the American Book 
sellers’ Association, Washington, D. C., May 8-11 His 


topic was “Some Aspects of Modern Bookstore Manage 
ment.” 


New York Law on Bonds and Certificates. 
Kihn Brothers, 205-09 West Nineteenth t, New 
York, N. Y., have issued a notification to rectify an in 
correct impression which has been caused by recent legis- 


stree 


lative enactment in the Empire State. The law has al 
ways prohibited the use of the state coat of arms, with 
certain exceptions. This law was revised at the last 
session of the legislature, without changing the provisions 
which apply to stock certificates and bonds. Stock cer 
tificates and bonds bearing the New York state seal are 
permissible. The Kihn line of stock certificate blanks in- 
cludes a number of stock designs which embody the New 


York state coat of arms. 
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WINDOW DISPLAY OF AMERIC 
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AN CLIP CO 
WINDOW OF 
CHICAGO 


ODUCTS IN SHOW 
MARSHALL-JACKSON CO., 








Motor List Company Elects Officers. 
At a directors’ meeting of the Motor List Company of 
Des Moines, la., held six weeks ago the following officers 


were elected: R. L. Polk, Detroit, president; Martin Tut 
tle, Des Moines, vice-president; Ward Gavett, Detroit, sec 
retary; and R. L. Polk, Jr., Detroit, treasurer 

The Polks are well known as publishers of city direc 
tories, state gazetteers, trade directories, etc., as well as 


compilers of general mailing lists, with headquarters at 
Detroit, Mich., and offices in most of the principal cities. 
The Motor List Company’s branch in Detroit will be re- 
moved to the Directory building, and the branches at Cleve 
land and Newark, N. J., continued as heretofore 

Martin Tuttle, who founded and has been p 
Motor List Company for fifteen years, will be in 
charge of production at Des Moines, where about 200 per 
sons will continue permanently to be employed. The execu 
tive, sales, and advertising headquarters will be established 
in the heart of the automobile industry at Detroit, with 
Ward Gavett as sales manager. 


resident of 
general 


Motor List Company has for several years compiled 
national lists of automobile owners and also ré ndered an 
extensive statistical service which is of considerable value 
to many automobile companies. With the election of new 


officers the working capital has been considerably increased 
and plans matured for the extension of the service to cover 
new requirements made necessary by the tremendous 
growth of the automotive industry. 

Coincident with the election of new officers 
appointment of Arthur’ Livingston, many 
charge of the quota and territorial analysis division of the 
Burroughs Adding Machine Company, as quota statistician; 
and the appointment of Robert T. Walsh as advertising 
manager. Mr. Walsh is well known in the automobile 
trade through his former service as assistant advertising 
manager of the Ford Motor Company, and as advertising 
manager of such companies as Maxwell, King and Briscoe. 


omes the 


for years in 
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Every Clip of the Shears 





Puts Profits in Your , 


A Distinctive Feature 
of Makurown Construction 


. Pockets 






















RAND 
Make-a-Memo 
Pad 


Just the thing for jotting down important 
data—the things which must be remembered. 
Memo paper on roll. Each memo can be 
torn off as desired. Has all metal base, rest- 
ing on rubber cushion. Calendar in top. Fin- 
ished in Olive Green with brass knobs on 
paper spindle. Size 9"x4%4”. Memo paper 4” 
wide. Users enthusiastic. Sells readily at 
$3.50 each. Liberal distounts to dealers. Send 
for trial dozen. 





A practical place for important business pa- 
pers. Enables business man to keep corres- 
pondence and business memos conveniently 
out of sight yet instantly available. Has 
fifteen pockets which permit easy classifica- 
tion of all documents. Popular with execu- 
tives who recognize value of orderly arrange- 
nent. Sturdily built with stiff Fabrikoid cov- 
ers. Retail price $7.50. Liberal discount pays 
good profits to dealers. Order a dozen and 
show them to your trade. 






Label channel is formed by fold of gummed 
linen tape which makes it easy to properly 
attach and insures uniform exposure. 
There’s no chance to attach Makurowns 
unevenly. 





HE moment you begin telling your customers what 
Rand Makurown Index Tabs are and what they will do, 
that moment you begin boosting your profits. 


For just as soon as your customers begin to realize the eco- 
nomic advantage of using Makurowns, they will begin using 
them in quantities. 


RAND 


> 
MAKUROW| 


make it easy to index any and all kinds of business records. Every 
business man knows that “it is cheaper to see than to search.” There 
are thousands of business records in use by your customers which 
could be greatly improved in value and service through the use of 
Makurowns. 


Give Your Customers the Facts 


Show them what Makurowns will do—how simple and easy to use, 
yet how valuable their service. Explain how they can be quickly 
applied to Cards, Ledger Sheets, Sales Records, Stock Lists, Price 
Books, Manuals, Record Books, Miscellaneous Memos, Stock Shelves, 
Bins and similar uses. 





Thousands of customers are waiting for the story of Makurowns. 
Tell them. When you begin telling, they begin clipping,—and every 
clip puts profits in your pockets. 


Do This — Today 


Sign your name on margin of this advertisement, clip off and 
mail to us. We'll know you want full particulars about our 
profit-boosting plan for dealers. Sign, clip and mail NOW! 


‘‘Makurowns have been solving index tab problems since 1916’’ 


Rand Company, Inc. 


1206 Rand Building No. Tonawanda, N. Y. 


Originators and World’s Largest Manufacturers of Visible Index Equipment 
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The New Roberts Ninety 


The original and only Portable Typewriter 
with the Interchangeable Typebar Segment 






The Interchangeable 
Typebar Segment 


ane 


The Complete 
Portable Typewriter 


Typebar Segment 
HE Roberts Ninety with its ninety characters 
he and interchangeable typebar segments, is pro- 
" nounced by typewriter experts as the superior 
portable typewriter. In construction, design and 
; utility, the Roberts has used every desirable and 
practical feature desired in modern efficient manu- 
facturing methods. Yet, IT WEIGHS BUT 
SEVEN AND ONE-HALF POUNDS. Made for 


any language, size or style of type. 






g Ribbon Mechanism 


The Roberts Ninety is a machine which you can 
sell on its own merits and it will go over big. We 
are now assigning exclusive territories to respon- 
sible agents throughout the country. Write us 
about the agency for your territory. 


Carriage 


L. R. Roberts Typewriter Co. 





Stamford, Conn. - U.S.A. 
These four illustrations demonstrate the Headquarters for Europe and British Empire: 
simplicity of the machine. It is com- 
posed of four complete units (the inter- The Blick Typewriter Company, Ltd. 
changeable typebar segment, ribbon mech- 9-10 Cheapside London, E. C. England 


anism, carriage and base), which are 
assembled complete with only five screws. 


pee 
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Ribbon and Carbon Man Visits West. 

F. E. Wilcox, vice-president of the Old Town Ribbon & 
Carbon Company, Inc., of New York City, called on old 
friends last week. Fred Wilcox is an old timer with a host 
of friends in the territory, from the Atlantic Coast to the 
Rocky Mountains. He has covered this field many years 
and never made a trip when he did not meet with a hearty 
welcome all along the line. 











R. H. FISHER, J. M. H. NICHOLS, 
Vice-President. President 








F. A. HAGER, 
Secretary and Treasurer 
OFFICERS OF THE MINNEAPOLIS OFFICE EQUIPMENT 
MANAGERS ASSOCIATION, THE ORGANIZATION OF 
WHICH WAS MENTIONED IN THE MAY ISSUE 








Hammond Typewriter Corporation Takes Larger 
Office in Philadeiphia. 

Larger quarters on a main central city location has been 

quired by the Hammond Typewriter Corporation at 821 


Chestnut street, Philadelphia [he new quarters occupy 
part of the Gimbel department store building and is in 
the heart of a congested shipping district It has large 
display windows facing Chestnut street, giving ample 
space for the display of typewriters. The Philadelphia 


yranch is under the management of J. J. O'Hara, an over- 

as veteran, who saw service in active battle with the 
Third Division, known as the Marne Division. Reorganiza 
tion of the entire sales force was made with the acquisition 


the new business center. The following seven new 
embers of the sales force have been engaged, F ]. 
Daily, Thomas Green, H. J. Currin, J. Hoff, S. E. Cox, 


\. W. Deckert and J. Quiroli 


Sundstrand Adds More Men in Philadelphia. 

The Sundstrand Adding Machine Cash Register Com 
pany, 139 South Eleventh street, has added three men to 
the Philadelphia sales force. They are Charles Martin, 
lack McLaughlin and H. M Moses S. M Johi ston 1s 


nanager. 

















Neidich 
Carbon Papers 
Typewriter 


Ribbons 


‘‘The Line of Lowest Ultimate Cost’ 








Superficial appearances are deceptive 
particularly in chemical products like 
Carbon Paper and Typewriter Ribbons. 
Go deeper and you will learn of the in- 
trinsic value of our products as revealed 
in the character of their performance, 
and of our service, in time and under 
all conditions. 


You will discover that inherent element, 
that characteristic difference, that 
counts so much in making them—“The 
Line of Lowest Ultimate Cost.” 


Our ‘‘Superba’”’ Brand above featured 


is a mighty fine medium-price quality, 
one of our best sellers. May wequote you? 


Neidich Process 
Company 


Manufacturers 
ESTABLISHED 1898 


Burlington, N. J. 
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Anent the Skyscraper House of Crane. 
Over in Muskegon The Shaw-Walker Company 
new advertising manager, but that’s not the important 


t 


fact. The major feature is Miss Nancy Crane, the infant 


} 


NaS a 


willdo daughter of P. H. Crane, whose father announces with 
the work of becoming modesty that the picture “shows the most able 
copywriter and noise-maker that I could possibly have 

as an assistant.” Miss Nancy is impressed with the im 

portance of her position in business, as her expressio1 


clearly indicates. 





MISS NANCY CRANE Her Dad Is Merel 


You Can USE the Ausillary Beenery. 


Before joining The Shaw-Walker organization P. H 


© i OSPEED Crane had conducted an advertising agency for one year 
on the Pacific coast. Prior to that time he spent several 
STENCIL DUPLICATOR years in the advertising department of Montgomery Ward 


& Company, Chicago. 


* = 

—and SELL it, 7 oo New Sales Agency for Bircher Company. 
, The Bircher Company, Inc., of Rochester, N. Y., man 
Speed up! Your salesmen need help. Pave the ufacturers of mail room equipment and systems, have es 
way for them with clean-cut, stimulating advertis- tablished a new sales agency for the metropolitan district, 
ing. Print it on the Rotospeed. Form letters, covering New York City and the immediate vicinity Che 
illustrated circulars and price lists. The cost is company’s new representatives are R. J. Ludlow, Jr., & 
almost nothing. Company, Inc., whose offices are at Room 311, number 320 
Fifth avenue. 


4 Mr. Ludlow is an experienced office specialty man who 
Here & What Happens for several years sold the A. B. Dick products in Chicago, 
- St. Louis and Texas. In the latter position he had the 

Your customers are looking for an economical, state agency for a line of sealing machines and mailing 


trouble-proof duplicator—a simple, easily-oper- machines, so that his experience gives him a good equip- 
ated machine—a money-maker and a time-saver ment to handle the Bircher line. Associated with Mr 
‘ oo Ludl is R. M. se. A complete selling organizati 
They want the Rotospeed. We know it. More | is oe oi rapidly FP geen ie ee Pee 
Rotospeeds are being bought today than ever be- & The Bircher Company state that the connection they 
fore in the history of our business. The remark- | have had in New York for several years has been discon 
ably low price, $43.50 complete, makes it a rapid ' — —, a oe ote _ their part, but H a 
; tle of the Lightning thee Apphance Company, the 
ller. ae tut gh | an} 
wens Let etna salesmen take the orders—at a . former representative, has been unable to continue the 
good profit—and don’t forget that the supply ; work, owing to the demands made upon his time by the 


business is a constant source of additional profit. | Hush-a-Phone, of which company he is the president and 
i general manager. 


Nationally Advertised 1 “De Luxe” Branch at Kansas City. 


The Saturday Evening Post, American, System, The Kansas City branch of the Wilson-Jones Loose Leaf 
Business and thirty other publications are run- | Company is now open for business. It is in charge of 
ning Rotospeed advertising. Sales are being George M. Anderson. Walter L. West, a resident of 
mode every day in your territor D ‘ Kansas City, who has been looking after the Wilson-Jones 
them? yo y y- o you wan interests in that city and surrounding territory, will con 

; tinue in that capacity, and in addition will supervise the 
Kansas City branch. A complete stock of “De Luxe” 

I 


— 
Our Plan Will Help loose leaf binders and forms is carried at Kansas City, 
be made It is the 


from which immediate deliveries can 


Write now for details of the Rotospeed sales plan of the Wilson-Jones Loose Leaf Company to render 
plan. Let us show you how we can be of help in the same high grade service from this branch as is char- 
acterized by its other establishments scattered throughout 


increasing your profits. 


the country. 


The ROTOSPEED Co. F. K. Pennington Makes Eastern Circuit. 
. \. B 


F. K. Pennington, general sales manager of tl 


727 E. 3rd Street, DAYTON, OHIO Dick Company, made a trip through important Easter 
¢ Ull nnati, 


centers in May. He visited the branches at Cin 
Agency Division Washington, Philadelphia and New York. He found the 

selling organization enthused, and attaining increasing 

success in extending the Mimeoscope-Mimeograph method 


of duplicating. 
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window cards, circulars and expert advertising and 
sales advice. 


G window cards Service includes free cuts, posters, 


Shipman-Ward Service means a rock-bottom special 
dealers’ rebuilding price on Underwoods; exchange of your 
slow moving Underwoods for quickly salable machines, 
and that we'll gladly handle your installment accounts on 


Established 1 Ypewriter 


wae SHIPMAN-WARD MFG.CO 


APPLIANCES 


Jim Ward 
Suggests — 


Why not plan to spend your vacation in 
Chicago this year and spend some of it at our 
plant? We already have promises from many 
dealers that they will be here during the Pageant 
of Progress, another Chicago World’s Fair, 
July 29th to August 14th. We'll take you 
through every step of our famous rebuilding 
process, showing you just what we mean by 
Shipman-Ward service to the typewriter dealer. 
We're rebuilding typewriters better than they 
were ever rebuilt before, but there is no secret 
about it. You’ll be interested in our factory 
process, selling methods and most of all in 
our dealer proposition. If you can’t come 
why not drop a line for more details? 


Shipman-Ward Rebuilt sales, allowing you a liberal 
commission. 

Shipman- Ward Service means that when you handle our 
Rebuilts you’ve got an organization 30 years old solidly 
behind you with continuous, big-space national advertising; 
high speed deliveries in any quantity, and a spotless reputa- 
tion in the typewriter world for quality, service and a square 
deal. Write, wire or call, and see for yourself. 


Emporium  theRebuildersof 
the Underwood 


A-177 Shipman Building, Montrose and Ravenswood Aves., Chicago 
(Take Ravenswood Elevated to Montrose. Plant is one block East) 
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“The Key to Better 


haat MUNSON 


ernallonal 


Rubber Keys for Typewriters 


Stenographers Want Them and 
Office Managers Will Buy Them 


E have sold the value of Munson International 
Keys to the public through our advertising. A 
little suggesting on your part will mean sales and 
easy profit. Munson International Keys save the 
eyes, increase stenographic out- 
put and reduce machine noises. 
Put a set in on trial—they rarely 
come back. 
Keys come in green, black and white rubber, 
and in all languages. 
Deaters! Are you using our attractive display 
sign to help you sell Munson [nternational Keys? 








Ask about our dealer co-operative plan 
MUNSON &oupakt 
COMPANY 
“Munson Sure-Grip Twirlers are easily Oldest and largest exclusive manufacturers of 


ittached to the end of the roller. They rubber keys in the world 


ove vent slipping and protect thehands.” 23D City Hall Place NEW YORK, U.S.A. 







































— BRANCHES — 

Boston Cleveland Minneapolis 
Buffalo Detroit Newark, N. J 
Chicago Los Angeles Philadelphia 
Pittsburgh San Francisco Toronto, Can. 


Richmond Baltimore 
Montreal, Can. 


St. Louis 
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A Valuable Booklet. 
The American Writing Paper Company, of Holyoke, 
Mass., has prepared and published a little paper-bound 


booklet containing sixty-two pages, with index, on the 
correct use of bond papers for business purposes. This 
booklet is indexed not only in the usual way, but it has 
rginal indexes for quick reference There is a good 
al of useful information about paper in general in this 
ooklet, particularly papers of the bond type 


The introduction explains the purpose of the book, and 
gives an instance of a large banking institution in New 
York, which, about to order ten thousand copies of a 
ertain office form, discovered to their surprise that not 
only the paper used on previous forms of the kind had 
been wrong, but that almost every form used in the 
bank was printed on the wrong sort of paper and that con- 
siderable waste resulted. The bankers had not consulted 
with their printers on the selection of paper and those 
in charge of that part of the work had used practically 
anything that was white paper. The upshot of the matter 
was that inasmuch as the bank’s annual expenditure for 
paper averaged $100,000, it was thought desirable to call 
in an expert, who analyzed the situation, tested paper for 
each form, for letter-heads, account books, etc., and pre- 
sented a report which resulted in a saving of $25,000 a 
year. 

The American Writing Paper Company realizing the 
fact that many people do not know how to select papers 
for various purposes, made a careful analysis of each use 
to which bond papers may be put, to determine the require- 
ments which a paper must meet in each use. As a result 
of their studies, they have prepared the book whose title 
is given above, intending to present it to paper users as 
a contribution toward greater efficiency and economy in 
the use of all forms of stationery. 

In determining the right paper for each requirement, 
four basic qualities of paper were considered—the length 
of life of the letter-head or form; its appeal to the sens« 
through the eye and by the impressiveness of its “feel’’ 
and crackle; handling and folding to which it will be 

subjected, and the method by which it will be printed or 
written upon. 

The company regarded itself as in rather an unique 
position to make these tests, inasmuch as it commands 
very extensive laboratory facilities and has a consulting 
board of twenty-eight mill superintendents, all working 
under the direction of a functional staff. The company’s 
laboratory in conjunction with its manufacturing depart- 
ment keeps the trade continually informed of the results 
of investigation pertaining to paper requirements. 

The second chapter in the book gives an interesting lit- 
tle history of bond papers. It appears that at first there 
was but one kind of bond and that the name was adopted 
from the principal use of the paper, the issuance of govern- 
ment bonds. There were no typewriters in those days and 
office systems in the modern sense did not exist. The in- 
troduction of mechanical means of written communica- 
tion caused an increasing demand for bond papers, result 
ing in a rapid increase of paper manufacturing facilities 
and forcing paper makers to use chemical wood pulp in 
the manufacture of the much-sought bond paper. Old 
time paper makers fought this innovation as long as pos- 
sible and even after they were forced to adopt it they were 
so jealous of the prestige of their materials that they re 
quired their pulp to be hauled through the streets at mid- 
night to prevent observation and to be kept concealed up 
to the minute of its use. This attitude was doubtless 
wrong, for chemical wood pulp has a legitimate place in 
the bond paper field, when due consideration is given to 
the numerous uses of bond papers 

From this point the booklet goes on to tell about water 
marks, the different grades, the impracticability of using 
one grade for all requirements and the economic necessity 
of a definite grade for each requirement. The four dif- 
ferent essentials of papers are discussed and analyzed. 
here are pages devoted to executive letters, general letters, 
form letters, intra-company letters, inter-departmental let- 
ters, followed by an instructive chapter on office forms, 
redit and debit memorandums, drafts, estimate forms, re- 
ports, file copies, invoices, memo slips, proposals, purchase 
orders, etc. The center of the book is given over to valu- 
able specification chart of bond paper uses with page refer- 
ences, correct uses being indicated by crosses in the dif- 


ferent spaces. Then we have pages devoted to factory 
forms, documents and direct advertising, and a final word 
with regard to linen papers, manuscript covers, etc. The 


booklet comes under the general title of “Yardstick of 
aper Values No. 1,” and probably may be so designated 
those who may desire a copy for their files. 
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For Every Man Who Writes— 


The Folding Portable 


(Aluminum Model) 


& )RRESPONDENCE can be as neat and 
as beautiful in appearance as the most 
carefully produced letters of the expert 
stenographer. 

The Hammond Folding Portable, which 
weighs only 834 pounds and folds into a 
case smaller than a woman’s handbag, i 
the ideal machine for writers, salesmen, 
executives and for home use. It is the only 
folding typewriter in the world that has 


full capacity, and is the only make of type- 


writer that is truly versatile. 





The Hammond writes in 17 different 
styles of English type—Roman, Italics, etc., 
and in over 55 different languages. Two 
type sets come with each machine; to 
change from one to the other, “Just Turn 
the Knob”. Your choice of many others are 
instantly attachable. 


Takes any width of paper. 
Automatic type action—hair trigger touch. 
Types cards FLAT—no bending. 





MULTIPLEX HAMMOND'S 

Instantly changeadle type’ 

Man Sasn the ik nny, languages 
© 


Swun £ © change 





Write for full details and prices. 


Hammond Typewriter Corp. 


535 East 69th Street - - NEW YORK 


“The Versatile 


‘HAMMo 





TYPEWRITERS 
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LIGHTNING 


LETTER OPENERS 














Lightning— 


in action as in name 


So says the Fuller Brush Company, 
ford, Conn. : 


March 24, 1922. 
The Bircher Co., Inc., 

Rochester, N. Y. 

Jentlemen :- 

Responsive to your letter of March 2list we are 
pleased to tell you that the use of the Lightning Let- 
ter Opener has saved on an average of about twenty 
minutes a day in the handling of incoming mail. 

This in itself is but a small item, totaling some one 
hundred hours a year, or possibly three weeks from a 
standpoint of time at a fiscal saving of about $60. 

This is, however, but a small part of the importance 
it plays when consideration is given to the fact that 
it allows the getting of mail to the dictators some 
twenty minutes earlier, which means about thirty 
more letters a day that are turned out than before 
using the machine 

This, in the course of a year on a basis of a three 
hundred day year, means practically 9,000 letters. 

If, on the other hand these were looked upon as a 
saving, it would represent in the neighborhood of $4,- 
000 a year, so we are highly pleased with the purchase 
and are giad to have had the privilege of offering ex- 
pression of our thoughts concerning it. 

Yours very truly, 
THE FULLER BRUSH Bs ep ot! 
HFH:RHD By H. F. Hulse. 


Write direct to 


Rochester, N. Y. 


of Hart- 


A like investment would be as profitable to 
Thousands of other users are enthus- 


you. 

lastic boosters. 

Rapid, accurate, dependable and _ versatile, 
meeting all the requirements of some of the 
countries’ largest business organizations, 


users of Bircher mailing room equipment 
claim it indispensable to the efficiency 
their concern. 

Our represeitative will make a. thorough 
analysis of your mailing room problems and 
show you how Bircher systems apply to your 
business. 


Bircher Company, Inc. 


of 














BIRCHER 
Mailing Machines 
Model P. 


It will seal, stamp, count 
or perform all three oper- 
ations at the same time, in 
an accurate and efficient 
way. Safe and extremely 
durable, free from repairs, 
it is a quality machine 
worthy of identification 
with other Bircher prod- 
ucts. 


AGENTS big enough to 


handle our 
line wanted for a few de- 
sirable territories. 




















Trademark Has Interesting History. 


Many ingenious methods have been devised by manu- 
facturers and advertising men to connect in the minds of 
prospective customers the identifying mark under which 
goods are advertised with the products themselves. One 
of the most successful devices of this character is that used 
by the American Lead Pencil Company in advertising its 
Venus drawing pencils. Inasmuch as the company set out 
to produce a quality pencil throughout all degrees, it was 
natural that with the idea of perfection in mind, they should 
select the name and figure of the famous statue in the 
Louvre. In addition to this trademark, Venus pencils have 
a distinctive water mark finish. It is related that when 
the color of the new pencil was up for consideration, there 
was no doubt in the minds of the officials of the company 
that a quicker return would be assured if they imitated in 
their new pencil the color of a leading pencil of similar 
quality at that time, an Austrian product with a distinctive 
yellow finish. A color cannot be patented or copyrighted, 
hence the yellow finish was available to any manufacturer 
who cared to use it. Members of the trade who were con- 
sulted in the matter pronounced the unanimous opinion 
that it would take years to establish a considerable 
demand for a pencil of different appearance, but the offi- 
cials of the company believed that a meritorious American 
pencil would win out. They were likewise disinclined to 
copy the distinctive features of any product and finally de- 
cided to put their Venus drawing and writing pencils on 
the market in a distinctive green shade with a water-mark 
finish unlike anything else on the market. This decision, 
coupled with the careful maintenance of the quality of the 
product and judicious and continuous advertising have 
made this pencil one of the leaders in the markets of the 
world. 


Pollock Pen Company Organized. 

The Pollock Pen Company, of Boston, Mass., has been 
incorporated under the laws of Delaware, to manufacture, 
produce and market the John Hancock cartridge pen and 
John Hancock ink cartridges. 

The officers of the company are as follows 
Pollock, president, also president of the Robert T. Pollock 
Company, consulting engineers, Boston, Mass.; King C. 
Gillette, vice president, also president of the Gillette Safety 
Razor Company, Boston, Mass.; and Frank L. Belknap, 
treasurer, patent attorney, Chicago, III. 

The sales and distribution are in charge of James W 
Neil, Charles H. Carpenter, W. E. (Bill) Smith and R. 
Potter. Mr. Carpenter handles New England and New 
York State; Mr. Smith the Middle West, including Chi 
cago; Mr. Potter the Missouri Valley and west to the 
Rocky Mountain states, while Mr. Neil is general sales 
and distribution manager. The manufacture and produc 
tion are under the direction of W. H. Ebelhare, formerly 
production manager of the Lincoln Motor Car Company, 
Detroit, Mich. The advertising is in the hands of the 
George L. Dyer Company, 42 Broadway, New York, while 
the auditors of the company are Lewis, Murphy & Com 
pany, of Boston, Mass. 

The John Hancock cartridge pen is devised on the prin 
ciple of a refill. Ink is contained in treated metal 
cartridges which are hermetically sealed. These cartridges 
may be carried in any manner without danger of leakage; a 
cartridge is inserted in the pen barrel and screwed firmly 
into position. When empty it is unscrewed, removed and 
thrown away. These cartridges are sold to consumers 
in convenient packages of three. It is said that one cart- 
ridge will write over 22,000 words. The pen is made with 
great care and precision, and its production ‘is the result 
of careful thought and analysis. Pen, cartridge and name 
are fully covered by issued patents, allowed and applied 
for, as are also the various methods and processes of 
manufacture. The general offices are located in Boston 
A national newspaper campaign under the supervision of 
the George L. Dyer Company will start in various sec- 
tions of the country at an early date, supported by fine 
window trims and dealer helps. 

This is not a stock jobbing undertaking, the entire finan- 
cial arrangements having been covered by private subscrip- 
tion by a few men in the East and in Chicago. 


Robert T. 


Currier Manufacturing Company Enlarges. 
The Currier Manufacturing Company, Inc., which had 
formerly occupied space in the Boston block, is now at 
1001-03 Central avenue, Minneapolis, Minn. The entire 
two-story building is occupied. The facilities have been 
enlarged by the installation of a printing plant, producing 
the advertising matter for the Currier specialties. 
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FITZALL— 


the most efficient and economical 









oe permanent binding . device ever 


offered. 


A considerable item of 








expense in all large offices 


is for permanent binding of 





orders, charge sheets, cost 
and production, records etc., 
etc. This expense can be 

cut in half by using Fitzall. 
Abe Fitzall can be used in any 
office—no special equipment 


FITZALL POSTS FITZALL BINDERS 
required. 











Fitzall Posts have an ingenious self-acting Fitzall Binders cost less than half as much as 
lock; they will fit any shape or size of other storages binders. They stack perfectly 
punching set at any centers. —no projecting posts. 

Papers bound in Fitzalls are bound to stay Fitzall makes a permanent, safe, easily 
bound. The only way a sheet can be ex- handled volume—the ideal way to bind 
tracted is to tear it out. for storage purposes. 








. List 
Sheet Size Centers Price 
$0.75 
75 





5lex S16 
> x9 

‘ x11 
9x103% 


80 
80 


234-414-514-6%%— | 90 
28, -414-5 14-63% 1.10 
7, 27 1.00 
4. ~8hg-006. -:| .90 


8%xl1l 


-84 
‘ 84 
7 -84 | 


1.00 
1 25 
oe 4s) 
-814 1.00 
l 


ray) 


| 
| 


472 14 x 8% | 7 -9 -10% 10 





POSTS ONLY.—We will furnish posts only put up in envelopes containing 
1 set complete at $0.25 


WILSON-JONES LOOSE LEAF Co. 


NEW YORK KANSAS CITY 


PHILADELPHIA CHICAGO -s san FRANCISCO 
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ULRICHS. 
NEW VISIBLE 
INDEX TAB 


Saves Time, File Space 
and Money 


Ulrich’s Visible Index Tab has great advantages 
over other tabs on account of its strength and 
adjustable feature of the label to suit any angle 
of the eye from the different locations throughout 
the files. The labels can be adjusted to read from a vertical 
position when placed in the bottom drawers of the files. The 
metal reinforcement stiffens the tab and clamps the label when 
adjusted to the angle desired. No metal is exposed to scratch 
or cut the hands. No loose corners or edges to catch papers 
when being withdrawn from files. 

By the installation of Ulrich’s New Filing System, of Strong 
Visible Indexed Folders and Compression Guides, all plain 
guides and follower blocks are eliminated. Filing and Finding 
are made rapid because papers are held in proper order by 
automatic compression and Index names are always in sight. 


Ulrich’s Visible Index Tab is also furnished on 
special and standard size plain guides of Pearl or 
Red Pressboard which can be used with our Visible 
Indexed Folders if desired. Colored Labels provide 
a convenient method of distinguishing Alphabetical and Sub- 
division Folders from direct Name Folders. Miscellaneous 
letters are filed in subdivision folders. Ulrich’s Index Folders 
and Compression Guides provide a most convenient and eco- 
nomical filing system. 





Filing Equipment Dealers are invited to send for sample tabs 
and full particulars. This is a splendid opportunity to secure for 
yourself an account that is well worth your while. Write today 


Ulrich Planfiling Equipment Co. 
Specialty Manufacturers Economical Filing Systems 
JAMESTOWN, N. Y. 
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Striking Regal Typewriter Co. Trade Mark. 


In the May issue there was a brief descriptive announce- 


ment of a new trade mark just adopted by the Regal 


lypewriter Company, 359 Broadway, New York. A cut 
this trade mark is now available and is shown here. 












REGAL 
tS REBUILT | 
Be R, 


NEW OFFICIAL TRADE 
MARK OF REGAL 
TYPEWRITER CO 


Marcus Harwitz, general manager of the company, orig- 
inated the idea of having these trade marks made up on 
cardboard of a size small enough to fit into the right hand 
shift key of every typewriter sent out by this company. A 
transfer of the trade mark is also placed on the back of 
each machine 


Cincinnatian’s Farewell. 

\ May-Day outing was given by the Cincinnati Furni- 
ture Exchange at the Superior Fishing Club on the Little 
Miami River in honor of Henry R. Hageman, Sr., the 
treasurer of the Exchange, on the eve of a trip to Europe 
which will last all Summer. Judge William D. Alexander, 
of the Municipal Court, presented Mr. Hageman with a 
beautiful silver loving cup and a pair of binocular glasses, 
on behalf of his friends. He was followed by George 
Zurborg in a humorous speech. Mr. Hageman replied, 
thanking his many friends for the tributes, saying that he 
would ever cherish them. Sports and games were enjoyed 


until a late hour, when dinner was announced. After 
dinner “Auld Lang Syne” was sung and “bon voyage” 
wished him. Among those present were President Fred 


W. Stille, Henry R. Hageman, Judge William D. Alex- 
inder, Frank B. Wersel, Ir.. Bernard Loth, Charles Groene, 
\lbert Schirmer, George Turner, George Nunner, H. B. 
Kemper, George Leugers, Henry A. Sprengard, George 
W. Schutte, Sr., Joseph Sprengard, Julius Berger, Fred 
Busse, George Heitzler, A. M. Eisen, George Zurborg, 
James Norris, O. B. Dieckman, H. W. Monter, Frank 
Monter and Alfred Lammers. 


Royal Salesman Promoted 
Frank Haberle, who for the several months during 
which he was connected with the dealers’ départment of 
the Royal Typewriter Company, made an excellent rec- 
ord as salesman, has been transferred to Lancaster, Pa., 





FRANK HABERLE 


from which point he will cover a part of the York, Pa., 
territory, which is in charge of H. G. Bancroft, Royal 
dealer at York. 

Before leaving for his new territory Mr. Haberle spent 
two days at the company’s factory. 
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HE AULT & WIBORG organi- 

zation is composed of men ex- 

perienced in the painstaking, 
scientific business of producing high 
grade typewriter ribbons and carbon 
papers, men who have learned the 
game on the old road of personal ex- 
perience. 


—scientific men who know materials and 
how to treat them by proven formulae, 
and skilled men who apply this expert 
knowledge 


—practical men who know how to select 
materials, who know the different makes 
of typewriters, their peculiarities and 
how to adapt ribbons and carbons to fit 
requirements 





—experienced men who know how to con- 
duct efficiently a modern manufacturing 
plant to decrease production costs and 
lower price to the consumer. 


gained for A and W carbons and 
ribbons a reputation for longer 
and more perfect performance. 


UR merchandising department 
has made an extensive study of 
your needs and requirements. 
We are solving the problem of how 
| to help you sell more of our products. 
We furnish what you want—when and 
where you want it. That is Ault & 
Wiborg superiority. 


C Oe AULT &? 
WIBORG Compa 


CINCINNATI, OHIO, U.S.A. 
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j 
HIS expert organization has 
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“4 ‘ Important Typewriter Contests. 

Two important typewriter contests were held recently 
in Wisconsin and Kansas. The Wisconsin event was the 
Wisconsin State High School Championship typewriting 
contest, and was held at Whitewater, Wis., May 13, under 

oo the direction of Miss Jane Clem of the Whitewater State 

Normal School. This contest is an annual event. At the 

last one Hortense Stollnitz was present to represent the 
Remington Company and C. D. Bills to represent the Un 
derwood Typewriter Company. The highest record for 15 


minutes’ writing was made by Bruce Maxwell, Under 
wood operator, who made a new average of 86 words a 
minute. It is said that this is the best record ever made in 


Wisconsin. The records of the first six contestants in this 
event are as follows: 
Net Per 
Operator. School. Gross. Err. Pen. Wds. Min 


Machine. 
Underwood—Bruce Maxwell, Racine. 1,346 6 6! 1,296 86 
Underwood—Wm. Bager, South Mil- 

waukee 1,404 19 190 1,214 81 


Remington—LaVahn Maesch, Apple- 

















Dh 66. eeiwe th owals vo Nene wesSebee ce 1,393 20 200 1,193 80 
Underwood—Joel Bloomquist, Wau- 
Ge . daw deatehs Oncdes 6 00cersedeeene 1,413 26 260 1,153 77 
Tinderwocd—Hazel James, Portage.. 1,404 29 290 1,114 74 
Underwood—Richard Smith, Racine. 1,227 12 120 1,107 74 
The contest above referred to was known as the Senior 
2 Class contest. In the junior contest, the first six con 
testants made the following records: 
Net Per 
Machine. Operator. School. Gross. Err. P¢ Weds. Min 
Underwood—Minnie Shanks, Portage 1,083 22 220 863 58 
f a Underwood—Margaret Tomlinson, 
a an ce anh db uid emmnadhe 1,061 20 200 861 7 
Underwood—Madge Smelker, Platte- 
Ae re ee eae 1123 27 27 842 56 
W oodstock—Henriette L. Benn, 
al ore be each ark 6 1,090 6 2 830 5 
Underwood—Sara Bullwinkel, Jef- 
‘ ‘ ° EE Abeer. bb dee adib-de ad obese oes 1,026 21 210 816 54 
The Highest Type of Rebuilt Typewriter Underwood—lIone Seidl, Kewaunee... 1,029 24 240 789 53 
possible to produce. Also First Grade Re- In the senior class there were forty-three entries and in 
builts, Rental Grade and Roughs. Let us the junior class there were also forty-three entries. 


Kansas Typists Show Speed. 
The official results of the seventh annual Kansas State 
Championship typewriting contest, supply some interesting 
figures. This contest was held at Lawrence, Kas., on May 


5, and at Wichita, Salina and Pittsburg, on May 6. Each 

contest covered a period of fifteen minutes and there were 

, several contests, according to different classes, such as the 

expert class, open to any operator in the state; the amateur 
ALL SIZES BEST QUALITY class, open to high school students only; second year class, 
ALL SHAPES ANY QUANTITY open to second year high school students, and a novice 
class, open only to first year students. This contest was 

Let us quote you on covers with your own given _under the auspices of the Kansas State Typists’ 
: Association, and was under the supervision of G. C. Brink, 

name on them. Sample for the asking. of the Argentine, Kas., High School, who is one of the 
leaders in the association. C. D. Bills of New York was 
present at this contest to represent the Underwood Type 
writer Company. The six leading operators in each one 


REMEMBER of the foregoing contests are given below: 
Expert Class. 


send you our latest price list. 








Net Pet 
° ° Machine Operator. School. Gross. Err. Pen. Wds. Mi! 
You can obtain all supplies for your store Underwood—Catherine Murray, Ar- 
$ COE 6ndeanices Pe eS oe ee: eA 547 6 60 1487 99 
and shop and that our Information Depart- Underwood—Mary E. Smith, Argen- 
ment is, at all times, at your service. A post tine Se ees eeeaaee 1,606 20 2 1.406 94 
. . . . . -rw ooad-——hisie : eberg, Argen- 
card will bring a price list of enamels, varnishes, a. io oe eee nese Of 
oils, brushes, etc., and at the same time you Underwood—Gerald Lilliard, Argen- |) ann 


Tnderwood—Mary McClure, Argen- 
Be. achahcebrtvians 060.040 4a abans 1,475 18 180 1,295 86 
"nderwood—L. C. Schreck, Am. B. 


will learn why it is to your advantage to send 
your typewriter and adding machine parts to 








us to be ee eer Lime ettebeed 1,586 30 286 8 
RE-NICKELED and RE-ENAMELED Daderecstitatmernn et Grae. 
by improved methods and experienced artisans. Bentine ...-...-.. Suartkeabine ies BART OO «200 . 4,007 99 
A trial order will convince you. en ireeeedietlereeicaey a a 
Underwood—Gerald Lilliard, Argen- 
a SSR ES ere or Poe eee ss Een 37 7 1°02 87 
Underwood—Mary McClure, Argen- 
GE on eit d hind ks Ch brs KO eos aes Eee BO 92 1,295 86 


~ 


Tnderwood—Margaret Kannal, K. C 


Tnderwood—Catherine Murray, Ar- 


” e —_ 
Am erican Wr itin g nderiwood sie’ Rawiés, “Argon OT YI 
e CO” cate a Ge ehh es vtkeo es suo ésgses's ) ) f 7 

Machine Co. gentine 1,547 6 6¢ 1487 99 

Inderwood—Gerald Lilliard, ‘Argen- | gon: 


Executive Office and Factory Tete cates, an sedeeeder ie _ 1,472 17 170 1,302 99 


—-— 








Underwooau—Mary McClure, Argen- 
EPS Sat ay ee ~~ ° i ee. 1,295 86 
Newark N J U s A Underwood—Margaret Kenral, K. 4 
9 . °9 ” 2 ° yp OS ee er eer re ee 1,440 17 170 1,270 85 
Underwood—Esther Kelly, Argentine 1,454 20 200 1,254 84 
a Underwood—Gladys Partonnar, € 
me SR a eae et vad ebe tad 1,359 17 170 1,189 79 
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’ RUSH aside your paper puds, for— 
> 
in a ent oer ae If you want the result of a Multiplication 
aia iris If you want the total of a column in Addition 
/ . 
ee “The Miracle Machine” If a Subtraction must be made 
ate é as ; If a Division needs an answer— 
ing — During the recent annual meet- 
lay ing of the American Assn. of “ — 
wd [ewes Collegiate Registrars held in St. You can write” your figures on the Monroe faster 
— « Louis, the new K Model Monroe than you can in any other way; each amount is 
the . — warage nts. 4 referred to as the checked as you put it on the keyboard, a few turns 
eur Lae Pht eno . of the crank and the Proven answer appears in- 
aan y, If you haven’t seen this machine, , 
‘ . { an investigation of its advantages stantly. 
ce ‘ >Y¥ $ H 03 | 
on » | Re ee The Monroe shows you as many factors as does 
sts’ / the scratch pad method—with this important dif- 
ference—the Monroe is immeasurably faster and 
a makes no errors. 
pe- For that reason, users say, the Monroe makes the 
> . rts . 

—_ safest, most economical “scratch pad” ever given 

a clerk—on this “Scratch Pad” no errors can be 
er made. 
a Have the Monroe man show you how the Monroe 
” takes all the hard work out of your figures and 
4 insures prompt, accurate results whether your 
37 work consists of invoices, payrolls, time slips, 
percentages or pro-rating, billing records, state- 

ments, statistics, or the problems of engineering 
x and research departments involving formulae, 
86 costs, estimates, etc. 

The coupon invites more complete information 
9 or the opportunity to prove every Monroe claim 
04 without obligating you in any way. 
87 
R6 
85 MONROE CALCULATING MACHINE COMPANY 

General Offices: Woolworth Building, New York Plant: Orange, New Jersey 
78 Over 100 offices rendering Monroe Service in the U.S. & Canada 
99 f Oe we 288 SS See eo ewe POR TORE CONVENES ome ae em a ee 
99 
, | Monroe Calculating Machine Co., Woolworth Building, New York Firm Name_ > a4 1 
86 Without obligation (check items desired): M 
‘ , y Name _ 

85 | | | Arrange for a demonstration in our office on our own work. | 
84 , [ | Sena us literature about the new K Model Monroe. Address_ ee 
79 —e 
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Leading 


‘‘Paperoid”’ products were first in the race 
twenty-five years ago and are still leading. 


This is not a very startling statement, espe- 
cially in one’s own advertisement, but let us 
check up a few facts. 


‘‘Paperoid’”’ has always been and now is a 
pure rope fibre material. No compromise 
has been made with wood fibre. Competi- 
tion, extra discounts and low prices by others 
have not caused the wood replacement of a 
single rope strandin the making of‘‘Paperoid.”’ 


Every container, whether for mailing or filing, 
is built and finished with care. Assembled 
parts are cut to correct size, fit flush and are 
pasted securely. Make the comparison and 
be convinced. 


Steady advertising in magazineslikeSYSTEM 
and BUSINESS and generous sampling is 
continually opening up new fields and creat- 
ing new customers for the dealer. Be the 
dealer in your locality that can supply these 
new customers—and what is more important 

the older customers who know what 
they want. 


Alvah Bushnell Company 


Makers of ‘‘Paperoid’’ Mailing and Filing 
Containers and the ‘‘Vertex’’ File Pockets 


925 Filbert Street Philadelphia, FP: 
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Novice Class. 
Net Per 
Machine Operator. School. Gross. Err. Pen. Wds. Min 
Underwood— Margaret Erwin, Ar- 
gentine ...... ae a Ae ee 1,191 17 170 1,021 68 
U'nderwooc—Maregaret Bullock, K. C. 
K rey Prey e RES. ee 1,011 €7 
Underwood Agres Mollett, Rrgen- 
COG. 05 sneinsndeee denen aeeamthieas 6 1185 19 190 $95 66 
Underwood—Velma Brickler, Wich- 
kad es dcnacs Ulespaneeeeemadaness 1,159 21 210 949 63 
temington—Agnes Clark, Coldwater 978 6 60 918 61 
Remington—James Doig, Coldwater. 1,126 21 210 916 61 


It will be noted that some of the records are duplicated 
in the above classes. This is explained by the fact that 
some of the students were eligible to enter more than one 
class and apparently their records made in the higher class 
were taken as their standing in others. 


Income Tax Auditors Still Needed. 

Che United States Civil Service Commission states that 
although a number of examinations have been held, there 
is still need for eligibles to fill positions of auditor and in- 
spector under the income tax unit of the Bureau of Internal 
Revenue, for duty in Washington, D. C., and in the field. 

Another examination for these positions will be held 
June 14 throughout the United States. Entrance salaries 
range from $1,800 to $3,000 a year. Besides qualifying in 
accounting experience and practical tests, applicants must 
pass an oral examination to determine their personak fit- 
ness for the work. 





District Trade Exposition in Chicago. 


Industries in the Ravenswood district of Chicago con- 
ducted a “Made in Ravenswood Exposition” in the lobby 
of the auditorium of the Wilson avenue Y. M. C. A., 1725 
Wilson avenue, May 23-26. The Ravenswood district em- 
bodies a number of important manufacturing plants. 
Among the exhibitors were the Shipman-Ward Manufac- 
turing Company, showing rebuilt Underwood typewriters 
and “Lightning” change makers; Crowe Name Plate Com- 
pany: Jenkins Manufacturing Company; Chicago Dry 
Storage Battery Company; Denoyer-Geppert Company; 
R. E. Clark Manufacturing Company; Sweitzer & Conrad; 
The Halldorson Company; Great Lakes Wall Paper Mills; 
Abbott Laboratories; Manz Engraving Company; Griese- 
mer Printing Company; Ravenswood Printers; Northwest- 
ern Elevated Railroad. 

H. W. Kempnich, president of the “Made in Ravens- 
wood Exposition,” is connected with the Shipman-Ward 
Manufacturing Company. 





Interesting Duplicating Process. 

The D. H. Ahrend Company, Inc., creators of direct 
mail advertising, New York, N. Y.,,recently issued a capital 
folder describing the Ahrend process of duplicating type- 
written letters. One page of the folder shows an outline 
picture of a printing press upon which the body of the 
letter is being produced. On the opposite page is an out- 
line picture of a typewriter, employed in filling in the name, 
address and salutation. Connecting the two is a strip of 
real typewriter ribbon, illustrating the point that the rib- 
bon employed by the typist is a piece of the identical ribbon 
through which the body type makes its impression, thus 
affording an exact match in the two operations. 


Westerners Still Striving for Royal Cup. 


Two salesmen each have two wins on the cup offered 
in the sales contest of the Royal Typewriter Company, 


Inc., in the Western Division. It will be remembered 
that cups offered in the other divisions have already been 
awarded. Three wins are necessary to “cinch” the cup. 


J. A. Hinck, of the Jacksonville branch, won his second 
leg in the Western division. C. V. Mills, of Des Moines, 
also has two wins to his credit. A single leg on the cup 
has been earned by both C. E. F. Russ, Portland, Ore., 
and G. L. Smith, of Los Angeles. 


Boston “Y and E” Men Dined. 


In commemoration of winning an inter-branch selling 
contest, the Boston staff of the Yawman and Erbe Manu- 
facturing Company was dined at the Adams House by 
J. W. Newton, the Boston branch manager. A theater 
party followed. Guests of honor were Francis J. Yawman, 
sales manager, who came on from Rochester, and George 
E. Vinton, manager of the “Y and E” branch at Springfield. 




















Reproduction of illustration in 
one of a series of Dizon ad- 
vertisements appearing in 
“The Saturday Evening Post,’’ 
“Literary Digest,’’ “‘Amer 
Magazine’ and ‘‘Syatem.’’ 


/ 
HE attachment your customer 
has for “the pencil that just 
suits him” is a business asset—it is 
one oi the thousand little things 
that bind him to you in business. 


Such small satisfactions bring 
him to you again and again to buy. 


And we confidently put Dixon’s 
**Ti-con-der-oga” against the field 
as such a pencil—which breeds good- 


will for you amongst your customers. 


“ Dixon's K 
‘TiconnEROGA 
JOSEPH DIXON CRUCIBLE CO. 


Pencit Dept. 98 Jersey Crry, N. J. 


Canadian Distributors: 
A. R. MacDougall & Co., Limited, Toronto 



































Above are two hand- 
|} some models of specially 
designed office chairs. At 
| the left is the Executive 

Chair made for the Phil- 

ippine Government; at 
-the right is the Gover- 

nor’s chair at the Utah 
state house.—Photos by 

courtesy of S. Karpen & 
Bro., Chicago. 














Below at the left is a 
glimpse of an installation 
made by Barker Bros. of 
Los Angeles, consisting 
of office furniture in the 
banking room  of_ the 
Merchants’ Loan & Trust 
Company of tbat city 
Photo by courtesy of the 
Doten - Dunton Desk 
Company, Cambridge, 
Mass. 
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A SPECIAL SECTION FOR THIS 
MONTH IN WHICH IS PRESENTED 
A SERIES OF ARTICLES ON AR- 
RANGEMENT, CARE AND SALE 
OF OFFICE FURNITURE. THESE 

ARTICLES INCLUDE: 


Evolution of Record Keeping— 
Reprint from Brochure by Office Special- 
ty Mfg. Co., Ltd., Newmarket, Ont. 
Training the New Salesman— 
By Ladson Butler, Mgr. Educational Dept., 
Yawman & Erbe Mfg. Co.. 
Furnishing and Equipping an Office 
By Wallace Clark..... ede 
Dealer Name Plates on Office Furniture 
By Waldon Fawcett... 


Business Among the Banks— 
Value of Intensive Study 
Practical Suggestions Condensed— 
Pertinent Ideas Briefly Expressed 
Standardizing According to Service 
Value of Due Regard to Use of Installations 
Practical Window Displays— 
By E. M. Stephens..... 
The Office Furniture Window— 
By F. W. Waégner.. 
A Suggestion as to Salesmen— 
Interview with J. H. Hine 
Some Pertinent Suggestions— 
By John A. Gray... 
Filing Equipment Paramount-— 
By Otto C. Botz 
Arrangement of Stock 
By W. B. Hill 
Office Furniture Advertising Outline 
Interview with D. W. Collins 
Manufacturers’ Co-Operation— 
A Symposium ore 
Care and Arrangement of Stock 
By T. E. Lengnick 
The Buyer and Office Furniture 
By A. Linde, Jr....... 
Some Features of Window Displays 
By S. R. Evans 
Selling Office Furniture Today- 
By La Motte Atwood 
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EVOLUTION OF RECORD 


Sh ee a0 
KEEPING — 


Selected from a Brochure Published by the Office Specialty 
Manufacturing Co., Ltd., of Canada. Illustrations 
and Selections from Text Reproduced by 
Permission. 


6é HAT Period Do You Belong 
W i>" Such is the title of a 
handsome, instructive and in- 
teresting booklet copyrighted and pub- 
lished by the Office Specialty Company, 
Ltd., of Canada in 1913. For nearly 
nine years a copy of this booklet has 
reposed in our files. The other day we 
rediscovered it, found it apropos to the 
purposes of the present number and at 
once sought and obtained permission 
to reproduce a part or all of the little 
volume. We are certain our readers 
will be interested in reviewing the facts 
here given and in again reminding them- 
selves of our blessings today, when we 
can turn out a volume of work with- 
out drudgery and have time left over 
to enjoy a hobby or to plan for coming 

days. 

The Cave Man. 

The investigations of archaeologists 
in all parts of the world fail to prove 
satisfactorily that prehistoric man had 
any fixed or premeditated idea of 
establishing or preserving records, nor 
did he care to communicate with per- 
sons at a distance. He lived in the 
dawn of reason and progress and his 
life must have been a constant strug- 
gle against killing or being killed; eat- 
ing or being eaten. He shared the 
possession of the earth with the mam- 
moth, the cave-bear and the woolly rhi- 
noceros. He was a nimble exponent 
of the law of self-preservation. slate and ivory 


tarian nature, weapons of offence and 
defence, and crude utensils for cooking 
and household use, and his only attempt 
at record-making seems to have been the carving of crude 
images and symbols of a rudimentary nature on the bones 
and horns of animals and on his cave walls. These carv- 
ings were laboriously made with flint fashioned to a point. 
After his carvings were made he took little, if any, pains 
to preserve them. The specimens that remain seem to have 
been preserved accidentally from the ravages of time in 
naturally sheltered places, discarded apparently without 
thought or care of what became of them. 
The Egyptian. 

The Egyptians employed a method of writing which we 
call Hieroglyphics, in effect a series of pictures, and most 
of the existing records of their doings are derived from 
inscriptions in this form on temples, tombs and _ public 
buildings. It was the famous Rosetta Stone, discovered 
by Napoleon during his expedition to Egypt in 1799 that 
furnished us with the key to the Egyptian language. This 
stone was engraved in Hieroglyphics, Demotic and Greek, 
and the recurring characters in these languages after ten 
years of study furnished the key to their language. 

It is safe to assume that the Egyptians had clearly de- 
fined methods of keeping records tor they were industri- 
ous engineers and traders. The Egyptian merchant used 
tablets on which he marked his records, filing them on 
a rod for future reference. These tablets were of various 
materials, ivory, slate or ebony, but most generally of 
clay, on which figures were inscribed with a pointed metal 
instrument or stick. 

The Egyptians also employed painting and writing to a 
considerable extent, especially in making current and port- 
able records. In business documents the heads and other 
important phrases would be done in contrasting colors. 
But the papyrus and parchment on which these documents 


rods or cords. 





Egyptian records engraved on ebony 
. - 7 _— tablets, perforated 
He made articles of a strictly utili- with a hole in one corner, by means 
of which they were strung together on 





were made have mostly perished. Re 

cent excavations have brought to light 

many interesting discoveries, but unfor- 

tunately very little exact evidence ot 

how buying and selling were carried on. 

Development of Egyptian Record- 
Keeping. 

The Egyptian gained tremendous 
facility in the making and keeping rec 
ords by the discovery and use of papy- 
rus and the pen or brush, as against the 
earlier method of carving on stone, ivory 
and clay. So long as the Egyptian had 
laboriously to carve his characters, he 
confined himself to the recording of 
important events. When he learned to 
draw and paint his characters on pa- 
pyrus and parchment, his operations 
broadened considerably. 

Much hieroglyphic writing was in- 
scribed on papyrus scrolls of which were 
attached to rods around which they 
were wound and tied, then filed in boxes 
and chests for future referenc: 

Investigation shows that more than 
6,000 years ago professional scribes in 
Egypt recorded official events, domestic 
affairs and business transactions, medi- 
cal recipes, wrote novels and humorous 
works. Attached to every temple of 
importance were priests who acted as 
recorders and scribes, and many ancient 
Egyptian temples had special rooms 
equipped as libraries. The scribes of 
the great King Rameses II are de- 
scribed as working in a room “more 
like an office than a library,’ and the 
famous Telel-Ararna Tablets were 
stored in “the palace of the Records of 
the King.” 

We have evidence that recording departments were 
maintained in connection with government granaries and 
treasuries, and that there were schools and colleges for 
the reproduction of books, some of which remain to this 
day in the boxes and jars made for their protection, but 
numerous wars and fires and the surely effacing finger of 
Time have deprived us of much information that would be 
of very great interest today. 

Babylonian and Assyrian Records. 

Recent translations of ancient Babylonian and Assyrian 
records reveal the interesting fact that many of them 
relate to business transactions and disputes. 

The Babylonians developed a banking system, in which 
they deposited and issued “brick” cheques and bills of 
exchange. About 1000 B. C. there existed in Babylon a 
firm of bankers and money-lenders operating under the 
name of “The Sons of Egibi.” This firm attained such 
wealth and influence that one writer describes them as 
“the Rothschilds of the ancient world.” The operations 
of this firm were noted down on clay tablets in cuneiform 
characters and filed in stone jars bearing the name of 
contracting parties and witnesses. A general practice in 
those days of recording real estate and other financial 
transactions was to inscribe the conditions on tablets in 
duplicate. The first copy was inscribed and baked. A 
cover of soft clay would then be made and a copy of the 
original document written upon it. This document would 
be filed in the record office and could be seen at any time 
upon payment of a fee. In case of dispute, and upon pay- 
ment of an extra fee, the outer cover would be broken 
and the original consulted, after which it would be again 
encased in an envelope of clay and refiled. 

The operation of signing documents with a seal cut 
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into a roller was a common practice. 
This is the antecedent of our present-day 
rubber stamp. 


The Public Records of Greece. 


The mountains of Greece afforded the 
people of that time an inexhaustible sup- 
ply of fine marble and thus it is that 
Greek tablets exist today in great num- 
bers. The Romans, by contrast, used 
bronze tablets to a great extent, many 
of which were destroyed by recurring 
conflagrations or were melted into coins 
or vessels by the Romans themselves or 
successful invading armies. Some Greek 
inscriptions on bronze tablets still remain, 
and a number of short inscriptions 
worked on lead, in rolled-up form; but it 
is because the Greeks habitually inscribed 
on enduring marble that we are able to 
know so much of their laws and customs. 

The citizen of ancient Greece continually 
walked among the records of his coun- 
try’s political and military prowess. 
Every spot of prominence in the cities 
added to his store of political information. 

It was the practice in ancient Greece 
to record treaties, laws concerning the 
conduct of the people, decrees and all 
important public documents on slabs of 
marble, which were placed on the walls 
of temples, theaters, on the sides of 
streets and roads. In cases where such 
records affected different localities or 
cities, duplicates were ordered to be made 
and set up. Recent excavations show 
that many public buildings were prac- 
tically veneered with marble slabs on 
which were inscribed such announcements 
and it has also been found that even bases 
of monuments and altars were used for 
the filing of records. 

The Greeks did not consider the ques- 
tion of bulk in the making of public rec- 
ords. Some of these slabs were five feet 
high and five inches thick, and as they 
had, in many cases, to be read from a dis- 
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Figure 2. Egyptian papyrus records attached to rods, rolled, tied and filed in chests with sliding covers.—No. 3. 
The making and filing of public records in a Babylonian or Assyrian government office and the cuniform method 
cf writing.—4. Ancient Greeks displayed laws, treaties, decrees, etc., or the walls of temples and all conspicuous 
places.—5. Greek records written on parchment scrolls were usually stored in cylinders for future reference.—6. 
The taballae provided the Greeks and Romans with a convenient method of recording current affairs.—7. The 
making and keeping of books and records during the dark ages was almost entirely in the hands of the Monks.—8. 
The early English system of tally sticks devised for keeping records, when but few people could read or write.—9 
The office of the early English trader contained many and various record keeping devices. 
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tance, the characters were naturally of 
considerable size. 


Ancient Greek Recording Office. 

The ancient Greeks and Romans made 
a step forward in facility when they 
adopted, in addition to the carving of 
bronze, marble and stone tablets, the use 
of parchment and papyrus rolls. Later 
on, these rolls were superseded by the 
parchment book and the “Codex.” The 
scribe of those days was able to purchase 
separate sheets of parchment, or a roll 
complete in one piece, the latter being 
joined so smoothly that it offered no objec- 
tion to his writing operations. The writ- 
ing was placed lengthwise on the roll 
and on one side only, and if the work 
was of great length, it was divided into 
volumes in order to facilitate reference 
to it. The heading was sometimes placed 
at the end of the article so that this would 
be visible when the parchment was 
slightly unrolled. 

The title was in some cases shown on 
the outside of the roll in order that it 
could be readily seen as the manuscript 
lay in a chest or shelf, but a more general 
practice was to attach a ticket or label to 
the top edge of the roll which would hang 
down when the scroll was placed on a 
shelf or could be conveniently read if 
standing along with others in the cylin- 
drical containing box. 

When the manuscript was completed, 
it was rolled around a stick of wood or 
bone and valuable manuscripts were often 
protected with a vellum wrapper, stained 
with colored inks, labelled and secured 
with leather thongs. 

Greek and Roman Tablet Records. 


To meet the demand for a medium of 
quick and convenient writing and record- 
keeping the ancient Greeks and Romans 
evolved an article styled in the Latin 
tongue “taballae.” The ordinary taballae 





10. The first essential of record keeping devices during the turbulent times of English history was safety, not 
compactness, nor convenience.—11. The North American Indian never developed any notable system of Keeping 
records, but possessed talent in picture writing.—12. Chinese business methods have only recently been affected by 
the modern ideas of the Western world.—13. The problem of the missing will or the missing contract or the lost 
deed resulted from the disorder and insecurity of the filing methods of revolutionary times.—l4. This picture shows 
the period immediately preceding the general adoption of modern office filing and record keeping equipment 15. 
Insurance procedure is largely a matter of precedent, hence the records must be precise and convenient 16. Val- 
uable records in use during the day are kept in steel vaults at night.—17. Methods employed in the modern 
mercantile business represents the last word in efficiency 
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(possibly “taballa” where but one surface was coated) was 
a small oblong slab of wood, sometimes made of beech or 
fir but more particularly of boxwood. Into one, or some- 
times both surfaces of the slab, a panel was sunk, leaving 
a narrow margin of wood on the edges, which panel was 
coated with wax, usually black in color, thus providing 
a surface very similar to the modern school slate in appear- 
ance and effect. This wax offered a surface upon which 
records were readily inscribed with a stylus or graphium 
pencil. A great advantage to these tablets was that the 
character could be readily obliterated and a fresh, smooth 
surface provided for further records. 

It was, however, not only for transient or current records 
that these tablets were habitually used. When they were 
used for recording wills, conveyances, deeds and other 
legal and official records, they were punched in the cor- 
ners and strung on rings or thongs which acted as hinges. 
They were placed face to face, bound with threads and 
sealed with the witnesses’ seal to render them proof against 
unwarranted handling or alteration. 

When intended as permanent records and several of them 
were bound together for filing purposes, they were termed 
a “Codex,” and some of the tablets, in one case bound 
and sealed as before described, are extant today. It was 
in the business of retail trading and as a medium of current 
information that taballae were most generally used, due 
largely to their handy and convenient form. 


The Scriptorian of the Middle Ages. 


A very important part of the duties of the monks of the 
dark ages was the reproduction of current and existing 
literary works, the translation and duplication of Latin 
manuscripts, and, in fact, these monks are generally cred- 
ited with the preservation of the Latin tongue. In about 
the sixth century the monks commenced to put into prac- 
tice the methods carried out to perfection by our modern 
reference and lending libraries. About this time St. Bene- 
dict ordered the monks in his charge to “borrow a book 
and read it through,” and this being done, it was found that 
the books became too numerous to be kept in the church 
and they were stored in the cloister in specially-made 
chests. The observances of the Augustinian monks con- 
tained rules for the binding, repairing and cataloguing of 
books by the appointed librarian. 

The scriptorian copied manuscripts into vellum or parch- 
ment books, which, in some cases, were highly illuminated 
in colors, especially as regards initial letters and borders. 
The books were bound in metal or wooden covers and 
were simply stored on shelves, horizontally and vertically 
divided, or in chests lined to exclude the damp. Often 
there were recesses in the cloisters fitted with shelves and 
closed with a door, and there were sometimes small win- 
dowless rooms entirely devoted to the filing of the books 
and records of the monastery. 

Business, as we understand it, was far removed from 
the sphere and attention of the monks of the middle ages, 
but it must be allowed that so far as their energies did 
extend they were very thorough and painstaking recording 
agents, and entitled to our consideration for the informa- 
tion they preserved to us. 


The English System of “Tally Sticks.” 


The English Exchequer evolved in the twelfth cen- 
tury a system of “tallies” which enabled them to bring 
the recording of receipts and payments down to the 
comprehension of the people who could neither read nor 
write—in those days the great majority. 

The English Exchequer at this time was composed of 
great officers of state and constables and marshals, who 
were responsible for vouchers produced by accountants. 
The treasurer dictated from the “pipe roll” particulars of 
fixed charges for taxes and privileges. The state of each 
account was exhibited on the table by means of counters 
so that they would be clear to the illiterate members of 
the assembly. A scribe wrote out the writs and sum- 
monses and kept a duplicate copy of the great roll. But 
between the sheriff and those who required to make pay- 
ments there existed a system of “tallies.” These tallies 
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consisted of sticks of wood into which were cut notches of 
varying length, shape and width. After the tally was 
notched it was placed in a vise and split in two parts 
with half the notch showing on each side. One side re- 
mained in the possession of the sheriff and the duplicate 
was handed to the payer as his receipt. When further 
payments were made the two pieces were put together 
and a suitable notch made. The sheriff would write the 
name of the payer on one end of the stick, nail a piece 
of leather to the other end, and hang it among his 
records. In case of dispute both sides of the tally were 
produced and decision given according to whether the 
notches corresponded or not. 


English Trader of the 16th Century. 

It was during the sixteenth century that England laid 
the foundations of the gigantic export and import trade 
that made her the first commercial nation in the world. 

The artist Holbein has given us an almost photographic 
record of how the London merchant of about 1532 con- 
ducted his correspondence and made and kept his records. 
On the wall are shelves for holding letters and invoices; 
on the rack are strips of paper for sealing letters and 
documents, and suspended from the shelf is a twine con- 
tainer—an article which still exists in some parts of 
Canada. On the table before him is a combined cash-box 
and inkwell, quill pen, seal, tape measure, scissors and 
sand-shaker with which he would sprinkle sand over his 
letters for the purpose of blotting them. A set of scales 
is shown hanging from the shelf directly behind him. 


Correspondence and documents were written in the pecu- 
liar ornamental script of the time with quill pens and for 
the purpose of preservation were kept in leather cases 
secured by straps and buckles. 


The Last of the Old School. 


In the times of good Queen Bess, Raleigh and Drake, 
land wars, sea fights and internal strife were rife in Eng- 
land and there was no highly developed scheme of keep- 
ing either private or governmental records. The methods 
of making records were much as described heretofore. 
The element of safety was much more to be considered 
than that of facility, and we find the documents of state, 
the records of finances, private and public documents, 
written on parchment with a quill pen, rolled, tied with 
string or leather thong, and packed in sturdy oak chests, 
studded with nails and bound with iron strips. 

“Referring to the files” in the fifteenth and sixteenth 
centuries was a serious undertaking. The chests were kept 
in vaults, both dark and damp. Locks, of course, were in 
general use in this period, but they were cumbersome 
affairs opened by keys six inches or more in length. 

This somewhat elaborate method of securing records did 
not obtain except in the case of valuable papers, the in- 
dividual and the small merchant being content to bind 
his papers and records in leather-bound and strapped 
books 

It may fairly be said that although this method of stor- 
ing papers was crude and unhandy, yet until the general 
adoption of those methods which may properly be termed 
“modern,” not much progress was made in the matter of 
facility. In fact, it is within distinctly modern times that 
the business man, and even governments, have taken into 
consideration the necessity for accuracy and expediency as 
well as safety, and adopted record-keeping systems which 
fairly meet each of these considerations. 


Chinese Methods of Record-Keeping. 


lhe prehistoric Chinese, in common with their benighted 
brothers in other parts of the early world, scratched their 
primitive symbols on bone and stone and etched their 
first records on slips of bamboo with a special knife. But 
the Chinese were perhaps the first to graduate to a more 
convenient method. When the Chinaman first began to 
write in a literary sense, he traced his characters on tablets 
of wood with ink and a frayed bamboo stick. About 200 
B. C. he devised a brush of hair or silk for this purpose 
and the discovery of paper-making by Ts’ai Lun some 
hundred years later gave a great impetus to writing. 
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The long, unbroken record of Chinese writing and 
record-making includes practically every method by which 
man has arrived at the art of writing—carving on stone, 
cutting of wooden blocks from which impressions were 
made on paper. Movable types of baked clay were used 
as far back as 1000 A. D., also type blocks of copper and 
lead. These methods contained the germs of the present 
art of printing. The Chinese printed an encyclopedia in 
about 1000 A. D. from characters cut in wood. 


Filing Methods Current in the 18th Century. 


There was never a more prolific field for the melodra- 
matic playwright than that supplied by “missing papers” 
and “lost or stolen” wills. A picture of a law office of the 
eighteenth century shows lawyer and client in the quaint 
attire of the period. Disorder was the order of the day, 
and although it must have been distracting and laborious 
to work among such conditions, there is a certain Johnso- 
nian picturesqueness in the scene. 

In those days one of the chief duties of the lawyer’s 
clerk was the writing and duplication of wills, deeds, 
contracts and similar documents. These were written on 
parchment or paper with a goose-quill—tapered and split 
—and ink; and very good ink it was, as is attested by its 
degree of legibility today. On the desk is shown the seal 
and sealing-wax and the candle for melting the wax, with 
which the documents were attested genuine. If, when the 
papers were signed and witnessed, they were of sufficient 
importance, they were tied with tape and filed in tin boxes, 
which were labelled with client’s name and further secured 
by cumbersome padlocks which any chance marauder 
could open with ease. Less important papers were stored 
in cupboards and on shelves to be covered with dust, 
eaten by mice and to suffer slow, but sure, disintegration. 

Modern conditions have necessitated many systems and 
methods particularly designed to facilitate the detail end 
of law practice, and the tremendous amount of corres- 
pondence, record-keeping and general business accom- 
plished by law offices today is made possible only by the 
general adoption and use of such methods. 


The Dawn of Office System. 


Offices equipped in the manner of the late nineteenth 
century are well within the memory of the younger 
generation of business men. Although most of the sys- 
tems have in the last ten or fifteen years been supplanted 
by ones vastly superior, some still survive, notably the 
copying of letters by the “cider-press method.” Incoming 
letters and copies of the answers thereto, were filed in 
upright fan-shaped or “winged” cases in a desultory way 
—one day under initial of the firm, the next under the 
initial of the signer. High desks and stools were in vogue, 
and gas was the illuminating agent. This was before 
the day of typewriters, fountain pens, adding and billing 
machines, telephones, electricity, smooth-top desks, letter- 
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copying machines, record-keeping files and cabinets, or at 
least before their general use. Letters were hand-written 
and copies made in tissue books by a wet pad and pressure 
applied by an irresponsible office boy, who sooner or later 
omitted to use the protecting “oil-sheets,’ thus reducing 
all previous records to an illegible and soggy pulp. Every 
member of the staff was his own file clerk. Letters and 
records would mysteriously disappear and search for an 
important paper always commenced with misgivings and 
often ended in failure. 

It is difficult to think of the “big business” of today, 
or for that matter the ambitious small one, carrying on 
its tremendous volume of business under the conditions 
which existed even a generation ago; in fact, so immeasur- 
ably have methods of record-keeping and general office 
procedure advanced in this comparatively short time that 
business as conducted today would be seriously impaired 
were we to revert to methods here described. 


The Impregnable Steel Vault for Records. 


The steel safety deposit vault of the modern trust com- 
pany represents the last word in safety and permanence 
of record-keeping. Human ingenuity and skill have been 
extended to make it impervious to the effects of fire, water 
and time. 


Keeping the Records of a Mercantile House. 


The modern mercantile house, by virtue of necessity in 
these days of keen competition, employs diverse meth- 
ods of keeping records of costs, sales, expenses, etc.; has a 
thorough system of handling orders, as well as a carefully 
planned organization for securing business. These condi- 
tions require a variety of specially adapted systems of keep- 
ing records, and the equipment which has been worked out 
and perfected to meet the varying conditions has done 
much to make for the easy and profitable conduct of the 
present-day mercantile business. 

Every transaction, no matter what its size or importance, 
involves the making out of various orders and instruc- 
tions, and in the majority of cases the writing of one or 
more letters. These papers must be kept in such a way 
that they are easily and quickly available for reference. 

For the mercantile house (and by this we mean to in- 
clude all manner of business and trading firms) there are 
“follow-up” and correspondence files, card indexing cabi- 
nets, giving accommodation for mailing lists, “prospects” 
and customers, records of stock, purchases, disbursements; 
Shannon and vertical files for orders; sections for com- 
mercial reports and ratings; cupboard sections for storing 
stationery and office supplies, etc., etc. 

The systematic arrangement of the records of a busi- 
ness is not something to be attended to in a desultory 
manner. It demands the close attention and thought of 
mature minds because it has a strong influence on the 
destiny of every undertaking. 


The arrangement of his stock is one of the most important things 
which the business and professional man must face and as the complexi- 
tics of the business increase, so does the practical value of the proper 


office arrangement grow in importance. 


The well-arranged office must be 


pleasing to the eye, must give an impression of order and symmetry and 
yet must conform to those rules which make for the accomplishment of 
work by direct and logical steps from the beginning to the end. Many 
considerations enter into office arrangement, including harmony of design, 
finish and color, the most convenient arrangement of desks, files and other 
devices, all to the end that the workers as well as the customers may be 


given the utmost of convenience. 
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Increase Your Prospects 


A stationery dealer selling filing cabinets, 
but overlooking a full line of filing supplies, 
deprives himself of a constant and steady 
income. An automobile establishment 
which sells machines exclusively overlooks 
a capital business in accessories. So also, 
an office furniture dealer selling the bare 
necessities of office furnishings — desks, 
tables, chairs, etc.—is disregarding a splen- 
did opportunity to capitalize on furniture 
accessories. 


The Furnas Office Furniture Line of office 
accessories will supplement your present 
furniture department and make it complete. 


The reputation for consistent quality which 
this line enjoys is one of its most valuable 
assets. Dealers who are building a 
permanent business among th 
commercial furniture trade fin 
ever-increasing satisfaction in the 
Furnas Line. 


Our catalog describes and illustrates 
each member of the Furnas Line. 
Write for it. 


FURNAS OFFICE FURNITURE CO. 


IN DIANAPOLIS 














Costumers 

Wardrobes 

Waste Baskets 

Umbrella Stands 

Telephone Stands 

Typewriter Stands 

Accounting Machine 
Desks 

Stationery Supply 
Cabinets. 
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‘SATELLITE 


(Adjustable oP the natural position of any pair of hands ) 


The Adjustable Table Company 


50 Mt. Vernon Street GRAND RAPIDS, MICH. 
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“Decent” says Mr. Mitchell 
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OTE the strong emphasis Mr. Mitchell places on the big ideas 
that build business for Shaw-Walker dealers—‘‘the goods”— 

‘“‘a real service’ and “Built like a Skyscraper” advertising. Our 
dealers know that we are pulling with them and forthem. Join the 


group of progressive dealers and grow with Shaw-Walker. 


We want new dealers in cities where we are not aggressively repre-. 
sented. Write today. 


STEEL IDEAS 
wooD A SERVICE 
SUPPLIES KNOWLEDGE 
SAFES FRIENDSHIP 


MUSKEGON, MICHIGAN 
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CONRADES 


‘*Better-Built’’ 


OFFICE 
CHAIRS 





No. 510B Every chair bearing the “‘better-built”’ 
trademark of the Conrades Office Chair 
Line is an expression of distinctiveness. It 
is a chair designed, “‘better-built,’’ manu- 
factured and finished to afford the user all 
the luxuriousness of comfort, utility and 
attractive appearance in addition to a 
longevity that brands it as a real value. 


Because of these things, Conrades Office 

Chairs are a real stimulant to your fur- 

niture department. And our catalog will 

substantiate these claims. Write for it. 
SEE THE CONRADES EXHIBIT AT 

ST. LOUIS, MO. GRAND RAPIDS, MICH. 


Eighth Floor Seventh Floor 
Monogram Bldg. Manufacturers Bldg. 


Conrades 
Mfg. Co. 


Second and Tyler Streets 


ST. LOUIS 


No. 517B 





No. 515B 





No. 516B 


June, 1922. 











te — 














109 





* TRAINING THE 





SK 
NEW SALESMAN 


Points to Emphasize in Teaching the Office Furniture Sales- 


man to 


Ladson Butler, Manager, 


Understand the Features of His Line—By 


Educational Department, 


Yawman & Erbe Manufacturing Company. 


T IS customary in this country to train physicians, den- 
| tists, attorneys, engineers, eye doctors, doctors of 

philosophy, and apothecaries. Their instructors are 
highly trained men who compel them to follow out a cer- 
tain prescribed course of study over a period of years. 
It is illegal for some of these men to make use of their 
knowledge for the benefit of others and their own per- 
sonal gain until they have complied with legal require- 
ments covering examinations, certificates, diplomas and the 
like. 

If I call myself Dr. Butler and feed you a spoonful of 
ipecac or advise you to rub the back of your neck with 
goose oil, the health authorities will have me lodged in the 
hoosegow, even if the treatment is beneficial. 

The man who takes your money for advising you how 
to comply with the law or evade it, the case may be, 
and how to protect yourself in the matter of contracts, is 


as 


first admitted to the bar. In New York State you can- 
not even call yourself an architect without running foul 


of the police until the New York state authorities have 
certified that you are trained to the point where you are 
competent to serve others. 

And yet business houses send out to their customers, 
whose good will and continued patronage, or the lack of 


it, spells life or death to their business, men who busi- 
ness is to advise them how to spend their money and who 
have been equipped with a catalog, a price list, an order 


book and a white collar. 

It is only lately that we have begun to consider seriousiy 
the necessity of really training our salesmen. Although 
there are some remarkable exceptions, the rule is for the 
salesman to educate himself at the expense of both his 
employer and his customer. 

Even in institutions which have long recognized the need 
for some sort of training, they seem to have stopped after 


deciding what the salesman’s mental equipment should 
consist of and to have given little attention to how he 


should acquire it. 

Notable exceptions still acknowledged, it is quite a com- 
mon thing to turn the prospective order collector over to 
the star salesman for a week in the field. The star sales- 
man has been with the house say twelve years, he knows 
the line backwards and forwards and he knows his trade. 
During his twelve years of service he has learned how to 
use all the information acquired and how to control it with 
the same ease that the engineer controls the power from 
the dynamos in the modern power house. The new sales- 
man goes with him and is supposed to learn by observa- 
tion how it is done. No wonder he gets burned by his 
own current occasionally. 

At the expense of mixing our metaphors, let us 
the new salesman as a pint bottle. Mr. Star 


consider 


concerning our line. It is hard for us to understand how 
he can fail to get the full significance of it. 

If you want to get what I mean read Mr. Hoyle’s rules 
for draw poker, pedro, or whatever your favorite indoor 
sport They will not be hard to understand. Now, 
have someone read to you the rules for playing vingt 
et un, skat or some other game with which you are totally 
unfamiliar. Read them twice if you like and then sit down 
and see how well you can play. I claim the comparison 
is a fair one. 

The new man’s information needs to be elementary, 
basic, fundamental—a foundation, a frame-work, a skeleton 
on which he can build; or, if you please, a mental filing 
system with the necessary guides and folders properly 
arranged so that every bit of future information is imme- 
diately put where it belongs and where it can be instantly 
found when wanted. 

Otherwise the new man is like the fellow at the old- 
fashioned donkey party, hanging the tail on the donkey’s 
left ear instead of on the place where nature decreed that 
tails should grow. 

The ideal plan, where a business is such that it can be 
followed, is to start the new man in studying one section of 
the line, and then send him out to call on the cheapest 
class of trade that can possibly use it, bringing him back 
from time to time for additional information as fast as he 
learns to use what has been given him. Some office spe- 
cialty houses use this plan quite successfully, sending new 
men out first to call on butcher shops, grocery stores and 
trade of that class which can hardly be hurt by the new 
man and which are rather unlikely to buy anyway. 

Where this cannot be done, the only way seems to be 
to keep in mind the necessity for foundation building, but 
a foundation in the broad sense, a foundation which will 
not limit a man in his future building up of information. 
The new man needs to be thoroughly sold on the idea that 
his foundation is only a foundation and that the opportu- 
nities for building up information on any line are almost 
limitless. Even such simple commodities as salt, coal, sugar, 
are capable of almost unending interest. 

I know a man who sells salt who can talk as familiarly 
about its geological origin as if he had been there when 
it happened. He made himself familiar with this subject 
simply as a matter of interesting himself in his job. He is 
now the pinch-hitter of his organization. 

To get back to the beginnings and the fundamentals. 
There is an almost irresistible temptation to start the new 
man in where the old man left off. Also it is much easier 
to teach that way and oftentimes a temporary success 
seems to warrant that method being used, but if you will 
check back over your best salesmen’s records, the chaps 
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Salesman in the course of a week pours into 
his receptive car five or six gallons of the 
very latest sales information, with the net 
result at the end of the week, or whatever 
the period is, the new salesman has one pint 
of thoroughly mixed information with a very 
vague idea of how it should be used. 

It is not only the amount of information 
that needs to considered, but its char- 
acter well. 

Suppose you and I have been in an or- 
ganization several years. We are in daily 
touch with the field and with the salesmen 
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and with our goods. By constant repeti- 
tion our sales information, selling points 
and arguments have become as familiar to 


us as the alphabet. We know the whole of 





our sales field like the first nine holes of 
our favorite course. Along comes the new 
salesman, and we give him, by word of 
mouth, what seems to us to be a clear, 





who have been with the house long enough 
to become permanent fixtures, you will prob- 
ably find they were a good many years get- 
ting to where they are at present, and that 
either by accident or design they were al- 
lowed to build a foundation at the start. 
Note:—The theory was once widely enter- 
tained that salesmen, like poets, are born, 
not made. There was supposed to be a sort 
of divine afflatus that carried the born sales- 
man on to victory and forced the prospect 
through the sheer power of the inevitable 
to sign his name on the dotted line. Just 
what peculiar art or power the “born” sales- 
man had was not precisely clear. There 
were those who hooked it up with mesmer- 
ism until the word “hypnotism” came like 
a queer beast out of the darkness and took 
possession of the same field.. Now there are 
those who tag it “mental suggestion,” but 
Mr. Butler’s success and that of others in 








lucid and direct statement of simple facts 
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LADSON BUTLER. 


teaching salesmanship by common sense is 
bringing us back to earth, 
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By IWeallace Clark, a Distinguished Industrial Engineer, in 
“Industrial Management” 
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THE INSTALLATION HERE DESCRIBED AND ABOVE 


ILLUSTRATED IS IDENTICAL WITH THE 


OFFICI R 


RANGEMENT OF THE REMINGTON TYPEWRITER COMPANY AT THEIR EXECUTIVE OFFICES IN NEW YORK C iry. 
THE PLAN, WE UNDERSTAND, IS THAT OF THE COMPANY'S THIRD FLOOR. 


the proper time is the duty of the management of an 

office. 

After the necessary people have been secured they 
must be provided with equipment, which depends pri- 
marily upon the nature of the work and should be selected 
after the best methods have been determined. Since the 
greater part of the routine in offices is concerned with the 
handling of papers, the equipment generally consists of 
desks, tables, chairs and files. There are, of course, hun- 
dreds of other pieces of furniture or appliances, but their 
use is not so general or important. 

What types of desks, tables, chairs and files are best 
suited for use in the average office? 

Desks and files are made to hold papers, so it is nec- 
essary first to find out what papers they must hold. In 
most offices there is a great variety in the sizes and 
shapes of forms. Is this variety necessary or wise? A 
careful investigation will show that the variety in size is 
due to the fact that forms have been designed by a 
number of people, few of whom had ever given much 
thought to the best way of drawing up forms, and that 
the resulting variety is both unnecessary and expensive. 
This difficulty can be overcome and the arrangement of 
information on forms improved by having all forms sub- 
mitted to one person before they are printed. This person 
would make a special study of forms and it would be his 
duty to: 

Decide what information is to go on the form. (It 
should not contain any information that cannot be used 
as a basis for action. The mere fact that certain informa- 
tion is interesting is not sufficient reason for putting it on a 
form.) 

2. Find out how and where the form is to be filed. 

3. Determine the size of the form. 


Ti GET the necessary work done accurately and at 


He will find that there is seldom, if ever, any real neces- 
sity for the use of forms varying from the following 
five sizes in inches: 


3 x 3 
4 x .© 
5 x 8 
8% x ll 
1} x 17 


When the papers which are to be placed in desks and 
files have been standardized as to size, it is time to con 
sider the types of furniture best adapted to the work of 
the office. It is well to decide first how this equipment is 
to be purchased. Will each department head after hastily 
looking through a few catalogues requisition the Purchas- 
ing Department for whatever strikes his fancy, or will the 
management consult those who are to use the equipment, 
get the advice of furniture experts and then determine what 
types are best for the office as a whole? The latter plan 
is usually called standardizing, and when the investigations 
are complete and conclusions have been reached, the Pur- 
chasing Department is instructed to buy only specified 
types of furniture. 

Advantages of Standardization. 

Limiting the types of furniture to a small number makes 
possible quantity purchases at comparatively low prices 

The interchangeability of these units greatly reduces 
the cost of changes within the organization. When work 
shifts from one department to another it is easy to move 
desks, tables and files because they are the same in size 
and every other detail as those already in the department 

The orderly appearance produced by the uniformity of 
standardized furniture and its arrangement develops hab 
its of neatness and accuracy in employes and makes a 
favorable impression on customers. 

The careful investigation which is made before stand 
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A New and Profitable 
Line to Sell! 


Macey Matched Office Suites, in their five 
attractive period designs—at prices which 
approximate the cost of better grade, com- 
mercial peg-leg furniture—are proving to 
be a most successful innovation. Many 
dealers who, months ago, foresaw the selling 
possibilities in this new Macey line, today 
are adding greatly to their volume of sales 
and are making handsome profits. Practi- 
cally every office in your locality is a good 
prospect, either for entire suites or for vari- 
ous pieces in the suites. The line is com- 
plete, and has no rivals. The profit is most 
substantial. Actually the proposition is one 
of the best you have ever been offered. 


Write or wire us today! 


THE LINE 





Steel Files, Wood Files, Filing Supplies, Steel 
Safes, Office Desks, Matched Office Suites, 
Sectional Bookcases 


THE MACEY COMPANY 


Grand Rapids, Mich. 
Made in Canada at Woodstock, Ont. 
European Office at London 
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is stamped on all 


AURORA FILES aAnp CABINETS 


and is that seal which we place upon our 
work in witness that we have held fast to 
our definite purpose: to produce with un- 


Aurora Steel Vertical s ‘ : 
Cabinets — letter, cap hurried skill and right metals a high grade 
and invoice. Beautiful, ; ‘ 

strong, rigid. Progres- steel cabinet. 

sive roller drawer sus- 

engl mane nar Nor has the purpose proclaimed by this 
img Growers. mark been lost. Indeed, the deportment 


of “AURORA” files, in their years of serv- 
ice, has so impressed discriminating buy- 
ers who have been schooled in long associ- 
ation with fine office furniture, that they 
see in this mark a symbol of positive worth 
and constant satisfaction. 


“It's a better file, if made by” 


Aurora Meta. Casinet Works 


AURORA, ILLINOIS, U.S. A. 





Western Representative 
E. P. GOLD, 
Angelus Hotel, 

Los Angeles, Calif. 







Eastern Representative 







Aurora Steel Transfer 
Cases—in letter, cap, 


invoice and ledger size. ~ 
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Guaranteed 
Construction 


FURNITURE 


CHICAGO ff 
MICHIGAN CITY - NEW YORK Va 


KARPEN \ 





In meeting the constantly grow- 
ing demand from buyers who 
want distinctively fine office 
furniture, authentic in origin of 
design, conscientiously manu- 
factured—and finished, Karpen 
Chairs have assumed a position 
of—leadership. 


Consider the cumulative value 
of a quarter century of exten- 
sive advertising of Karpen 
trademarked chairs. Diligently 
and consistently through this 
advertising supported by genu- 
ine veracity, the trade has been 
led to accept the Karpen trade- 
mark as an indication of unsur- 
passed chair value. A chair 
bearing this identification 
requires no further recommen- 
dation. 


The permanency of your bus- 
iness can best be assured by 
handling merchandise such as 
is certain to give complete 
satisfaction. 


Ask for Catalogue No. 1921 
displaying the entire line. 


S. KARPEN & BROS. 


CHICAGO MICHIGAN CITY NEW YORK 
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ardizing usually brings to the notice of the management 
furniture which is more durable and economical than the 
miscellaneous pieces which were bought without expert 
advice. 

It is easy to move an individual from one standard desk 
to another because, since all desks and chairs are alike, 
there are no individual preferences to be considered, and 
also because he can arrange all papers in the desk to which 
he is moved just as he had them in his other desk. 

In standardizing it is not wise to pick out a dealer solely 
because of his selling ability or his high standing. Atten- 
tion should be given first to the use to be made of the fur- 
niture and then to a study of the features that will give the 
best service. When the types of furniture have been de- 
termined upon the manufacturer should be found whose 
product possesses most of the features required. 

Many offices have standardized on furniture in the past 
only to find a year or so later that the manufacturer had 
discontinued making that line. The reason for the manu- 
facturer’s change was that his customers would no longer 
buy that line, they had found something which better satis- 
fied their needs. The office then had to go through the 


labor of standardizing all over again because it was not 
properly done in the first place, that is, a line of furni- 
ture had not been selected which was so superior in qual- 
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ity and design and so satisfactory to the average office 
worker that the demand for it would not change within a 
few years. 

Let us take up the various features of the most im- 
portant pieces of office furniture. 

The Clerical Desk. 

This should be of the type known as “flat top” because 
it gives a greater working space than the old-fashioned 
roll top. The light is better; the worker is at all times 
visible to his superior; it is easier to get things on and off 
the desk; a telephone is more easily handled; and there 
are no pigeon holes into which important papers may be 
tucked away and forgotten. 

The desk should have a linoleum top because it pro- 
vides a better writing surface than wood and can be re- 
finished in 30 minutes, while wood takes several days’ 
time of an experienced man. It is the only desk top which 
will not warp, split or check. 
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In determining the size of the desk, ample knee space 
should first be provided, and next the drawers on each side 
should be wide enough to hold the average letter-head (11 
inches long) in a folder. This makes the desk about 60 by 
36 inches. 

As to the arrangement of drawers, a vertical file, on ex- 
tension slides like a filing cabinet, should be located in 
the left pedestal. In the right pedestal there should be 
two drawers, in one of which can be placed trays for 3 
by 5 inch or 4 by 6 inch cards. 

In the center drawer there should be a satisfactory tray 
for pens, pencils, clips, etc., and partitions to hold mem- 
orandum pads and forms. 

There should be no locks except on the center drawer, in 
which can be kept the personal belongings of the user. 
The contents of the other drawers are the property of the 
company and should be open to the inspection of the de- 
partment head at any time during the absence of the user 
of the desk. 

To avoid striking knees or hands against the handles 
of drawers, they should be provided with flush pulls which 
will not break or pull off. 

To make it easier to get into and out of position for 
writing, a desk should have only four legs. This also 
makes it possible to keep the waste basket under the desk 
drawers instead of in front of them, which leaves the 
aisles unobstructed. 

The Stenographic Desk. 

The platform on which the typewriter stands should be 
rigid so as to prevent vibration. This solid platform gives 
the operator comfortable knee space. It makes it unneces- 
sary to fasten the typewriter to the desk and reduces the 
noise. The typewriter does not fall into the desk, as fre- 
quently occurs when closing a drop cabinet. The type- 
writer is protected from dust by a rubber cover which is 
much more effective than the old style drop cabinet. (An 
inspection of the inside of any drop cabinet will show that 
it is not dust-proof.) 

The drawers should be arranged to keep the necessary 
materials, such as letter heads, carbon, pencils, etc., in one 
side and finished work in the other. 

This desk should have a linoleum top, flush pulls, four 
legs and glass shoes for the same reasons mentioned under 
“Clerical Desk.” 

Chairs. 

The chair for clerks and stenographers should be so de- 
signed as to reduce fatigue as much as possible. 

The back of the chair should be perpendicular and made 
to fit the back of’the average person. It should support 
the shoulders and fit into the small of the back. 

The side arms should be sufficiently wide for strength, 
vut not so wide as to interfere with the elbows of the 
stenographer. 

Investigation has shown that clerks and stenographers 
prefer wooden seats with felt pads to prevent their clothes 
from getting shiny. 

Casters made of felt will not cut linoleum. 

Files. 

All files should be sectional, that is, made up of inter- 
changeable units, leg bases, filing sections and tops. 

Where capacity is the thing to be desired, as in a cen- 
tral filing department, vertical files should be used. Where 
a combination of different kinds of files is wanted, as in a 
private office where letters, cards and books are to be 
placed in the same file, the horizontal type is best, because 
ecard files, bookcase sections, etc., are made the same size 
as letter file sections. 

In an open office it is desirable not to have any 
which are higher than the desks or railings. 

Planning the Rearrangement of an Office. 

When the management has standardized on certain types 
of furniture, and it has been decided to move an office to 
some other room or building or to rearrange the present 
quarters, experience has shown that it is best to proceed 
as follews: 

List of people—Draw up a list of the people 
to cccupy the office, showing: 

Name of individual, kind of work done (clerk, depart- 
ment head, etc.), to whom responsible. 

List of furniture—-Working from this “List of 


files 


who are 


People” 
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Sell Your 
Customers 





Vertical File Folders 
of Quality 


and thereby enable yourself 
to reap the benefit of repeat 
business from satisfied 
customers. 


Wes 


Vertical File Folders cost more to make 
than the ordinary folder on the market 
today, but you can guarantee the quality 
and uniformity because we say there is 
not a better folder to be had. 


Our Sample Set will 
help you secure the 
business. Free to Dealers. 


The fxs Manufacturing Co. 


162 Union Street 
New York Office—5s2 Park Place Monroe, Mich. 


Chicago Display—201-215 North Franklin Street 








When you can offer 
Your customer a 
Letter File combining both 


Quality 


and 


Price 








You’ve cinched a sale. In the new 
§fes 1700 Line Filing Cabinets 
these two important features are 
combined. Why not place your order 
now? Made only in the Letter and Cap 
widths, two, three and four drawers 
high, oak and birch mahogany. 


The HY Manufacturing Co. 


162 Union Street 


New York Office—52 Park Place 4 
Chicago Display—201-215 North Franklin Street Monroe, Mich. 





























The Four Drawer Letter 
of the New Hae 
1700 Line 
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Improved Swinging Attachable 
Desk Stand 


Can be attached to either end of any style desk and will 
provide additional space that can be used for typewriter, 
reference book, card index tray, telephone, etc., but of 
14'x18"Tops especial value for stenographers’ use while taking dicta- 
Furnished in tion—very much handier and more practical for this pur- 
Golden, Natural pose than using slide shelf of desk. Locking arrange- 
or Weathered = mentoftheImproved 
Oakor — wy . SAAN 
Mahogany finish SWiNging Ve 
Stand is a simple, ef- 
etan Dien on tian te ficient, long wearing 
Any Desired Position | device—easy to ope- 
rate and positive in 
its action. The 14" x 18" wood tops are furnished in either 
Golden, Natural or Weathered Oak or Mahogany finish. Always 
order by number and speci- 
fy finish wanted for wood top, Under-View of Swing- 
Golden sent if not specified. ing Stand 


\: Illustration at right shows an under- 
No.5—Black Enameled Metal view of the Improved Swinging 






Frame. Stand. To give complete satisfac- oz 
No.G—Oxidized Copper Metal _ tion a device of this kind must have rigidity. The cast iron frame and connecting 
Frame. wire rods in conjunction with the simple yet effective locking device (a sectional! 


: view of which is shown) provide this rigidity requirement. Swinging Stands aré 
No.7—Nickel Plated Metal shipped in knocked down form in a strong fibre carton measuring 2)" x15" x 21". 
Frame. Can be quickly and easily assembled ready for attaching. Weight ten pounds. 


Stationery Storage Cabinets 
Furnished Regular in Golden or Natural Quartered Oak and Mahogany Finish 


Handy Cabinets for keeping enough station- 
ery, envelopes, etc., for ccvrrent use, at hand, 
easily accessible yet protected from dust and 
flies. Keep your desk and supply drawers 
neat by using these cabinets in your - Both the No. 
140 and No. 150 Stationery Cabinets havc compartments 
for letter, cap and note size papers, invoices, large and 
small envelopes, etc., and a drawer for carbon papers, 
erasers and miscellaneous accessories. Are solidly 
constructed of seasoned lumber. The Quartered Oak is 
nicely flaked. An ornate and practical necessity. No. 





140 has a three-ply lid which raises and recedes. This ef- No. 150 
fectually covers your stationery yet makes access easy. . 
No. 140 With Drop Lid Both styles have rubber feet to prevent marring desks. WES Open Front 
High Wide Deep The neatness of your stenographers’ desks will be re- Qs ase 
No. 140~Outside ae 9i° nS flected in the letters written. A Stationery Cabinet is a N® 1GO~Cutaide ie wn . " 
Drawer Inside Ij" 88" 143 good investment and is always appreciated by the users. Drawer Inside lig’ 84" MG 


Legal Blank or Electro Cabinet 


A six drawer cabinet that can be utilized for the storing of 


stationery, legal blanks, etc. Made strong enough to hold en- Outside Dimensions 


gravings, electrotypes, small type forms, etc. Case is corner- 10g" High 

" Ts > 

locked, drawer fronts are flush. Drawer bottoms have finger os 
4" Deep 


hole in front to aid in raising papers. Rubber feet under cabi- 


net prevent marring polished surfaces. Cabinet can be pur- Drawers Inside 





chased with or without drawers. Horizontal partitions under 13" High 
each drawer extend full depth of cabinet. Always order by 8" Wide 
145," Deep 


number and specify finish desired. Furnished regular in Golden No. 814—With Drawers 
or Natural Plain Oak or Mahogany finish. Weight 12 pounds. No. 418—Without Drawers 


The f#/&* Manufacturing Co. Monroe, Mich. 
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find out from ezch individual what work he does, what 
papers and appliances he uses and what furniture he be- 
lieves he skculd have. If that furniture is not in accord- 
ance with the standards which the management has de- 
cided upon, work out with him the necessary changes in 
methods so that standard types of furniture can be used. 
Go over this list with the head of each department, and, 
where the head does not agree with the subordinate, get 
them to agree. Then have the department head approve 
this list in writing. The list should show: 

Name of individual, kind of work done, appliances used, 
furniture needed (trade name of type of desk, etc.), (di- 
mensions of desk, etc.). 

List of old furniture—Go over the furniture which is 
now being used in the office and decide what pieces are to 
be used in the new office and what are to be discarded. 
Number the pieces which are to be kept. Write this num- 
ber on the “List of Furniture’ opposite the trade name. 

Floor plan.—Secure a floor plan (on the scale of %4-inch 
to the foot) of the new office showing the location of win- 
dows, doors, columns, radiators, existing partitions, elec- 
tric lights and wall outlets for fans or desk lights. 

Cut templates (%4-inch to the foot) for all the pieces of 
furniture on the “List of Furniture” and label them with 
the type of desk or file, dimensions and name of user (for 
old furniture write the serial number on the template). 

In conference with the office manager or whoever has the 
final authority in the allocating of space, arrange these tem- 
plates on the floor plan in such a way as to make the best 
possible use of the available space. 

In locating this furniture on the plans, keep the follow- 
ing points in mind: 

Large, open offices are better than the same space cut 
into smaller rooms, because they make communication 
easier and provide better light and ventilation. 

Departments which render service to other departments 
(such as stenographic, central filing, mailing, etc.) should 
be located as near as possible to the people they serve. 

Those who write with pens should have the light over 
their left shoulders: those who use typewriters, may have 
the light over either shoulder; no worker should face the 
light. 

Individuals should be grouped according to authority, 
i. e., all people responsible to one man should be grouped 
around or in front of him. 

Those who do the closest work should be placed nearest 
the light. 

Those who have most communication with others should 
be located on the aisles. 

Those who get their work at frequent intervals from 
other people should be placed near them. 

In each department make a liberal allowance of space 
for growth. 

In figuring the number of people an open office will hold, 
allow about 55 square feet per person including aisles and 
department files. 

The ideal distance between desks is three feet. 

When the templates have been arranged on the plan 
and the lines separating the various departments definitely 
decided upon, consult the heads of departments one at a 
time in an attempt to improve, if possible, the arrange- 
ment of the individuals under their control. At the same 
time locate the teiephones on the proper desks. 

When the arrangement of furniture is satisfactory to the 
department heads, remove the templates from the plan and 
draw the furniture on it. Get that plan approved in writing 
by the various department heads and the office manager of 
whoever has final authority. 

Requisition for purchase.—-If the placing of the furni- 
ture on the plans has necessitated any changes in the fur- 
niture to be used, make those changes on the “List of 
Furniture.” From that list make up a sheet showing the 
furniture needed for the office as a whole (omit the old 
furniture) showing: 

Type of desk, chair or file. 

Size. 

Quantity to be purchased. 

Give this to the purchasing agent as a requisition for 
purchase. 

Distribution sheet.—At the same time make out a dis- 
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tribution sheet containing the same information as the 
requisition, but in addition the individual and department 
to which each piece of furniture is assigned. Check this 
carefully with the “List of Furniture” which has been ap- 
proved by the final authority. 

When the new furniture is received, place a serial num- 
ber on each piece and distribute it according to the dis- 
tribution sheet, indicating the date of its receipt on that 
sheet. Place the furniture in the new office in accordance 
with the floor plan. ‘Distribute the old furniture by the 
numbers already written on the plan. 

Moving.—Before the moving begins see that the plans 
are correct and up-to-date, and that all incomplete blue 
prints are destroyed. See that the entrances to all rooms 
or enclosures have placards bearing letters, so that the 
men who are carrying the furniture can place it in the 
proper rooms. 

Put the contents of the desks and files of the old office 
in boxes and mark on those boxes the name of the in- 
dividual and a letter indicating the department in the new 
fice to which they are to go. The boxes can then be 
easily distributed by referring to the floor plan. 

When the actual moving is ready to begin, station some 
one in the old office to see that nothing goes out without 
having its destination clearly marked. Assign to another 
man the job of receiving furniture and records in the new 
office. Provide him with the “distribution sheet,” which 
will enable him to mark the new furniture with its destina- 
tion, and a floor plan showing departments, individuals and 
the serial numbers of the pieces of old furniture. In each 
room put a man in charge of the placing of desks. Give 
him a blue print of the floor plan and let him understand 
that no one is to interfere with the placing of the furniture 
in accordance with those plans. If anyone has ideas for 
improvemezits, they can be considered later. While the 
moving is taking place, better results can be obtained by 
obeying orders than by developing new ideas. 

Getting settled—When the employes have moved into 
the new office there will probably be objections to the new 
arrangement by department heads who have not been able 
to visualize the floor plan and the “List of Furniture” 
which they have approved. Ask them to let the furniture 
stand as shown on the floor plan for a week or two to see 
if the individuals can not get used to that arrangement. 
Help them to realize that changes in their departments will 
probably necessitate changes in other departments, and 
that it is best to get down to work as soon as possible and 
allow further changes to be worked out later. 


Using Equipment. 


There is one thing more important than providing the 
proper equipment, and that is seeing that it is properly 
used. 

First of all, equipment must be kept in condition for use 
at all time. Employes should be trained to report prompt- 
ly anything which goes wrong with it, and the office man- 
ager should see that the matter is immediately attended to. 
It may be necessary, periodically, to inspect equipment to 
see that it is kept in good condition. It is particularly im- 
portant to look after the maintenance of furniture. Lin- 
oleum tops should be cleaned at regular intervals and all 
scratches removed. The wood of desks, chairs, etc., should 
be cleaned frequently. Chair casters should be oiled once 
a month to prevent marrmg the floor. 

The best method of using the various pieces of furniture 
and equipment should be worked out and the result taught 
to the employe by means of both written and oral instruc- 
tions. Specimen instructions follow: 

Periodical inspections by some one with authority will 
be required to see that the contents of desks are arranged 
in accordance with the instructions. Similar instructions 
can be written as the basis for training employes to use all 
the types of equipment with which they are provided, such 
as typewriters, line-a-time machines, adding machines, 
duplicating machines and even fountain pens. 

The manager of any office no matter how large or how 
small, will find it worth while to study the needs of his 
office, to provide the best equipment consistent with econ- 
omy, and to see that that equipment is properly maintained 
and used to the best possible advantage. 
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DEALER NAMEPLATES ON OFFICE FURNITURE * 





Written for Office Appliances by Waldon Fawcett of 
Washington, D. C. 


chant that he is missing one important move in the 

strategy of selling office furniture and he wiil appear 
frankly incredulous. But it is only necessary to follow 
the chance indictment with a question whether the dis- 
tributor makes it a practice to place a “dealer imprint” on 
the office furnishings that are delivered from his store. 
An investigation recently made indicates that not one in 
a dozen dealers in office furniture have the label habit. 
Or, at least, there is no systematic arrangement for mount- 
ing a permanent identification “rider” on each and every 
piece of furniture that goes out. 

Just what is the dealer imprint, and why? Essentially, a 
retail merchant’s badge on an article of office furniture is 
not different from the dealer imprint which the wide- 
awake retailer places on catalogues, pamphlets, folders, etc., 
which are furnished to him by manufacturers for direct 
distribution. There is, of course, a difference in the physi- 
cal form of dealer recognition. In the case of advertising 
literature, the dealer has only to impress his address card 
by rubber stamp, gummed sticker, or otherwise. When it 
comes to the actual furniture an inspection more enduring 
is desirable. And so the dealer has recourse to a name 
plate or other non-erasable commercial “autograph.” But 
fundamentally and in purpose the two mediums of iden- 
tification are parallel. 

Office equipment dealers who have experienced the bene- 
fit of dealer branding express surprise sometimes that so 
many members of the retail trade who imprint manuals, 
booklets, and circulars, as a matter of course, fail to capi- 
talize the greater advertising value of the goods in every- 
day service. Perhaps it is because in the former case the 
dealer is as good as asked by the manufacturer to proclaim 
his agency relationship. The printed matter and dealer 
helps have, in most instances, mortised spaces for the in- 
sertion of the dealer’s imprint. To omit the imprint is to 
imply neglect. When it comes to the furniture, however, 
there is no special provision for the dealer’s imprint. Con- 
sequently if the retailer needs a blank space to nudge his 
advertising conscience he is apt to miss what is in reality 
the greater apportunity. 

It has been suggested that some retailers who fully real- 
ize the potentialities of the dealer nameplate on office furni- 
ture refrain from tagging the wares that pass through their 
hands for fear that the manufacturers would object or 
would be displeased. An investigation that has encom- 
passed leading producers in the trade indicates that this 
is a misapprehension. Indeed, under ordinary circum- 
stances a manufacturer welcomes a dealer nameplate on 
his furniture, provided the dealer’s “Me too” does not 
transcend its proper function. The discerning manufac- 
turer well knows that in many instances it is quite as im- 
portant to have constantly in sight an indication of local 
source of supply as it is to have a sign of factory origin. 
If the local connection is not thus proclaimed there is 
risk that repeat orders will be missed. Furniture users, 
left in ignorance whence to turn, in a hurry for replace- 
ments or supplementary purchases are liable to turn to 
some other make of furniture. 

Let it be emphasized, however, that the broadminded 
manufacturer who is so hospitable to a dealer nameplate 
does not wish to have his hospitality abused. He does not 
relish it, naturally, if the dealer’s private imprint is given 
more prominent display or more conspicuous position than 
the national trade-mark. Nor is it fair to a manufacturer 
for a dealer to resort to what is known as a combina- 
tion or composite trade-mark in which the dealer’s brand 
is, in greater or less degree, merged with or consolidated 
with the manufacturer’s insignia. There are manufacturers 
who, when the size of an order warrants it, will go so 
far as to add to their factory marks the inscription “Manu- 
factured for with the dealer’s name inserted. But 
such imprinting must, of course, be the subject of special 
arrangements. Under no circumstances is a dealer justi- 
fied in resorting, without leave, to the hyphenated trade 


B ‘chant it, ever so gently, to the average retail mer- 


name or other form of joint maker-dealer mark. 

All this admonition is, however, all but superfluous, be- 
cause it is rare indeed to find an office furniture retailer 
who has any desire to have his label crowd the manufac- 
turer’s trade-mark. And there is no need. It is desir 
able, for the sake of 100 per cent distribution, that both 
manufacturer and distributor should be identified to furni 
ture users but as far as gaining prestige via a good will 
symbol is concerned, there is glory enough for both 
There are lines of trade where temptation is on the retailer 
to have a private brand, so called, appear as the only clue 
to the origin of goods, as though the merchant were alone 
responsible for the goods he sells. Such subterfuge is 
manifestly futile in the case of office furniture. Every 
consumer knows that his retail dealer does not actually 
manufacture the furniture that he sells and whereas the 
dealer imprint is welcomed as a fitting complement of the 
manufacturer’s trade-mark, an insinuation of sole respons! 
bility on the part of the dealer would only beget smiles. 

That dealer identification of office furniture is but a tail 
to the manufacturer’s kite does not mean that a retailer 
must content himself with a drab imprint giving his 
name and address in conventional guise. If a merchant 
feels that it will the better serve his purpose to make use 
of a single word or a slogan, a symbol or design, instead 
of, say, his surname or corporate name, he is well within 
his rights and the proprieties of merchandising in adopting 
the alternative. It has been established by numerous de- 
cisions of the U. S. courts that two or more trade-marks 
may be in use on the same article of commerce at the 
same time and that property right in trade-marks may 
vest in persons who select and sell merchandise as readily 
as in those who manufacture goods. And the office fur- 
niture dealer may protect his mark against imitation or in- 
fringement. If his business is strictly a local one he may, 
if he reside in a state that has the facilities, register his 
mark at the state capitol. Or, better yet, if he does any 
business, by mail or otherwise, beyond his own state he 
may apply at the U. S. Patent Office at Washington for 
Federal registration for his business thumb-print. 

A suspicion that dealer imprinting of office furniture may 
not be worth the candle may have deterred some mem 
bers of the trade from taking the credit that is theirs. In 
answer it need only be related that some of the most 
successful members of the retail trade, who never miss 
an opportunity to tag or tab an item of stock, declare 
that they have no investment that pays larger dividends. 
The expense of marking, according to any of the approved 
methods, is not formidable and merely the advertising 
mission that is performed is recompense. For, the dealer 
nameplate on an article of equipment in everyday use in 
a modern business office comes as near to the ideal of 
perpetual advertising as anything that could be imagined. 
Best of all it is a form of advertising that recruits what 
might be termed picked prospects in that it points out the 
dealer to persons who have been attracted by the furni- 
ture in service, and with a view to duplicating the equip- 
ment, desire further particulars, price quotations, etc. In 
the case of nationally-advertised furniture or the products 
of a manufactory of established reputation, it is, of course, 
particularly advantageous to a dealer to be thus proclaimed 
in his community as the holder of the local agency 

The dealer nameplate on office furniture has a role of 
identification above that of the mere advertisement and 
guide for repeat orders. He is a wise retailer who makes 
his imprint pre-eminently a pledge of service. Just as a 
manufacturer’s trade-mark may come to stand in the eyes 
of patrons and the public at large as a guaranty of quality, 
born of prolonged loyalty to high standards, so may a 
dealer-mark be accepted as an assurance of that “service” 
which, in this day and age, has come to hold the balance 
of power in selling. The bare fact that a dealer is will- 
ing to, by nameplate endorsement, proclaim his part in an 
office outfitting transaction and thereby acknowledges 
his share of responsibility for what comes after the pur 
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STEEL PRODUCTS 
—the pride of veterans in 
the craft — exemplify the 
character, experience and 
service of lives devoted to 
constructive ao and 
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New Transfer Unit 


For a number of years Berloy Steel 
Transfer Units have enjoyed the 
position of leaders in their field. 
They were the original channel 
frame cases—that feature which 
gave transfer units great strength. 
The phrase followed ‘‘Stack them 
as high as you like.’’ 


Now another improvement has been 
made. Four anti-friction rollers 
have been added to each case, giving 
the drawers remarkable speed and 
ease of operation. This point alone 
will bring about many sales for 
Berloy dealers. Will some of these 
sales be yours? Write Department 
H-48 for complete description of 
this new case. 


THE BERGER MANUFACTURING CO. 
Canton, Ohio 


Boston, Philadelphia, St. Louis, Minneapolis, Los 
Angeles, New York, Chicago, Kansas City, Dallas 
San Francisco, Roanoke, Va., Jacksonville, Fla. 

















The Well Known 
Berloy Transfer Unit 








No. 494. Heavy Chan- y 
nel Frame (A). Sani- 

tary Legs (E). Solid 
Sides (D). | 














Berloy Steel Transfer 
Units used for the 
storage of records in 
the Federal Reserve 
Bank, Boston, Mass 
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A few 
~ users of 








Stack Berloy Trans - 
fers as high as you 
like. 








Some of the many 
Berloy Steel Transfer 
Units now in use in 
the office of the Dela- 
ware & Hudson ry., 
Albany, N. Y. 














Berloy Transfer Units 


A. B. Kirschbaum Co. 

Gimbel Bros. 

University Illinois 

Long-Bell Lumber Co. 

Westinghouse Air Brake 
Company 

Fleischman Yeast Co. 

Otis Elevator Co. 

Grasselli Chemical Co. 

Autocar Company 

Continental Life Ins. Co. 

Kansas City Star 

Standard Oil Co. 

B. F. Goodrich Co. 

Gulf Refini.g Co. 

Southern Pacific R. R. 
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The Orpin 
5-ply 700 Series 


Superiority of construction— 


is a feature in the making of good office 
furniture that every dependable manufacturer 


strives to attain. 


In the earnest effort to produce desks that 
will be noteworthy for quality of construction 
we have arrived at the point where superior 
quality is evident in all our products. 


The illustration shows a design especially well 
liked among average buyers. It is, if in- 
creased volume of sales spells popularity. 














No. 760S—Oak— 
illustrated—a 
very popular 
number of the 
recently intro- 
duced Orpin 5- 
ply 700 series. 
Made of select 
quarter sawed 
white oak 
throughout. 5- 
ply tops and 3- 
ply framed -in 
panels. 








June, 1 | 








ORPIN DESK COMPANY 


121 MEDFORD ST. CHARLESTOWN, MASS. 
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Real merit in an office 
chair lies deeper than 
outward appearance. 


While outward appearances are usually 
| a good indication of inward quality and 
workmanship, buyers of office chairs 
generally must depend upon the integ 
rity, prestige and established reputation 
of the manufacturer as a guarantee of 
merit for the part they cannot see. 


For more than fifty years the Milwaukee 
Chair Company has been known to the 





furniture world as a maker of fine office 
; at ; No. ; 
chairs. The general acceptance of the — 





| Milwaukee line as chairs of the first or- 

| der is due largely to that real merit 

| which is built both on the surface and 
below it. 


The illustrations show models No. 810Y 
EL and No. 240 W, the latter so dis 
sected as to show the extraordinary 
dowel pin construction. This is a case of 
hidden merit, but it is built into Mil 
waukee chairs and is one of the factors 
in giving the line its recognized lead 
ership. 


Our new general catalog, which describes 
and illustrates our complete line, is now 


on press, will be ready soon. 


MILWAUKEE CHAIR C® 


FOR OVER HALF A CENTURY 
MAKERS OF FINE CHAIRS 
MILWAUKEE 
CHICAGO NEW YORK SEATTLE MINNEAPOLIS 
No. 240 W. 


Copyrighted 1922 
Milwaukee Chair Company 
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chase price is in itself reassuring to a customer. Usually, 
the furniture buyer realizes instinctively the value of this 
joint obligation of manufacturer and distributor even as 
a banker esteems “two name paper.” If not, it is not amiss 
for the furniture dealer to point out to a prospect the 
acknowledgement, in the branding, of a shared obligation 
for merchandise integrity and “service.” 
Dealer Marking Helps Solve Big Problem. 

Experience on the part of the dealers who have been 
most persistent in the practice seems to prove that dealer 
marking of office furniture helps in the solution of the 
6ne most difficult sales problem in the trade. No need to 
dilate on the nature of that problem more than to say 
that it has been put pat by the firm that advertises “life- 
time furniture.” In the case of a growing business con- 
cern there is always the hope of sales of supplementary 
furniture Even normal increment, however, would not 
pay the expense of an office supply store or its furniture 
department and there are always the slackers, the con- 
servative customers who worry along year after year with 
the furniture with which they started in business. There 
is nothing for it but to help out the profits from office fur- 
niture by the sale of attachments, aecessories and sup- 
plies. Here is where the dealer’s nameplate plays the 
part of a friend at court. There is evidence to prove that 
if a business man needs a swinging shelf, a telephone ex- 
tension arm, index cards, folders, guides, or what not, 
he will instinctively turn to the dealer whose reminder 
is constantly before his eyes in the proportions of an 
unobtrusive but insistent nameplate. 

For all that manufacturers of office furniture have smiles 
instead of frowns for the dealer imprint so long as it does 
not obliterate, submerge or supplant the manufacturer’s 
trade-mark, the dealer should not expect the furniture 
maker to do the imprinting. That is logically a responsi- 
bility for the merchant and if he be systematic he will make 
arrangements whereby the imprinting will be done as soon 
as furniture is received and put into stock instead of under- 
taking to do it piecemeal at the time that goods are deliv- 
ered to customers. The only exception to this rule, pre- 
sumably, would be in the event that a dealer has reason to 
suppose that a portion of his furniture stock may figure 
in resales within the trade. 

As to the physical form of the dealer imprint on office 
furniture there are no hard and fast rules. Just as popu- 
lar familiarity with a manufacturer’s trade-mark is apt 
to bear relation to the age of the mark so is it desirable 
for a dealer in office furniture to become addicted to one 
type of commercial passport that his customers will come 
to recognize at a glance as his talisman. But there are 
various fashions in dealer imprinting. Whether it is wood 
or metal furniture that is to be inscribed may make some 
difference, the latter not lending itself so readily as the 
former to the support of paper labels, varnished over. 
The metal nameplate; held in place by tiny screws, is the 
most highly approved form of dealer identification, and 
deservedly so because it combines dignity and durability. 
Latterly, however, an increasing proportion of dealers in 
office furniture have resorted to the various forms of 
transfers and pleasing effects have been obtained where 
the colors of the transfer design harmonize with the fur- 
niture. For the information of furniture dealers who ob- 
ject to the use of the screws or brads that are required to 
fasten heavy gauge nameplates it should be added that 
there are obtainable embossed nameplates with gummed 
backs which will adhere to any furniture, be it wood or 


metal. ate 
Not all dealers follow the same formula as to the position 


“The world do move.” 


of the nameplate on an article of office furniture. Some 
dealers, as though to avoid any danger of confusion, place 
their mark as distant as possible from that of the manu- 
facturer. The larger proportion take the opposite tack and 
install the dealer nameplate in close proximity to the na- 
tional brand. This is on the theory that, first of all, the 
manufacturer has presumably chosen the logical place for 
the identification, and, secondly, if a dealer nameplate is to 
serve as a sort of footnote or annex to the factory identifi- 
cation it should be close at hand. Ever and anon, however, 
the dealer no less than the manufacturer must have a care 
not to affront the fastidious user of office furniture by a 
“signature” that will figuratively strike one in the face. 
Business men whose offices are the last word in dignified or 
artistic appointments can be counted upon to object to any 
furniture appendage that looks like an advertisement. The 
office furniture manufacturers have been at great pains to 
avoid arousing prejudice on this score and the retailers must 
do likewise. Unless the dealer is content to place his name 
on the back or bottom of each piece of furniture, where 
it will be seen only when looked for, he must, in justice 
to his trade, show restraint and artistry in his branding. 
He may not be in a position to match the ingenuity of 
the furniture manufacturer who has devised an admirable 
little set-in panel to carry his signature, but he can devise 
a nameplate that will, as the saying is, “fit into the land- 
scape,” and jar no sensibilities. 

The office equipment trade in general has occasion to 
rejoice over the spread of dealer imprinting for a reason 
that does not usually have recognition. It is not often 
taken into account, but there is no question that dealer 
branding makes for stability in the line, dealer loyalty, 
and a desirable degree of conservatism in retail trade 
policy. To begin with, the dealer who, by nameplate, 
openly assumes a share of responsibility for the office 
furniture he handles is a little more painstaking and 
cautious than he otherwise would be in selecting lines and 
models that he can conscientiously stand behind.  In- 
stinctively he reasons that if, by his own profession on 
the goods, he is to stand between the consumer and the 
producer, inferentially obligating himself to “make good” 
on defects or disappointments if the manufacturer does 
not, it behooves him to pin his faith to dependable lines. 
On the other hand, the retail merchant who habitually 
imprints his goods has the strongest incentive to continue 
a line once he has taken it on. Much of the advertising 
benefit that he may derive from the display of his name 
plate and all the repeat orders that nameplates bring are 
dependent presumably upon his ability to supply goods 
of the same make. Hence he is due to think twice before 
he switches national brands or severs a connection with 
a manufacturer with whose trade-mark his name has long 
been in association. 

With the increase m competition and the multiplication 
of retail stores in every city of any size it is reasonable 
to expect more general recourse to dealer imprinting in 
all lines. But there is bound to be an extra impulse 
in business equipment lines, such as office furniture, where 
goods enter the channel of retail distribution through 
exclusive agencies, special representation, etc., etc. Under 
such circumstances the business man, intent on replacing 
or supplementing his furniture, has but a single source 
of supply in his community for his favorite make. If 
such purchases are made at long intervals it would not 
be strange if the buyer was prone to forget which of his 
local supply houses carried the line. The dealer nameplate 
on furniture in use is a “daily reminder” of the identity 
of the intermediary and where to find him. 


There are men now well advanced toward 


the close of life’s journey who remember when an office consisted of a 
desk with turned legs, a few plank bottomed chairs and a near-sighied 
bookkeeper poring over his ponderous bound tomes at a high desk in an 
obscure corner. Work was work in those days and nothing was permitted 
to relieve its grimness. N ow we hace clean air and good light; turned 
brass cuspidors have replaced the box of sawdust. The bare floor is 
covered by a royal Wilton and the desk, flanked by overstuffed chairs, is 
of mahogany with lacquered brass hardware. The bookkeeper does his 
work with a machine and never misses his balance and the secretary ts 
a trim shorthand typist in a tailored gown. We know we must work to 


live, therefore we live while we work. 


Selah! 
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The 4-drawer vertical letter file-- 
a first rate leader for your filing 
cabinet department. 





Mr. Dealer 


If you are looking for a good com- 
petitive line of steel filing cabinets, 
here it 1s. We know there is not a 
better buy on the market. When 
you examine our cabinets you will 
at once notice their strength and 
durability, together with the neat 
olive green oven baked enamel 
finish, and the solid brass fittings. 
Careful attention has been given to 
the welding of parts, etc., and we 
would not have you overlook the 
easily operating drawers on their 
strong roller bearing suspension 
slides. A line with real class 
and suitable for any office. 


We know that the cabinets give good 
service to the user and that our prices 
and discounts to the dealer are right. 


Let us send you full information of the 


Steel Transfer Cases, “‘With Full Steel line. White for our illustrated folder 


Sides’’ made in letter cap, invoice and 


ledger sizes. We can give you three to 


five days’ service on shipments. 








Card Cabinets in one and two- 
drawer sections for 3x5, 4x6, and 
5x8 cards. 


just off the press. 
Do It NOW—Tomorrow Never Comes 


The BENTSON 


Mfg. Company 
AURORA -_ ILLINOIS 
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The UHL STEEL PosturChair 














INCORRECT SEATING 


Most chairs are, in themselves, fatiguing, because the pelvic 
sect bones bear the major part of the weight. This encourages 
bent-over posture, which hinders the‘proper action of the heart, 
ung: and other organs. 





CORRECT SEATING 


With the new Uhl Steel PosturChair, the ‘pelvic bones rest 
in a depression in the seat floor, which, with the low back sup- 
port, sustains the pelvis in right relation to the spine. Seat is 
shaped to distribute pressure borne by pelvis and thighs. 








musa UHL STEEL ‘cri’ 
THE TOLEDO METAL FURNITURE CO 
APPROVED BY 
AMERICAN 
OSTURE 


res.us. LE AG UE. INC. par. orr. 


The seated skeleton shows the points of the pelvis upon which the weight of the body is borne. 


Sit “in if” and be convineed 


This label ca each Ui Stes!” PosturCheir is the desler’s cer- “Feeling’’ is believing! Nothing will prove more convincingly the 
tificate of protection. 1 correct principle of the Uh! Steel PosturChair, than by sitting “‘in it” 

and you really sit in it, not on it, as is the case with most chairs. 

The thighs are supported at a higher level from the pelvis to 
within a few inches of the bend of the knee. The pelvic bones rest 
in the depression in the seat floor, which, with the low back support, 
sustains the pelvis in right relation to the spine. Seat is shaped to 
distribute pressure borne by pelvis and thighs. 

The Uhl Steel PosturChair provides correct seating. It encourages 
good, posture and creates maximum comfort. 

The Uhl Steel PosturChair has been developed as a result of long 
factory experimentation and in collaboration with the American 
Posture League of New York City, a nationally known organization, 
whose sole object is to work for better health and greater efficiency 
among workers. 


The idea back of this chair, together with the exceptional merchandising 
plans to sell it present a wonderful opportunity for the dealer to tie up 
to the biggest thing in chairs in a century. Write today for details. 


The Toledo Metal Furniture Co. 


1270 Hastings St. TOLEDO, OHIO 


Also manufacturers of Uh! Steel Office Furniture—Typewriter Desks, Chairs, Tables, 
Stands and Factory Equipment—Chairs, Stools, Trucks and Tool Trays. 
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4 GRADES—100 STYLES 


That’s Why the Imperial Dealer Sells 
Every Prospect Who Enters His Store 





‘ 
1000 GRADE 
is of massive 
construction, 
enduring qual- 
ity and worthy 
of the best 
offices. 


800 GRADE 
offers a wide 
range of selec- 
tion in a line of 
high quality, 
moderately 
priced. Won 
its popularity 
th ough pleas- 
ing appear- 
ance, sturdy 
construction, 
attention to 
details and rea- 
sonable price. 


for every office use 


400 GRADE 
meets the large 
daily demand 
for a low- 
priced, sub- 
stantially built 
line, of modern 
design, with 
quartered 
white oak or 
genuine mahog- 
any veneered 
writing beds 
and desk tops. 




















No. 339 





TABLES are made in all 
4 grades. A variety of 
styles, sizes and prices to 
suit every need. 


300 GRADE meets the de- 
mand of the trade desiring 
plain white oak desks of 
pleasing design and quality. 


EVANSVILLE. IND. 


SEND FOR OUR CATALOG No. 21 AND LATEST PRICE LIST 








ed 


— 








When you stock Imperial Products you know 
you will dispose of them quickly, surely and 
at a good profit. Our advertising campaign 
is acquainting buyers with the superiority of 
Imperial desks, tables and chairs. Other pro- 


gressive dealers in all parts of the country are 
enjoying good business in Imperial desks be- 
cause of this national advertising and our 
co-operation with attractive window cards, 
envelope stuffers and other helps. 


NEW FOLDER JUST ISSUED ON IMPERIAL SECRETARY—“‘the Supreme Typewriter Desk’ 
Write for Sample 


Imperial Desk Company 


- Evansville, Indiana 
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BUSINESS AMONG THE BANKS ® 


Knowledge Arising From Intensive Study of Big Institutions 
of Inestimable Value to the Office Furniture Salesman. 














DIRECTORS’ ROOM HIBERNIA BANK, NEW ORLEANS.—Installation by Dameron-Pier- 


son, Ltd. Furniture by Doten-Dunton 


Desk Company. A 


capital idea is observed in the 


platform bearing officers’ chairs with the other chairs arranged so that all directors face the 


president and other officers. This 


rectorates. 


HERE has been considerable discussion about the 
T necessity for knowledge of his line on the part of 

the office furniture salesman, but little has been said 
concerning the knowledge he should have of the places 
where his lines can be applied and of the tremendous pos- 
sibilities which a broad knowledge of business in its various 
phases opens up to the office furniture salesman. Sup- 
pose we take the single item of banks and bank equip- 


ment. Here we cover the entire office furniture line from 
desks and filing cabinets to costumers, lockers, vaults, 
safes, etc. Fitting up a bank with its office furniture is no 


small undertaking. Every bank wants the best there is 
and desires the best possible arrangement for the expedi- 
tion of its work, because the real work of the banker be- 
gins when the bank is closed for the day at two or three 
o'clock, as the case may be. 

Proper equipment and its right arrangement are, there- 
fore, of paramount importance. To save lost motion and 
reduce the number of steps saves time and labor and makes 
for that accuracy which is one of the vital considerations 
in banking. 

The office furniture salesman should make it part of his 
business to understand how the banks in his territory are 
laid out and should study the best methods of arrangement 
and make himself acquainted with the actual furniture re- 
quired for the most economical handling of the bank’s 
business. The salesman need not be a draftsman capable 
of laying out a floor plan, but he should have a very clear 
idea of what a suitable floor plan and office furniture lay- 
out of a bank should be and should be able to sketch it 
so that a draftsman could in a few minutes present a plan 
worthy of consideration. 

It is not enough to know the different styles of desks, 


arrangement 


is useful for companies having large di- 


filing cabinets, bookkeepers’ desks, typewriter desks, add- 
ing machine stands, card files, check files, etce., which a 
bank uses, but it must be recognized that all these have a 
certain relation with each other and that to economize time 
and effort the working tools must be laid out after a 
semblance of order and with reference to the regular prog- 
ress of the work from the beginning to the end. A bank or 
a large commercial office is a factory just like any other 
factory, although its product is expressed in terms of words 
and figures, and there should be a definite progress of the 
work from the time it starts until it is finished at the end 
of the day. 

There are a thousand and one things in a bank which 
will reward the salesman for an intensive study of bank- 
ers’ requirements. 

To be able to equip a bank from the directors’ room out 
to the chairs and settees in the lobby is an achievement 
worth while because it is a large order and because getting it 
implies that the salesman knows his job and understands not 
only his goods but the requirements.of his customer, and 
that he has won the confidence of one who is supposed to 
be a shrewd and careful business man. 

No salesman who is not equipped with thorough knowl- 
edge of the requirements of a bank, together with an un- 
derstanding of how his lines will meet those requirements, 
should regard himself as a competent man. The banker 
is a high class customer. Everything about a bank which 
the depositors see must carry the appearance of prosperity 
and must be comfortable as well. The bank, above all 
institutions, cannot afford to appear cheap, and must body 
forth the very spirit of solid, conservative prosperity. 

The modern bank, especially the one with numerous 
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branches, demands record keeping devices of the most loss. It, therefore, pays to study the requirements of the 
exact and comprehensive nature. modern bank and to provide filing and record keeping 

It is exceedingly important that a bank’s records be equipment exactly suited to the character and the peculiari- 
exact. A faulty record system may lead to grave financial ties of this highly specialized modern business. 
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ANOTHER VIEW TAKEN IN THE HIBERNIA BANK AT NEW ORLEANS.—This pic- 
ture shows the arrangement of the officers’ platform. Installation by Dameron-Pierson, Ltd 


The psychological effect of the well-arranged office has frequently 
been touched upon, but it will bear repetition because of its vital impor- 
tance. We do not regard the typewriters and the adding machines as a 

- bart of the furniture of the office. They are a part of its equipment and 
a very necessary part, but the furniture seems to have a more intimate 
relation with the spirit of the establishment. It is a part of the scenery. 
It is one with the blending color of the walls, with the rugs upon the 
floor and with the shaded lights arranged to cast their rays clearly, yet 
without irritation on the work at hand. The furniture of an office ts 
essentially of the body of the office itself. If it is inharmonious, jumbled 
in arrangement and poorly kept, the psychological effect is bad, not only 
upon the workers themselves, but upon those who visit the office. The 
furniture of an office should be selected with a view to harmony of finish, 
color and grain and arranged with an eye to symmetry and convenience. 
It should breathe the spirit of quiet order and should make the visitor 
think of a place where work is done with thoughtful and well considered 
efficiency. To be ushered into a cool office with comfortable chairs, neatly 
ordered desks and lights which do not glare nor dazzle is to be put na 
receptive frame of mind. With the body at ease, and with no exterior 
irritations, the mind is free to work its best. An office which accom- 
tlishes this approaches the ideal in business and professional life. 








a 


1S RR on EERE pyre y Rev ae 


een * 








June, 1922. OFFICE APPLIANCES 


131 











It went through this fire— 


fell seven stories— 





Modern Phonograph Supply Co 
$13.8. Clinton Street 
CHICAGO Ut 


Chicago, Illinois 
April First, 
192 2. 





The Shaw-Walker Compeny, 
163 @. Monroe Street, 
Chicago, Illinois. 


Gent lemen: ~ Atten. Mrs Malin 


We want to tell you that the only records which we now possess 
were those contained in the #1406 safe thet you sold us some time 
ago. 


When we saw the havoc created by the fire which destroyed an en- 
tire block and which was one of the worst experienced in Chicago 
since 1670, we certainly felt 111 at ease, as in addition to our 
card list of 65,000 prospects we also had the only record of our 
instellment accounts, consisting of thousands of dollars, housed 
in this sefe. 


It was several days before we could think about removing it as 
the Fire Department was constantly pleying water on the ruins. 
We were able, however, on Saturday, March 25th, to heve s crew 
of men start digring and we were rewarded in the afternoon by 
locating the safe. 


When we sew the terrible fall this safe had hed from the sizth 
floor, we were agein very doubtful, but it was certainly « plees- 
| ure when we opened the safe to find that we hed not lost & single 
| sheet of paper. 





| Assurine you that the fact of heving our records preserved in this 
safe has ensdled us to resume our business, which otherwise would 
be very difficult if not impossible, we are 

Yours very truly, 


MDDERN PHONOGRAPH SUPPLY ©O. 
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Steel 
Wood 
Supplies 
Safes 











‘Enabled Us to Resume Our Business’’ 


A Tribute to a Shaw-Walker Filing Safe 


and contents were unharmed. 


Over 200, out of 247 
firms, lost all of their of- 
fice records in this fire. 
[If your office were to 
burn tonight, could you 
continue in business to- 
morrow ? 


In cases of fire, Shaw- 
Walker filing safe pro- 
tection is invaluable to 
your business. 


Over 18000 Shaw-Walker 
filing Safes in use and not 
one ever lost its contents in 
a fire. The quality of the 
Shaw-Walker line makes it 
a highly satisfactory line 
for dealers to handle. Write 
for information, 


Cooperation 
Knowledge 
Ideas 
Service 


MUSKEGON, MICHIGAN 
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to Read Every Word of This Message on 


BIGGER PROFITS! 





Samson 329 


Illustrating 34”x72!’ size. 


Other sizes: 
30”x48”" 32”x60” 36”x96” 









Plain White Oak. Drawers are dovetailed 
back and front, 3-plywood framed-in bot- 
toms, finished inside. Under-top is finished, and is re- 
enforced with Cleat Construction. Standard Office Dull 
Finish; special colors at extra cost. Shipped K.D. two 
of size in crate. 





Samson 317 
Illustrating 36”’x72” size. 


Other sizes: 
24”"x36” 30”x48” 
34”x60” 42”x96” 








Quartered White Oak Top. Rails, drawer 
fronts and legs are plain White Oak. Draw- 
ers are dovetailed back and front 3-plywood framed-in 
bottoms finished inside. Under-top is finished and is re- 
enforced with Cleat Construction. Standard Office Dull 
Rubbed Finish: special colors at extra cost. Unless other- 
wise specified is shipped without Brass Sockets; K.D., two 
of a size in crate. 






OFFICE oa DIRE 


TABLES TABLES 


TRADE MARK REGISTERED 
MUTSCHLER BROTHERS eo. NAPPANEE. IND... U.S.A 


Samson 337 


Illustrating 42”x96” size. 


Other sizes: 36”x72”—48”x120" 
Genuine Mahogany. 
with 4%” veneer. Shelf is built of 1” 


framed-in bottoms, finished inside. 
forced with Cleat Construction. 
special colors at extra cost. 












Stretcher-feet are made of built-up stock covered 
solid stock with 
Re-enforced” to 2”. Drawers are dovetailed back and front, 3-plywood 

Under-top is finished, and is re-en- 
Standard Office Dull 
Shipped K. D., one in crate. 


sides “Interlock 


Rubbed Finish; 


Volume equals pressure divided by resistance! This 
is the law of physics and sales. And because Sam- 
son selling pressure has more than offset sales re- 
sistance piled up in 1920-’21 and ’22, Samson volume 
of sales has actually increased per dealer per month 
and per year throughout this entire period 


As “soft” times go, “soft” deal 
ers go with them! So does in- 


ferior merchandise! So do faulty 


or false selling propositions! 


Only the fit survive! And, in ad- 
dition to Samson actual increase 
Seinsieiiiaste, in volume Samson percentage of 
terlock Reenforce- 
ment” secures for all 
Samson Table Tops a 
strength greatiy in ex- 
cess of constructions 
used in other tables. 


the total volume of business table 
sales dominates the market by an 


enormous increase each year as 
Right-hand leg sections 
show weak leg construc- 
tion typical of ordinar 

table legs built wit 

varying thickness of 
stock. Left-hand leg 
sections show Samson 
strong legs resulting 
from “taper-miter- 
joint-voxed”’ method of 
securing Samson uni- 
form thickness of stock. 


selling becomes more difficult for 
inferior lines. 


Supply Nationally Known 


SAMSON TABLES 


of Accepted High Value! 


3efore you discount our state- 


ment that Samson sales have 
never slumped investigate at sev- 
eral Samson retailers! Then get 
all the facts from us! Check up! 
We have a full line of the finest, 
most useful and durable office and 
directors’ tables in America. 
There is a table for every use, in 
many sizes, in many woods and 
finishes and at practically any 


price. 


Write for Samples and Selling 
Helps, National Advertising Out- 
line and Proofs, Catalogs and 
Prices. 


MUTSCHLER 
BROTHERS CO. 


Nappanee, Indiana, U. S. A. 
Makers of Good Tables Since 1896. 
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Business Men Like 


This Businesslike 


DESK 


Here is a low priced corporation desk that instantly appeals 
to the buyer of office equipment because of its many practi- 
cal points. 

It appeals to dealers because of its many selling points. Here 
are some of them. 


Built of Steel for Durability 


The same sturdy all-steel construction which is making so many 
friends everywhere for Jamestown Metal Desks. 


Welded for Rigidity 
No bolts or rivets to become loose. Every seam and joint 
spot or acetylene welded into one solid piece of metal. 

Wood Grain Finish for Refinement 
A perfect replica of high class, hand finished wood with Battle- 
ship linoleum top and bronze binding—-Richly distinctive. 


Compact and Simple for Utility 
A general purpose desk that combines convenience with ease 
of handling and operation. 

Knock Down for Convenience 
Easily knocked-down for shipment, storage or moving. Can 
be assembled easily and quickly. 

Low Priced for Economy 


The special low price appeals to the quantity buyer. The lib- 
eral discount makes this desk especially profitable to the dealer. 


Send for complete information regarding this money maker. 


The Jamestown Metal Desk Co., Inc. 


Jamestown, N. Y. 
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PORTION OF OFFICE FURNITURE ROOM OF THE OFFICE OUTFITTERS COMPANY 
OF BIRMINGHAM, ALA.—This company specializes in the complete equipment of offices. 


holding the relation of the interior designer to office people as the interior decorator acts for 
the home. They contract to equip offices with furniture which fits the particular needs of the 
place, installing bookkeeping and other systems adapted to the space and requirements of 


the concern. The company renders its principal service in furnishing and equipping busi- 
ness and professional offices. The furniture shown on the floor in the above picture is a part 
of the company’s most recent big special order and is to be used in the newly remodelled and 
enlarged premises of the Birmingham Trust & Savings Company. Every piece of this fur- 
niture was specially ordered and designed for the exact spot selected for it by the Office 
Outfitters Company. Perhaps the most attractive suite is the selected East Indian mahogany 
with which the president's office is furnished. 





MODEL OFFICE DISPLAY, ARRANGED BY A MARY- 
LAND DEALER.—The Standard Office Equipment Com- 
pany, Cumberland, Md., Makes Such Displays Realistic by 
Including the Office Machinery Appropriate. [Cut Shown 
by re of The Skyscraper (The Shaw-Walker Com- 
pany). 
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3 “A Year and A Half Ahead” 














Why--““A Year and a Half Ahead” -- 


told clearly, concisely, logically in our three new Cata- 
logs. Any or all of which we will gladly send on request. 


Steel Filing Cabinets and Safes 
No. 1922 


Upright — Horizontal — Half Sections 
All Sectional 


Solid Card Index Cabinets and Transter Cases. 


Wood Filing Cabinets 
No. 1921 


Upright — Horizontal — Halt Sections 
All Sectional 


Solid Card Index and Check File Cabinets, Correspondence Trays, 
Card Trays, Tickler Boxes, Posting Desks. 


Supply Catalog No. 920 


A most Complete line of Supplies for all kinds of Filing. Vertical 
File Guides and Folders in every standard size and grade and weight. 


Record Cards in all standard sizes, grades, colors. 
Card Guides printed or blank. 


a 4 


Browne - Morse Company 
Builders of Quality Filing Equipment and Supplies 
Muskegon, Michigan 
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PRACTICAL SUGGESTIONS CONDENSED 








Paragraphic Hints as to the Handling of Office Furniture in 
the Stationery and Office Equipment Store. 


|| 


i che 


kept on and on, bringing regularly their needs to that 


NE of the best reasons why it is desirable for the ders and who, because they liked the service given, have 
office equipment dealer to handle office furniture 


is that he is an office equipment dealer. In every 
conception that is well carried out, we find the spirit of 
unity, of completeness, of something thoroughly done, 
without loose ends remaining where things have been left 
undone that could have been accomplished. The presence 
of a line of office furniture in the office equipment store is 
the most logical thing in the world. Men do not buy 
loose feaf ledgers, ink wells, and the thousand and one 
small items with which their offices are equipped in order 
to use them on dry goods boxes and pine tables. If one 
is a dealer in office equipment, why not, therefore, go all 
the way and deal in it? Why not be prepared to supply 
everything that a man could need to fit up his office? 
One cannot regard office furniture as a thing apart, for 
it is a part of the whole, each member of which will help 
every other member. A man who buys a lead pencil uses 
a desk on which he writes. He may be a millionaire or a 
clerk, or just an average citizen. The salesman cannot tell 
from his exterior what he is capable of buying, nor what 
he is likely to buy tomorrow. The thing to be is precisely 
that which has made many men great and that is to be 
ready not only for the problem of today, but for the de- 
mand which is going to come tomorrow. 

+ + * 

There is a psychology in office furniture a bit different 
from that of the long established stationery lines. The 
stationery store is a world of many items; a large propor- 
tion of its retail sales consists of small orders. In the 
furniture department the sale is slower in coming, but in- 
dividual sales mean more when they do come. To the 
man who is tired by long contact with daily routine in 
small affairs, a line of office furniture, even if it is only 
a starter, is often a tonic, renewing interest and bringing 
to the mind fresh avenues of thought and action. For the 
lazy and satisfied man, it is not to be recommended be- 
cause the experience of many establishments is that a 
small line of filing devices and other office furniture some- 
times grows like Jack’s beanstalk, and brings problems of 
expansion which keep one hustling to keep abreast of 
them. Growth, however, is the law of life, and as long as 
we can see ourselves growing, we need not fear decay. 

a * a 

Quality is a relative term. To one man it means one 
thing, and to another man another. To the average man 
of average means quality means dependability. It means 
something that will stand the gaff of everyday use and 
still retain an appearance which will not disgrace the estab- 
lishment. It is like old Polonius’ advice to his son, “Costly 
thy raiment as thy purse allows; neat, but not gaudy.” In 
every community there is a demand for at least two 
grades of office equipment, the highest grade and the 
medium grade, and the bulk of sales will be in the medium 
grades. In some communities there is a demand for three 
grades, the best, the medium and the cheap. The dealer 
who expects to serve the greatest number of people will not 
confine himself to one grade, but will study his market and 
make such judicious selections as will be likely to provide 
him with the greatest number of sales. 

*-¢ @ 

Be not afraid, nor too proud, to serve to the utmost the 
customer whose pocket will permit him to purchase only 
the cheap file, for no man has yet acquired the gift which 
will enable him to see into the future of another and to tell 
at what hour the wheel of fate may turn and bring that 
other man to fortune and success. Therefore, ever, every- 
where and always, make friends, for friendship is the 
soundest asset of business. 

* * * 

The business of every store is built like a house, stone 
upon stone, from the cellar to the topmost piece. Many 
a dealer can point to customers who began with small or- 


dealer whose care in serving them has given them the most 
satisfaction. An order for filing cabinets or for a desk or 
chair, if properly filled and followed up, more often than 
not means a customer for the loose leaf or some other 
stationery department. We can turn the proposition about 
and the same thing will hold true, provided the customer 
who buys loose leaf is given the privilege of seeing the 
office furniture on hand. It is axiomatic that men buy 
what they see, if it is desirable, but seldom buy what they 
do not see, whether it is desirable or not. 
* . » 


We hear a good deal of talk these days about education 
—about educating this salesman and that, and we find that 
there are so-called experts who are capitalizing the idea, 
going from place to place, “educating” sales people in dif- 
ferent stores. Now, education is an impulse which to a 
certain extent should come from within. We have long 
tried to apply it from without with very indifferent suc- 
cess, principally because almost anybody resents the as- 
sumption on the part of somebody else that he needs to be 
educated. We take the need for education for granted, 
when it is presented in general terms, but when it comes 
down to brass tacks and some smooth talking individual 
tells us that he is going to educate us, we may, according to 
our inclinations or beliefs, become a trifle emphatic, 
not to say profane in inquiring why he knows more 
about it than we do, and so when we educate our 
office furniture force, it is a good plan to sugar-coat 
the pill, so to speak. If one tells John Jones some 
morning to take the car up to the desk factory and find 
out just how that number 384 desk is made, because the 
boss wants to know a little something about it from the 
inside, John cheerfully goes and finds out a lot more about 
the making of a desk than he ever knew before. Or, if 
one says in general terms that after much consideration 
one has come to the conclusion that everybody ought to 
understand thoroughly the goods he sells and that the store 
is getting a little club to study into the history of the dif- 
ferent products and the processes of manufacture, 99 out 
of 100 men, and women, too, will be anxious to join the 
club. This, we believe, is a better way to bring about edu- 
cation because it stimulates the interest and the curiosity 
of each individual without putting anything over on his self 
respect. 

 —_— 

In handling goods of the character of office furniture, 
it is sometimes necessary in making a new sale to assist 
the customer in the disposition of old furniture which is 
to be replaced by new. Some dealers steer clear of this 
problem by refusing to have anything to do with used 
furniture. Others cheerfully undertake its disposal, and it 
has seemed to us that this proposition is a part of the serv- 
ice which a dealer ought to undertake if he is to give the 
customer the best deal possible. Very often there is a 
market for second-hand furniture, if it is in any sort of 
condition. The second-hand dealer follows the policy of 
giving just as littie as he can for such stuff and selling it 
after fixing it up a bit at a pretty stiff margin of profit. 
The regular dealer cannot afford to lose sight of the 
fact that he is in the husiness of selling new goods, so 
that the disposal of used furniture must necessarily be an 
incidental proposition. With his facilities for knowing 
where office furniture can be placed, he can often handle 
this sort of a deal to advantage and satisfy both customers. 
Whether he should do so or not is a matter which merits 
very serious thought. Some stores have a department 
which takes care of minor repairs, scratches, etc., on new 
furniture as it comes in. Some stores keep this depart- 
ment busy by adding to it the duty of making repairs on 
used furniture and putting it in presentable aoe for re- 
sale. For the dealer to sell used furniture taken in the 
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STEELCASE Business Equipment 


Builds Prestige and Business for Dealers 
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No. DTD-172 
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| What do you require of good 
| office furniture? 


A Dornette Desk or Table is an expression of what you desire in good office 
furniture. No matter what your individual requirements may be, you will 
find a Dornette Design especially adapted to them. 

















For the past forty years, Dornette products have kept abreast of the times 
by continually “drilling down to bed rock”—to ascertain the user’s, your 
customer’s, requirements. Knowing these requirements, we embody them. 


Thus, every Dornette Design is manufactured to meet a certain code of 
requirements. A Dornette Desk is more than just a stock desk, a Dornette 
Table is more than just a stock table—they are made to order—TO YOUR 
CUSTOMER’S ORDER. 





To your trade this means complete satisfaction in a real, honest-to-goodness 
value. And you become the happy possessor of goodwill, accumulating 
prestige and excellent remuneration. Ask for our catalog. 


MAKERS OF FINE OFFICE DESKS FOR OVER 40 YEARS 


THE J. DORNETTE & BRO. CO. 


JOHN DORNETTE, Sr., President and Founder 


Barnard St. and Harrison Ave., CINCINNATI, OHIO ° 
NEW YORK OFFICE MINNEAPOLIS OFFICE 
368 Broome St. 605 Lumber Exchange 
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course of other transactions is not a source of much direct 
profit, in fact, if it carries its burden of expense with only 
a very slight margin of profit, its object is accomplished, 
for it has aided in the sale of new merchandise. It should 
always be understood that the profits on the new goods 
must be at the regular figure after the used stuff has been 
disposed of and a small profit in addition should be made 
on the used goods, for no department of a business is safe 
from the possibility of loss unless a certain percentage of 
profit is assured. 
* « * 

“Don’t be infallible. It is wearing on the nerves. Take 
the matter of displaying stock, for instance. The one sure 
rule to follow is to change frequently. The day one de- 
cides he has the right combination, world without end, 
from that day forth one is slipping. Originality includes 
the power to move. What seems to be the best possible 
combination of desks, chairs and tables one day, will be 
the worst poss‘*ble combination that day next month. He 
is wise who always tries to find himself in the wrong. 
Every betterment helps the next. Keep tinkering with the 
display.’ 

« . * 

There are many opportunities for the sale of office furni- 
ture in the average community and a suitable arrangement 
of goods will repay almost any stationer. Inasmuch as 
most stationers have a limited space at their disposal, it 
has been suggested that a small model office be fixed up 
on the first floor which would include a desk, table and suit- 
able chairs, costumer or wardrobe, waste basket, telephone 
and desk accessories and anything else that there might be 
room for. The arrangement should be changed from time 
to time so as to avoid monotony and to keep the regular 
patrons of the store and the clerks from looking upon it 
as a fixture. Such an office should be arranged so that 
each piece matches the rest of the suite. Stock can be 
kept upon another floor to which the intending purchaser 
can be conducted if he exhibits interest in the subject. 

* * «© 

Most concerns which have a suitable office furniture 
stock employ outside salesmen to conduct a more or less 
vigorous campaign to sell the goods. Each one of these 
men should be equipped with report cards containing the 
information desired about each call. These reports filled 
out and turned in in a short time constitute a most valu- 
able collection of data and its value increases year by year. 
A Northwestern house employs a canvasser at a moderate 
salary to visit each building in the business district sys- 
tematically. This man notes on cards all the information 
he obtains about each concern he visits, their equipment, 
present requirements, probable future requirements, name, 
location, etc. These cards are turned in each day and those 
which indicate the probability of business are taken over 
by a competent office furniture salesman who goes imme- 
diately to work te develop the business. The high priced 
salesman is thus kept busy all the time upon productive 
work. 

~~ * . 

Supplies for filing cabinets such as guides, folders, rec- 
ord cards and indexing systems—and these supplies now 
include similar articles for filing desks—constitute an im- 
portant part of the business for the stationer who carries 
a stock of office furniture. These supplies it is necessary 
for the dealer to have and they are a good source of profit 
because those who buy them do not haggle as to the quan- 
tity but buy freely in anticipation of future requirements. 

* * * 


A New York state dealer who has made a great success 
of his office furniture as well as his general stationery de- 
partment, advises the segregation of the different articles 
into departments insofar as this may be possible. The 
blank book department should contain blank books as well 
as loose leaf books. Typewriter supplies department 
should contain everything pertaining to the typewriter. 
The general stationery department should be confined to 
those things properly belonging to it, while the office fur- 
niture department should be devoted to office furniture, 
such as desks, chairs, sectional bookcases, tables, costum- 
ers, and the like, including supplies. This dealer has fol- 
lowed the foregoing method with a great deal of success. 


% 


Each department helps other departments and all work 
together for the common interests of the concern. 
+ * » 

One of the best known and most successful 
Ohio for more than ten years has conducted a school which 
meets every Monday evening and consists of the city sales- 
men, store salesmen and traveling men. These meetings 
take up all subjects pertinent to the business, each meet- 
ing concentrating on one topic as far as possible in order 
to go into each subject as thoroughly as time will permit. 
This offers each man a great deal of inspiration and assis- 
for the discussions are open and every one is sup- 


houses in 


tance, 
posed to participate who has anything to offer. Every 
person in the organization attends each meeting. This 


same house keeps a prospect file and it is the duty of the 
store and city salesmen immediately to report any prospec- 
tive customers. These prospects are gone over every week 
and are allotted to the different salesmen, each of whom 
is responsible for securing the order assigned. If he fails 
to secure it, the entire organization knows why. A sales- 
man is found who is personally acquainted with a pros- 
pect. He is assigned to get the order, for personal ac- 
quaintance has much to do with getting business. 
oo ” +” 

The best location for an office furniture department in 
stores where all kinds of office supplies and sundries are 
carried is said by some to be on the second floor. There 
is really no difficulty in bringing the customer to the sec- 
ond floor to show furniture stock. The second floor is 
better than the first because there is usually more space 
available, so that the dealer can arrange his stock with 
some consideration as to order and harmony. Sometimes 
there is room enough to partition off suites for matched 
furniture in different finishes. It is suggested that in ar 
ranging files where lack of space prevents separate stacks, 
the dealer should follow the order of the manufacturer’s 
catalogue, placing vertical files in the horizontal first 
There should be no scattering of small articles such as 
trays, waste baskets, etc., among the furniture. 

~ x .s 

The suggestion as to placing the office furniture stock on 
the second floor is, of course, prompted by the necessities 
of most situations, because few concerns have a large 
enough space on the ground floor to accommodate a _gen- 
eral line of office equipment and stationery and office furni- 
ture, as well, but if one has a dry, convenient and well ar- 
ranged basement, there is no reason why the basement is 
not quite as good as an upstairs location. The matter of 
arrangement, we are told by a successful dealer, is largely 
one of individual experiment and frequent changes, and 
with it all, cleanliness is of paramount importance. Furni- 
ture requires constant care to keep it free from dirt and 
blemishes. Money spent upon such work is money well 
invested. Nor should any man be picked hephasard to 
care for finely finished furniture. He should be a careful 
man who has some slight idea of taking care of such goods 
or who is willing to acquire the knowledge because of in- 
terest in his work. 

ok * * 

Down in the southwest they have some rather apt and 
old fashioned proverbs that are not encountered in other 
parts of the country. One of these is that it pays to set 
a trap to catch a coon because you might catch a bear. 
The application is found in the incident here related. One 
time one of the leading houses in Oklahoma City made 
special arrangement of office furniture for a customer in 
anticipation of a call. The customer, however, failed to 
come because one of the firm’s competitors had warbled 
more attractive song. Another man did come in, how 
ever, saw the combination that had been arranged and im- 
mediately bought a much larger bill of goods than the con- 
cern could have possibly sold to the first customer. The 
moral is that one should not be stingy with time and 
effort devoted to the making of attractive arrangements of 
office furniture pieces, because there is no telling when a 
bear will come in and spring the trap. 

x * * 
great success in the 
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A western dealer who has achieved 
office furniture business presents this argument, 





48K 





bs 
Kose 





ee el | 


June, 1922. 


OFFICE 


APPLIANCES 














Mid-Year [Transfer Time Means 


Increased Sales for Seouwuty ‘Transfer Cases 


A Complete 
Line 
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These Ten Features 
Make a Real 


SFER 


CASE 











Built of steel—strong as steel, safe 
as steel and durable as steel. 


Built like a filing cabinet with low 
sides—may be equipped with com- 
pressor and rod. 


Stacks set up from the floor on 
bottom connection bars. Shoes 
provided if desired. 


Stacks bound together by simple 
but effective horizontal lock which 
makes a tight structure. 


Sturdy—tiers of cases interlocked 
vertically at top and bottom by 
bars and sockets. 


Convenient, time-saving, accessi- 
ble —steel rollers make wer op- 
eration easy and finding quick. 


Quality all through—nothing too 
small to be just right—index hold- 
ers are brass. 

‘Dust lip’’ fits tightly along top 
of duntidenes and protects con- 
tents from dust, moisture and 
rodents. 

















Rigid steel case encloses drawer— A size for every kind of record you 


@ 9009 











not merely a drawer in a skeleton US¢—invoice, letter, legal and led- 
frame. ger. 
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The shoe which The beam which The roller which 
bears the gives strength to makes operation 
112 Legal Size weight the stack smooth 


Packed six or twelve to a crate. Loose 
compressors and rods furnished extra. 


A Direct by Mail Sales Campaign that will 
get Transfer Cabinet orders for you, is 
ready. Write for it. 
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STEEL EQUIPMENT CORPORATION 
AVENEL, NEW JERSEY 


NEWARK, N. J. 
Makers of the full line of Security Steel Office Furniture 


NEW YORK, N. Y. BOSTON, MASS. 
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ENGLEWOOD 
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In every Englewood design there is one outstanding 
feature which demands consideration—you see it in the 
construction, the way the desks are put together—it is 
ever present in the arrangement and design—the smooth 
and continuous performance of all working parts prove 
it. That one thing is SERVICE. 

Service to the user is the forerunner of complete sat- 
isfaction. 


The Englewood Line is recommended to dealers who 
desire to satisfy the largest number of customers. 
Quality, price, service, satisfaction and real value con- 
sidered they cannot be beat. 


Send for your copy of the Englewood catalog. 


ENGLEWOOD DESK COMPANY 
5816 Lowe Avenue, CHICAGO, ILL. 


Fe cidh. 
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A Demonstration of Profit Building 
With MEDART Steel Office Cabinets 


Everything comes to him who goes after it! Lucas Bros. of Balti- 
more went after more profits and got them—with the Medart line of 
Steel Office Cabinets. Several days after putting in the attractive 
window shown above, they wrote: “Stock of Double and Junior 
Cabinets entirely exhausted and we have several orders in our 
pending file awaiting arrival of stock. We would appreciate prompt 
shipment of our last two orders.” 

Every enterprising dealer can do the same. Push the Medart line—give Medart 
Cabinets window space and front-of-store position and they will sell themselves. 


Unmistakable quality combined with a remarkably low selling price makes easy 
sales for you. Special advertising enclosures supplied on request. 


Fred Medart Mfg. Co. 


Potomac and De Kalb Sts. St. Louis, Mo. 


New York: 52 Vanderbilt Ave. San Francisco: Rialto Bidg. 
Chicago: 326 W. Madison Street 
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appears to be logical: The appeal in the sale of filing 
equipment is to the business man and it is, therefore, 
strongest when the appearance of the floor display sug- 
gests order and planning. Whether the dealer says any- 
thing about it or not, he is preaching efficiency in the of- 
fice, and if the customer’s first impressions of the store 
bear out this idea, then the dealer has taken the first step 
in the sale. If not, he is in the position of the salesman 
whose approach is weak. For this reason, a miscellaneous 
showing of all kinds, types and colors of files stacked 
about without regard to order is bad. It is distracting and 
confusing and does not make for sales. These devices 
should be grouped in the different forms and types of 
equipment, keeping colors in each group together. The 
grouping of the different forms of files in alcoves presents 
some advantages. All the alcoves should face so as to 
present an open front to the store and still form a sort of 
compartment in which the prospect may be shown the 
several forms of files without the disturbing influence of 
seeing other types of equipment at the same time. 
* * * 


It is always a question just what and how much a sales- 
man should know about the lines of his competitors. Most 
dealers will agree that the dealer cannot know too much 
about his own lines and some are of the opinion that he 
should know all about the other lines that he can possibly 
learn. Many salesmen have a small knowledge of compet- 
ing lines and when such a line is mentioned, will begin an 
argument as to where that line is weak. This is unneces- 
sary. The only way in which the salesman may properly 
bring out the faults of the competing line is by placing 
before the prospect the advantages of his own line, and 
particularly all the points in which his line is superior to 
that of competitors without calling attention to the com- 
peting goods. He should bring these points of superiority 
out with as much force as he can and let the customer see 
the fault of competing lines for himself. The salesman 
should never argue for the other fellow. “Every knock is 
a boost.” 
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It has been suggested that the office furniture salesman 
should make his vocation a straight specialty sales proposi- 
tion, looking upon it as a business by itself, studying all 
its points and concentrating on the line. Once a man gets 
into this work, he will find it extremely interesting. One 
sale helps to make the next one. Installing different sys- 
tems as the salesman does, he gets a contact with many 
different businesses because of his daily calls and acquires 
as time goes on an increasingly wide acquaintance with 
office managers, purchasing agents and others who are 
doing big things in the business world. To know such 
people is always not only advantageous but interesting, 
and as one proceeds, if one is the right sort of a man, the 
friendships so made will insure a steady business. 

* * x 


Carelessness and lack of information are two of the most 
annoying handicaps under which many dealers work. It 
has been found that some dealers do not acquaint them- 
selves sufficiently with the constructive features of the line 
they are handling and its price. Sometimes the dealer de- 
lays giving information to the customer in order to write 
the manufacturer, when the quotation he wants is in the 
catalogue in his own possession. This arises from failure 
to file catalogues and price lists where they can be readily 
found. 

ok . ok 

The dealer who is considering the installation of an of- 
fice furniture department should realize in advance that 
while the gross sales are large and attractive once the bus- 
iness is developed, the line is nevertheless slow moving and 
so bulky as to make the proper charge for rental expense 
rather high. Also, he should understand that a high order 
of salesmanship is necessary to move the goods, therefore, 
the direct selling expenses in an office furniture department 
depending largely upon store sales is considerably higher 
than in the office sundries department, where individual 
sales are smaller, but the turn-over is rapid. It behooves 
the dealer, therefore, to uphold his prices and not to cut 
them, because if he does, he will lose money very quickly. 


STANDARDIZING ACCORDING TO SERVICE 


A Suggestion With Regard 


the Selection and Sale of 


Office Furniture. 


N days of old, a desk was a desk and a chair a 

chair, and the user gave thought only to the appeal to 

the eye. In the good old days of Chippendale and 
Sheraton, furniture was designed to meet certain standards 
of beauty and symmetry, and if we are to take as examples 
those specimens of.the art which have come down to us, 
the thought will come that the masters of the craft gave 
little consideration to comfort and convenience and almost 
none at all to the anatomical construction on the human 
frame. 

Furniture in the days of long ago was decidedly orna- 
mental. Some of the old desks and cabinets, notably those 
made in England and France of the seventeenth and 
eighteenth centuries, were really works of art, hand-made 
in the finest of woods and inlaid with other wood, with 
precious metals and mother-of-pearl, but the writing desk 
and the cabinet of those days were not built for con- 
venience. To be sure the amount of writing done was 
much less than it is today and the documents to be filed 
and kept were not so numerous. Little, if any, attempt was 
made to beautify the business office, for business was un- 
der the ban and the man who had to earn his living “in 
trade” was a creature of the lower orders. We find, there- 
fore, that the counting house office described by Dickens 
in “A Christmas Carol” was probably typical of other of- 
fices of the time, musty, threadbare, inconvenient, with a 
high stool at a high, straight desk, indifferent light, enor- 
mous ledgers and other books of account, the handling 
of which required no small degree of physical strength. 
The round shouldered, near-sighted bookkeeper was the 
rule in those days, while the lot of the secretary or the 
amanuensis was hardly less happy. Papers were filed on 
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spindles and when the spindles were full, the documents 
were tied together with string and stowed away in boxes. 
Gradually, however, as the new world developed there came 
a change in the spirit of affairs. The worker began to ad- 
vance in the scale of social life and his comfort and eff- 
ciency began to be studied. Business took on a new dig- 
nity and men began to become students of efficiency; to 
discover that the comfortable worker, whose mind was 
freed from the nagging influence of physical inconvenience 
was the best worker, and that harmony had a greater in- 
fluence on efficiency than had theretofore been supposed. 
The plain and rigid construction of our office furniture 
thereafter began to give place to attempts at beauty along 
with convenience until now there is a broad general under- 
standing of all the different angles to the problem of office 
furniture construction. 

We have thought that occasionally the purchaser of of- 
fice equipment in putting in something which will meet 
his fancy and match with what is already in the office 
disregards the service which the equipment may perform 
or the added comfort it may bring to the user. That 
which appeals to the personal fancy in office furniture may 
not by any means bring the greatest service to the busi- 
ness per unit. The point is that while harmony is im- 
portant, the basic idea should be the co-related value of 
each piece as a working unit in connection with the equip- 
ment already installed, and that beauty should be a 
ondary consideration and not a primary one. 

These considerations would bring about probably what 
might be called a closer study of equipment from the view- 
point of the user and greater standardization in the mat- 
ter of service because the service of office equipment de- 
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Visibility—All tabs 


in plain view 


Double check— 
letter and number 


Transparent celluloid tab 


Two position 
name folders 


Wide writing space 


Index to fit your 
business 





























Heavy gray pressboard | 


























































































































Sell the ‘“‘Allsteel’’ Line 
and meet every requirement 


‘‘Allsteel’’ Filing Systems are so ‘‘Allsteel’’ Filing Equipment to- 
flexible and adaptable that any gether with ‘‘Allsteel’’ Office Fur- 
dealer can install any reasonable niture puts dealers in a position 
system out of stock. to more than meet every modern 


: . , office requirement. 
Information is always available 


through the ‘‘Allsteel’’ Filing If you want to build a clean, per- 
Supply Department — enabling manent, growing business, handle 
you to give expert advice on the complete “Allsteel” line. Write 
unusual installations. today for special dealer proposition. 


The General Fireproofing Company 


Youngstown, Ohio 


Branches in New York, Chicago, Boston, Washington, Atlanta, Minneapolis, St. Louis, Seattle, 
San Francisco, Philadelphia. Dealers in All Principal Cities 





Filing Supplies 
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The two desks here illu-- 
trated are constructed of 
extra selected quartered 
oak, perfectly matched. 
Writing beds and desk 
tops 5-ply built-up con- 
struction. Legs 134 
inches square, of solid 
white oak, tapered. 
Drawers of hardwood 
throughout, finished in- 
side. Pedestals fitted 
with metal dust and 
vermin-proof bottoms. 
Brush brass sockets and 
invisible sliding casters. 
Finish—standard light 
golden oak, dull-rubbed. 





No. A-860 


























HOOSIER 
DESKS. 


“Built true-Clear thru’ is the 
trademark stamped on every 
Hoosier design. It’s the Hoosier 
guarantee of correct desk con- 
struction—the user's assurance 
of the highest degree of utility, 
long lasting service, ease of per- | 
formance and staunch and sturdy 
construction. 


And Hoosier Desks are wear 
proof. Soundly and steadily do 


they stand the use and abuse of 
the modern office. Moving parts, 
such as drawers and sliding 
panels, remain intact, operating 
smoothly and easily. Writing 
tops, drawer pulls, etc., do not 
splinter and crack or warp. The 
carefully fitted joints resist the 
most rigid tests. Wear only 
displays the merits of their 
construction. 


The Hoosier Desk is known as a 
real value for a moderate invest- 
ment. 


And the new Hoosier catalog 
number “E”’ just off the press 
illustrates the many styles and 
designs. We have a copy for you. 


HOOSIER DESK CO. 


JASPER INDIANA 
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A fire occurs somewhere in 
the U. S. every minute of 
every day and night. 


VIN 


But a Cary Safe Will Preserve 
Your Valuable Papers 


There is a fire somewhere in our broad land 
every minute of every day and night—sixty an 
hour—fourteen hundred and forty a day. Think 
of it, and remember that some day, some time, a 
fire may ruin your plant. 

Point out that fact to your customers. Then 
show how insurance cannot restore documents 
which are destroyed by fire. : 

Cary Safes preserve records. These durable 
safes are designed to resist fire and thieves. And they have suc- 
cessfully met the test of fire and thieves for nearly half a century. 

Fires have little chance to destroy contents of Cary Safes. Each 
Cary Safe is built to the high standard of the company’s watch- 
word “Uniform Strength Throughout.” Doors are usually a safe’s 
vulnerable point. The doors of Cary Safes are extra thick. The 
special insulation between the steel walls prevents heat from pene- 
trating to the interior of the safe. 


; 
7 


Thieves, too, are baffled. A mechanical dog, positive in action, 
protects the lock from tampering fingers. Behind the drill-prooi 
plate is a trigger device. An attempt to drive the combination 


only serves to force the trigger into place and the dog holds the 
lock. The action is automatic Vz A 
POadneg - ; ' ault: 
Selling Cary Safes is a profitable business. Send for the inter- a + 
esting sales plan for there is some good territory open to respon- Or hats i 
sible dealers. : 


CARY SAFE COMPANY 


Dept. 0-6 BUFFALO, N. Y. Boxes 


**Growing Great Since Seventy-Eight’’ 
Cable Address: ‘“‘Carysafe,’’ Western Union Code, Five Letter Edition 


CARY SAFES “Zhe S2/e Investment” 
CS OEE lil OE CE 


Deposit 
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pends on how each item works with relation to other 
items. 

Chair heights, how the back-rest fits, and items of this 
sort are quite as important in the office for the worker 
as they are in the factory to the factory hand and yet the 
man in the factory is considered in modern plans while 
the man in the office or the woman office worker are too 
frequently forgotten. In general practice among offices 
there is a hit or miss method, the manager purchasing what 
appeals to him as being harmonious, and whether a chair 
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be so built as to prevent fatigue and thereby bring about 
better service, or whether the desk be the proper height 
to give freedom and decrease eyestrain thereby increasing 
output are things that do not obtain so much attention in 
the office as in the factory where they are recognized as 
something of paramount importance if the proper number 
and kind of finished products are to be turned out. 

The work of the office is quite as important in many re- 
spects as that of the factory and the welfare of the office 
worker is therefore, equally worthy of consideration. 


PRACTICAL WINDOW DISPLAYS 


A Few Words on the Trimming of Windows With Office 
Furniture and Accessories—By E. M. Stephens, of 
Loring, Short & Harmon, Portland, Me. 


Note—The show window is the eye of the store. It is 
either friendly, alive and inviting, or dull and indifferent. 
Its order reflects the spirit of the establishment and the taste 
and care with which it is planned and executed indicate the 
interest which the concern takes in the stock shown. 

There should be in charge of every office furniture stock 
some one man whose interest in moving the stock and in de- 
veloping the department is paramount to every other business 
interest. He should be a man who realizes the interest- 
creating possibilities of the stock, who sees in every desk a 
possible story and in every filing cabinet a tale, the relation 
of which is bound to interest every intelligent man. Prac- 





N MAKING window displays of office furniture we en- 

deavor to show as nearly as possible in our window how 

an office would look when furnished. For instance, if 
we are showing a walnut desk, we include with it a swivel 
chair, a straight back chair, a costume pole, a vertical 
file and a waste basket with a nice oriental rug on the 
floor, if possible. 

“On top of this desk we will place a desk pad, an ink- 
well, a stapling machine, two letter baskets, and a cal- 
endar. In our files we will show the proper guides to go 
with it. 

“Regarding our backgrounds, we have very little choice 
in the matter. We have a 30 inch panel mahogany back- 
ground in both of these windows. Above these our cus- 
tomers can see our store from the windows which is a 





tically every man is by instinct a builder and the making of 
office furniture is a builder's job. It is something to be under- 
stood by the salesman at least theoretically, and it is some- 
thing which can be presented in a window display. The uses 
of the different pieces, their arrangement, how they are made, 
the old versus the new, are a few of the things that can be 
given prominence in office furniture window displays. The 
following letter from Mr. Stephens outlines some practical 
methods of producing interesting office-furniture windows. 
His conclusion is particularly apropos. “We would like to 
have a half dozen windows on our main street and we would 
then be able to cut our newspaper advertising substantially.” 


very good advertisement. We believe in concentrating on 
one item whenever possible. We do believe in showing 
items that intermember and make use of cut-outs in some 
instances. 

“We believe our windows are the cheapest advertising 
we have and it does not make much difference what we 
show in our windows—there will be a steady demand for 
that particular item as long as it stays on display. 

“A few days ago we had an oak furniture display in our 
corner window and an out-of-town customer noticed it. He 
came in and asked one of our salesmen how much the mer- 
chandise totaled as he wanted it for his private office. It 
amounted to over $175.00. He wrote us a check and we 
shipped the goods the next day. This shows very clearly 
that our windows sell goods.” 


THE OFFICE FURNITURE WINDOW 


A Few Additional Suggestions Culled From Experience. 
By F. W. Wagner, Manager of the Office Furniture De- 
partment, The Forman-Bassett Company, Cleveland, O. 


and sufficient means of window display, I may be per- 

mitted to mention the fact that we have just moved 
our office furniture department from the store which is 
now occupied exclusively by stationery and has such small 
windows that we were not able to follow out any window 
policy of value, as all of our articles of office furniture were 
to large to go into them. On moving the department, we 
have arranged one window in the new quarters which we 
intend to keep fitted up at all times with a complete model 
office. We will use no background whatsoever for this 
window as it will also be made part of our actual floor dis- 
play. In another window. we will show filing systems and 
smaller articles. We do not, of course, figure to concen- 
trate a model office display in the latter window, which 
will be given over to the showing of filing systems and 
smaller items of the office furniture line, but we do in- 
tend to concentrate very thoroughly on different articles 
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B: WAY of illustration of the value we set upon due 





from time to time and use attractive backgrounds, particu- 
larly in this second window, where we will use cut-outs 
and other window displays furnished us by the manufac- 
turers of the articles on display. 

In connection with these displays we will use the cus- 
tomary desk aids, typewriters, etc., actually on the desks 
or arranged in exactly the manner in which it is customary 
to use them in the office. This we shall do in order to 
make our displays seem as life-like as possible. 

Inasmuch as our hotel windows were too small to be of 
any value to the office furniture department, and our re- 
moval has been only recent, we have not yet made suff- 
cient progress with the new windows to know their value 
as a matter of certainty. We do believe, however, that 
these windows will be valuable to us and therefore, in- 
tend to make them as attractive as possible. Since we are 
not located on the main street, they will probably have a 
value second to our personal and newspaper advertising. 
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Battleship Linoleum 
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The term “Battleship” has been mis- 
applied so widely to solid-color heavy 
linoleums, regardless of their quality, 
that its real meaning is often lost sight 
of, even among architects and in the 
floor-covering trade. Here is the ex- 
planation. 











In the first place, the desig- 
nation “battleship” linoleum 1s 
not now, and never has been, 4 
the trade name of any single 
manufacturer’s product. In- 
stead, it stands for a fixed and 
inflexible standard of quality- 
a standard so high that this material can 
withstand even the most severe conditions of 
battleship service. 





‘Made According to U. S. Navy Standard’’ 


Genuine battleship linoleum—of U.S. Navy Standard—is 
made according to the exacting specifications of the Navy 
Department for linoleum to be used on the decks of naval 
vessels. It must prove up under various tests, some of 
which are: the bending test, indentation test, absorption 
test, and burlap test. Other requirements concern the neces- 
sity for highest grade materials, uniformity of color and 
finish, seasoning, etc. 


Gold-Seal Battleship Linoleum is genuine battleship linoleum. 
It conforms in all respects to U. S. Navy Specifications and 
should not be confused with so-called battleship linoleums 
which do not conform to the Navy Standard. 


Purchasers of Gold-Seal Battleship Linoleum are doubly 


protected—first, by the specifications prepared by the 


United States Navy Department, which insure the very 
highest quality; and, second, by our Gold-Seal Guarantee, 
Ww hich pledges 


“Satisfaction or Your Money Back.” 


Battleship Linoleum 


(THE FAMOUS FARR & BAILEY BRAND ) 


Made According to U.S.Navy Standard 
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Gold Seal Battleship | 
Linoleum is made in 

the three weights j 
and thicknesses pre- 
scribed by Navy 
Specifications(heavy, 

44 inch; medium, 
3/16inch; and light, 

14 inch), in rich restful 
shades of green, brown 
and terra cotta. 


When you want to be sure of getting genuine 
battleship linoleum let your order read: “Gold- 


Seal Battleship Linoleum, made in accordance 
with Navy Department Specifications, 29 Llc. 
Sept. 1, 1916.” 





We will gladly supply free reprints of the 
U. S. Navy Specifications and samples of 
Gold-Seal Battleship Linoleum. To get the 
highest possible return for your investment 
you have only to make these the measure of 
quality for your purchase of linoleum. 


Our Gold-Seal Specifications for Laying Linoleum 
and Cork Carpet, and samples of these high quality 
foor-coverings, will gladly be sent upon request. 
Address our nearest office. 


(CONGOLEUM COMPANY 


INCORPORATED 
Philadelphia New York Chicago San Francisco 
Boston Minneapolis Kansas City Dallas 
Pittsburgh Atlanta Montreal 
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No. 327—STOOL IRON 


No. 334—-OFFICE CHAIR IRON No. 336—TYPEWRITER CHAIR IRON 


MADE UNDER OUR OWN PATENTS 


COLLIER~KEYWORTA, CO., 


GARDNER,.MASS., U.S.A. 
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The VICTOR 
Filing Sate 


Made in Five Sizes 




















There is a VICTOR Filing Safe 
for Every Business 


VICTOR Filing Safes are made in five 
sizes, the smallest and largest of which 


are shown in the illustration. 


VICTOR dealers, therefore, have a line 
of safes with which they can meet the re- 
quirements of any business man, from the 


small merchant to the large corporation. 


But whatever size safe is bought, the 


purchaser expects to have it supplied with 
modern, efficient filing devices. He will 
not be satisfied with a few shelves and 
partitions; he wants his safe equipped to 
accommodate his particular records. 


The wide range of card drawers, lockers 
and files which we make for VICTOR 
Filing Safes enables the purchaser to equip 
his safe exactly as he wants it. 


We shall be glad to send literature, prices 
and further details to dealers interested 


VICTOR SAFE & LOCK CO. 


1731 Cleneay Avenue 


CINCINNATI, OHIO 
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bor YOUR lrade- 


An Expanded Metal WasteBasket 


at Combines Unusual Strenffh with 
Light Weight and Attractiveness 


HE MOSTEEL is substantially made to “stand the gaff” of 

hard, every day service. At the same time it 1s a really good Special MOSTEEL Features 

looking basket. That’s why it has a universal market, with 
vast sales possibilities in the home as well as in the office, store, 
factory, hospital and hotel. 





Made of Expanded Metal— not wire —with reinforcing ribs and 

solid, double seam bottom, the MOSTEEL will withstand the 

hardest usage without bending out of shape. Yet it is only hal/ 

the weight of the ordinary metal waste basket. 

The MOSTEEL offers you an unusual profit-making opportunity Reinforcing Rib 

1 os rs . . ee. eae : tied ee Fe ; Side — Expanded Metal. 26 

because it 1s right in construction, appearance and price. Gauge Steel, with Reinforcing 
Ribs, formed in one piece and 

Furnished in two popular sizes and six beautiful finishes—Olive ot ee 

Green, Mahogany, Ivory Enamel, Black, Copper Buffed and Ox1- 


dized Bronze. 





Dealers’ List Prices 


No. l. Height 12” Dia. Top 12%” Dia. Bottom 934” 
ia Top Band Overlapping 


Doz. Lots Gross Lots 
Black, Green and Mahogany......... $15.00 Doz. $14.00 Doz. i a Cs 
Ivory Enamel & Copper Buffed..... $18.00 Doz. $17.00 Doz. teh wae and Geesteen 
Oxidized Broazeé <niccccvcsccscccsces SER Ie $19.00 Doz band. 
No. 2. Height 14” Dia. Top 12%” Dia. Bottom 934” 
Doz. Lots Gross Lots 
Black, Green and Mahogany........ $17.50 Doz. $16.50 Doz 
ivory Enamel & Copper Buffed..... $20.50 Doz. $19.50 Doz 
Oxidized Brome. .écidcicccdcccsccscsecs See Seek $21.50 Doz 


F. O. B. Beach City, Ohio. 


We have an interesting dealer proposi- Creca Settias ati 
tion. Write for details and discounts. Sanus Mathes 

Bottom — Solid steel, rein- 

SIDE LINE SALESMEN WANTED forced, double seam.  Cansot 


Durability—Unusually strong, 
will not bend out of shape or 


The Motors Sheet Steel Co. Weight Hult the weight, 


Design — Unusually graceful 
and attractive. 


Beach City, Ohio Finishes — Six, besetifal | fe. 


grade throughout. 
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The new Art Metal Posting Tray 


a 


ater 





May be equipped with cover and Yale Lock (ordered 
extra) as q protection against fire and theft 


OFFICE 








| 'HIS new Art Metal Posting Tray is a 
product that can mean immediate sales 
to you. 


It is needed in every bank and office 
using posting machines. Its use means time 
saved and increased output in ledger and 
statement posting. 


APPLIANCES 





June, 1022. 








The Art Metal Posting Tray]is designed 
to meet every need for this work—it holds 
the sheets in correct position for quick 
reading, prevents slipping and sliding and 
the low sides afford ample light on the work. 


Write for full details, descriptive litera- 
ture, and prices. 


Art Natal 


JAMESTOWN, NEW YORK 








World’s largest makers of steel office equipment 





eu 


See Sos Pai, “*> 





and prevents curling 











Positive Lock Compressor holds sheets firmly 


Upset device raises sheets to convenient position 
Sor consecutive posting 
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A SUGGESTION 


=k 


AS TO SALESMEN @ 


Being a Few Thoughts on the Handling of the Office Furni- 
ture Sales Force by a Prominent Denver Dealer of Office 
Furniture and Equipment.—From an Interview With 


J. H. Hine, 


Head of the Hine Desk & Furniture 


Company, Denver, Colo. 


FEW days before the June number of Office Appli- 

ances went to press, Mr. Hine visited the office of 

this journal and in conversation with a member of 
the staff, outlined a few suggestions which we believe 
should be passed on for the consideration of other dealers 
in office furniture. Before discussing Mr. Hine’s sugges- 
tions, it may be useful to state as a background for his 
ideas that the Hine Desk & Fixture Company devotes it- 
self exclusively to the distribution of office furniture, not 
only in Denver, but in the Rocky Mountain states, of 
which Denver is the metropolis. The company has been 
very successful and has established a fine reputation not 
only for the quality of the goods it distributes which are 
made by the leading manufacturers in the industry, but for 
its clean and up-to-date business methods and its apprecia- 
tion of the value of service in all things. Of late, during 
the slack times which have been encountered throughout 
the country, Mr. Hine states that the retail trade in Den- 
ver has been at a rather low ebb, but has shown signs of 
revival during the last ten days. Throughout the west, 
however, there has been considerable activity by way of 
the expansion of banks and the erection of public build- 
ings, etc., so that the contract work in installations has 
furnished. opportunity for many important and reasonably 
profitable sales. 

Mr. Hine, after mature study of the situation, has ar- 
rived at the conclusion that the office furniture salesman 
should be a specialist, that is to say, he should not only 
be a specialist in office furniture in general, of which he 
should have a broad understanding, but should specialize 
his work in some one division of the office furniture indus- 
try. This sort of specialization, however, is not something 
for the salesman to inaugurate himself, but it is for the 
house to inaugurate, assigning territory to each man with 
instructions to cover it and concentrate on filing cabinets 
or desks and chairs or light safes or what-not, as the case 
may be. He believes that a man cannot take a large terri- 
tory and do justice to a line as varied as office furniture 
has come to be and that in order to 
achieve the best results he must concen- 
trate upon some one thing. If he finds 
an opening for the sale of something that 
is outside of the line on which he is 
specializing, he should notify the proper 
man to handle the sale, keeping himself 
as nearly as possible on the single track. 
This does not, of course, imply that he 
will refuse orders which come to him out- 
right outside of the specialties in which 
he is chiefly interested. Mr. Hine be 
lieves that by giving men moderate terri- 
tory and letting them specialize upon cer 
tain definite things, covering their terri- 
tory with a fine tooth comb, as the say- 
ing is, better results will be achieved than 
by giving a man a blanket commission 
and letting him attempt to sell every- 
thing. 

The problem of retail selling so far as 
the outside salesman is concerned, is one 
of concentration and intensive work. It 
which demands absolute knowl- 
edge of one’s line and thorough under- 
standing of its capabilities. A filing cab- 
inet line alone, Mr. Hine believes, as an 
instance, is sufficient to engage the ex- 
clusive attention of a competent man in z: 


is one 


4 





H. HINE. 
any retail territory which has reasonable From photo taken several years ago. 


possibilities. He believes also that the field of light steel 
safes is even more important now that the subject of rec- 
ord protection has been so thoroughly advertised among 
the business public. He looks upon the light steel safe as 
one of the most important things now on the horizon of 
the office furniture dealer. The argument in fayor of ade- 
quate protection of records against fire is unanswerable. 
Practically every business man needs such protection and 
the sale of such devices is becoming less and less difficult 
each year, as the arguments are better and better under- 
stood. The manufacturers of these devices have worked 
out selling plans which cover practically every contingency. 
They have data and figures which present powerful argu- 
ments in favor of their suggestions. They can tell the bus- 
iness man very nearly what his actual danger is from fire 
by showing him figures of other fires in similar localities. 
For instance, suppose a concern is over a restaurant. The 
figures show how many fires start in restaurants. Sup- 
pose a man’s business premises are near a paper ware- 
house. The salesman is prepared to show how many fires 
have their beginnings in paper establishments, and so on 
down the line. 

The salesman of the light steel safe, after showing the 
degree of perfection which his goods offer, and proving 
the need of such protection to the business man, has a 
further argument in the fact that these light safes, which 
are made of tough steel plates insulated, cannot be blown 
successfully with nitroglycerine, but must be opened by 
the burglar with tools, a process which takes time, and 
time is very frequently of great importance to the burglar. 

The man who specializes on desks, for instance, now has 
a wider field for the application of his specialty than he 
ever had before, for there are a number of different kinds 
of desks for different purposes, including the widely known 
filing desks, which are desks and files combined, arranged 
in a variety of ways to suit the requirements of the in- 
dividual users. The man who sells desks, of course, is 
the man who is most competent to sell the chairs which 
go with the desks, and he should under- 
stand the features of construction of both 
products and be able to present them to 
the best possible advantage. 

The same suggestions apply to the ‘sale 
of systems and supplies, for while the fil- 
ing cabinet man should understand thor- 
oughly the office of systems supplies in 
his devices, yet the supplies department 
is sufficiently important to hold the ex- 
clusive attention of a man who has given 
expert consideration to that line. 

Mr. Hine was asked for his opinion 
concerning the place of the heavy safe in 
the office furniture department. Concern- 
ing this query, he was somewhat doubt- 
ful. but agreed that such devices would 
probably have a certain demand, particu- 
larly in smaller communities where the 
facilities for the safekeeping of valuable 
documents and securities are not what 
they are in the large city. Very few con- 
cerns in the larger centers now keep any 
considerable amount of cash in stores or 
offices over night, but bank it and en- 
trust securities to safety deposit vaults. 
He was not familiar, he said, with the de- 
gree of fire protection offered by the 
heavy safes. It is difficult to establish 
any tests because fires are freakish. A 
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Transfer Cases 











Now’s the time to sell them— 
and here’s the case to sell! 


26" clear filing inches in each drawer,—the 
largest clear filing space of any case offered thus 
far. The compact, all- welded construction 
saves floor space, too. 

Another big feature is the exclusive locking device—cases 
stack as high as desired without bolts. Can’t tip when draw- 
ers are opened full length. An ample hand hole is thought- 
fully placed at the back of each drawer for easy carrying. 


Drawer bottoms are grooved for guides. Rollers and com- 
pressors can be added to make a stack of these Van Dorn 
Transfer cases, a good, smooth-acting, “live” letter file. 


—and with all their superior points of advantage 
one of the lowest priced steel cases on the market. 
Hurry your orders for early deliveries! 

THE VAN DORN IRON WORKS COMPANY 


CLEVELAND 


New York Chicago Philadelphia Washington 
Detroit Pittsburgh Hartford 


Uan Ler 


““Mastercraftsmanship-in-Steel” 
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WINNEBAGO 


OFFICE DESKS 





Winnebago desks prominently displayed in your 
furniture department provide you with ex- 
cellent advertising—literally they advertise 
and sell themselves. Your customers will 
appreciate the durability, strength and at- 
tractiveness that are apparent in the design 
and construction of the whole Winnebago 
Line. 


In the manufacturing and designing the Winne- 
bago Line of office desks it has been our effort 
to combine modern demands for convenience 
and sturdiness with beauty, grace and elegance 
that appeals to the most discriminating taste. 


A sale of a Winnebago Desk means a satisfied 
customer. Satisfied customers mean return 
orders and a growing confidence in your 
establishment. 


Send for the illustrated Winnebago catalog. 


WINNEBAGO FURNITURE MFG. CO. 


FOND DU LAC, WIS. 
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safe may fall from the second floor, burst off its doors and 
its contents be destroyed. Another safe precisely the same 
pattern may fall several stories, without material injury 
either to safe or contents. Three hundred degrees inside 
the safe is the point at which papers char. Whether the 
iron safe will afford this protection in a hot fire or not, he 
did not know. In any event, it would depend upon the 
degree of heat and its continuance. Mr. Hine observed 


SOME 


cs 


that he had installed in country banks globular manganese 
steel safes which it is customary to place in the windows 
of banks in the smaller communities. 

These safes are as near burglar-proof as anything of the 
kind that has yet been devised. He recalled-a recent in- 
cident in which he installed one of the manganese steel 
safes within a fire-proof steel safe, so as to.give not only 
fire protection but burglar protection as well. 


PERTINENT SUGGESTIONS 


Being a Few Words of 


Advice 


Experience and Addressed to 


Pers nal 


Failed 


Coliected From 


Those Who Have 


to Develop Properly Their Office Furniture Depart- 


ment.—By John A. 


ture Department, 


Gray, Manager of the Furni- 


The 


Willson 


Stationery 


Company, Ltd., Winnipeg, Man. 


P HERE in Canada we have a harmless little past- 
U time called fox farming which has become quite 

popular, so much so, in fact, that many of us have 
a fox or two in our back yards. Now, the little fox pups 
are the cutest little black chaps you ever saw, but as they 
are quite valuable, being worth anywhere from two to three 
thousand dollars a pair, we cannot understand why Nature 
obliges them to spend the first nineteen days of their valu- 
able lives with their eyes shut. 

Neither have we been able to understand the stationer 
who spends a considerable portion of his valuable business 
life without opening his eyes to the advantages of the 
properly developed office furniture department. 

[ can recall the day not so long ago either, when the 
average stationer regarded his office furniture department, 
if he had one, as more or less of a necessary evil. He 
did not view it at all with a favoring eye, but looked upon 
the department as one which took up valuable space and 
gave back little resulting profit. The reason for the lack 
of faith with which he regarded this department is not hard 
to see. This stationer did not understand the office furni- 
ture part of his business and had the mistaken idea that 
anybody could sell office furniture. With this notion in his 
mind, his office furniture department was usually in charge 
of almost anybody or nobody in particular. 

Today, like the devilfish, we are sending out our tenacles 
in every direction in search of the wary and elusive dol- 
lar and many of us are finding out that we have over- 
looked something and that even in the present day, or the 
days just recently passed, we have failed to recognize the 
full, true value of a well conducted office furniture depart- 
ment, not only for itself, but as a feeder to other depart- 
ments. 

One big mistake in conducting office furniture depart- 
ments has been that many dealers have not recognized 
that it requires salesmen with special knowledge obtained 
by special training and experience to sell office furniture. 
Should the dealer find in his employ a young man of the 
right kind, who shows an interest in the office furniture 
line, by all means let this young man be sent to the fac- 
tories and let him take advantage of the educative conven- 
tions held by manufacturers of filing devices and supplies 
from time to time. 

To the average buyer all desks, tables, chairs and cab- 
inets seem to be about the same. He knows nothing about 
quality, but very rarely do we find a customer who is not 
interested in a brief explanation of how a desk top or cab- 
inet is made. We do not believe in burdening our selling 
talk with too many technical terms, but it is absolutely 


necessary to explain the points of difference in the various 
grades of furniture. The salesman who knows his goods 
and incidentally those of his competitors cannot fail to gain 
and hold the attention of the buyer. Many a sale goes to 
the competitor because some salesman has failed to bring 
out properly the points of difference in two lines and the 
advantages of his own, and this, be it understood, can be 
done without knocking the other line, in fact, without men- 
tioning the other line at all. 1f the customer insists on 
saying that he has looked at the Blank line and wonders 
how it differs from the one he is examining, the salesman 
can then show him the strong points of his own line and 
make the conservative statement that “we believe” or he 
believes that the line shown is the one which will give the 
best service at the price. 

It must always be kept in mind that the sale of a filing 
cabinet, for example, is only the commencement of the 
sale, so therefore, the furniture salesman ought to be a 
systems salesman as well, and here is where the office fur- 
niture department takes on its most important value as a 
feeder to other lines, for it correlates and holds together 
the very important supply business with other departments 
of the business. In fact, the sale of a filing cabinet initiates 
the business in supplies and to hold this business and make 
it grow, depends upon the good sense, energy and alert- 
ness of the people in the office turniture department. Just 
as sure as one is indifferent to it, the supply business 
which is a source of much profit, will slide past unless it 
is watched and backed up by a complete line of office fur- 
niture. 

The office furniture salesman usually catches a new cus- 
tomer first and has the golden opportunity of personally 
conducting him to the other departments and passing his 
name to the stationery salesman. We encourage our sta- 
tionery salesmen to turn over their furniture prospects to 
the furniture department, as this method gives better re- 
sults. As the former are given credit for the sales, they 
are only too glad to do this and we find that very few 
prospects escape them. 

The successful furniture salesman must be imbued with 
the spirit of co-operation. His vision must reach beyond 
his own department; he must be broad enough to have at 
heart the interests of the business as a whole. While the 
office furniture department may not show such a favorable 
balance always in cold figures as other departments, yet 
it is something that is necessary to the business of the 
office equipment dealer. It is a part of the business and 
without it there is a lack of unity and completeness which 
reflects itself throughout the establishment. 
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Demonstrating a ‘““Yand E”’ Efficiency 
Desk is a real pleasure. Your customer 
is quick to see its advantages. 
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The Desk that 
sells on sight 


“ HE most convenient desk I ever saw.” “It’s a 

relief to see desk drawers that won’t stick or drop 

to the floor.”” ‘‘More room in it than in any desk I 
ever used.”’ 


That’s what your customers will say when you show 
them the “‘Y and E”’ Efficiency Desk—the desk built 
especially for busy executives. 





Here are a few of its distinctive advantages: 


Can be arranged to suit the user. Six different 


models, with compartments that can be adjusted to A filing cabinet 
meet the needs of every type of business. : 

More roomy than ordinary desks. Two large lower In itself 

drawers with two vertical filing sections in each, 
besides the convenient adjustable compartments in Center drawer: Pins, clips, pencils, pens, 
uppers and center. No drawer can fall out, so full ruler, slide rule, price books, memo books, etc. 
capacity can be used. Top drawers: Card records of various sizes 

i aoe ae : d sh the interior is adj 
The patented ‘‘Y and E”’ frictionless drawer slide dante taly that — oT | 


prevents desk drawers from jamming, sticking or ee aE oer 
: ‘ : Bottom drawers: Vertic es for corres* 
falling to the floor. Every drawer slides in or out dence, catalogs, parsadedaien a é 


at a touch. mental data, price lists, current reports, 
a - : iad , phone book, etc. 
The “‘Y and E”’ Efficiency Desk is just one more item 


which puts ‘‘Y and E”’ dealers ahead of competition. 


Mail the coupon today for a copy of our booklet, 
“The Executive’s Workshop” which describes this desk 








in detail and gives other helpful hints on office equipment. / 
7’) 
et 

4 

YAWMAN > FRBE MFG.@. Me 
Filing System Service, Equipment and Supplies Pa | 
655 St. Paul Street ROCHESTER, N. Y. ] 
EXPORT DEPARTMENT: / Yawman & | 
Section 655 368 Broadway, New York, N. Y., U.S. A. / Erbe Mfg. Co., | 
Cable Address: “‘Y AWMANERBE™” New York 4 Rochester, N.Y. | 
Codes: Weetern Union, A. B. C. 5th Edition Improved | 
and Bentley’s / Please send me a copy 

4 of your new booklet, 





¥Y “TheExecutive’sWorkshop” 
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Roll Top 
Office Tables 


Salesman’s 
PENNSYLVANIA 


APPLIANCES 


OFFICE 


Makers of Fine Furniture Since 1867 
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Standing 


WILLIAMSPORT, 


Typewriter 








J. K. Rishel Furniture Company 


RISHEL DESKS 


¢ Flat Top 
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This revolutionary advance in safe building 


will interest every progressive dealer 


Cae eighty years of progress in safe manufacture, 

the Herring-Hall-Marvin organization now enables its dealers 
to offer in the New Herring-Hall-Marvin Safe a degree of pro- 
tection from fire that goes far beyond previously recognized 
standards and provides a measure of safety heretofore considered 
impossible. 


Briefly, we have built a safe which our exhaustive tests show con- 
clusively will go clear through the worst fire that may be expected. 
This safe proved its capacity to withstand a heat ranging up to 
2100 degrees Fahrenheit over a period of five and one-quarter 
hours, with a temperature of only 300 degrees inside. This is one 
and one-quarter hours longer than is necessary to secure the “‘A”’ 
Label of the Underwriters’ Laboratories, Inc. This is thirty per 
cent more protection than is considered the standard. 


In addition to its power of heat resistance we have given the New 
Herring-Hall-Marvin Safe sufficient structural strength to stand 


up under falling debris and steel work; to resist explosions; to 
withstand sudden cooling by water when at white heat. The most 
destructive fire does not present a single element which the New 
Herring-Hall-Marvin Safe has not been prepared to meet. 


The Underwriters’ Laboratories, Inc. have formally approved this 
new safe; the sixteen larger models bear their ‘“‘A” Label, the six 
smaller models their ‘‘B’’ Label. But what is more important, 
this safe realizes to the full the Herring-Hall-Marvin ideal of what 
protection should be; it enables the dealer to sell the practical 
protection the user should have rather than the protection which 
might be theoretically adequate; it gives this new measure of pro- 
tection that appeals to every safe buyer because it goes clear 
through the fire. 


“The widest variety of interchangeable equipment is provided for 


the interior of this new safe. The arrangement your customers re- 
quire will be furnished. 


This new safe is sold by leading dealers, but your terri- 
tory may still be open. Write for agency proposition. 


HERRING-HALL-MARVIN SAFE COMPANY, Hamilton, Ohio 
Designers and Builders of Safes and Bank Vaults 


THE NEW 


Herring -Hall-Marom 


SAFE 
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Sales 


OXY 


If you would rather sell many tables 
to the many than a few high-priced 
ones to the exclusive few, then St. 
Johns makes the very tables you 


want. 


Your 





St. Johns Tables have style, are 
distinctive and classy; they have 
the strength of iron bolts and well 
seasoned wood. They have a deep, 
hard finish—all this at prices that 
cannot be excelled, quality for 
quality, anywhere in America. 


Our catalog shows office and work 
tables that will appeal to the type 
of business men you want to keep 
for your customers. We'll send it 
gladly at your request. 


ST. JOHNS TABLE COMPANY 
CADILLAC, MICHIGAN 
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FILING DEVICES PARAMOUNT 


Missouri Dealer Believes This Part of the Stock to Head the 
List in the Office Furniture Department.—By Otto ¢ 
Botz, President and General Manager, The Hugh 
Stephens Printing & Stationery Company, 
Jefferson City, Mo. 


ILING equipment in my opinion occupies the first 
F place in importance in this department of the busi- 

ness and considerable demonstration is required to put 
over the sales. I believe that filing equipment should never 
be sold as merchandise but rather as a service proposition. 
Successfully to sell filing equipment the salesman must, 
of course, find out what the customer’s requirements are 
and how he purposes to use the files which he desires to 
purchase. In selling filing cabinets successfully, it is a 
good plan to go at it backward, so to speak, that is to 
say, find out what supplies a man needs to cover his filing 
requirements and then sell him the equipment to fit the 
supplies as well as the supplies themselves. In this way, 
the dealer avoids overloading the customer with surplus 
equipment and is at the same time in a position to take 
care of any expansion of his equipment that the future 
may bring about. Then, too, where the filing system 
overlaps the desk equipment—something which may 
easily take place with the Yawman & Erbe line, for 
instance,—we have been able many times to eliminate en- 
tirely the usual filing equipment by simply selling an efh 
ciency desk which in itself is a very excellent filing system 
and forms an easy stage in the education of the customer 
to the use of other files. Such a desk may be compared to 
an academic course preparatory to a college education. 

After a man has taken a nibble, it is easy for him to take 
a bite and he does not notice the expense. Of course, 
these considerations apply more emphatically in our case, 
because we have really no large customers doing any pur- 
chasing from us, so that we deal almost exclusively with 
the smaller man. In order to sell customers whose re- 
sources are moderate and whose requirements are in keep- 
ing with their modest businesses, it is necessary, of course, 
to start en a small scale and build the customer up. For 
this reason, we are obliged to sow the seed carefully or 
we will never harvest a crop. Because of this fact, we al- 
ways make our first sale with an eye to build up the future 
business in the way of supplies and try, if possible, to look 
to future business rather than to keep our eyes on the 
profit we can make from the first sale. 

Note.—Mr. Botz’s position is similar to that of hundreds 
of other dealers throughout the United States located in 
cities such as Jefferson City or smaller. These dealers 
have established businesses. They are citizens of the 
towns in which they live and there they rear their families 
and support movements for local improvements, etc. In 
these towns they spend their lives, getting away only occa- 
sionally for a brief outing at some point not too far away. 
If they are to succeed and prosper at all, they must build 
their business permanently and establish themselves firmly 
in the confidence and esteem of their fellow citizens. To 
do this, no sort of advantage can be taken of any customer, 
but the dealer must present the case fairly, give sincere 
advice and avoid even the suspicion of over-reaching. 

Mr. Botz is one of the most energetic and versatile men 
in the mid-western section. At the recent meeting of the 
Mid-West Division of the National Association of Sta- 
tioners and Manufacturers he was one of those who joined 
actively in the debates and discussions on the floor and 
contributed many suggestions as to how to overcome 
occasional periods of dullness. At his store in Jefferson 
City, when sales began to fall off, men were idle and walk- 
ing the streets, and business looked dubious, Mr. Botz con- 
ceived the idea that his company’s store was interesting 
only a minor part of the population. It was a store for 
men and men mostly came to it. He decided not only to 
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The ESTERBROOK Line 


Includes Every Wanted Pen 


Fine-pointed, stub and medium pens—special pens 
for drawing and lettering, for manifold copying, 
for librarians’ use, and a host of other special pur- 
poses—finished in gold, silver, nickel, etc.—in short, 
“a pen for every purpose” is included in the Ester- 
brook line, and every pen is of the same high qual- 
ity that has made Esterbrooks the world’s favorites 


for over sixty years. 

This No. 312, the “Judge’s Quill’, is one of the 
twelve most popular pens in the world—all Ester- 
brooks. It should be in your counter display case. 
10,000,000 readers are reached by the Esterbrook 
national advertising every month. Are you getting 
your share of the profitable Esterbrook business ? 


The Esterbrook Pen Mfg. Co. 
80-100 Delaware Ave., Camden, N. J. 


Canadian Agents: Brown Bros., Ltd., Toronto 


bstortrook 
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& WOOD. Passe ?. W. KAUCHER, Vice-Pees. @ Secy HORACE WOOO Treas 


THE W. B. WOOD COMPANY 


RASS Gees AGENTS FOR GLOBE WERNICKE PRODUCTS SESFS. CHammD. 
SECTIONAL BOOK CASES TABLES, SAFES. 
FILING CABINETS OFFICE OUTFITTERS SUPPLIES FOR ALL 
IN WOOD &@ STEEL CABINETS 


43 CLINTON STREET 
Telephone 227 Mulberry. 


NEWARK, N. J. 
April 21,1922. 


The Globe Wernicke Co., 
Cincinnati, Ohio, 


Gentlemen: 


We have the April issue of "Office Appliances” before us and 
your advertisement brings to mind the facts that we have been your 
exclusive agents in Newark,for 15 years, end while thinking over our 
success, I wondered if it is all due to our own efforts or did we 
receive outside assistance, and came to the following conclusion: 


* All the merchandise we sell is made by well known manufacturers 
and they are all good and helped us grow, but The Globe Wernicke Co., 
has given us continuous co-operation which has been of the utmost 
value. 


Your national advertising; your localized advertising news- 
paper and direct by mail, realistic window trims and easily understood 
catalogues, your house organ "Doing's” and direct talks to salemen; 
and other edvertising material, all tend to familiarize the public, and 
ourselves as to what is going on. 


Then again the visits of your territory men; all dandy clean out 
fellows; not only willing to help with suggestions, but who roll up 
their sleeves and help close the orders; never too busy to stay over or 
come back when their assistance is needed. 


Your merchandise always progressing with the times has particular- 
ly advanced in recent years. The Universal style of Bookoases; new filing 
Cabinets in wood end steel, new Safes, in structural strength models; in 
every salable size, have made your line so complete it makes us feel that 
if Globe-Wernicke don't make it there is'nt enough demand to warrant our 
handling it. 


When anyone questions the product, we tell them that Globe-Wernicke 
Co., guarantee the construction, workmanship and efficiency; What more is 
desired? 


Knowing that you will continue, to progress and improve thereby 
making us do the same, We are, 


Yours very truly, 
THE W. Be WOOD COce, 


PRES. 


A Letter That Speaks For Itself 


NOTICE HOW COMPLETE THE GLOBE-WERNICKE LINE OF GOODS REALLY [S—Sectional Bookcases— 
Safes—Steel and Wood Upright Cabinets—Steel and Wood Counter Height Cabinets—Steel and Wood Horizontal 
Sections—Steel Shelving—Steel Storage Cabinets—Filing Cabinet Supplies—Stationers’ Goods—Record Desks— 
Music and Record Cabinets. 


She Globe“Wernicke Co. 


CINCINNATI 
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retain its features of interest to men, but to interest the 
women as well, and he accordingly has prospered through- 
out the hard times, pulling through with a larger business 
than he had before, all because at very little trouble or 
expense he installed lines of stationery, favors, decorations, 
ght an immediate response from the wom- 
| this revival 


etc., which brou 
en and children of the community. Part of 
ot business came through the assistance of the Dent ison 
Manufacturing Company, who sent a competent demon 
strator and teacher to take charge of a Dennison depart- 
ment established in the store. 

verything worked like a charm, and the store of the 
Hugh Stephens Printing & Stationery Company at Jef- 
ferson City is one of the strongest establishments of the 
kind in the state. 

Mr. Botz applies the same energy and progressiveness 
to his furniture department as to his other departments 
with the result that all departments of the store are actual 
producing factors in the business. 


ARRANGEMENT OF STOCK 


Being a Few Suggestions Written On the Care and Arranac- 
ment of the Office Furniture Stock, Py W. 3. Hill, 
Secretary and Treasurer, W. B. Hill & Co., 

Inc., Memphis, Tenn. 


E ENDEAVOR at all times to keep our office fur- 
WV niture department in the most presentable condition 

possible. We have learned that the prospective cus- 
tomer is much impressed with orderly stock, and so, as 
far as possible, it is kept in perfect alignment. We have 
a porter who does nothing but keep this stock polished 
and in the very best of condition at all times, and we have 
recently adopted the policy of putting a few numbers of 
each kind on the floor and leaving the rest of the stock 
crated up so that the customer will get absolutely fresh 
merchandise on practically every purchase. 

We also take a carload of furniture and select the perfect 
pieces and make a slight reduction on the pieces that are 
not exactly perfect and up to grade. We find that a cus- 
tomer who is discriminating and wants the very best of 
furniture will pay whatever price is within reason. 

We are possibly not as well equipped to give you in- 
formation as some of the larger dealers. We have adopted 
a policy that is radically different from anything in this 
section in that we have standardized on one line of chairs, 
one line of desks and one line of steel and do not sell 
anything else. 

We are very careful in seeing, before delivery of any 
article is made to a customer, that it is absolutely in first- 
class condition and our cabinet man goes over both the 
interior and exterior, which, we have found, saves us 
quite a lot of trouble. We try to keep stock moving very 
rapidly and do not allow any item to remain on the floor 
for over two weeks, and in that way we practically elim- 
inate the shop-worn stock evil. 

We find it a very bad method to pile desks on top of 
each other, and for this reason, arrange our stock so that 
the desks are all standing on ends. We find that it is 
easier and faster to repair the shipments damaged in 
transit rather than try to have the claim adjusted by the 
carrier, as it is a slow process and is often more ex- 
pensive than it is worth. 

We do not believe it good business to deliver anything 
to a customer until it has been thoroughly gone over, 
as there are quite a few items from the manufacturers that 
were war products and certainly need a great deal of atten- 
tion. The customer is under a handicap in getting this 
fixed up and it creates a very bad impression. 

On another page will be found a picture of the steel 


furniture floor of W. B. Hill & Co. 
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TRANSFER TIME 


Will Ship Rush Orders Promptly 


Best Steel Transfer Cases Made 
STRONG, FIRE-RESISTING, DURABLE, 
COMPACT, NON-BINDING, PERMANENT oo’ 


Depth of Drawer, front to back, permits contents of detpest 
Vertical Files being placed in this STEEL STORAGE CASE, 


Each Case Complete in Itself. 
Drawer operates easily and smoothly on Roller Bearings. iG 








Best Wood Storage Cases Made 


Front and all sides have framed-in panels, each Case equipped 
with interlocking devices, also label holder and heavy steel 
handle, secured by countersunk bolts. 

The drawers are mounted on polished steel slides which permit 
them to glide smoothly. 


The Globe-Wernicke Co, 


Cincinnati 
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The 
Office Equipment 
Dealer 


who sells steel filing equipment serves 
best and profits most. More and more, 
business men realize its permanence, 
better service and protection features. In 
addition to the general advantages of 
steel furniture, CANTON QUALITY 
PRODUCTS offer distinctive features of 
quick and easy operation by means of a 
serviceable compensating roller suspen- 
sion, a new, positive locking compressor 
and an index guide locking rod firmly 
housed in a groove at the bottom of the 
drawer. The line is stocked in olive 
green, mahogany and oak finishes; other 
finishes supplied on special order. 
Drawer pulls and label holders are of 
heavy pressed stock. 

DEALERS—In some good territories, we are 
prepared to make an exclusive “different from 
the others” agency agreement. Write us to- 
day about your locality. 


The Canton Art Metal Co. 


920 Market Avenue, South 
CANTON, OHIO, U. S. A. 
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OFFICE FURNITURE ADVERTISING OUTLINED 


Comprehensive Statement of Advertising Methods and Their 
Relation to the Office Furniture Department—Being an 
Interview With D. W. Collins, President, Western 


Company, 


Oklahoma City. 


Bank Supply 
Note.—Mr. Collins, who has given Office Appliances the 
points outlined in the following interview, is one of the 


vigorous, outstanding figures in the business world of the 
Southwest. His company has stores at Oklahoma City and 
Tulsa, which are regarded as being among the finest office 
equipment establishments in the United States. Mr. Collins is 
president of the Midwest Division of the National Associa- 
tion of Stationers and Manufacturers, in which organization 
he ts regarded as one of the leaders. 

The Western Bank Supply Company was organized in 1909 
with a paid-up capital of $10,000 and a personnel consisting 
of four people in executive and sales capacities. A small 
building was rented and the concern’s trade territory extended 
at first only to the limited confines of Oklahoma City’s busi- 
ness district. Now, thirteen years after its organization, the 
company has a paid up capital stock of $300,000; lists on its 
payrolls 127 employees; carries the largest stock of office and 
business furniture and supplies in its section; occupies its 
own building and plans the erection of additional stories to 
accommodate the increasing trade in printing, engraving, 
book-binding, lithographing and embossing, and has a trade 
territory which extends beyond the borders of seven states, 
in addition to operating a large branch store at Tulsa. 


FTER having tried in -an exhaustive manner the 
A various types and forms of advertising for the fur- 

niture department of our institution, we arrived at 
the conclusion that the time had come in high pressure 
business when one must absolutely do away with shot- 
gun methods of advertising, get down to the real basis 
and make a rifie shot with every form of publicity. 

We have, therefore, deviated from the regular form of 
general newspaper publicity and are using, to a large ex- 
tent, direct mail and personal calls on the trade to build 
up the actual organization of sales. 

As nearly as we are able to determine by brief analysis, 
50 per cent of the office furniture sales are due to new 
installations by new organizations, firms and corporations. 
Twenty-five per cent of the business of this line comes from 
changes in the equipment of established firms due to 
change of location. Twenty-five per cent is due to change 
of equipment in the same location because of expansion 
of business. Therefore, it will be readily understood that 
after this analysis, our first problem is to keep minutely 
informed regarding the establishment of any new offices, 
the opening of new banks, and the development of newly 
organized corporative interests. To digress and touch 
lightly upon the source of this information, let us list 
as the first and by far the most important factor, that 
we insist upon alert and observing employes and sales- 
men. Second, we watch carefully the building permits 
and the construction of the buildings upon which the 
permits are granted. Information is then secured from 
the owner or agent as to the tenants. In case of a large 
office building, permission is secured to place cards in 
each vacant office notifying the new tenant that our con- 
cern sells a most complete line of office furniture, equip- 
ment and supplies. Third, a very careful reading of the 
news and trade papers. Fourth, the granting of new 
corporation charters and fifth, the report of customers 
and friends of the house. 

After being informed of the opening of certain new 
offices letters go out to the prospective tenant and our 
city salesmen make personal calls as a follow-up to the 
letters written. 

Sometimes in these letters we enclose folders of various 
types of office furniture, but in doing this the greatest 
care should be exercised to see that the standard of 
goods represented by the folders is equal to, if not just 
a little higher in class, than the prospective customer will 


tS 


desire. Many times the folders supplied by manufacturers 
fill the bill exactly and supply the publicity department 
with just the right strategic piece de resistance. On the 
other hand, these folders are sometimes not the type that 
one requires to fill a specific need and are of value only 
in the form of general propaganda or institutional copy. 

The sale of office furniture depends largely upon the 
method of approach of the customer. In many instances 
a man buys a desk because his business has need for that 
particular piece of business equipment. It may be the 
expansion of his business demands a new desk for his 
office; it may be that it is necessary to install a sales 
force and give them desks and desk chairs and side chairs 
where customers may be interviewed comfortably with a 
certain amount of privacy. If the furniture salesman 
discusses this man’s problem with him strictly from the 
point of need in his office the most potent factor in the 
whole transaction will be that of price. If, on the other 
hand, that furniture salesman is possessed of sufficient 
imagination to picture for the prospective customer that 
neat array of small mahogany desks with dignified and 
comfortable chair equipment, he at once creates in the 
mind of the customer that very essential and necessary 
phase of sales organization, desire. If the piece of furni- 
ture in question is that of a desk for the president, de- 
pending upon the nature of his business and his general 
conditions, emphasis should be stressed upon a high class 
office equipment consistent with his executive position. 

When in the house he should be taken to that particular 
type of furniture on the sales floor where the better class 
of equipment may be shown. 

One of the best desire-creating forms of advertising is 
that particular arrangement of display—floor and win- 
dows—which allows for the outfitting of four or five dif- 
ferent classes of offices, ranging from the strictly utilitarian, 
to the exclusive equipment for the high-powered execu- 
tive. 

It is most generally understood in all merchandising that 
by far the most difficult problem is to get your prospective 
customer across the threshhold of your institution. Once 
this is accomplished, little fear should be felt regarding 
the success of the sales effort. It means that if you have 
high class salesmen, then no question of doubt should 
exist as to a sale to a customer who has expressed suf- 
ficient interest to enter your place of business. This 
point can not be stressed too firmly for in it is con- 
tained the entire reason for advertising. 

Advertising will not, except in unique cases, actually 
sell office furniture, but it will create that state of receptive- 
ness of mind which is the first step toward desire. In fact, 
all advertising of this and many other lines means simply 
the creation of a background against which the particular 
goods of the concern doing the advertising show up to 
the very best advantage. Institutional copy or general 
propaganda regarding the quality of the goods handled 
or the services rendered by the house handling them, is 
the type of advertising most frequently indulged in by 
office furniture houses. and is considered most generally 
conducive to the development of the sale. It paves the way 
for salesmen of the “mail” and the “male” variety. 

We find our most valuable advertising medium to be 
the bankers’ trade papers and we use this medium quite 
freely. Many opportunities are offered our publicity de- 
partment to buy space and all sorts of schemes are con- 
trived and pressure exerted upon the house handling busi- 
ness necessities to force their appearance in those abortive 
efforts at publicity which net a return only to the promoter. 

This department of our institution last September set 
its foot down firmly and strongly upon all of these al- 
leged advertising mediums. Today, besides the daily papers 
and bankers’ trade papers and direct mail, little or no at- 
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DUPLICATION—the world is tired of 
it. Unfounded claims of originality are 
everyday occurrences. 


But there is something different in the 


new 


SIKCO LINE 


of office chairs. And these new features 
have given the line a real impetus. 


Dealers desiring to establish a permanent 
business among the furniture trade will 
do well to consider Sikes Chairs. Send 
for our catalog. 


THE 


SIKES COMPANY 


PHILADELPHIA, 
PA. 
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National Desks 


Each and every National Desk is made according to the 
latest and correct methods in a careful, exacting manner. 


Take the construction for instance. There is no start- 
ling departure from the regular methods employed by 
craftsmen for many years. There is no irregularity of 
materials, no novelty in finishes— 


But, the materials used are selected from the finest; 
the workmanship (as is apparent upon slight examina- 
tion) is of the first order. The expression of character, 
individuality and utility in each National design shows 
a thorough knowledge and understanding of desk 
requirements. National Desks always represent true 
values. 


Backed by a service that makes handling the National 
Line a real pleasure, the dealer cannot do better than to 
let National Desks build his business to new proportions. 


Our latest catalog (which we will send on request) 
shows the wide scope covered by National patterns. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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Read the Meilink Record of 
Theft Protection 


When light weight safes became popular, burglary entered 
an era of unprecedented prosperity. Safe robbery ceased 
to be an art. Most light weight safes offered practically 
no thief resistance. 


4-4 


IL 


Theft protection is built right into every Meilink Steel 
Safe. In hundreds of cases of record, the thief abandoned 
the Meilink safe before he had succeeded in opening it. 


The strength of the old, the light weight, and the conven- 
ience of the new—these features make a Meilink Safe the 
100% safe. All models, any interior arrangement, inner 
doors, burglar-proof chests when specified. Underwriters’ 
Label on every safe. 





Get our dealer proposition. Be the safe dealer in your town. 


THE MEILINK STEEL SAFE COMPANY - 


TOLEDO, OHIO, U. S. A. 
DOOOUOUOUOUOOOOOOOOOOUOUOUOOOUOOOOU 
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Sell Service 


Tell City dealers sell service. They sell desks that 
give service-—for that is the purpose of all office desks. 





Typewriter Desk No. 194 





Tell City service is the cumulative value of utility, IE 
correct and appropriate design, sturdy construction IE 
and enduring finish. 


Typewriter Desk No. 194, here shown, is an | 
excellent example of Tell City craftsmanship. It is a ; 
popular seller throughout the trade. Catalog No. 36 | 
shows the entire line. Where shall we send your copy? | 


TELL CITY DESK COMPANY 
TELL CITY - INDIANA 
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tention is paid to the many other forms of alleged ad- 
vertising vehicles, with the one exception of out-door 
painted bulletins. These form one of the most valuable 
mediums obtainable to our business for by these bulletin 
boards there is continually flashed to the mind of the 
passerby the fact that “Wesbanco” is ready to supply his 
needs. 

Where a trade name is used, as in our institution we 
use the word “WESBANCO,” painted bulletins form an 
ideal method of creating a background for * intensified 
sales effort. We have many of these boards scattered at 
strategic points throughout the business district and a 
few located at similar points in the higher class resi- 
dential sections. In the final analysis we find outdoor 


advertising to be particularly effective. In the arrange- 
ment of newspaper copy we usually use considerable dis- 
particularly 


play, but we have found it valuable con- 


————axt 
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only the number “13” in quotations. The inside leaves 
read as follows: 

“When in the year 1909 the Western Bank Suppl 
Company was founded in Oklahoma City it was to sell 
good goods and sell them at a fair profit. 

“We have tried unceasingly to adhere to that policy. 
Above the making of money we have set the esteem of our 
customer friends and the service of the people whose 
daily lives are touched and enlarged by contact with our 
products. 

“In pursuing these ends we have found great happiness, 
numberless friendships and a sufficient prosperity. 

“The reward of good manufacturing and honest mer- 
chandising is permanence of patronage and the confidence 
of the public. 

“We are more proud of the fact that we have customers 
who have been on the books every month for the 13 











yalnut office outfits. 





i . er expected. 


plies in the state 


A RUN! 
| We are having a big 
run on those steel 
filing cabinets at $37. 
$42 and $47, 


Ran in and order 








gf IME teaches that no office or 
business house should appear 
ae a——@ shabby if the maximum results _, 








————— 


| 


AWe are specialists in office furniture for the clerk as well} 

las the executive. Special showings in mahogany, oak and } | 
We solicit your inspection. We} | 
rry the largest and most complete stock of office sup- ff | 


1] | Phone Walnut 0757 | THE POINT! | 
The Business Man’s Department Store 


WESTERN BANK SUPPLY CO.| 


|} not afford to risk 
y pers 
without having a safe 
to 











: ww mode Three Hundred Block West Main Street cal mie pad Ss a 
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WESBANC() Phone W. 0757 Ii 
| | Promega’: 
| Western Bank | ern Ban 
| Supply Company | Supply Company 
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THREE EXAMPLES OF THE NEWSPAPER ADVERTISING OF THE 


WESTERN BANK SUPPLY COMPANY OF OKLAHOMA CITY, OKLA. 


tinually to hammer the nail on the head with a standard- 
ized small-sized ad in a regular location. 

No advertising, whether it be newspaper or direct mail, 
should be spasmodic. A careful analysis should be made 
of the firm’s needs, a budget created and as expansive 
a program as it warranted, should be made to extend 
over the period of the year. 

No piece of mail goes out from this house that does not 
carry somewhere within the envelope just a word of the 
quality of “WESBANCO” products. There is no news- 
paper published in the city that does not, in its every edi- 
tion, carry some word of “WESBANCO” service. No 
civic event occurs in this city but that somewhere in its 
development the name of “WESBANCO” is intimately 
connected. No finer synopsis of our efforts can be con- 
ceived than that which was recently produced by our 
publicity department as a house folder under the mysterious 
title of “13.” This folder was printed on a heayy brown 
cover with a brilliant red ink and bore on its title page 


years we have been in business than we are of our very 
remarkable growth.” 

In conclusion let me say there are many houses in our 
line of business who today are cutting off their advertis- 
ing to reduce their expenses. I am reminded of the old 
bromide of a few years back that “cutting one’s wind- 
pipe would reduce the cost of living.” Intensive ad- 
vertising is more important today than ever. Competi- 
tion is keener and more alert and in the office furni- 
ture business profits for this year must be earned— 
earned by hard earnest work. It can only mean a full 
week’s work for a full week’s pay, and this applies to 
the executives, to the office folks, to the sales force and 
to the laborer who turns out the products from the 
woods to the kilns and the cabinet shop and finally into 
the office of the ultimate owner. Honest values, honest 
prices and advertising all along the route, judiciously, 
carefully, thoroughly, must be depended upon in these 


times. 
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ABOVE ARE ILLUSTRATIONS OF SOME CAPITAL INSTALLATIONS OF STEEL FURNITURE BY THE 
ART METAL CONSTRUCTION COMPANY, JAMESTOWN, N. Y.—The upper right hand picture presents a 
view of the dictating room of Thomas A. Edison, Inc., Orange, N. J., equipped with stenographers’ steel desks 
The center picture presents a likeness of the steel filing devices of a big insurance company, showing steel desks 
for the file clerks. The lower left hand picture shows a purchasing agent's office, furnished throughout with stee 
equipment 





VIEW OF A PORTION OF THE OFFICE FURNITURE 
ESTABLISHMENT OF W. R. HILL & COMPANY, MEM- 
PHIS, TENN.—Here we observe filing cabinets, desks, 
typewriter cabinets, chairs and steel safes with vault doors 
at the rear of the store. An article concerning this institu- 
tion will be found on page 169. 
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When you add a desk 


line consider Clemco 


Clemco desks have all the earmarks of 





Trade Mark 


Market Time 


The furniture market will 


pen June 15th. As a part high grade furniture—appearance, qual- 
the new, up-to-date plant itv, performance—and these ear marks 
manufactured. We aba are correct indications of their worth. 
re a ee Build your office furniture department on 
Sees aa ae ae Clemco and you will experience the full 
sted in office furniture 


meaning of desk satisfaction. 







An important member of. the line is the “2-in-1” Clemco, the 
most popular typewriter desk made and at the same time a per- 
fect clerical desk. With its unbroken top the “2-in-1” Clemco 
actually does the work of two desks in one. 








THE CLEMETSEN CO. 


3401-61 W. Division Street 
CHICAGO, ILLINOIS 
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Write for 
Complete 
Office 
Chair 
Catalog and 
Price List 


of 


in 


(on 





‘*Piercecraft’’ 
Market 
Leaders 
No. 2224-4W 
MADE BY 


Re f° §. K. PIERCE & SON COMPANY 


atterns Established 1830 Sta. A. GARDNER, MASS., U. S. A. 
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Desk to our Adam Suite. 


Established 1824 20-62 Churchill Street 


Gift 


“Ghey Express Success 





Write for catalog and see our 
line complete, 241 pieces to select from. Unexcelled quality, 
beautiful finish in every desk and table produced. Good live 
agencies wanted. 


CUTLER DESK CoO. 


BUFFALO, N. Y. 

















Mp 


Imperial 


' Steel Cabinet Co., 


2130-2152 Fulton St., 
Chicago, will furnish blue- 
prints and prices which will 
enable you to secure your 
customers’ orders for any 
kind of special metal cab- 
inet work. This company 
has been furnishing this 
class of work through the 
trade for eighteen years and 
has the proper equipment 
and facilities together with 
the necessary resources to 
take care of your require- 
ments in a first-class man- 


® mer. You can make this a 


profitable branch of your 
| stock cabinet department 
without additional outlay 
on your part. All work 
guaranteed and furnished 
subject to inspection and 
approval. 
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moreet Cleri- Type Byron 


Every office, everywhere, is a Byron prospect. If busi- 
ness is “off’’ with you, it may be your own fault—don’t blame 
conditions altogether, for right now other dealers are having good 
business on the Byron. 













In actual 


Every time you make a sale you have put another Byron 
salesman in the field. Our business to date has been built 
almost entirely around repeat orders and orders sent in upon the 
recommendations of users. 


Write today for literature and our proposition to dealers. 
It involves very small investment and offers quick turnovers at 
a good profit. Remember the 30 exclusive, patented features are 
found only on the Byron. 


Big Guaranteed 
Selling to save time, labor, stationery, 


oor space, to reduce costs and 


3 Q F eatures increase office efficiency. 


e Right now is the time to sell equipment. 
D ealers: Each day lost means sales lost—do it NOW. 


One second and it’s open 


Byron Typewriter Cabinet Co. 


INCORPORATED 


LOUISVILLE, KY., U.S.A. 








“All of the BIG things of today were the little ones of yesterday” 


CROCKER 
CHAIRS 


A chair for every purpose 


Shown permanently at 


Furniture Exchange Building 
Grand Rapids 


1414 South Wabash Avenue 


Chicago 


San Francisco Furniture Exchange 
San Francisco 


601 First Avenue, N. E. 
Minneapolis 





Crocker Chair Company | No.6648-6 


Seat, 184 inches between Arms. 
Sheboygan, Wisconsin Back, 16 inches high. 


BRANCHES: CHICAGO NEWYORK MINNEAPOLIS OAKLAND 
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The Medium Priced Line of Good Quality 


Permit us to introduce to 
you our new brain baby— 


VERTICAL No. 13 





The finest cheap file on the market. 


This new vertical file is unquestionably the 
most honest and remarkable combination of 
price and quality that has ever been offered to 
the trade. 


The case is exceptionally well built and hand- 
somely finished and trimmed. The drawers are 
ROLLER-BEARING insuring smooth and silent 
operation. No. 13 is built to last a life-time. 


There is nothing cheap about this file except- 
ing the price. Made in Letter size only four 
drawers high. 


DEALERS NET PRICE 


Put a sample on your floor and make this busi- 
ness come your way. 


Imperial Methods Co. 


FOREST PARK, ILLINOIS 


New York—E. L. Sirus, 132 Nassau St. 
Pacific Coast,—Davison & Gold, Los Angeles 








A PPLIANCES June, 1 





Protects Your Desk Top— 
Improves Its Appearance 


This new product is used as a top 
or pad on desks, tables, counters, 
etc. It is far more serviceable 
than the ordinary Linoleum top, 
for the reason that this -NEO- 
LEUM- has two good sides. 
material is not fastened—just lay 


This 


it on any top, no moving around, 
lays perfectly flat, no curling, per- 
fect writing surface, no ink spots. 


Try this -NEO-LEUM- on your 
new desk just purchased. Try it 
on the top of your old desk, and 
watch the remarkable change in 
appearance, efficiency, and serv- 
ice. Can be made to fit any size 
desk, table or counter. Material 
4" thick, round edges, green in 
color. Send for literature and 


prices. 
WAGEMAKER COMPANY 
Grand Rapids, Mich. U. S. A. 





— 
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* MANUFACTURERS’ CO-OPERATION 


Being An Expression from Several of the Office Furniture 
Manufacturing Houses on the Methods They Follox 
in Co-operating with Dealers in This Field. 


N THE section devoted to the sale of office furniture, 
| which has come to be one of the most important items 
in the commercial stationery stock, Office Appliances 
has felt it would be appropriate that the manufacturers of 
office furniture be given a chance to outline for the bene- 
fit of the readers their nfethods of co-operating with deal- 
ers to the end that retail sales may be advanced and the 
entire business benefitted. From more than a score of 
letters of inquiry, Office Appliances has received the fol- 
lowing replies, which we present in alphabetical order: 
Each Case An Individual Problem. 

The Berger Manufacturing Company, of Canton, O., 
states through R. M. Nicholson, its advertising manager, 
that they have found it to be much better in co-operating 
with dealers to take each case individually and after con- 
sidering all the factors which have a bearing work out 
a suitable campaign. This does away with any set method 
of co-operation. Where the company is not in personal 
touch with dealers they send out a questionnaire designed 
to get the information required before starting to plan a 
campaign. As each dealer has a different problem, a set 
campaign would not exactly fit in many cases. The 
usual fundamental elements enter into formulating these 
campaigns, but they are put together in different ways so 
as to work in harmony with the operations of the dif- 
ferent dealers. “Of course, we have,” said Mr. Nichol- 
son, “the usual advertising materials such as signs, folders, 
blotters, booklets and catalogues, all of which are sup- 
plied to dealers and used also in connection with direct- 
by-mail campaigns. 

“We find that some dealers are so situated that direct- 
by-mail campaigns serve their interests better and in other 
cases dealers prefer newspaper advertising. We always 
endeavor to tie up any local campaign with our advertis- 
ing in the ‘Saturday Evening Post’ and other publica- 
tions so as to give the dealer the full benefit of this 
national publicity. 

“Our co-operation is handled by a co-operative depart- 
ment established for that particular purpose, and people 
employed therein are trained in finding out what the dealer 
needs and working out the proper co-operative campaign 
to secure results. It is customary for the dealer to bear 
part of the expense, and we find that the live dealers are 
perfectly willing to do this as the results more than justify 
the expenditure. 

“An important part of our co-operation is the personal 
selling assistance our district representatives give our 
dealers in connection with closing sales.” 


* = ok 
The Browne-Morse Company, through Will Hoge of the 
sales department, goes into the matter of co-operation 


rather thoroughly. He looked up the correct definition of 
“co-operation” in the dictionary and found it to be as fol- 
lows: “Joint operation; concerted action or effort.” He 
continues: 

“So, contrary to the belief of many dealers and firms, 
co-operation is not a one-sided act, but one in which both 
parties concerned must participate. Co-operation is one 
of the most important factors in the commercial world. 

“Our definition of co-operation between the dealers and 
manufacturer would be: ‘The concerted efforts of the 
dealer and the manufacturer to sell the commodity and 
maintain good will among its users.’ 

“In other words, every effort put forth by one should 
be matched by the effort of the other. We are at all 
times ready to go a little bit further in our co-operation 
than this definition carries us. We are willing to go more 
than fifty per cent of the way in helping our dealers dis- 
pose of our products. When a new dealer is appointed, 
we secure a list of names from his territory and send to 
every name on this list an announcement that Browne- 
Morse products and Browne-Morse Service can be had 
from this dealer. Next, we supply the dealer with im- 


es 


printed catalogues, advertising literature, electrotypes, 
demonstrating parts, etc. 

“At regular intervals we circularize a mailing list for all 
dealers who supply us with these lists; and we keep them 
supplied with all the catalogues and advertising matter 
that they can or will judiciously use. 

“Our salesmen do not call on our dealers with the idea 
of securing orders, but to render them assistance. This 
help is in the form of making suggestions, instructing 
salesmen, or anything that they can do to be of service. 

“We have recently started a department to be devoted 
exclusively to co-operation with our dealers, and we hope 
to make the service of this department more far-reaching 
than ever before.” 

‘ 
Intensive Dealer Co-operation. 

The Globe-Wernicke Company answers the question 
of dealer co-operation through its advertising manager, 
O. J. Dreyer, as follows: 

“From the time the Globe-Wernicke Company, origina- 
tors of the unit idea as applied to sectional bookcases and 
sectional filing cabinets, put these goods on the market, the 
company has intensively co-operated with all its dealers 
and exclusive agents, protecting its exclusive agents in the 
most thorough and painstaking manner. When the com- 
pany appoints a concern as its exclusive agent for the sale 
of sectional bookcases and filing cabinets, it never has 
sold and never will sell those two lines of goods to any 
other dealer in the territory around this exclusive agent. 

“Tn the selling organization of the company, the first object 
is to assist the dealers to dispose of their stocks of goods 
to consumers. The advertising in magazines, news- 
papers and direct-by-mail is all done with this object in 
view. The company endeavors to keep in close touch 
with all its agents and to render to each one every assist- 
ance possible in the sale of the goods, supplying window .- 
displays, printed matter and localized advertising.” 

Office Appliances might add to the foregoing by way of 
detail that the very original cut-outs made of cardboard 


and lithographed in a lifelike manner are among the 
striking features of the advertising co-operation given 


to dealers by the Globe-Wernecke Company. By way of 
further detail, it seems to us that reference should be made 
to the highly excellent catalogues and other printed mat- 
ter which the company provides. These catalogues sup- 
ply what is really educational information on the subject 
of filing cabinets, steel safes, etc., and can be used and are 
used daily by salesmen to strengthen their own knowl- 
edge of the lines. 
a a * 
Co-operation by Direct Mail, Advertising, Service Sug- 
gestions, Etc. 

The Invincible Metal Furniture Company of Manitowoc, 
Wis., outlines its method of dealer co-operation in the 
following paragraphs: 

“First of all, we carry on extensive direct-by-mail ad- 
vertising campaigns, turning over all inquiries to our deal- 
ers for closure. Further, we keep track of all inquiries by 
means of a follow-up system, circularizing prospects at 
definite intervals in order to facilitate the salesman’s per- 
sonal effort when he makes his call. 

“We keep up a steady follow-up correspondence with 
our dealers on all prospects which are still pending, ad- 
vising them from time to time when letters and circulars 
are sent out, in order that they may have their salesman 
make his call at an opportune time. 

“In most cases, or when dealers request it, we prepare 
advertising copy and layouts for their individual advertis- 
ing requirements, furnishing them with cuts which are 
charged to them in memo only. 

“We also send all dealers and their salesmen monthly 
sales letters which keep them posted on what we are do- 
ing in the way of advertising, changes in our construction, 
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prices, and assisting them to combat competitive arguments 
against our product, etc. 

“In addition to the above, we furnish them with service 
suggestions for customers, such as the keeping of safe 
deposit box rental records and box rental advertising 
suggestions. 

“Catalogues, envelope enclosures and all circular matter 


are furnished gratis, while samples are billed in memo, 
to be returned for new ones when shop worn.” 
* * * 


Makes Extensive Use of Dealer-Imprint Service. 

The Fred Medart Manufacturing Company, of St. 
Louis, through P. L. Caselas, manager of locker sales, 
presents the following outline of the company’s method of 
dealer co-operation. 

“Realizing that steel office cabinets embody more or 
less of a new idea on the subject of office efficiency to 
many office managers, particularly in some parts of the 
country, we are providing our dealers with literature 
which will enable them to spread the idea in their locality, 
thus creating a demand. 

“In the first place, we furnish our dealers with as many 
envelope inserts as they may want. These can be slipped 
into all their outgoing mail. These inserts are distinctively 
dealer advertising. In other words, every effort has been 
made to give them the form of advertising gotten out 
by the dealer himself, for his own use. Our name and 
address does not appear on the insert, and the name 
*“Medart’ in connection with the cabinets appears but once 
or twice in the text. 

“Then for those dealers who have a regular mailing 
list, we provide as many of the large circulars as they may 
desire. These are also imprinted with the dealer’s name, 
address, phone number, and whatever else he may wish 
to include. Here again the manufacturer is more or less 
in the background. The object is to link the idea of steel 
office cabinets with the name of the dealer in the mind 
of the prospective purchaser. 

“We are also furnishing many dealers with electros of 
any of the cuts shown in our circular for use in the in- 
dividual dealer’s catalogue or any special advertising 
matter he may want to get out, such as blotters, etc. Our 
advertising department co-operates with the dealer in pro- 
viding copy for such special advertising, where requested. 
We have cuts made from pen and ink line drawings espe- 
cially for the use of dealers who want to advertise in local 
newspapers. Many dealers are making use of this mode 
of introducing steel office cabinets in their localities. 

“In addition to the above mentioned forms of co-opera- 
tion, we are keeping in rather close touch with all of the 
dealers handling our line, writing personal and individual 
letters to dealers offering suggestions, and occasionally 
getting out a circular or form letter, addressed to all 
dealers handling our-line, if we have a suggestion which 
we think would apply generally.” 

* *x OK 


Nothing Too Good for the Dealer. 

The Shaw-Walker Company, of Muskegon, Mich., re- 
plies to Office Appliances’ query through W. H. Randall, 
manager of agencies, who says: 

“The attitude of the Shaw-Walker Company is that 
there is nothing too good for the dealer. Our dealers 
are our representatives to our customers—they carry our 
message broadcast over the country. It is our duty to 
develop ourselves and our dealers to the highest possible 
degree. 

“We first of all must be sure of our product before 
asking a dealer to attempt to sell it. The quality, durabil- 
ity. design and utility of every article is thoroughly tested 
before the dealer is asked to handle it. In this manner 
we save the dealers the possibility of getting a lot of 
unsaleable stock on their hands. 

“Shaw-Walker products are advertised in many of the 
principal business magazines, and we run quite extensive 
campaigns in the daily newspapers of the various cities 
over the country. These very materially increase the 
prestige and demand for Shaw-Walker equipment, and 
greatly augment the good will. ‘Built Like a Skyscraper’ 
is one of the best known slogans of advertised products 
today. 

“All of our dealers are provided with high-grade advertis- 
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ing literature for which there is no charge. There is lots 
of selling information contained therein and plenty of illus- 
trations showing the possible combinations for different 
requirements. This literature not only includes catalogues 
and price lists, but it also includes envelope stuffers, win- 
dow display cards, direct-by-mail campaigns and electros 
for newspaper advertising. 

“Our house prgan, the ‘Skyscraper,’ is designed to keep 
our agents in close touch with the house. In this way we 
acquaint our readers with additions to the line, and pass 
on ideas which we receive that are likely to be of profit 
to other dealers. From time to time we issue special 
sales bulletins as occasion may require. Thus, it will be 
seen that we keep in close touch with our agents at all 
times. 

“Our special representatives cover all parts of the 
United States, calling our dealers, instructing them in the 
selling of Shaw-Walker products and assisting them in 
closing deals. In this way we help train our dealers’ 
salesmen so that they can stand on their own feet. We 
also run schools at the factory which we invite our agents 
to attend to get further instruction on the line and see how 
our goods are made. 

“Delivery service being one of the most important means 
of helping our agents build up their business, we have estab- 
lished a service department which aims to keep us con- 
tinually in stock on all items in the line and to expedite 
shipments from the factory. This department also super- 
vises such questions as packing, to make sure that the 
goods arrive in proper condition. We also have a traffic 
department which routes the goods, checks all freight 
rates and enters freight claims. 

“We do not charge our dealers for any of this service 
or literature. We feel that our dealers are a part of our 
Shaw-Walker organization, that their problems are our 
problems and our problems are their problems. The 
fine spirit of the organization we try to extend in its en- 
tirety to all of our dealers. 

* 2. 2 


Dealer Co-operation in General Terms. 

The Weis Manufacturing Company, at Monroe, Mich., 
replies to the dealer co-operation query through H. C. 
McPike, who has recently gone with the Weis Manufac- 
turing Company after an exceptional experience in the 
field of office furniture. He says: 

“In writing on such a serious subject as ‘Co-operation 
between Dealer and Manufacturer, one might touch on 
those same methods of co-operation that are today a part 
of every well known manufaciurer’s program. I refer to 
imprinted catalogues, leaflets, circulars, sample sets, elec- 


tros, display layouts, inside and outside, that are fur- 
nished by the manufacturer freely and otherwise. I might 
also mention the manufacturer’s salesmen and the help 
they give the dealer, the general advertising that well 


known lines receive, the trade acceptance, the manufac- 
turer as the dealer’s banker and the protection that cer- 
tain classes of dealers receive; but most of us know these 
things and accept them as a part of any good manufac- 
turer’s program 

“Every manufacturer must decide in advance a certain 
policy of selling his products and adhere strictly to that 
plan. A manutacturer must decide one of two ways of 
selling—through the dealer or direct to the consumer. 
Under no circumstances can both methods be maintained 
in fairness to the dealer. Nor will there ever be full 
co-operation possibie when certain sections may be reserved 
for direct selling, or when part of a manufacturer’s product 
is open for both methods of selling. 

“Pefect dealer-manufacturer co-operation can result only 
when a manufacturer is entirely dependent upon the dealer 
for his very existence. When this condition exists then 
all possible methods of co-operation, within reason, are 
bound to result. 

“Isn't it logical that if you were absolutely dependent 
upon some one else for your very existence you would do 
everything possible to make that person prosper? 

“Again co-operation is not those plans that are forced 
on a manufacturer by certain local conditions. Co-opera- 
tion has got to be a part of the general policy of selling 
to become unselfish and a virtue.” 

. 
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Wholesale _ price 
subject to 5% dis- 
count in carlots. 


ALSO 


all oak improved roller 
bearing 


TRANSFER CASES 


1.82 


Wholesale price 


less10 in cariots 





Thisis your chanceto 
meet all competition 


For, it’s time to transfer again. Filing and 
transfer cases and supplies are in demand. By 


virtue of their attractive appearance, hardy 
resistance to wear and actual bottom price 
these two Melton-Rhodes numbers make 
splendid leaders for special! selling induce- 
ments—and these leaders can be sold low at a 


profit, not a loss. 


There are many other equally attractive prop- 
Ositions in the Melton-Rhodes “Made-Right” 
line which afford dealers the opportunity to 
| get the edge in competition. We shall be 

pleased to send you description and prices of 
our complete line. 








UNUSUALLY These two numbers made ac- 


cording to the Melton-Rhodes 
LOW 


“Made-Right” standard, at- 
PRICES 


tractively finished and bottom 
priced, are almost irresistible. 


MELTON-RHODES CO., Inc. 


High Point, N. C. 
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“She Only 
Metal Waste Basket 
with 
Rubber Cushion 
CORNERS 


THE BASKET WITH THE 
RUBBER CUSHION CORNERS 





‘Vei ” Metal 
Waste Basket 
A Small Item With a Big Sale 


There are other waste baskets—Yes! But when 
you assemble them and look for the distinctive 
one, there is but one obvious choice—the VICTOR. 


Fine hotels, substantial banks. successful business 
offices—all endorse the Victor basket above all 
others by actual usage. Look and you will find 


them—everywhere. 


A small item compared with other office furniture, 
but a bigger turnover and a bigger proft—100%. 


The VICTOR basket comes in four finishes—rich 
Mahogany, American Walnut, Quartered Oak or 
Olive Green. 


Mail the coupon for full sales proposition. 


Metal Office Furniture Co. 


Grand Rapids, Michigan 








Metal Office Furniture Co., 
Grand Rapids, Mich 


Please send me information and dealer’s discount on 
| VICTOR Metal Waste Baskets. 


| Name 





Address ........... 


a 


————————————— 
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DIETZ 
DESKS 








Excellent construction 
—neat, efficient and or- 
ganized arrangement— 
attractive and lasting 
finish. 


An extensive line of roll 


top—flat top and type- 
writer desks. 


We will send you our 
illustrated catalog on 
request. 


The J. F. Dietz Company 


CINCINNATI 
OHIO 


Established 1881 
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The ‘Lock Behind rhe Lock” 


Section 


YOU 
Can Fill Every Available Inch 
of Your Bankers’ Vault Space 


—building your own profits as you add 
INVINCIBLE Sections to the Safe 
Deposit Box installations in your terri- 
tory. The real Pioneers, when SAFE 
DEPOSIT BOXES in SECTIONS 


were first introduced, were 








SAFE 
DEPOSIT BOXES 


They first made it possible for banks to avoid the use 
of unchangeable, inflexible built-in equipment. 


With INVINCIBLE Stock Sections, containing any 
size of box desired, you can immediately fill the average 
requirements of any bank. Then to fill every available 
inch of vault space we will design and furnish SPECIAL 
UNITS, which intermember perfectly with the balance 
of the installation. The resulting installation will be 
one as nearly perfect—in solidity, service, safety and 
beauty—as human ingenuity has yet devised. 





Mail the coupon below for all the details of the IN 
VINCIBLE dealer proposition. They insure you ample 
profits and complete protection. Full descriptions of 
INVINCIBLE Boxes will be included. Act now! 


Manitowoc, Wisconsin 


INVINCIBLE METAL FURNITURE CoO. 
Manitowoc, Wisconsin. 
Gentlemen:— 
Please tell me all about your dealer propo- 
sition and sales helps on INVINCIBLE Safe 
Deposit Boxes. 





Name 








Street and Number 





Town and State 
— ee ee 








INVINCIBLE METAL FURNITURE CO. 
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2305 to 2315 N. Broadway \ é 
ST. LOUIS, MO. 





















The Trade-Mark 
That Means Quality 


OU can depend implicitly 

upon .all filing equipment 
which bears the trademark 
shown above. For every effort 
is bent to make Supreme Sup- 
plies the very finest in the field. 
Time, money, equipment, re- 
search, experience—all these 
are generously used to make 
Wabash products supreme in 


No. 1810 Telephone Stand 


Office Tables, Cos- 


tumers, Typewriter 


No. 508 


and Telephone Stands =—stisimer quality. 


If you are not thoroughly familiar 
with such Supreme Supplies as The 
Alpha-Merical Way of letter fil- 
ing, the National System of card 
indexing, Celluloid Faced Insert- 
able Headings and the new Wa- 
bash-Goodline Steel Tab Guide, 
write and get acquainted. These 
will serve to show what exception- 
ally fine supplies come from “The 
Banks of the Wabash.” 





The Wabash Cabinet Co. 
Desk 10, Department B, Wabash, Indiana 


No. 2460. Bank and Office Table. Top 1} inch, 
7-ply veneered quartered oak. Edges veneered, 
rims and drawer fronts full quartered and legs 
veneered quartered oak with solid brass sockets. 


FILING SUPPLIES and CABINETS 


The Wabash Cabinet Co., 
Desk 10, Dept. B, Wabash, Ind. 


Please send me a free copy of 
“The Five Basic Methods of Fil- 
ing’’ and details of your deal- 










We are pleasing our customers and 
desire to count you as one of them. 


Write today for folder and prices. 


er plan. 
Udell-Predock Mfg. Co. Nt Ce 
2305 to 2315 N. Broadway St. Louis, Mo. AGGr€BS «1-1 e es eeeeeseeesens 


City, Beate. coccoceccssssesseceananan 
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No. 5060 
60” x 36” 
Quar. Oak or Mah. Finish 
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The office desk is the nucleus of the 
equipment in any office. All industry 
revolves around it. And modern or- 
ganization demands many different 
styles and models to meet varying 
conditions. 


The number of styles and designs in 
the Central Line is very large and the 
scope of the line broad enough to in- 
clude practically every need of the 
furniture dealer. 


THE DESKS 


are manufactured and designed 
primarily for strength, durability and 
all around usefulness. We fully 
guarantee these features. 


Write today for our Catalog 35 and 
Price List 35-2. 


Central Mfg. Co. 


Established in 1884 
454-56 Armour Street 
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Chicago, IIl. 
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No. 5455 
55” x 32” 
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ERIE ART METAL Co. \ 




















He profits most 
Who serves best 


\ T 


AKE the sentiment 
out of business and 
you havenothing but 
a shell left. After 
all, now, isn’t the 
satisfaction you 
derive from rend- 
ering your trade 
a real service— 
carrying depend- 
able merchan- 
 dise and hav- 
\\\ ing the goods 
\ they call for, 
for instance 
—worth just 
as much as 
the profit 


from the 
sale itself. 


A customer 
asks tor agood 
waste basket. 
He may or may 
not specify the 
DAN-DEE. But 
if you have the 
DAN-DEE in 
stock (both round 
and square styles) 
you knowin your own 
mind you are selling 
him the best waste 
basket made. 


\\\ 


\ \ 
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—and more—at the same 
time you have made a 
generous dollars-and-cents 
profit on your sale. How 


true, ‘He profits most who That’s 
serves best.”’ business 
senti- 


Ask for prices. 


\ ment 


ERIE - PA. 
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SOME ATTRACTIVE PERIOD FURNITURE.—The outlines above show eight numbers of a very attractive 
design of period furniture, produced by the Macey Company of Grand Rapids, Mich. The style is known as the 
William and Mary. This is one of a number of period sets which the Macey Company has produced. The lines 
of this furniture are of extreme beauty, as will be evident from the illustrations, which we regret necessarily 
fall short of showing the full beauty of this furniture. 

















L fe gts pa tt nes — - 


TWO VIEWS OF THE GENERAL FURNITURE DEPARTMENT OF THE WESTERN BANK SUPPLY COMPANY, OKLA- 
HOMA CITY, OKLA.—This fine display of office furniture consists of samples only, orders being filled from warehouse stock. 
The Western Bank Supply Company is one of the largest establishments in the Southwest, and ranks as a foremost distributor 
of office furniture and office equipment lines 
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OFFICES OF THE KIRBY LUMBER COMPANY, HOUSTON, 





TEX.—In these offices it will be observed 


that the partitions consist of filing devices built up to counter height. A feature of this arrangement is that 
the entire room in which these different office devices are located is open so that there is nothing to obstruct 
the light or the view, yet great efficiency is maintained in filing arrangements with no loss of space on account 


of extra partitions. Every officer can survey the whole floor.—lIllustration by courtesy of 


proofing Company of Youngstown, O. 


CARE AND ARRANGEMENT OF STOCK 
Being Some Practical Suggestions on the General Menage- 
ment of an Office Furniture Department by T. E. 
Lengnick, Secretary, H. G. Pugh & Company, 

Little. Rock, Ark. 


E DEVOTE the entire second floor of our premises 
W at 417-419 Main street, Little Rock, to our furni- 

ture department. The front part is given over to 
display, while the back part is used for the storage of small 
items and the refinishing, repairing and packing depart- 
ments. It is the rule of the house that every piece of fur- 
niture which comes in must go through the repairing and 
refinishing departments before it is put on the floor. This 
is to assure its being in first-class condition. All packing 
marks, scratches or drawers that stick are attended to at 
this time. We attempt to display at all times several com- 
plete offices fitted up as a prospective customer might de- 
sire to equip his office. That is to say, the pieces that 
match in design, finish and as nearly as possible in style 
of graining are arranged in these model offices. This per- 
mits us to show a customer how his office would look com- 
plete, if he desires to equip one. We also carry a variety of 
designs of the different styles of desks in rows like sol- 
diers. This arrangement allows us to display the largest 
quantity inthe least amount of room. 

We have found it of advantage to wipe off the desks 
once or twice a day according to whether the windows 
are open or not, with a soft dust rag; and we give them a 
thorough cleaning, also a thorough once-over by our re- 
pairman each month. 

Whenever a sale is made to a customer in Little Rock, 
we always deliver the desk from the sample floor and put a 
new one in its place. We are thus always sure of having 
the latest model on the floor and our samples are kept in 
the best condition possible. Whenever we receive an order 
from out of town we get the desk or other piece of furni- 
ture from our warehouse and unpack it, saving crating or 
packing material. If the desk is found to be in perfect 
condition, it is then repacked and shipped; but if there are 
dents or packing marks on it, we take our sample from the 
floor and put it in the crate, refinishing the new desk and 
putting it on the floor. By this means we make certain 
that our out-of-town customers receive their furniture in 
the best possible condition. 

We have, as stated above, a man who can repair and re- 
finish the furniture, and therefore, we take particular pains 


& 


The General Fire 


to see that all furniture leaving the house is in first-class 
condition. We find that there is quite a bit of damage 
done to furniture in transit, consisting, as a rule, of pack- 
ing marks and dents on desks. This condition, however, 
is much better at the present time than it was a number of 
months ago. We try to examine every piece of furniture as 
fully as possible for damaged places as soon as it is re- 
ceived without opening or uncrating and by following this 
policy we are in a number of cases able to put in claims to 
cover damage done to furniture in transit. We do not find 
it advisable to deliver furniture direct from the warehouse 
without removal from the original packing, as there are too 
many cases in which this furniture is not in a suitable con 
dition to be delivered to our customer’s office. We, there- 
fore, take the course outlined above and repack all furni- 
ture after giving it thorough examination. 

We have not found the sale of our wooden desks so 
brisk as it was in the past and are resorting to every means 
possible to move this furniture on a profitable basis. We 
have found one method that works more satisfactory than 
almost any other and this is by taking used furniture in ex- 
change for new and making the customer as good an al- 
lowance as possible. On transactions of this kind we do 
not figure our profit on the selling price of the desk, but 
on the cash consideration received, and then sell the desk 
that we receive for about $5.00 or $10.00 more than we al- 
lowed for it, which is just about enough to cover the han 
dling and repairing. This also allows us to figure in our 
regular margin of profit on the sale of the used furniture. 
We find that the used furniture, if taken in at the right 
kind of a price, will move very quickly. We are willing to 
make a fairly good allowance for a piece of furniture that 
is used every day, but when it comes to a piece of furni- 
ture that we believe we will have on our hands for months, 
our allowance then narrows down to a very small propor 
tion. 

We keep our furniture department to the fore in a large 
front display window at all times, making it prominent in 
our advertising, both in newspapers, direct-by-mail pub 
licity, and otherwise, and use every possible means to 
feature it. 

Our building contains five floors each 41 by 140 feet. 
The three upper floors contain our manufacturing depart- 
ment, which does an extensive variety of work. We feel 
that we have one of the best equipped plants in this part of 
the country. We are located in the heart of the city of 
Little Rock, which is the heart of the state of Arkansas, 
with good railroad connections with all the large cities as 
well as with all portions of this and surrounding states. 
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perfection 
by 
Bentley 
and 


Gerwig-- 


Bentley and Gerwig 
Design No. 29] 





THE NEW “‘Y’’ AND “Z’’ GRADES — MADE IN QUARTERED OAK, MAHOGANY AND WALNUT FINISH 
CATALOG AND PRICE LIST ON REQUEST 


G FURN. CO. WivVircinia 
























Complete, as 
illustrated, 


$14 


Top . . $2.50 


Sections $3.00 
each 


Base . . $2.50 





For Office Use 


The Lowest Priced Quality 
Bookcase on the Market! 


This new Macey “Home” Sectional Bookcase has 
non-binding doors. Each section is fitted with heavy 
solid ends, strongly dovetailed. Excellently finished: 
imitation walnut; imitation mahogany; quartered 
oak—golden, antique or fumed. Macey quality 
throughout. Order today, at above net prices. Put 
a price on them and watch them sell! 


“GP LINE 


Steel Files, Wood Files, Filing Supplies, Steel Safes, 
Office Desks, Matched Office Suites, Sectional Bookcases 








THE MACEY COMPANY, Grand Rapids, Mich. 
Made in Canada at Woodstock, Ont. European Office at London 
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Announces: 


NEW GRADES 


Beautiful Patterns In 


FULL QUAR. OAK 
ALL MAHOGANY 


AMERICAN 
WALNUT 


EXTERIORS and INTERIORS 


SHELBY VILLE 








SHELBYVILLE DESK COMPANY 


“The Flush Paneled Inter-Locking Dovetailed Line” 





669S-Oak 


ur own saw mills, dimension 


Ope pins o 
LIVE DEALERS ONLY--Send for Catalog mils and ve — Pi Sas 


at all times and texture. 


SHELBYVILLE DESK CO. 


INDIANA 








Steel Age 
Filing Cases 


] 








Steel 
Furniture 


Sheet 
Metal 
Specialties 


Corry-Jamestown 
Mig. Corporation 























CORRY PA. 
‘a _f 





OFFICE 
CHAIRS 


That Conserve Vitality— 






A business man’s a 8s 
divided into three equa 
rea ,a 


parts: sleep, re on 

his office chair. The latt 
permits the ther 

He = necessity 
seri nsideration of the 
chai 


GUNLOCKE 
CHAIRS 


afford euntaet, Guess 
= 


— Ly 3 do they con- 
vitality but they 
> y finished as to 


anc n ’ 
fro ad “the built-in qual- 
ity of this compre- 


h i lin parti 

1 tention is given 688 

to the final job—the = 

matter of putting o — py or transparent surface — 


sane against dust and gives t chair a beauty and cha 
acter re upon. 


You would find our catalog worthy 
of study. Send for a copy. 


W. H. Gunlocke Chair Co., 


WAYLAND, N. Y. 
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OPPORTUNITY 


DEALERS—here it is 


The 
INVINCIBLE 


Economy Steel Files 


are made in the follow- 
ing sections: 


Letter Drawer 


3 x 5 Card Index Com- 
partment 


4x 6 Card Index Com 
partment 


Storage Drawers 
Check Files 


And stack to give the de- 
sired combination for use in 
any office. 


(Also Legal Cap Drawers) 





DEALER’S NET PRICE 
Olive Green Four- Drawer File (including Top 
and Base) - - $18.50 


Olive Green Four-Drawer Legal Cap File 
(including Top and Base) - - - - 





Note this One Model, particularly the Raising and Lowering 
Device. Other models O-K and O-S are plain, portable 
stands equipped with two crutch tips in front and two 
casters in the rear. The one with a large board, the other 
a smaller one. These are the neatest and best stands on the 
market today. Suitable for so many purposes, the sales 
possibilities are unlimited. You are assured an excellent 
profit on your sales at moderate prices. Simplex Tubular 
Stands on display mean sales every day. Write for prices 


Write For Full Information 


a 





Td 


= immediately. in “ . 
= SIMPLEX STEEL STAMPING & MFG. CO. Invincible Metal Furn. Co. 
= 1900-1928 Gravois Avenue ST. LOUIS, MO. Manitowoc, Wisconsin 
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| 


Ask any desk 
user to enu- 
merate the re- 
quirements of 
a serviceable 


office desk--- 


You will find 
all of these 


features in 
Western Design No. 1660-R 


WE STER N Imitation Mahogany 
“BUILT FOR SERVICE”’ : Write for the catalog of 
the Western “Built for 


OFFICE DESKS Seruce” office desks 
WESTERN F URNITURE CoO. 


BLAIR AVE. & PALM ST. /| ST. LOUIS, MO. 
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| THE GUNN No’ DESKS 


GUARANTEED (PATENTED) CONSTRUCTION 


THE LATEST 


Gunn Patented Lino Top 
Desks, inlaid with special 
prepared Lino of highest 
quality provide an Ideal 


Whiting Surface. 
The soft dull shade of green is 


restful to the eyes. Lino has 
iron-like wearing qualities 
and yet it feels like kid to 
the touch. Stains are easily 
removed. 





























The necessity of expensive plate 
glass or blotters for protection 
of finish entirely eliminated. 
No varnish to mar. 

Sample of top and catalog mailed free. 


The Gunn Furniture Company, wicnican 


30 Years Builders of Office Desks and Sectional Bookcases 





























, THE BABY TYPEWRITER STAND For Safeguarding Records— 
A FAST AND EASY SELLER An ALL-STEEL CABINET 


























LIST PRICE Every office now locks up its valuable records and papers behind 
a steel doors. Terrell’s All-Steel Storage Cabinet is ideal for the 
50 purpose. Has adjustable shelves and dividers for any desired 
, e interior arrangement. Three-way locking. Is beautifully fin- 
ished in olive green, oak and mahogany. A great variety of sizes. 
Dealers sell this cabinet easily. Its appeal is instant—beauty, 
F.0.B DETROIT reasonable price, and practicability recommends it. 
Write for booklet and dealer proposition. 
Write for Liberal TERRELL’S EQUIPMENT CO. 
Dealer Proposition | Hilton St. Grand Rapids, Mich. 
EVERY DEALER ) woe 
SHOULD CARRY icine. | | | 
THIS STAND ' 
Sanitary 
IT IS Leg Base 
THE BEST BUY 
ON THE MARKET TT OTT. 
TPL 
1ah) r 


A strong, well built : 


stand, five ply oak HERE 












veneered top, 174’x14”". - 

Easy to move about. x A aca 

a. for home use. ae dis 

26” high. ae tae MODERN 
a Ae OFFICE 








WRITE NOW FOR OUR LIBERAL PROPOSITION 


AUTO PARTS MFG. CO. 


1814 Trombly Avenue DETROIT, MICHIGAN 
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THE BUYER 


What the Purchaser Wants 
He Buvs. By A. Linde, 
Miller C 
Milwaukee, 

HE ALIBI is a noble animal but he is obsolete and is 
now exhibited only as a curiosity. 

With office furniture, as with any other item of- 

fered for sale, there is only one fact of interest—we had 


with us a live prospect, and we either did or we did not sell 
him. The conclusion is the only thing that matters, so 
far as making a dent in the balance sheet. 

Although our subject relates to what we should tell the 
possible purchaser, we will, for the most, treat it negative- 
ly; because more sales are queered by giving erroneous in- 
formation by over-zealous salesmen than by the failure to 
say enough. 

DON’T TELL HIM—the age of the 
your oak desk was made; how they set the saws to quar- 
ter it; how far the logs were hauled to the skidways, or 
where the factory got the man who bosses putting these 
things together. Some of the stuff is interesting reading, 
but you can’t get it across in a “sales conversation,” un- 
less your listener is the secretary of some small town 
chamber of commerce or a competitor, hunting informa- 
tion. What the prospective buyer wants to know is what 
he will get for his good money—nothing else. 

Putting office furniture—desks, filing cabinets, chairs and 
all—into one bunch, we can make an abstract statement 
about our chances to sell in this wise: It is necessary, 
first, to have aroused interest, and then we must have some- 
thing interesting to follow up with, developing the follow- 
ing features: Appearance, Strength, Capacity (if a desk or 
cabinet), Durability and Ease of Operation; on the thor- 
oughness with which the sales force is grounded in its 
preparation and interest in these details will depend the 
fate of the prospective order, big or little. There is one 
other element in which one party—the purchaser—is vitally 
interested—PRICE. But the only case in which this should 
be allowed to enter the discussion as a deciding factor is 
that particular case of a prospect who comes into your 
store with the definite statement—“I want a good desk that 
will not set me back over umpty-steen dollars.” Even then, 
it is possible to sell something with a price entirely differ- 
ent from the predetermined one; but you sometimes have to 
concede something in this particular. 

I am fully aware, when I say the customer cares very 
little whether the finish of a cabinet is three hand-rubbed 
coats of baked enamel or seven, that I am showing scant 
respect to old traditions; but we must bear in mind that the 
average office man is not a metal finisher, any more than 
he is a steel worker or a cabinet maker; all this detail 
means nothing to him. 

Isn’t it better to say to him—“See the 
enamel; note the satin-like finish, 
ger marks, and will not chip off?” 
his language. 

When you are talking strength to the average buyer, he 
deesn’t care whether the “rinktum” is superimposed on the 
“doodad” at “an angle of 13% degrees, thus making the 
strongest joint known’”—they all say something like that 
about every construction under the sun, and much of the 
time the statements are mere idle talk. 

The point I’m raising is—that stuff never yet made a 
sale. The customer knows what you are talking about if 
you say, “This drawer doesn’t stick, loaded, when it is all 
the way out, because of that extra roller back there, which 
takes the strain when she gets past center; try it and see.” 


tree from which 


nice, hard baked 
which doesn’t show fin- 
Then you are speaking 


Manufacturers Speak Their Own Language. 
I have in my files a collection of office furniture cata- 
logs, in twenty-five per cent of which the points of con- 
struction set forth as original are claimed by all the others. 


Jr., Store 





AND OFFICE FURNITURE 


Know About the Equipment 


Manager, H. C. 


Manufacturing Stationers 


Wis. 


And at least half these so-called “important features” are 
points the buyer cares nothing at all about. 

In our experience it is very necessary’ that we be fully 
posted on all the claims the manufacturer makes, and that 
we then proceed to translate these into sales vernacular— 
get ourselves fortified with proper ammunition for our 
range, so we will not shoot over the victim’s head. This 
preparation—of ourselves, first, and then the sales force— 
is the most important single detail we have to consider. 

The steel cabinet manufacturer hands us the statement, 
“Our files are all spot-welded—not a bolt,or scréw any- 
where,” and lets it go at that; it is up to ts to analyze the 
statement—see, first, if the average customer knows what 
spot-welding is, and if this conveys any definite idea of 
strength to his mind, remembering he has probably been 
told by someone else, “this is the strongest thing in its 
class, because it is rigidly bolted together.” 

Personally, we have seen spot-welding which wouldn’t 
“stay put,” and we have seen bolts so loose they meant 
nothing in the life of the young filing cabinet; proving, 
to my mind, that such abstract statements, unsupported, 
really mean nothing. 

I have elaborated this to show that most of. the state- 
ments of the manufacturer must be translated into selling 
jargon, or they are valueless as sales aids. Of course there 
are a few abstract statements that are all right to submit 
as furnished—details of capacity, dimensions, weights, ete., 
but even these are best when bolstered up by additions and 
comparisons. By this latter, I do not mean it is necessary 
to knock the other fellow’s line. We have found a phrase 
which “falls trippingly from the tongue” and falls on the 
ear without offense in the simple little—‘now, o 
We feel that this is in much better taste than to say 
“The X-Y-Z Cabinet is rotten,” or “That P-D+Q desk is 
weak all along its ribs and backbone.” 


Keeping the Prospect Happy. 


This is neither a preachment nor a _ correspondence 
course in salesmanship; therefore, it would be presump- 
tion for us*to talk of methods of approach, etc., but’ we 
would like to offer this little suggestion: Make the dem- 
onstration entirely conversational, and don’t do all the 


talking; lead the customer to “discover” some of the points 
you want him to see. This last is particularly applicable 
to the case of the “hard-boiled” customer. e all have 


them—the fellows who seem, in every remark, to be striv- 
ing to arouse your antagonism. The tendency is to get 
sulky and silent, and go away, or to become servile, and 
or them dominate the situation—in either case you’ve lost a 
sale. 

This sort of customer is one who dearly loves approba- 
tion—chiefly because he hasn’t been used to getting it. The 
bluster is all veneer, and you can get beneath it. e treat 
them with a certain deference—but don’t recede from our 
stand on any point. We throw the obvious in front of 
them, help them “discover” it, and mildly praise their dis- 
crimination. 


Difficult Cases. 


most difficult of all is the 
commonly styled “bargain hunter.” There are two classes 
of him, the ordinary, plain, natural-born “tightwad,” and 
the fellow who might be described as “prideful of perqui- 
sites pertaining to purchases”—in short, the fellow who 
likes to brag about how cheaply he bought that swivel 
chair. Treatment for the two is opposite. 

With the first, the resistance is a disease, and argument 
doesn’t seem to help; if you can talk entertainingly, part of 


e 


Probably the “price buyer,” 
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the time about something else, until there is a reaction 
from his first feeling of apprehension at the prospect of 
parting with a few dollars, your chances are excellent. 

The other (the boastful bargain hunter) must really be 
convinced he is getting the best of the deal in buying a 
standard article at a standard price. It is purely a battle 
of wits; he came in to get the advantage of you, if he 
could, and if you seem to discover this, you’re lost; he 
must be allowed to hold fast to his pet delusion, even while 
you're selling him. 

As soon as you have the prospect classified, and have 
found out what he already has in his office, your imme- 
diate course will be plain, and the various arguments can 
be brought out, in turn, for an airing. 


All Is Not Gloom. 


All the foregoing has been said entirely without refer- 
ence to that special “something good” you probably have 


up your sleeve; it may be a matter of construction, of fin- 
ish or of practical utility. Whatever it is, don’t make the 
mistake of talking it threadbare. It is only worth so 
many points in the argument, preferably as a clincher. 
This has also been said entirely on the assumption that the 
prospect is hard to sell; cheer up! A large part of your 
customers will be businesslike people who know what they 
want when they see it, and are ready to buy if it suits them; 
but sales talks are never planned to meet the cases where 
there is no resistance. They must be thought out for the 
other prospects. 

Finally, let us repeat—‘Sell yourselves.” Even if the 
customer can’t afford the item you had determined to sell 
him, and you are compelled to show another grade, you 
should know enough about your lower priced lines to be 
enthusiastic about them; if you can’t be, stop carrying 
them. 


SOME FEATURES OF WINDOW _ DISPLAYS 


Being a Few Suggestions on a Live Topic—By S. R. Evans, 
Manager of the Office Furniture Department of the 
Foote < Davies Company, Atlanta, Ga. 





dow displays are based upon a rather limited experi- 

ence in this field. We have enjoyed the advantages of 
a large display window for only a comparatively short 
time, and this fact, we trust, will serve as an excuse for any 
errors of judgment or wrong conclusions which may ap- 
pear in the following suggestions: 

Three preliminary steps are necessary in the prepara- 
tion of an attractive window display. These, taken in the 
order given, simplify to a great extent the work in hand: 
First, a decision as to the nature of the display must neces- 
sarily be made; second, the selection of actual items to 
be used; third, the approximate arrangement of the dif- 
ferent articles. 

It is our experience that related articles make up best 
for a display and most of our windows are planned with 
this in view. For instance, a model office window is 
decided on, or a steel file window, or some line of goods 
supplied by one manufacturer all of which are closely re- 
lated from the standpoint of utility. 

Having decided on the general idea to be followed the 
selection of items is-~governed to some extent by the 
aptness with which they fit into the scheme. We have 
drawn a floor plan of our window, and made small card 
board cut-outs representing desks, files, chairs, etc., all 
made to same scale, and by manipulating the cut-outs on 
the floor plan a fairly accurate idea of the arrangement 
to be used may be secured. This eliminates the unneces- 
sary handling of many pieces, and is especially helpful if 
large articles such as steel safes, roll top desks, etc., are 
to be used. This procedure would not be found so 
valuable in making up small windows as in windows of 
considerable proportions. Our window measures thirty 
feet wide by ten deep. 

The proper handling of the background is a most per- 
plexing problem. In a window of more than average depth 
the reflection of light, giving a mirror effect, is hard to 
control. In selecting the color for the back wall of our 
window, several false backs of different shades were ex- 
perimented with, and a cream color selected as causing the 
least reflection. This might not hold true in every instance, 
but we believe it to be a good idea to test out different 
colored walls before making a permanent selection for 
new windows. 

Draperies for a background do not appeal to us as fur- 
nishing the proper atmosphere for an office display. High 


ie, 


T tow suggestions which follow with reference to win- 


articles such as safes, stacks of bookcases, vertical files 
and similar pieces arranged so as to furnish a broken back 
ground, appear to be more in keeping with this type of 
window. 

As a general rule a display featuring a number of related 
articles is shown. If a model office window is to be put in, 
a desk, revolving chair, side chair, table and file, with 
perhaps a typewriter desk and chair, all of the same qual- 
ity, are used. On the desk would be placed one of the 
new style folding pads, an ink well, lamp and perhaps an 
ash tray. A typewriter placed on the typewriter desk and 
cushions in the chairs help make a realistic display. In a 
window of this kind an endeavor is made to show all ar- 
ticles which would appear actually to add to the con- 
venience and comfort of an office, without showing so many 
things as to give a crowded and unnatural effect. 

Should a display featuring files go in, different sec- 
tions of the same general type are usually exhibited. A 
complete battery of counter height files showing the pos- 
sible combinations to select from this line, and suggesting 
to the prospective user the convenience and economy of 
space of such an arrangement in his office, is the purpose 
sought. When a drawer is left open in any file a system 
of indexes of some sort is always displayed. 

Window cards and signs are used when the quality or 
advantages of the article are not readily apparent to any 
one to whom they might otherwise appeal, or when some 
thing new or different is being shown. The promiscuous 
display of cards where not really needed would seem to 
us to distract attention from the article rather than to draw 
the inspection desired. 

It is more difficult to trace direct results from the gen- 
eral window showing a variety of articles than from 
one featuring a limited number. A display was recently made 
showing various stock goods carried in our furniture de 
partment which were adaptable for use by amateur radio 
builders. Several mechanical parts borrowed for the pur 
pose from an electrical equipment store were used to com 
plete the desired effect. Windows like this, displayed 
when public interest is at a high pitch, make an appeal 
that frequently shows direct results, as occurred in this 
particular instance. 

As a comparative means of publicity a good window 
display in our opinion, surpasses most other mediums 
This would apply especially to lines so readily adaptable to 
attractive display as office equipment 
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QUALITY ({(ji) SERVICE 


FROM COAST to COAST 
THE SIGN OF DEPENDABILITY IN FILING SUPPLIES 





Boston InpDEx Carp COMPANY 


DESCRIPTIVE 
PRICE LIST 
UPON REQUEST 





DEALERS 
NOT 
CARRYING 


Our Supply Line 


ARE INVITED 
TO SEND FOR 
TERMS, SAMPLES 

AND FULL 

PARTICULARS 


113-115 PURCHASE STREET 











There are Manu- 
facturers Smaller, 
some Larger, but 
we are never 
so Large as to 
undervalue the 
Smallest Order: 


Nor so Small that 

the Largest Order 

cannot be Quickly 
Executed 

















MANUFACTURING 
CAPACITY FOR 
MILLIONS of CARDS 
AND FOLDERS) 
MONTHLY 





MANY YEARS OF: 
EXPERIENCE 
IN THE 
MANUFACTURE 
OF A 


Complete Line 
of Filing Supplies 


50 HARTFORD STREET 


BOSTON, MASSACHUSETTS 








GUIDES 

CARD GUIDES 
FOLDERS 
VERTICAL GUIDES 











PRESSBOARD GUIDES 
METAL TIP GUIDES 
CELLULOID GUIDES 
FILING SYSTEMS 





DEPARTMENTS FOR 
SPECIAL RULING, 
PRINTING 
AND TABBING 
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UP-TO-DATE 





avoi 


a smooth, hard writing surface. 


20” x 36’. 


~ . 


plated clamps tipped with rubber. 





quickly to any window. 
WRITE US TODAY 


OFFICE ACCESSORIES 


The Chicago Glass Desk Pad promotes 
desk efficiency by affording a place to 
keep memoranda, lists, schedules, etc., 
“9 visible for ready reference. 

s marring of the working space of 
the desk and at the same time furnishes 


It 


The 


holder is backed with felt and has two 
raised leather corners which hold the 
glass in place. Two sizes: 18”x24” and 





A plate glass letter tray is a practical as well as 
an ornamental acquisition to any desk equip- 
ment. It is securely held together by nickel- 





An office equipped with plate glass window venti- 
lators is insured of a constant circulation of 
air without the direct drafts. Can be attached 


The Chicago Mirror & Art Glass Company 
217 North Clinton Street, Chicago, Ifl. 


SRUVUGREOUNOREOUUGAEEOUGUREOUOOGCUOUCEOUOCEEEOUAEOEOOCOEEOUCEOOOOAENOVOOOOL 





APPLIANCES June 


iL 








STU 


FREE TRIAL 


SAVE TIME, STAMPS, MONEY 


O mussy sponge or “licking.’"” No stamps spoiled 
N lost, misused. Affixes stamps to any kind o 
mail 4 times as fast as by hand. Keeps stamps 
locked, in rolls, in one place. Enables keeping ax 
curate records of all stamps used as you do petty 


cash. Pays for itself quickly in time and money saved 


MULTIPOST 


Stamp Affixer and Recorder 
Saves Time, Stamps, Money 


Oldest and most successful on the market. No wicks 
to gum up. Can’t leak water. Guaranteed against 
defect and breakage, irrespective of cause, for one 
vear. Various models for different requirements, from 
$10 uv Over 50,000 in use! 


Parcel Post Stamp Machine 


Keeps all denominations of stamps locked up in one 
place. Provides quick, clean method of getting and 
affixing exact stamps wanted. Automatically Keeps 
accurate records of stamps used. Built sectional; can 
add sections as desired. 

Sent on FREE TRIAL 
No money in advance. Write for catalog B. 


Multipost Co., Multipost 


Stamping 
Rochester, N. Y. Machine 


Post 
Stamp 
Machine 





Here’s a portfolio that shows 
you how to get more business 
in 1922—Only 500 printed 


—did you get yours 


IARSHA/ 


STEEL EQUIPMENT 
CLEVELAND O 
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is a guarantee of 
user satisfaction 
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Write for 
Circular 


FOWLER -MANSON - SHERMAN 
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Satisfacti is born of 
EXCELLO DESKS naires To calli 
tain the highest quality, 


Specialization—it is the foundation of American industry. 


And it is specialization, concentration on medium-priced office Lied with moderation of price, bead 
furniture, that is earning an ever-increasing popularity for the ‘ P ‘ 
Excello Line. is our consistent policy. 


The result—there are no better medium-priced desks on the 
market today. We have demonstrated to the satisfaction of . 
the furniture world that it is possible to manufacture good Catalogue covering com- 
office desks and sell them at a medium price. plete BARBEE line of wire 


When in Chicago for the furniture market visit our plant or baskets sent upon request. 


a copy of our catalog showing the complete line will be mailed = - 


upon receipt of your enquiry. 
Barbee Wire & Iron Works 


Excello Products Corporation Conway: allie 


Manufacturers of Office Desks Exclusively 








4820 W. 16th Street Cicero, Ill. CHICAGO 
(30 minutes from downtown, Chicago) 
All shipments from Chicago | | | i: 
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Erie, Pa. 


Where the 


Diamond 
Line 


is, demand is sure to 
follow. These Office 
Specialties embody every 
requisite—are good look- 
ing, indestructible, sani- 
tary and fire proof. 


They come to you under our 
guarantee of super-quality at 
a reasonabie price, insuring 
an attractive margin of 
profit. 


Place your order now with 
your jobber or write direct 
to us. Descriptive folders 
on request. 


New York and Chicago 
Half way between 


Western Representative: 


Steel Waste 
Baskets, Ham- 
pers, Letter 
Trays, Strong 
Boxes, Securi- 
ty Boxes, etc. 


Penn Art Steel Works 


U.S.A. 


| Miss E. N. Davis, 219 S. Dearburn St., Chicago 
| 
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Chair Makers for 78 Years 
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SUCCESS lies in the Good Will created 
by the quality of the goods carried in 
your house. 


DERBY 


OFFICE 
CHAIRS 


will help you attain this goal as they 
represent the best there is in workman- 
ship, style, finish and durability, which, 
plus Derby Service, means repeat orders 
for Derby Chairs. 


The 5473W line illustrated is only one 
of our many winning patterns. All of 
our screw and spring chairs are equipped 
with the well known Collier-Keyworth 
iron. 


Put our samples on your floor. Watch 


the result. 


r Derby CG Co., Inc. 


GARDNER, MASS. 


SALES ROOMS: 
New York 
90 Canal St., Boston 
1319 Michigan Ave., Chicago 


215 W. 35th St., 
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Chair Makers for 78 Years 
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=) 
ITURE TODAY 


Being Some 


Salesman Ought to 


Thoughts and Suggestions o1 
Have. 


the Equipment the 
By LaMotte Atwood, 


Manager of the Office Furniture Department, 
Stevens, Maloney & Company, Chicago. 


\M going to take the privilege of starting by quoting 

from the Chicago Tribune the slogan that they made 

famous: “Nineteen twenty-one will reward fighters.” 
This should be underscored for 1922, for, if ever there was 
a time since the office furniture business was started when 
fighters are needed to sell office furniture, they are needed 
now—and when I say “sell,” that is exactly what I mean. 
This is no longer a buyer’s market. It is necessary for 
the man who sells office furniture to know in a practical 
way the different kinds of wood used in the manufacture 
of the stock he carries, and if he knows the wood from 
the time the sapling sends forth its first shoots until 
the lumber from the tree has undergone all processes 
and comes forth a finished desk or file ready to be set in 
the customer’s office, so much the better. 

[he salesman who sells office furniture must possess a 
mind so informed and equipped that he can go into a man’s 
office and not only make suggestions as to the best avail- 
able arrangement for the equipment, but be able to lay 
out his suggestions in a clear, practical way, so that there 
will be no lost motion in the office once the equipment is 
installed. In other words, from the office of the chief 
executive clear through to the office boy in the hall there 
must be a direct route for the work, without any confusion 
or retracing of from one department to another. 
The salesman should understand the accepted methods 
of arrangement for putting office work through so as to 
economize time and labor and reduce some of the detail 


steps 


work, thus minimizing errors; in other words, how to 
make every motion count and to arrange the equipment 
in the office to that end. The salesman should be equipped 


to measure up the floor space that is to be occupied, work- 
ing this to a drawing and cutting square building 
blocks the exact size the desks would be in the reduced 
plan, so that the customer may arrange and rearrange the 
desks and other miniatures until, under the advice and 
suggestion of the tactful sales engineer he has perfected 
an arrangement that will best answer his requirements. 

There has been much printed matter sent out by way of 
instruction to cub salesmen starting out in the office furni- 
ture business—material which has cost much brain work 
and a lot of money, but I do not think it is appreciated 
except by the occasional salesman. Salesmen receive these 
bulletins from time to time and skim over them hurriedly, 
but I do not believe these bulletins accomplish what their 
creators intend. The writer’s idea of a proper training for 
a salesman is First, work the man on the floor, watch- 
ing him carefully as to his manner of approaching custom- 
ers, the enthusiasm he shows, his aptitude of mind in sizing 
up customers and his understanding of the requirements 
of the office as outlined by the prospective customer. A 
novice salesman should work on the sales floor from one 
month to six weeks, at the end of which time the sales 
manager should be able to tell whether or not the man 
will develop into an office furniture salesman. If he answers 
the test and proves that he has the right stuff in him, 
the quickest way to break him in as an office furniture 
man is to send him to the factory with the injunction to 
spend two weeks, studying woods from the log to the 
saws, through the dry kiln, the veneer department and 
into the cabinet room; thence through the finishing room 
to the shipping department. During these two weeks the 
salesman will acquire through observation and intelligent 
curiosity more information than he could obtain by read- 
ing for months. 

The retail office furniture business today demands sev- 
eral years of work on the part of the salesman before he 
is entitled to look upon himself as a first-class salesman, 
able to meet any situation. This is because there are so 
many lines of desks and filing equipment both in steel and 
wood, and such a great number of filing equipment de- 
vices now on the market produced both by the steel and 
wood equipment manufacturers. These include the in- 


scale 


serts for the different equipment to meet a multitude of 
requirements. In one of the steel lines today there are 
1,240 different combinations that can be worked out. The 
wood filing equipment people are coming along very rapid- 
ly and it will be a matter of only a short time until there 
will be as many combinations embodied in the wood filing 
equipment as in the steel. 

The manager of an office furniture department should 
feel toward the salesmen as if he were a godfather to the 
entire organization, and he must work hand in hand with 
each salesman through all his trials and tribulations, help 
to bear his burdens and be his counselor. A lot of good 
human material has been spoiled because sales managers 
have not given proper care and attention to the young fel- 
lows who are starting out to carry on this line of work 
with high hopes of making it a success. 

The office furniture department should be able to fur- 
nish leads to the salesmen, handle follow-up for them and 
co-operate with them through advertising, window trims 
and personal attention. 

Office Furniture Sold on Constructive Features. 

Today office furniture is sold simply and ‘purely on con- 
struction, and nationally advertised merchandise goes a long 
way with the customer when it comes to selling him the 
goods. The customer is familiar with the name and factory 
of the concern whose lines are nationally advertised; he has 
a general idea of who they are, about how long they have 
been in business and who and what are back of the organiza- 
tion. When the prospect comes on to the floor he wants to 
be convinced that everything which he has been told in the 
advertising with which he is familiar can be shown him 
by the salesman in the goods themselves. For this rea- 
son our manufacturers are making desks with hinged tops 
so that the customer may raise the top, look on the inside 
and see exactly what the construction is—how the desk is 
made. 

Another thing: In order that the salesmen may show a 
profit to the house above the cost of his initial training 
and his necessary expenses, there must always be a legi- 
timate profit coming to the house on every sale. Under no 
circumstances must the proper price be cut or even shaded. 

The purchasing agent today knows as much about office 
furniture as we who sell it. He is sitting in his office and 
studying the situation with a view to getting the best grade 
of merchandise at the best possible price, and it is the part 
of the dealer to supply that merchandise at a price which 
will not leave him profitless when the transaction is closed. 
The purchasing agent of any considerable concern desir- 
ing quality merchandise will buy it and pay the proper 
price provided the seller does not weaken, for the perma- 
nence of service that goes with quality is of more impor- 
tance than the few dollars that mark the difference between 
a legitimate profit and none at all. 

It is our idea—almost our religion—that every desk and 
every other article of office furniture shown on our floor 
must be plainly marked. The price that is given is one 
which shows a legitimate profit for the institution and un- 
der no circumstances are these prices to be reduced. Re- 
quests and appeals to cut prices are the chief annoyance we 
have to contend with today. The professional shopper 
comes in with a long line otf figures, looks at the fair and 
reasonable prices quoted and his first words are: “You are 
too high.” This is the death knell to the hopes of the in- 
experienced salesman, but the man of more experience han- 
dles the situation carefully, and draws out from the cus- 
tomer information as to whether or not the price he has 
is on the same graae of merchandise as that which the 
store is showing. In seventy-five per cent of the cases the 
salesman will find that the customer has quotations on 
desks and filing equipment at least two grades below the 
one on which the salesman has quoted. This happens most 
often in reputable office furniture houses which do not 
carry a line of “plunder” or price goods, alias “war babies.” 
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REG. U.S. PAT.OFF. 


Vertical File Folders 


Theexceptionally high quality 
of Oxford. Folders is making 
new friends for them every 
day. Aan attractive sample 
set, sent on request, will show 
you the reason why. 


Prices are also attractive! 
Our revised list, dated Apmil 
3, 1922, shows over 700 
items of filing supplies at 
latest replacement values. 


Orord Fitinc SUPPLY Co, 


382 Jefferson Street BROOKLYN, N. Y. 


Chicago Salesroom 
106 North La Salle Street 


New York Salesroom 
23 White Street 


Philadelphia Office 
939 Drexel Bldg. 
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AUTO- UTILITY DESKS 


Have You Our No. 23 
Desk Catalog 


It will interest you and your customers to learn 
more about these wonderful Utility Desks. 
Desks that will enable anyone to do a day’s 
work in less time than without such satisfying 
conveniences. 

A Desk that will pay for itself in a surprisingly 
short time. 





5000 Line 


Auto Utility Desks are supplied ina variety 
of sizes and styles of the most modern and 
practical construction. 

A beautiful exterior in select quartered oak or 
real mahogany, fitted up with Steel Files and 
Utility Drawers, among which Automatic 
V Expanding Files in letter and cap sizes 
take a most prominent part, can not be equaled 
for beauty and service. 





3100 Line Corporation Desk 


The cut below shows how readily Filing Matter, Follow Up, 
Subject Matter. Printed Forms, Circulars, Catalogs, Etc., 
can be referred to in an Automa- 
tic V Expanding File. 

Write Us Today 










Catalogs’ 
No. 22 Automatic Filing Cabinets, Filing 
and Card Supplies. 

No. 23 Auto Utility Desks 


The 
Automatic 
File and 
Index Co. 


Home Office 
and Factory 


W. 10th Street 
GREEN BAY, WIS. 
Chicago Branch, 29 South LaSalle St. 
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| No, 429% : 
No, 421% 


GRAND RAPIDS 
QUALITY 


in office chairs will make 
easy sales for dealers who 
take advantage of the sell- 
ing points.. Write for new 
catalog and price list. 


Grand Rapids Office Chair Co. 
37-45 Prescott St. 
Grand Rapids, Mich. 





No. 429 





Surely an Ideal 
Waste Basket 


Solid with no holes or cracks to 
eatch waste or sift through the 
smaller particles to litter the floor. 

















So strong you can invert it and use 
it for a step-ladder without impair- 


No. 411 











ing its condition in any way. 


26 It cannot rust or dent like metal, 


9% 
— BLE — and it’s just as strong. It cannot 


splinter or warp like reed or cane, 


and it’s light. It’s sanitary, smooth 
TYPEWRITER SUPPORT St oh ng 


(SWING STAND) 0 0 It’s guaranteed for five years, for it’s 
h: made of VuL-Cor fibre—one of the 








greatest wear-resisting materials 
known to science. 


a Retail Nearly ev i yni 
> Nearly every stationer in the United 
seaiial Price z 


States handles VuL-CoT Waste 
For Typewriter, Telephone, Baskets, if you don’t get in touch 
Card Indexes, Commercial 


Reference Books, etc., ete. with us. 





Swings at any height, move- ‘ P 

| / ment controlled by adjustable The price of the popular $1ze VUL-COT 
leather clutch. Revolving top adjusted by simple . 

wing nut. Easily attached to either side of desk. Basket 18 $1.50 


Does not vibrate. So constructed a lock is not 
necessary. Rigid, strong, pleasing design. Top AMERICAN VULCANIZED FIBRE Co. 


15”x20”, finished in Oak or Mahogany. All iron P “aoe 
work jighnaed, 525 Equitable Building 


Every stationer should stock a few as there is nae Wilmington,Delaware 
a nice profit to the dealer. \ = 
oe Se Canadian Distributors 
Write for folder, discounts and terms. OS ; & A. R. MacDOUGALL CO., Ltd. 
ASS poms 468 King Street, West 


AMERICAN WRITING MACHINE CO. | § 2 BREE 
ii 


449-455 Central Avenue, Newark, N. J., U. S.A. 


f I) VUL-COT Fibre 
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Here endeth the office furniture section of this, the June, 1922, issue of Office Appliances. Had 
it not been for the kindly consideration and able co-operation of friends in the United States 
and Canada, in the retail as well as in the manufacturing trade, it would have been impos- 
sible for us to create the present issue of Office Appliances in the form in which it is here 
presented. The publishers and staff of Office Appliances wish to extend to ali the mem- 
bers of the trade who have so considerately aided us the expression of our gratitude for 
the work they have performed and the valuable suggestions they have given. 
Members of the retail trade who come in contact at first-hand with the problems 
and perplexities of the office furniture department have given liberally of the 
fruit of their experience and from manufacturers also we have received 
suggestions and information which add very greatly to the value of the 
pages in this office furniture section. It ts this co-operation of 
every branch of the trade which makes the office equipment 
business a powerful unit among the industries of the country. 
By co-operation, the members of this industry have 
built up an entity which, embracing a wide 
variety of products, nevertheless proceeds 
with singleness of purpose toward 
a@ common goal. A 
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' Good 
Values 
Money 

_ Maker 
Time 

| Saver 





Design No. 719 


Mail us your order today. We 
have a new catalog which we 
will send to you on request. 














"EVANSVILLE DESK COMPANY "‘axsvue! 
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Here are two 
of the forty 
specialties 
that comprise 





THE NEW BATTLESHIP LINOLEUM DESK PAD 


The Polar Line 


A well organized office endeavors to have the 
routine work thoroughly systematized—it is the 
aim of every office executive. Hence, devices 
which facilitate and accelerate this every day 
routine are always in steady demand. The Polar 
Line of office specialties is designed and manu- 
factured expressly for this purpose. 


Illustrated here are two of the well-known popu- 
lar sellers—the original non-shine chair pad and 
the new battleship linoleum desk pad. When 
you consider the quality, serviceableness and 
utility of each and every product, you will un- 
derstand why Polar Specialties are so popular. 


The New Polar Catalog 


is unique in that each page is 
practically a display card— 
3rief, in large and plain type, 
the important points of each 
of the 32 pages can be fully 
grasped in a second. Also, it 
provides a neat display card 
for dealer displays. 


THE ORIGINAL NON-SHINE CHAIR PAD 





We have a copy for every 
dealer and every member of 
his force. Send today for 
yours. 


POLAR 
MANUFACTURING CO. 


101-107 N. Marshall St. 
PHILADELPHIA, PA. 
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SELL CANODE INKS 


Stamp pads, stencil duplicators, multi- 


color presses, check protectors, address- 
ing and numbering machines, etc., depend 
on good duplicating inks for proper func- 
tioning. And these machines are im- 
mensely important to the production of 
office work. 


An examination of these machines re- 
veals a seemingly unlimited number of 
intricate and minute parts—parts which 
require the utmost precision and ac- 
curacy in making. Inks which at the 
time of application “run” into these fine 
close working parts in time “dry up” and 
render this machinery practically useless. 


CANODE INKS are known as inks of 
superior quality and consistent perform- 
ance—inks which retain their original 
good qualities (consistency, fluidity, 
color, etc.) under the most adverse con- 
ditions. CANODE INKS refuse to “gum 
up” or “dry up”; neither do they “run” 
when applying. They practically elimi- 
and always 





nate clogging of machinery 
retain their original color. 


CANODE INKS will help 
you build up your “come- 
back” trade. Ask for sam- 
ples and other information. 


CANODE INK CO. 


3015 Carroll Ave. 
CHICAGO 
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The Method of Comparison. 


The Yawman and Erbe Manufacturing Company’s 
branch in a large western city had an interesting window 
display recently that featured very effectively the strik- 
ing contrast between an old-time desk and a modern one. 

Beside the good-looking flat-top desk stood an antique 
type of 1865, the kind used by our grandfathers. There 
was a brilliant quill pen, a litter of papers everywhere, 
and a funny waste basket “bin,” a part of the desk. A 
poster read, “The style of desk used by our grandfathers. 
No order, no system, no efficiency.” 

The modern desk with every arrangement for system, 
presented an extra pleasing picture in contrast to the dis- 
orderly, inconvenient desk of 1865. The drawers were 
open to reveal the full efficiency. 

A grandfather clock of the handsome modern type stood 
as a symbol of the past and present. 

Many of this generation can recall desks similar to the 
ancient one displayed, and it caused people to pause and 
smile and recollect bygone days. It impressed upon their 
minds the name of the firm, and the wonderful improve- 
ments in up-to-date equipment.—M. H. 


Women in Business in New York State. 


The Industrial Commissioner for the state of New York 
reports that when the 1920 census was taken there were 
1,135,942 women employed in gainful occupations. The 
clerical group, including office workers, totaled 263,588. 
The commissioner stated that the development of office 
technique in the handling of business affairs, the increased 
use of typewriters, adding and calculating machines, im- 
proved methods of filing, accounting and cost keeping, 
doubtless will continue to open up this field of occupa- 
tional opportunity for women workers. New York City 
claims sixty-four per cent of the women gainfully em- 
ployed. Buffalo follows with one-fifteenth of the women 
engaged in office work in New York. 


United States Civil Service Examinations. 


Examinations will be held June 7 and July 19 for the 
position of law clerk and typist, for the bureau of natural- 
ization, Department of Labor, Washington, D. C., and 
other vacancies as may occur in the classified service. The 
entrance salary is $1,400 to $1,740 a year. Particulars and 
application blanks may be had from local secretaries of 
the Civil Service Commission. 

Examinations for stenographer-secretary in the depart- 
mental service at Washington, D. C., will be held June 13. 
Entrance salary, $1,400 to $1.800 a year. The examinations 
are open to men and women, but the appointing officer 
may specify the sex desired.in requesting the certification 
of eligibles. 


Typewriting Contest in North Carolina. 

The State-Wide Typewriting Contest for the High 
Schools of North Carolina was held on May 6 at Greens- 
boro, N. C. Five schools were represented in teams of 
three—Greensboro, Winston-Salem, Durham, Charlotte 
and Raleigh. 

Winston-Salem won, with an average of  sixty-three 
words a minute, the team using one new model Remington 
and two Underwoods. Charlotte won second place, using 
three Remingtons and averaging fifty-three words a 
minute. 

The best record was made by Miss Hazel Ferguson of 
Winston-Salem, who wrote sixty-five words per minute, 
net, on a new model Remington typewriter. Her gross 
score for fifteen minutes of writing was 1,044 words; 
errors, 7; penalty, 70: net, 974 words. This record won for 
Miss Ferguson the highest place both for speed and ac- 
curacy in the contest. The event was under the man- 
agement of George Gaskill of the Underwood Typewriter 


Company. 


“Eversharp” Window Display Contest. 

Dealers making exclusive window displays of ‘“Ever- 
sharp” pencils and Wahl pens between May 1 and June 
20 are eligible in a contest conducted by The Wahl Com- 
pany. Photographs must be in the hands of the contest 
editor, Tips and Nibs (the company’s house organ) before 
midnight, June 20. There are $500 in cash prizes offered, 
ranging from $100 down. Grading is based on points 
which include attractiveness, sales appeal, originality, use 
of Wahl display material, variety of Wahl products shown 
and decorative effect. 














20,000 Miles of Hard Knocks 
—and still in perfect shape 


Bathed in salt water, thrown about 
by Indian coolies, bumped along in 
sedan chairs, this sturdy Corona is 
still as good as new. Could any 
other typewriter stand this test? 





This is just one more example 
of the almost unbelievable 
sturdiness of the Personal 


Writing Machine. Corona’s 
16 year service record proves 
that it is by far the most 
trouble-proof of all writing 
machines, regardless of size 


or price. 


OU may be interested in the 

adventures of one of your 
Corona typewriters on a trip I 
made to the Orient,’’ writes Mr. 
Dwight F. McKinney, of the Daily 
Doings Publishing Company, 311 
East 4th Street, Los Angeles, 
California. 

**This machine has traveled over 
20,000 miles. At one point on my 
journey, it was under water when a 
rough sea showered my stateroom. 


“In China it was carried long 
distances in sedan chairs and in 
Japan it went through very wet 
weather. On river trips it stood 
the bad handling of coolies in sam- 
pans. On shipboard the machine 
was generally used out on deck, 
where it was exposed to the salt 
air a whole day at a time. 

“*‘So far as I can discover, it is in 
as perfect condition as when I 
bought it from you.”’ 


CoronA 


The Personal Writing Machine 


REG. U. S. PAT. OFF. 


Built by 


CORONA TYPEWRITER CoO., Inc. 


116 MAIN ST. 


GROTON, N. Y. 


t 
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Universal 
| Three-in-One Combination 


Stand and Pad put up in Individual Cartons 


COMBINED SHIPPING WEIGHT ONLY 17% OUNCES 





Inserting Lock 
For Upright 
or Flat Form 





y 


ya 
Aw 












Changing from Upright or Flat Form 
To Book Form 





Inserting Lock 
For Book Form 






One Stand, One Pad, One Price 


And You Have Your Choice of the 


Three-in-One Combination 


Retail Price, Complete, $1.25 





UNIVERSAL USE—Flat Form, 
Book Form, Upright. 


THE STAND —Well seasoned hard 


wood; mission, fumed oak or ma- 
hogany finish; nickel plated mount- 
ings. 


THE PAD —The highest standard 


possible in material and workman- 
ship, neatly and accurately printed 
and collated. 


PUNCHING OF HOLES for the 


“Universal” Pad is standard and 
adapted to use on all like stands. 


STANDARDIZE YOUR STOCK, limit 


your investment and risk, and 
make sure your profits on every 
dollar invested through the “Uni- 
versal” line. 


SHIPMENTS MADE THE SAME DAY 


your order is received. Our facil- 
ities are unlimited, quick and sure. 
No need to overstock. We carry 
the risk through quick service, early 
and late. The “Universal” way 
turns your losses into profits. 








June, 1922. 














| Universal Office Devices Co., 56-58 E. Superior St., CHICAGO 
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John N. Ready Back from Vacation. 


John N. manager at New York for the Joseph 
Dixon Company, has returned to work, refreshed 


Ready, 
Crucible 


by a vacation which took him to Florida and the Pacific 
coast. Mr. Ready joined the Dixon organization in 1884, 
and traveled much of the territory embraced in his tour. 
He visited many of his old-time friends. The tour West 
was taken after a month in Florida. It took in New Or- 
leans, San Antonio, San Diego, Los Angeles, San Fran 
cisco, Albuquerque, Santa Fe, Denver, Kansas City and 


St. Louis 


A Remarkable Catalogue. 


One of the 
ot otnce 


handsomest and most practical catalogues 
furniture it has been our good fortune to see was 
recently gotten out by the Globe-Wernicke Company. It 
is known as catalogue number 822 and covers Globe- 
Wernicke filing cabinets in wood and steel and 
Wernicke safes. The book contains 172 pages. It is 
printed in colors, all devices shown being portrayed in the 
actual grain, color and finish in which they are offered to 
the trade Illustrations are given showing suitable ar- 
rangements for small modern offices and for the central 


Globe- 


IMO ¢ WEee 1m 
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COVER DESIGN OF NEW GLOBE- 
WERNICKE CATALOGUE 
NO. 822. 


corporations. There are also illus 

uprights used in batteries and 
of structural strength safes as employed 
in a Cleveland jewelry establishment. In addition to this 
and other illustrations, each individual piece is described 
in detail and illustrated by means of a halftone engraving. 
Among the lines listed, described and illustrated, are the 
double pedestal filing desks and the new typewriter bed 
provided for these desks, also a line of posting trays for 
card index records, etc. 

This catalogue has a handsome cover design and is 
printed on high-grade stock. It is of convenient size, 
opens readily at any point and balances nicely in the hand. 
It is, in effect, a reference book of the part of the Globe- 
Wernicke line which it covers and is something which 
every dealer will keep on file. 


filing systems of large 
trations showing 
showing the use 


1 
stee! 


Department of Commerce Plans. 


Foreign and Domestic Commerce has 
plans for expanding the work of the Specialties Division, 
which controls, among other lines, those of office appli- 
ances. This has been in charge of R. A. Lundquist, who 
also directs the electrical division. He has found him- 
self unable to give to the specialties division all the time 
which its importance jus tifies. A man of wide experience 
in export is to be assigned to the specialties division, com- 
petent to act as advisor to the entire bureau on matters 
of export technique, merchandising problems, etc. He 


The Bureau of 


will be given an expert staff, competent to deal with the 
special problems of such important lines as office appli- 
ances, furniture, labor-saving machinery, jewelry and vari- 


ous other specialties. 
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% OLD OLD 
% HAMPSHIRE HAMPSHIRE 
5 BOND VELLUM 


CABINET 
BOXES 


are now ready for you: 


Semi 


Imperial (stinss) Cabinet 


Both Bond and Vellum 


250 sheets 7}x104 flat 
250 envelopes 3]x74 


Commercial Cabinet 


Old Hampshire Bond only 
250 sheets 84x11 flat 


becomingly boxed. Each box is in- 
dividually cartoned. 


ER HO MORO KOM RRC OOK XX 


FINE STATIONERY DEPT. 


Hampshire P aper Co. 


¥ 
Pr 
250 envelopes 33x64 : 
Old Hampshire papers are always | 
% 
x 
x 
South Hadley Falls, ass. | 
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Go to Goes for 


The Goes Art Advertising Calendar Pictures 
The Goes Art Advertising Calendar Mounts 
The Goes Lithographed Calendar-Pads 


A varied assortment of original styles bas been prepared 
especially for the 1923 calendar trade. Also 


The Goes Art Advertising Blotters 
The Goes Art Advertising Mailing Cards 
The Goes Art Advertising Calendar Cards 
The Goes Art Advertising Hangers 
The Goes Printers’ Helps also include 
Diplomas and Certificates-of-Award 
for all purposes 

Stock Certificates Common-Law Certificates 
Bordered Blanks Bond Blanks 
The Goes Common-Law Record Book and the Goes Cor- | 





poration Record Books are complete record books. Forms 
—_ during the organization, as well as in the keeping of 
subsequent records, are provided. 


Samples or descriptive matter of all of these Goes Products, 
will be sent promptly upon request 


Goes Lithographing (Company 


49 West 61st Street, Chicago 























Philadelphia Bank Business Show. 

Of the eighty-four chapters of the American Institute 
of Banking, the Philadelphia chapter was the first to put 
on a bank office appliance show. It was held May 8, 9 
and 10, at the chapter rooms, 608 Chestnut street, under 
the direction of the Philadelphia chapter’s bank business 
show committee, a combination of the standing educa- 
tional and publicity committees, with E. Raymond Scott 
as general chairman. 

The American Institute of Banking enrolls 50,000 mem- 
bers, of which 2,300 are in the Philadelphia chapter. The 
combined educational enrollment exceeds the total enroll- 
ment in any two colleges of our country. During the past 
year ninety-eight per cent of those promoted to the posi- 
tions of bank officers came from the ranks of the American 
Institute of Banking. 

The exhibitors included: 

Automatic Coin Wrapping Machine Corporation, New 
York City. In charge of Arthur Rogers, 3533 Regent 
street, Philadelphia, demonstrating a machine which counts 
and wraps 350 coins a minute. 

Lanston Monotype Machine Company, Philadelphia. J. 
F. Loomis in charge of booth, assisted by L. H. Seipp 


and J. H. Hartzell, demonstrating Barrett adding machine 
for calculating discount and interest, emphasizing the 
portability for bank cage work. 

Dictograph Products Corporation, New York City \. 


F. Rodewald, 1309 Walnut street, Philadelphia, in charg: 
Demonstrating system of interior telephone for bank work 

A. Pomerantz & Company, Philadelphia. F. Howard 
Mulford demonstrated “thrift mileage,” a form of saving 
deposit for insurance premiums, vacation funds, Christ- 
mas clubs, etc. 

Wales Adding Machine Company, Wilkes-Barre, Penna. 
H. S. Conrad demonstrated bank transit machines and 
new portable Wales for teller’s cage. 

Telautograph Corporation, New York City. C. M. Hu 
ber and Harry Betts explaining the system of service i1 
banks for certifying checks. 

Elliott-Fisher Company, Harrisburg, Penna. C. H. Teal, 
assisted by A. J. Cox and T. Coyne, demonstrated bank 
bookkeeping and plain writing machines. 

R. E. Baum, Philadelphia. An exhibit of Multicolor 
press and Aldrich folding machine. 

Burroughs Adding Machine Company, Detroit, Mich. 
G. A. Henrich, assisted by W. A. Parker, exhibited new 
Burroughs automatic controlled bookeeping machine, a 
machine for posting saving accounts. 

Underwood Typewriter Company, New York City J. 
P. Wilson, assisted by Dan Glacken, F. D. Rausen, J. R. 
Stewart, Dan O’Connor, Miss Penn and Miss McDonald, 
featured automatic bookkeeping machines, with automatic 
carriage and line spacing device. 

Wm. F. Murphy’s Sons Company, Philadelphia. G. C 
Nickel in charge, assisted by George F. Gallagher, exhibit- 
ing bank stock checks, pocket check books, deposit books, 
and special ruled forms. An interesting feature of this 
booth was the customer and visitors’ register used at the 
Centennial in 1876, the largest book of its kind, weighing 
300 pounds, and containing 3,000 pages. The original 
cover is still in use, and to all appearances the book is as 
good as new. 

Major John G. Muir, cashier National Bank of North 
Philadelphia, assisted by H. L. Evers, demonstrated “Not- 
astub,” a check book without a stub, but with register 
for checks contained within the same cover. 

Library Bureau, Boston, Mass. D. R. Mason was in 
charge, assisted by H. P. Beale, featuring new savings 
ledger desk and latest method of filing correspondence, of 
credit filing, check filing and invisible index. 

Brandt Automatic Cashier Company, Watertown, Wis. 
C. E. Leahman, division manager, in charge, assisted by 
D. O. Kerstetter, J. C. Morris and N. S. String, showing 
paying teller, saving teller, and ladies’ teller machines. 

Defiance Check Writer Corporation, Rochester, N. Y. 
Henry Plant, president, personally demonstrated the mer- 
its of the pay roll writing machine, dividend check writing, 
and commercial check writing machines. 

Monroe Calculating Machine Company, New York City. 
J. R. Ramsey in charge, assisted by J. -V. Carroll, George 
W. Borden, and John E. Price, showing new mode! K for 
figuring interest, foreign exchange and trust accounting. 

Ellis Adding Typewriter Company, Newark, N. J. 
Booth in charge of H. L. Nace, assisted by Miss Riddle 
and Miss Castor, demonstrating writing transit letter, in- 
serting where payable, writing the amount, and automati- 
cally endorsing the check with “Automat” check endorser 
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ARE YOU? 


Are you interested in 
trade doings in Great 
Britain? 


If so, there is only 
one way of keeping 
abreast of the times 
and that is by the 
regular monthly re- 
ceipt and perusal of 


“THE BRITISH STATIONER” 


Adopted as Official Organ of the Stationers’ 
Association of the United Kingdom 


Our editorial pages are 
unique for news, instruc- 
tion, originality and general 
interest. The following are 
among the many popular 
features: 


The Art of Window Dressing 
(illustrated) 


The Art of Advertising 
(illustrated) 


Bookkeeping for Stationers 
(illustrated) 


How to Sell System Goods 
The Complete Stationer 

This Trade Topics Talked About 
Etc., Etc. 






ADVERTISING 
RATES ON APPLICATION 
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24 HOUR 


_ 
SERVICE 


FROM 

















PLATEN 
SERVICE STATIONS 


ATLANTA, GA. MILWAUKEE, WIS. 


li 


135 Peachtree Arcade 127 2nd St. 
BOSTON, MASS. NEW YORK CITY 
119 Frankiin St. 345 Broadway 
CHICAGO, ILLS. 10 Barclay St. 
329 So. Dearborn St. OAKLAND, CAL. 
308 12th St. 


CINCINNATI, OHIO 
148 E. 4th St. 


CLEVELAND, OHIO 
34 Euclid Arcade 


DETROIT, MICH. 


1253 Griswold St., 
Farwell Bidg. 


KANSAS CITY, MO. 


PHILADELPHIA, PA. 
802 Chestnut St. 
PITTSBURGH, PA. 
630 Penn Ave. 
ST. LOUIS, MO. 
807 Pine St. 
SAN DIEGO, CAL. 
909 Third St. 


905 Grand Ave. 


LOS ANGELES, CAL. 
732 S. Spring: St. 


SAN FRANCISCO, CAL. 
506 Market St. 





If you are not already using our service do 
as lots of others have done before—send us a 
small lot of your platens as a trial and be con- 
vinced that our service is the BEST. 










SPECIAL ATTENTION 
given to re-covering rolls for 
ADDING MACHINES—MULTIGRAPHS 
WRITER PRESSES 
and similar machines. Send these rolls direct to 
Newark or San Francisco for quickest service. 





SEND US YOUR PLATENS 
and 
TIME 
a AV ANNOYANCE 
TRANSPORTATION 
and get the BEST re-covered platen it is possi- 
ble to obtain. 
BEST RUBBER - TRUE GRINDING 
CAREFUL INSPECTION 











American Writing Machine Co. 


HOME OFFICE & FACTORY 
449-455 Central Avenue, NEWARK, N. J. 





a 
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Unde Remington, Royal, 
Master Grade es C. Seth Berea Menersh. Oliver pad h 


Re-Manufactured and all other makes 


TYPEWRITERS 


Master Grade Re-Manufac- A select rough typewriter from 


tured Typewriters represent the Wholesale Company, con- 
1 


the highest standards of tains every part and piece, none 
workmanship and materials AND broken or missing. The char- 

dh telie wil 1 acter of our source of supply, 
cai ca aes Sree Wwe KEYBO ARDS insures constant and _ varied 


convince you of their supe- stocks, enabling prompt and 
rior quality. satisfactory service. 


Wholesale for immediate delivery Export 


WRITE TODAY FOR PRICE LISTS Nos. 510 and 511 


WHOLESALE TYPEWRITER CO., Inc. 


Largest Wholesale Distributors 











326-330 Broadway, CABLE: “SALETYPE”’ New York City, U. a A. 
OUR ADDRESS OUR LOCATION 


Midway, Saint Paul, Minnesota. Midway in the Central West. 
RESULT: Saves both time and money on shipments. 


A.COMPLETE LINE OF 


STATIONERS ENVELOPES 


Let us quote you on your next stock order or send us your next Special 
Rush Order to demonstrate the advantage of buying from a Centrally Located 
Manufacturer. Write for ¢ our latest Catalog and Discount Sheet. 














We make any kind and style of 


ENVELOPES 


or 


WALLETS 


for 


Mailing or Filing 





OPEN END LEGALS 





NORTHWESTERN PAPER GOODS CO. 


MIDWAY - SAINT PAUL - MINN ESOTA 


Local dealers stocks maintained at LOS ANGELES, CHICAGO and NEW YORK. 
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Remington Typewriter Company, New York, N. \ ( 
M. Hilsee, assisted by C. E. Burns, assistant manager of 
the accounting machine department of the New York 
office. Demonstrating a new Remington accounting ma- 
chine. 

Office Device Company, Philadelphia. E. D. Dorsey, as- 
sisted by C. E. Morehouse, demonstrating the “Automat” 
check endorser, the machine that solves the problem of 
check endorsing. It endorses checks as listed on the add- 
ing machine, eliminating the noisy and time-consuming 
operation of hand stamping. Also the model A “Mail-O- 
Meter,” which seals, stamps and counts 250 envelopes per 
minute. 

Che American Bank Note Company and Provident Life 
and Trust Company also had exhibits. 

A series of short talks on the practical inside work of 
banks and trust companies, illustrated by forms used by 
many of these institutions, was made by the following 
speakers: 

“Analysis of Customers’ Accounts.”—Lewis W. Van 
Court, assistant treasurer, Central Trust and Savings Com- 
pany, Philadelphia. 

“Transits, Collections and Analysis of Bank Accounts.” 

Austin W. Davis, manager collection department, First 
National Bank; Norman T. Hayes, assistant cashier, The 
Philadelphia National Bank; James H. Kennedy, manager 
analysis department, The Philadelphia National Bank. 

“Loans, Discounts and Credits.,—Thomas W. Smith, 
credit department, First National Bank; Frank W. Mc- 
Glynn, credit department, Central National Bank; Otto 
Rausch, loan and discount department, The Philadelphia 
National Bank. 

“Bookkeeping, Auditing and Filing.’—James A. Duffy, 
assistant cashier and auditor, The Philadelphia National 
Bank; George W. Wakefield, superintendent of filing, The 
Philadelphia National Bank; representatives of the com 
panies having bookkeeping machines on exhibition 

“Tellers’ Departments, Unit Systems, Methods of Set- 


tlement.”—L. E. Klots, manager of tellers, The Provident 
Life and Trust Company, Philadelphia. 

“New Business Department.’—R. F. D. Hall, manager 
commercial service department, The Philadelphia National 
Bank; L. L. Davis, of Library Bureau; paper by J. C. 
Anderson, Union Trust Company, Cleveland, Ohio. 

The talks were interesting and instructive. Every one 
was pleased. At each session the auditorium was well 
filled. The exhibitors were unanimous in their praise of 
the management and stated they were getting a lot of good 
out ot the show. Many orders were secured and a num- 


ber of live prospects lined up. 


Hall Store Study Club May Meeting. 

The May meeting of The Hall Store Study Club was 
held in the lounge of the Central Trust Company, Topeka, 
Kans., May 8 The by-laws committee presented a full 
draft of the by-laws of the club. These were adopted after 
considerable discussion. The by-laws have been printed, 
and the secretary will gladly send a copy to anyone in- 
terested. The scope of the club was indicated in the May 
issue of Office Appliances. 

After the transaction of routine business, the president 
introduced C. L. Sawin, sales agent of The National Cash 
Register Company. He made a very interesting address 
on the subject of handling sales in a retail store. The 
various points brought out were elucidated by charts and 
a sketch board. All present found Mr. Sawin’s address 
interesting and profitable. A. S. Matthews, secretary of 
The Hall Store Study Club, suggests that any retail 
organization will be able to secure talks on retailing 
procedure similarly stated by applying to the local sales 
agent of The National Cash Register Company. 


Remington Man Wins Service Badge. 

John Haller, representative of the Remington Type- 
writer Company at Greensboro, N. C., has just received a 
beautiful badge of gold and enamel in recognition of his 
25 years of service with the company. 

Mr. Haller, who has been in Greensboro for nearly four 
years, started with the Remington Typewriter Company 
in Switzerland, his native country, but soon came to 
America to get a thorough knowledge of the manufacture 
of typewriters. He was later sent to Paris, France. After 
a stay there of nearly nine vears, and a short period spent 
in Switzerland he returned to this country and has in turn 
been with the company’s offices in New York City, Char- 
lotte and Greensboro, holding the position of mechanical 
instructor, inspector in the repair department in New 
York City and the head of the mechanical department of 
the Charlotte office 
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for over thirty years 


IME has proved that the 

long continued success and 
popularity of Bates Numbering 
Devices is based on merit. 
Simplicity and durability make 
them absolutely dependable 
for numbering work of all 
kinds. Mechanical points of 
superiority include dial change 
of movement—steel construc- 
tion throughout — automatic 








The | any desired combination of 
Original | movements—several styles of 


and figures. 
Only e 
Makers | Special Bates Machines are 


of also made on order to suit the 
BATES | individual requirements of the 


Numbering 
. urchaser. 
Machines P 


inking — noiseless operation— 















THE BATES MANUFACTURING CO. 
Factory Orange, N. J. 


\ 


A specia' department, now in opera- 
tion, thoroughly cleans and over- 
hauls old machines immediately 
upon their arrival, and returns them 
as good as new within a very few 
days. 








Address Dept. O 
General Sales Offices: 
50 Church St., New York City 
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Is Your Business 
Routed via B-W ? 


Each of the famous Byron Weston 
Co. lines of Ledger or Bond Paper is 
the most direct route to its indicated 
destination. 


WESTON LINEN RECORD is the De 


Luxe Limited line of ledger paper. Take it 
for all valuable public or corporate records. 


DEFIANCE BOND —expressly for poli- 
cies, documents, certificates and commercial 
stationery. 


FLEXO—an accommodation, made with 
hinge, to secure flat-opening loose leaf books. 


TYPOCOUNT is a special—the original 


paper for machine bookkeeping. Made with 
stiff grain to stand upright in tray binders. 


WAVERLY LEDGER is the “‘local”’ of 


the B-W line, medium priced, good for blank 
books, printed forms, stationery and all 
intermediate points. 


WRITE for schedules of 
the B-W Lines. You can 
use them profitably in 
your business. 


BYRON WESTON CO. 
DALTON, MASS. 
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Brooklyn, N. Y.—H. A. Farnell & Company, torn 
at 205 Montague street, is temporarily at 80 Livingston 


street. The company will occupy space at 86-88 Livingston 
street upon the completion of a new building at that 
address. 


Buffalo, N. Y.—The Quinn Stationery & Printing Com- 
pany, formerly an “office” concern, has taken larger quar- 
ters at 229 Pearl street. 

Buffalo, N. Y.—The David F. Williamson Company now 
occupies the store at 43 Niagara street. The business had 
been on the sixth floor at 202 Main street for the past four- 
teen years. 

Chicago, Ill—Miss Abbott, of the A. B. Reed Company, 
Bloomington, IIl., called on the Chicago trade in May. 

Chicago, Ill—-The Gummed Products Company, Troy, 
Ohio, has leased the first floor at 4204-06 West Lake street 

Chicago, IIL—E. R. Cotline, who joined the stationery 
department of A. C. McClurg & Company a short time 
ago, was formerly with Marshall Field & Company. 

Chicago, IlL—H. C. Bates of The Carter’s Ink Com 
pany, left in May for a tour through Illinois, Indiana, 
Kentucky and Tennessee. He accompanied a friend on a 
motorcycle 

Chicago, Ill—Harry G. Horder took the degrees in Oak 
Park Lodge No. 540, A. F. & A. M. in May. A large num 
ber of Chicago stationers were present to assist in con 
ferring the Master Mason degree. 

Chicago, Ill—The Wallace Stationery Company (Not 
Inc.), has succeeded the C. & O. Stationery Shop, 157 
East Ohio street. The store is located in the active North 
Central business district. The company wholesales to 
the consumer. 

Chicago, IlL—E. Y. Horder, president of Horder’s Inc., 
left May 19 for Alabama. He will spend about three 
weeks in his orange grove. Mr. Horder went prepared to 
do some fishing, as promising waters are found on his 
Alabama estate. 

Chicago, IllL—The first of the National Stationery 
Stores, Inc., was opened May 24 at 24 South Dearborn 
street. An impressive advertising campaign heralded the 
new store. The response was immediate. Merchandise is 
displayed so that customers can find what they want and 
take it to a clerk for wrapping and payment. No charge 
accounts are carried, and no telephone orders accepted. 
The store is handsomely furnished, and boasts of two 
roomy show windows. 

Columbus, Ohio.—The Central Ohio Paper Company has 
been appointed distributor by the L. L. Brown Paper Com- 
pany, Adams, Mass. 

Dallas, Texas—The Rutledge Printing & Stationery 
Company has incorporated; capital stock, $20,000; incor- 
porators—Ed M. Rutledge, J. E. Sheridan and W. E. 
Hubbert. 

Dallas, Texas.—R. H. Lloyd has located here, handling 
this section of the country for the Moore Push Pin Com 
pany, Philadelphia, Penna. He has been with the com- 
pany over a year. 

Denver, Colo.—The W. H. Kistler Stationery Company 
has added a sporting goods department. 

Denver, Colo.—The Pratt Book & Stationery Company 
has located at 1517-21 Curtis street; the store was formerly 
at 1224 Fifteenth street. 

Fort Myers, Fla.—E. E. Ward plans opening a stationery 
and office supply store. 

Fort Worth, Texas.—The Hart Office Supply Company 
has been established here. 

Fresno, Calif—The Forsyth Stationery Company, J and 
Fresno streets, has incorporated; capital stock, $10,000; 
incorporators—W. T. Autermell, D. M..Autermell and 
W. B. Gard. 

Hamilton, Ohio.—The Todd Printing & Stationery Com- 
pany has succeeded The Forbes-Todd Company, the stock 
of L. N. Forbes having been purchased by L. L. Weaver 
and E. M. Ladley. 

Hartford, Conn.—The Plimpton Manufacturing Company 
opened its remodeled store at Pearl and Ann streets in 


May. The work was necessitated by the cutting through 
of a new street. 
Jeffersonville, Ind.—The Schimpff Printing Company 


has organized with capital stock of $10,000 to do a general 
business in office supplies; incorporators—A. Rudolph 


Schimpff, William V. Schimpff and Thomas G. Schimpff. 
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ESK and general office equipment accessories are necessary to the smooth and 
uninterrupted working of every office and this accessory field, often overlooked, 
is a constant and steady market, which properly managed, yields excellent profit. 


U-NEED-ME Office Specialties 


is an accessory line which dealers identify as a profitable invest- 
ment. For conscientious and experienced workmanship produces 
articles of recognized merit which through popular acceptance 
are real business builders. 


And our new plant has tripled our producing powers. Write for 
further particulars. 


GEORGE E. FOX & COMPANY 
319-331 W. Ohio Street CHICAGO, ILLINOIS 


Felt Chair Pads (3 styles) Representatives: 


Cc. H. FOX BERT MORRIS CO. E. A. PETERSEN 
377 Broadway, New York San Francisco 939 Drexel Bidg., Philadelphia 








Chair Cushions (12 styles) Folding Desk Pad with Work Distributors. Pat. 3-28-22 


——— i SS | 
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IMPORTANT ANNOUNCEMENT 
The Standard Stack Sealing Patent Upheld 


UIT was brought by the Standard Envelope Sealer Manufacturing Com- 
pany against the Graywood Manufacturing Company in the United 
States District Court for the District of Massachusetts, equity No. 1070, 
charging infringement of claims 10 and || of the Standard Envelope Sealer 
Manufacturing Company's patent No. 1,365,803, dated January 18, 1921. 


These claims broadly cover an envelope sealer without any pressure plate, roller 
or other mechanical device to press the flaps against the body of the envelopes 
after they are moistened, the envelopes being passed directly from the moisten- 
ing device into a sealing hopper wherein iy are stacked and sealed by the 
weight of the pile of envelopes in the stack. 

Regarding the subject matter of these claims, it was stated by Anderson, Circuit Judge, 
in his decision rendered after a lengthy trial, ‘“This is a valuable new step in the 
envelope sealing art.”’ 


Judge Anderson held that claims 10 and |! were valid and infringed, and ordered an 
injunction accordingly. A final decree was entered under date of April 21, 1922. 


STANDARD ENVELOPE SEALER MFG. COMPANY 


EVERETT, MASS. 
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The largest selling Quality 
pencil in the world 
HOSE who demand the best pencils always insist 
upon getting VENUS. None other affords such 
smoothness of lead, ease of writing and drawing, strength 
Made in 17 black degrees—from and durability. None other enjoys such widespread de- 
6B Softest to 9H Hardest. Guaran- mand. VENUS Pencils are supreme. And they are 


teed never tovary. Any degree is - f 
precisely the same as a similarly profit-producers extraordinary. 


marked one, irrespective of when as : 7 
purchased ne of the many rea- No. wei ory 1 ae Furnished 
sons why you can assure your No, 3820—(Illustrated) With tip and rubber. Fur- 
customers unreservedly that nished from 3B to 9H. 

VENUS Pencils are the very best No. 813—Pocket size. With protector and rubber. 


Furnished in HB only. 


No, 3818—Venus Round. Soft lead only, without 
rubber. No. 3819, with rubber. 


pencils they can buy. 


Also 3 copying degrees 


VENUS 





No. 3800 





No. 3820 


American Lead Pencil Co. 220 Fifth Avenue, New York 
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La Salle, Ill—The La Salle Printing & Stationery Com- 
pany has been incorporated to deal in stationery, office 
supplies and fixtures; capital stock, $10,000; incorporators 

George E. Barnes, Geo. N. Alderson and Stanley Selasek. 

Los Angeles, Calif—The Goldwater Company has moved 
into its new quarters, 729 South Spring street. 

Los Angeles, Calif—The name of Kingsley, Mason & 
Collins Company has been changed to Kingsley, Mason & 
Rogers. 

Los Angeles, Calif.—The H. S. Crocker Company have 
purchased the plant of the Union Lithographing Company, 
of San Francisco and Los Angeles. 

Los Gatos, Cal—The H. J. Crall Company and the sta- 
tionery and news business of George P. Rasmussen have 
been consolidated Mr. Crall will manage both stores 
during the summer, but eventually the Rasmussen store 
will be closed and the business concentrated in the Crall 
store, on North Santa Cruz avenue. The H. J. Crall Sta- 
tionery store is one of the oldest business establishments 
in Los Gatos. 

Manchester, Vt.—The Manchester Printing Company, 
Inc., has incorporated to do a stationery, printing and 
publishing business; capital stock, $5,000; incorporators 
Otto R. Bennett, Lester H. Thompson and G. S. Bennett. 

Minneapolis, Minn.—The Currier Manufacturing Com- 
pany now occupies the two-story building at 1001-08 Cen- 
tral avenue; the business was in the Boston block the 
past five years. A printing department has been installed 
to handle the company’s work. 

Montville, N. Y.—The Fort Griswold Paper Company 
has incorporated to make and deal in paper and substi- 
tutes, and articles made therefrom; capital stock, $100,000; 
incorporators—Arthur Perkins, 803 Main street; J. P. Har- 
bison and Edna Millard, all of Hartford, Conn. 

Mountain Lakes, N. J.—Orgain & Company, Inc., has 
incorporated to conduct a stationery and printing busi- 
ness in Manhattan; capital stock, $100,000; incorporator 

R. Orgain. 

New York, N. Y.—The Vulcan Company has moved 
to 303 Fifth avenue; the old location was 500 Fifth avenue. 

New York, N. Y.—The Liberty Stationery Company has 
moved to 68 Barclay street; the former location was 169 
Greenwich street. 

New York, N. Y.—C. S. Jacobson, 395 Broadway, has 
added to his lines the rubber bands and other specialties 
of the Lubron Company, Everett, Mass. 

New York, N. Y.—R. H. Baxter has added to his lines 
the products of the Frank A. Weeks Manufacturing Com- 
pany in the territory West of Pittsburgh to Kansas City 
and North to St. Paul. 

New York, N. Y.—M. Roth, Inc., was authorized by the 
state to conduct the individual business of M. J. Roth, 
1495 Third avenue. Mr. Roth has expanded the busi- 
ness by taking into the corporation department heads and 
employees. The directorate comprises: M. J. Roth, presi- 
dent: Wm. P. Havens (printing department), vice presi- 
dent; Gustave H. Mikelait (stationery); Imanuel Hayman 
(toys and sporting goods), secretary; W. S. Isaacs (photo- 
graphic department), treasurer; L. Schankweiler (special- 
ties). 

Oakland, Calif—The Edgar H. Barber Company states 
that it has succeeded in reducing its overhead to almost 
per-war level. The rapid expansion of Oakland makes 
this firm take a very hopeful view of the business situation. 

Philadelphia, Penna.—Fleu & Fetterolf, 5954 German- 
town avenue, have acquired the premises at 14-16 Harvey 
street, adjoining the present building. This provides space 
for a new structure to be erected in the future. 

Philadelphia, Penna.—The 105th anniversary of the John 
C. Clark Company, was celebrated May 15. For more 
than a century the main store has been at 230 Dock street; 
a branch has been operated at 1430 South Penn square for 
twenty-five years. 

Pittsburgh, Penna.—George C. Smith has opened a 
store at 845 East Allegheny avenue, handling office sup- 
plies and stationery. 

Reading, Penna.—James H. Miller has moved his sta- 
tionery shop and book store from 32 North Ninth street 
to 14 South Ninth street. 

Richmond, Va.—The Virginia Stationery Company, 913 
East Main street, has enlarged its store and installed new 
fixtures. 

Reedley, Calif—Robert D. Sands has joined the sta- 
tionery business of C. W. Howell, his brother-in-law. He 
had been with the Dennison Manufacturing Company at 
San Francisco. 

Rochester, N. Y.—Willis C. Gillette, 128 State street, 
has registered the name, “Industrial Stationery Company,” 
with the county clerk. 





tO OF OF BLO EAE 


PRESENT-DAY METH 
OF REACHING PEO! 


ars j¥- 
fddcess Po ress 
ee cise cae | 




















The patecss conte wane in the Address-Press 
can be stenciled on the same 

are now using in your office. Bach stencil ie 
good for 10,000 impressions and prirtts address. 
es which cannot distinguished from type- 
writing. These Address Cards are filed card- 
index fashion. 

















The Address-Press costs much less than a 
typewriter. You can start using it on as 
nanase as you wish and ee deve! eo this list 
until it covers every p ive s 
Sears Roebuck & Company of Chicago use the 
Address-Press on a list of 7.000,000 names. 
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The Address-Press automatically transfers 
addresses from the indexed stencils to 


. 60 
Sam's big army of Postmen are then ready to 
to work for you, delivering your sales-talks 

irect to the people you want to reach, for 1 

cent per call;—thus eliminating profit-killing 

railroad fares, hotel bills and expensive sell: 

crews. By Sar the quickest and most 

way to sell goods nowadays! 
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NE Way to build sales for 

an article made in several 
models is to help the customer 
select the one best suited to his 
needs. 


Take Hotchkiss Paper Fast- 
eners—made in five styles of 
different capacities. If you 
sold a number 2 machine to a 
business man with little paper 
fastening to do you might make 
a dissatisfied customer. Where- 
as if you sold him a No. 1 model 
he would probably thank you 
and remember the service ren- 
dered by giving you other busi- 
ness. 

Try to gauge your sales to 

CAUTION! the needs of your customers 

and you will increase both 
good-will and sales volume. It 
is the service you give that 








Hotchkiss Fasteners 
are guaranteed only 


when used with genu- makes your business grow. 

ine Hotchkiss Staples. 

The genuine have To be able to render such 
Blank Exds om each = -ervice to your trade you should 


strip and the red 
“H” om every box 
Sell omly these. 


carry all models of Hotchkiss 
Paper Fasteners. Then — in- 
stead of pushing any one model 
—help the buyer choose the 
one he can use best. If you do 
not now have the full Hotch- 
kiss line in stock write us. 


HOTCHKISS SALES CO. 
Norwalk, Conn. 


HOTCHKISS 


PAPER FASTENING MACHINES 





Sacramento, Calif.—The Dawson-Keys-Ahern Stationery 
Company has incorporated; capital stock, $50,000; incor- 
porators—Frederick W. Dawson and Albert J. Keys, Sacra- 
mento, and William J. Ahern, San Francisco. 

San Francisco, Calif.—B. P. Jackson, sales manager for 
Sanborn, Vail & Company, has returned from visits to 
Sacramento, Stockton, Lodi and other valley points. He 
finds that business has picked up somewhat and there is 
a more hopeful feeling in all the agricultural districts. 

San Francisco, Calif—When questioned regarding the 
new store which the H. S. Crocker Company, Inc., is to 
open on Montgomery street, Arthur C. Moench, general 
manager, said: “In order to give better service to our 
customers, it has been decided to open a branch store 
at 242-46 Montgomery street.” Mr. Moench added a few 
details, stating that the store will have a thirty-five-foot 
frontage and a depth oi sixty-eight feet. It is a little early 
yet to give any account of the interior decoration, for the 
building is still in the hands of the workmen, but the dis- 
play windows will have hardwood floors and brown tile, 
with brick below. The new Montgomery street branch 
of the H. S. Crocker Company will carry a very complete 
line of stationery and a manufacturing department, en- 


graving department, etc. The Addressograph and the 
Mimeograph will be features of the branch, as they are 
of the main store on Market street. The manager will 


be Ray White, who has been connected with the H. § 
Crocker Company for some time past. 

Seattle, Wash.—The business formerly known as the 
Society Stationery Shop, is now called the Clint W. Lee 
Company; the capital stock has been increased from $11,- 
000 to $45,000. 

Tacoma, Wash.—The Tacoma Stationery Company located 
at 1009 A street, established by Harold E. Dahl two years 
ago, is now listed as one of Tacoma’s most enterprising 
little stores. Mr. Dahl being young, is enthusiastic and a 
business getter. The Macey filing system is carried, as 
well as Columbia ribbons and carbons, and the “I-P” 
line. 

Trenton, N. J.—The Warburton Stationery Company, 
223 East State street, has merged with the Sarco Company 
of New Jersey, 21 East State street. 

Worcester, Mass—The Murphy Die Company has in- 
corporated to do a general printing and engraving busi- 
ness, and to manufacture and deal in stationery; capita! 
stock, $25,000; incorporators—James W. Murphy, John 
F. Murphy, Harold B. Klar and Arthur E. Howard. 

Worcester, Mass.—The Commonwealth Envelope Com- 
pany has been incorporated to make envelopes, paper con- 
tainers and accessories; capital stock, $50,000; incorporators 
—WNarcisse J. Lavinge, president; Charles H. Roessel, treas- 
urer; Howard W. Coweek, clerk. The plant is at 1446 
Grafton street. 

Youngstown, Ohio.—Stationery has been added to the 
stocks of the Youngstown Trunk Company, 142 East 
Federal street. 


Miss Warren Addresses Filing Associations. 


Miss Irene Warren, director of the Chicago School of 
Filing and Indexing, Chicago, Ill, returned in May from 
an extended tour of inspection. She has charge of the 
Standard Schools of Filing and Indexing at New York, 
Philadelphia, Washington, St. Louis, Cincinnati, Cleveland, 
Detroit and New Orleans. These various schools, owned 
and operated by The Globe-Wernicke Company, were in 
spected by Miss Warren on her tour. In each city she 
also addressed an evening meeting of the local filing asso- 
ciation on “The Relation of the Schools of Filing to the 
Educational and Business World.” 


Noiseless Typewriter at “Informashow.” 


An exhibit was made by The Noiseless Typewriter Com 
pany at the “Informashow,” a business exposition held in 
connection with the convention of the National Associa- 
tion of Purchasing Agents, at Rochester last month. Both 


the standard and the portable Noiseless typewriters were 


shown, the booth being in charge of T. V. Kean and J. H 
Belser, of Silence, Inc., Buffalo, N. Y. 


Asa Brooklings Wallace Weds. 


A. B. Wallace, president of the Wallace Pencil Com 
pany, was married April 25 to Miss Jeanette Gregg, daugh- 


ter of Mrs. Cecil Dudley Gregg, St. Louis, Mo. The cere- 


mony took place in Christchurch Cathedral, St. Louis 
The honeymoon was spent in the Bahama Islands 
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WHICH? 


Which binder would you choose? This one 
that has seen 33 years of hard service or the 
lower one that lasted only four months? Both 
looked just the same when they were NEW—but 
look at them now- 
















The Barrett Binder shown was made in 
July, 1889, and has been in constant daily 
use ever since. Except for being frayed at the 
edges it is as solid and useful today as it ever was. 
The other Binder was purchased in November, 
1921. It is often difficult to convince a buyer that 
this difference exists, he doesn’t realize that the real 
merit in a binder is not always the part that shows. 


Barrett goods have that inbuilt stability 
that comes only from knowing how. It 
means many years of sturdy 
service. All the details of 
construction and workman- 
ship are small in themselves, 
but in the aggregate they 
#4 j produce quality. 


Made by 
Barrett 
in 1889 






The Barrett 
Bindery Company 
Made by 1328 W. Monroe St 
Someone Else Chicago i 2 
. . 


in 1921 




















THE NEW No.4 NELSON PUNCHING MACHINE 


THE NELSON NO. 4 
Punches al! work quickly and accurately— 
Die Cuts any conceivable shape or de- 
sign (limited only to size of the plate)— 
Perforates—for pin hole perforating it 
has no equal— 

Tab Cuts (dies to be had in sets of 2) 
satisfactorily performs all classes of 
loose leaf and card cutting— 

Round Corners—with adjustable knife 
and fibre base the cutting edge is al- 
ways keen— 

Embosses—a_ steel chase is provided 
with or without heating element for 


and equipment establishes a new standard 
for Utility—Efficiency—Unlimited Power 


Consistent with the Nelson policy of advancement, the 
new No. 4 embodies all the necessary elements to insure 
proficient and accurate functioning of all parts (station- 
ary or adjustable) under every condition. An enumera- 
tion of its exclusive features demonstrates built-in merit: 


MINIMUM FLOOR SPACE—like other Nelson 








models the No, 4 requires the minimum working hot or cold embossing. 
space. 

IMPROVED CLUTCH ARRANGEMENT— insures 

double the strength and the capacity—clutch pin 


handles heaviest work. 


NEW 18” FLYWHEEL—affords greater driving 
force with minimum motor capacity. 


40% MORE POWER—at the cutting edge. 

HEAVIEST DUTY MACHINE—now on the market 

These things not only increase the efficiency of the No. 4 

as a punching machine, round cornerer or perforator but 

as a die cutting press places it in a position unsurpassed. 
Ask for full information 





Round 
Cornering 


C. R. & W. A. NELSON, Inc., ™ dvichcorittinos 
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Use These Appliances in Your Office 


They can be used for cutting and trimming paper, cardboard, wood veneer, thin leather, cloth, 
canvas and rubber fabric and for making up discarded stationery into handy scratch pads. 


Any one or all of these appliances will effect an added economy or convenience in the office, 


shop or factory. 


THE GOLDING HAND 
LEVER PAPER CUTTER 


illustrated below will cut stock 
up to three inches in thickness 
at one operation. It is made in 


sizes having cutting widths of 
26 and 3O inches. 
Nicely 


Well 


finished. 


made. 
Durable. 


sheet cutter on the market. 


ers. Four sizes. 
Broadly guaranteed. 


We 
Jobber, 


also manufacture Golding 


Pear! Press, 


and Official Hand Press. 





THE BOSTON CUTTER 


is the most complete and best made single 
Every office needs 
one for cutting and trimming invoices, state- 
ments, record sheets, carbon paper, price tags, 
signs, photographs, inserts, booklets and fold- 
All complete with 


Golding Manufacturing Co. 


Franklin, Mass. 


Art 
Golding Power 
Pearl Hand Lever Paper Cutter, Official Card Cutter, 


THE GOLDING 
TABLET PRESS 


seen below wili help save 
waste paper by making it 
are two sizes. Well made. 


tractive. Useful. 


gauges. 


Jobber, Golding 
Paper Cutters, 


the 
up 


into useful scratch pads. There 


At- 
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GLASS 


HAVE AN ADDED 


Add to the sanitary feature, the smooth, indestructible writing 
surface, the protection afforded the desk top, this outstanding 
convenience: Memos, tabulations, charts, etc. which should be 
always in sight to insure against neglect, are safe from drafts 
caused by open windows and electric fans, yet they are instantly 
available. 

Think of the important details you, yourself, entrust to writ- 
ten notes and of the time it would take to replace lists and 
formulae you use continually through the day's work, and how 





Ravenswood 


DESK PADS 


ADVANTAGE AT THIS SEASON 


easy it is for a piece of paper left on the desk to blow away and 
its subject matter to be forgotten. 


In the manufacture of RAVENSWOOD and ROSCO Glass 
Desk Pads, the highest grade of plate glass, free from flaws and 
carefully ground to fit, is used. The pads open for insertion or 
removal of memos as easily as a book. While these pads are in 
general use in business offices throughout the U. S., there is a 
splendid demand and the stationer who does not handle them is 
overlooking some good business. We shall be glad to send full 
particulars. 


RAVENSWOOD OFFICE SPECIALTIES CO., 1800-02 Newport Ave., CHICAGO 


MOST STATIONERS SELL THEM 
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Chicago, Ill—C. P. Hanson, educational manager for 
The Dictaphone, operated during May in Chicago. 

Chicago, I]l—The Postage Meter Company, distributor 
of the Pitney-Bowes postage meter, has established a 
Chicago office at Suite 251 Marquette building. E. J. Lee 
is manager. 

Chicago, IlL—A. J. Manning, manager at Memphis, 
Tenn., for The Dictaphone, visited the Chicago office in 
May. Mr. Manning finds business conditions in his vicinity 
very encouraging. 

Chicago, IllL—C. K. Woodbridge, vice president of the 
Columbia Graphophone Company, was in Chicago attend- 
ing the May sessions of the National Association of Office 
Appliance Manufacturers. 

Chicago, IlL—Opening of the new store of the Comput- 
ing-Tabulating-Recording Company at 323-25 West Madi- 
street has been delayed because of the remodeling. 
Early occupancy is expected. 

Chicago, IIL—F. K. Pennington, general sales manager 
for the A. B. Dick Company, has brought his family 
from Mountclair, N. J., and has established his home at 
1637 Chase avenve, Rogers Park, Chicago. 

Chicago, Ill—The Office Device Company has moved 
from 162 North La Salle street to 167 West Randolph 
street. Increased space was necessitated by the growth of 
the business. There are 16,000 square feet of floor space 
in the new location. 

Chicago, Ill.—The local office of the Egry Register Com- 
pany has been moved from the seventh to the street floor 
of the Fisher building, 341 South Dearborn street M. 
Summey, the manager, is pleased with the new location. 
There are three fine display windows with which to in- 
terest the Dearborn street crowds. 

Chicago, Ill—The Combinator Company, 1427 Carroll 
avenue, has incorporated to manufacture and deal in list- 
ing machines, calculators, etc.; capital stock, $300,000, and 


son 


6,000 shares of no par value; incorporators—Charles J. 
Herriman, Frank W. Disbrow and E. Williams. The com- 
pany is producing the “Acme-Write’’ check writer, for- 
merly marketed by the Acme Appliance Company. 


Fort Smith, Ark.—D. B. Sparts, Jr., has the local ter- 
ritory for the “F. & E.” check writer. 

Kansas City, Mo.—O. W. Slayback, formerly general 
sales agent here for the Todd Protectograph Company, 
has organized the Ellis & Slayback Company, 813 Walnut 


street. Stationery and printing will be handled. 
New York, N. Y.—Harry C. Tuttle, who has been with 
The Bircher Company nearly three years, has resigned 


to manufacture and distribute the “Hush-A-Phone,” a 
teley hcne accessory. 

Philadelphia, Penna.—E:. W. 
Dictaphone, has resigned. 

Rochester, N. Y.—S. J. Foote, of the Todd Protecto- 
graph Company, made a trip through the regional territory 
under his jurisdiction, including stops at Evansville, Ind., 
Cincinnati, Ohio, Louisville, Ky., Nashville, Tenn., Knox- 
ville, Tenn., and other points. 

St. Louis, Mo.—A direct factory branch has been opened 
by the A. B. Dick Company at 1011 Locust street, in 
the Kinloch building. Charles S. Thornton, who has been 
special Mimeograph sales agent in St. Louis for 
eral years, is manager. 

Santa Ana, Calif—W. D. Rudd, who is now in charge of 
Orange and Riverside counties for The National Cash 
Register Company, was formerly of San Diego. 

San Francisco, Calif.—William Hovis, district manager 
for the Elliott addressing machine, has returned from a 
business trip through the valleys of central California. He 
states that crop prospects are good, a more optimistic 
feeling prevails and business is already better. Mr. Hovis 
is getting out his camping outfit, in order that he can 
take to the open, in case some of his Shriner friends have 
no place to lay their heads. The Shrine convention is 
June 12-14, but Shriner hosts are to begin arriving about 
the 10th. All! hotel accommodations bespoken, 
months ago. 

San Francisco, Calif.—The Dayton Scale Company, the 
Tabulating Machine Company, and the International Time 
Recording Company have moved their local headquarters 

(Continued on page 232 
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COLUMBIA Seal 














\ REG Y S PAT OFF 


the seal on Gold Bonds....... 
It Pays Dividends 


on Your Confidence! 


Columbia Carbon Papers and 
Typewriter Ribbons are manufac- 
tured in one of the most progres- 
sive plants in the industry—where 
only the highest quality materials 
enjoy the scientific processes that 
prepare them for better business 
service. 


And when they graduate as finished 
products, the Columbia Seal of 
Satisfaction goes with them as an 
unqualified guarantee that they 
will serve—and serve well. 


—like 


Columbia Carbon Papers and 
Typewriter Ribbons are made in 
numerous grades, according to the 
requirements of definite business 
needs—this wide range of avail- 
able qualities makes the Columbia 
line an exclusively strong sales 
building proposition for progres- 
sive dealers, who, if interested in 
steady substantial profits, won't 
fail to get in touch with us 
promptly. Are you that dealer? 





COLUMBIA « ww we w 
RIBBON & CARBON MFG. CO. 


69-71 VWWOOSTER STREET 
NEW YORK 


Branches —Throughout the United States 


For Great Britain—Address our London Branch at 
212-213 Upper Thames St., London, E. C. 4, 


For Continental Europe—Address our branch at 
49 via Paolo Frisi, Milano 19, Italy. 
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Robarco 
Brass Paper Fasteners 
New style—attractive packing 


Robarco brass paper fasteners are now packed par- 
ticularly for the stationery trade in newly designed 
gray slide boxes attractively labeled, 100 to the 
box and ten boxes to the carton. 

Robarco Paper Fasteners are of superior quality 
and warranted not to break. Our fasteners are 
made of the best half hard brass in two styles, 
round heads and flat heads. 

We will on request send a sample box containing the 
various styles and sizes and also our attractive 
counter cards. Our prices will interest you—price 
lists and quantity discounts on application. 


Manufactured by 


ROCKWELL-BARNES COMPANY 


819 S. Wabash Ave. Chicago, Illinois 








THE RUSH-FRASER DE LUXE 





The IDEAL Ink And Typewriter Eraser 
Used by Uncle Sam 
in engineering and governmental departments 
Used like a pencil; just a stroke and the letter or figure is erased- 
For quick, i 


clean, invisible erasing it is incomparable. 


RUSH" FRASER 


An IDEAL Office Equipment Specialty 

combining luxury and economy 
THE FLEXIBLE DIAMOND 
BRUSH — ITS SECRET 


_ 


Sells at Sight to typists, — 


raphers, 












tsmen ; 
Made in 14K Gold finish. At 
your dealers or mailed direct 

tpaid insured for 50c in 
Money Order or stamps 
Liberal terms to the trade. 
Assembled twelve in handsome 


=== \ Rush_Eraser 

Boe Company 

Oe 9200S A&K 
Building 

SYRACUSE, 
is Be 











FURNITURE 


Aberdeen, Wash.—The Benson Office Supply Company, 
221-23 East Wishkah street, will move to a new building 
across the street when construction is completed. 

Boston, Mass.—After August 1 the Boston branch of 
The Globe-Wernicke Company will be at 91 Federal street, 
corner of Matthews street. The present location is 118 
Federal street. 

Erie, Penna.—The Edward Office Equipment Company 
is now located in the Commercial Arcade. 

Evansville, Ind.—Guthrie & Company have added the 
Art Metal line of metal office furniture. 

Jamestown, N. Y.—Arthur J. Burrall has succeeded Leon 
C. LeRoy as superintendent of Plant Two of the Art 
Metal Construction Company. 

Chicago, Ill.—F. C. Williams, of the Fitz-Cross Company, 
Duluth, Minn., was a Chicago visitor May 25. 

Chicago, Ill—In the course of an Eastern trip during 
May, J. D. Pahlman, of the Edwin Barnes Company, vis- 
ited the factory of the O. M. Edwards Company at Syra- 
cuse, N. Y. 

Chicago, Ill—A. W. Manuel, formerly at Minneapolis 
with The Safe Cabinet Company, has been transferred 
to the Chicago office. Mr. Manuel has recovered from 
a severe illness which he contracted at Minneapolis. 

Chicago, Ill--The Van Dorn Iron Works Company add- 
ed two new salesmen in May. F. H. Lapham was for- 
merly with the Art Metal Construction Company. Wm. 
B. Reynolds has been in other work, and is adapting 
himself to furniture lines readily. 

Des Moines, Iowa—The Kardex Sales Company, Tona- 
wanda, N. Y., has opened a branch office here at 622 Se 
curities building. The office controls territory embracing 
the state of lowa, excepting Sioux City, but including Rock 
Island and Moline, Ill. Carlo T. Gates is the manager. 

Jamestown, N. Y.—C. W. Simpson is now advertising 
manager for the Art Metal Construction Company. He 
has been assistant advertising manager for the past eight 
months. 

Meridian, Miss—W. A. Morton came here from Bir- 
mingham to handle the “Y and E” line. 

Miami, Fla.—The name of the East Coast Office Furni- 
ture Company has been changed to Momand Office Furni- 
ture Company. The business is conducted at 37 N. W. Mi- 
ami court by F. F. Momand, and handles office machinery 
as well as furniture and safes. 

Modesto, Calif—L. H. Morris has added office furni- 
ture to his stationery lines. 

New York, N. Y.—R. E. Maurer, manager of the retail 
stationery store at 692 Eighth avenue conducted by the 
Christian Alliance Publishing Company, was formerly edu- 
cational manager for the Yawman and Erbe Manufactur- 
ing Company. 

New York, N. Y.—Carl Elofson, of the local sales force, 
Art Metal Construction Company, received congratula- 
tions recently on the birth of a son. The mother was 
Miss Nettie Holmberg, formerly of the stenographic de- 
partment at the home office at Jamestown, N. Y 

North Tonawanda, N. Y.—The Artisan Factories, Inc., 
has started construction of a factory at Erie avenue and 
Division street. It will be 130x40 feet, of brick construc- 
tion, three stories and basement. The plant will pro- 
duce woodwork and machine work, including musical in- 
struments and office furniture. 

Pittsburg, Kans.—An office furniture and supply de- 
partment has been opened by The Pittsburg Headlight, 
Moore Bros., proprietors. 

San Diego, Calif—H. L. Benbough has opened a branch 
store at 1055 Second street, handling office furniture. 

San Francisco, Calif—Tne Phoenix Desk Company’s 
beautiful new home on Mission street, is nearing comple- 
tion. It will not be ready quite so soon as was anticipated, 
however. The beginning of June will probably see the 
Phoenix Desk Company in its new building. 

San Francisco, Calif.—G. A. Wright is manager of the 
new filing cabinet department which Patrick & Company, 
well known Market street stationers and rubber stamp 
manufacturers, have added to their lines. They are now 
carrying the Berloy steel filing cabinet and supplies and 
Mr. Wright states that they are fully equipped with stock 
to meet all demands. 
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The Price of 
Quality 
Cuspidors 
Will Interest 

| You 


CATALOG ON APPLICATION 








IRELAND & MATTHEWS 


— 

















HotTeEL WINTON 


CLEVELAND, OHIO 


Headquarters for Office Appli- 
ance Men when in Cleveland. 





All large outside rooms each with bath 
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Features you’ll value in 
Eclipse Pneumatic Inkwells 


1. Beauty, distinctive and notable, 


2. Cleanliness—your fingers keep clean when you 


use Eclipse Wells because the patent opening 
permits just enough ink at each pen dip for 
clean, pleasant work. 

3. Economy—wasteful evaporation is eliminated 
by the patent opening. 


Many handsome styles at your sta- 
tioner’s Write today for catalog. 


GENERAL ECLIPSE CO., Dept.A, DANIELSON, CONN. 


- a 2 





On Ocean Front 


The Breakers 


ATLANTIC CITY, N. J. 


Unusually attractive at this season 


Comfortable, airy bed-rooms. Luxurious lobbies 
with spacious verandas and sun-parlors over- 
looking the ocean. Hot and coid running sea 
water in all baths. An ideal sojourn for those 
seeking rest and recreation. Afternoon musicales 
and teas, with evening concert feature. Dancing. 
Sensible rates. 


AMERICAN AND EUROPEAN PLANS. 
Golf Privileges Fireproof Garage 
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THE NEW FILE SORTER 
AND DESK PORTFOLIO 


Bys=Matyc Desktrybutor 


LONG WISHED FOR 


The World Wide Profit Puller. 
Elegant Efficiency. Instant. Automatic. 
All-Visible. Expansible. Contractible. 
Portable. Adaptable. Durable. A finger 
touch and it is “‘open’’—ready. Or closed to 
be carried. Placed in the desk, vault or 
other location. An instant Portfolio. 

List, $3.50. Liberal discounts. Samples 
to the trade. Less one-fourth, prepaid, for 
cash with order. 


Unyversal Utylyt 
6111 Wynthrop Ave. 


Exclusive 


Unyts Co. 
hicago, U. S. A. 














Mr. OK says—GREAT! 


Prices Reduced---Quality Improved 








~Ask Your Stationer 


These Three Graces will Knock out Three Disgraces— 
Pins, Dirty Erasers and Knives which mutilate your mai!. 


Washburne’s “‘O.K.” Paper Fasteners, the most convenient, fast 
holding and neat appearing, on the market. 

Ries ‘“O.K.”" Letter Opener, does the work with perfect safety to 
contents of envelope, is simple and reliable. 

“O.K.”’ Sanitary Erasers are economical and efficient. 


These wonderful time-saving office necessities are recognized 
as standards of the best type of office equipment by constant users 
as well as dealers in all parts of the world. Our policy is to estab- 
lish a better quality at more reasonable prices. 


Our spacious factory is equipped to turn out each item ‘ia 
large quantities, giving you the benefit of increased production at 
reduced cost. Every item of our manufacture is stamped with our 
trade-mark “O.K.” Look for the mark---there is nothing ,“‘just 
as good.” Let us send you our 1921-22 price schedule. 


THE ().K. MANUFACTURING (0. 
0.K. | OSWEGO,NY U.S.A. 


TRADE MARK 
US Pat OFFICE 
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Q. K. Even Print Device 
for the Multigraph 


Every Letter an Original 


You invested your money in the Multigraph 

to attain results in your advertising — do 
you realize that the heavy short line reduces 
those results? 


Your prospect knows that with actual type- 
written letters the “Dear Sir’ and “Yours 
truly” are not heavier than the body of the 
letter. To keep him from throwing your letters 
in the waste-basket, you possibly tried filing 
down the type to lighten the impression, and 
spoiled whole fonts of type so that many char- 
acters failed to print up on subsequent letters. 
Why take a chance on this when you can 
remedy the whole matter with the 


O. K. Even Print Device 


SEND FOR SAMPLES OF WORK 
O. K. MULTIGRAPHING CO. 
Lincoln Building - Philadelphia, Pa. 
TTT 


PUT 
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ADDING MACHINES 





Boston, Mass.—The New England Adding Machine Com- 
pany has leased space in the Harvard College building, 112 
Arch street. 

Cedar Rapids, lowa—A new office is being opened at this 
point for the Wales Adding Machine Company under the 
direct management of J. M. Darnell, manager of the Daven- 
port agency 

Chicago, IlL—W. I. Currie, of The Dalton Adding Ma- 
chine Company, has added two new salesmen. J. M. 
Murray has returned to the Chicago territory. He had been 
in other work in the state of Texas. Previously he had 
been with the Chicago branch a number of years. Peter 
A. Foagh, the other addition to the Currie staff, has 
had a number of years’ experience in specialty selling. 

Des Moines, Iowa—The Dalton Adding Machine Com- 
pany’s local office, under the management of H. M. Un- 
derwood, has moved to 920 Grand avenue, occupying a 
fine sales room in a new business block. These premises 
are held in conjunction with the General Typewriter Ex- 
change, of which A. B. Bloom is manager. 

Fort Smith, Ark.—C. H. Taylor is now a city salesman 
for the Wales Adding Machine Company. 

Grand Forks, N. D.—Ray A. Jacobson has been placed 
in charge of the sub-office here by the Burroughs Adding 
Machine Company. He had been connected with the 
local office heretofore, going to Waterloo, Iowa, last Win- 
ter 

Portland, Ore.—The agency managers of the Burroughs 
Adding Machine, northwest territory, have been holding 
a ten-day “school” at Portland when the new Burroughs 


billing machine is being demonstrated. Other schools 
were conducted at Western and Southern points during 
the last month. Agency managers and many of the 


salesmen and mechanics attending the Portland meet, 
came from the offices at Seattle, Tacoma, Portland, Spo- 
kane, Salem and Eugene, Oregon, and Vancouver, B. C. 
The new billing machine will be introduced in this ter- 
ritory within a short time. 

Wilmington, Del.—The Lamb Calculator Corporation 
has incorporated with capital of $100,000 to manufacture 
electrical apparatus. 


(Furniture—Continued from Page 220.) 

San Francisco, Calif—F. W. Wentworth, president of 
the F. W. Wentworth Company, is leaving for a pleasure 
trip to Europe early in June. The company has recently 
added a school department to its lines, including school 
desks, laboratory benches, etc. This department handles 
the products of E. W. A. Rowles, Chicago. W. P. Craig 
has been made manager of the school line. 

San Francisco, Calif.—George Boyd, Portland manager 
for the F. W. Wentworth Company, is visiting the San 
Francisco office, making a stay of two weeks. May 14th 
the third annual picnic of the F. W. Wentworth Company 
took place at Castle Rock Farm, near the foot of Mt. 
Diable. In spite of the heat, games, races and other ath- 
letic diversions were enjoyed by about seventy-five mem- 
bers of the staff and their families, 

San Francisco, Calif—The Hooper Office Furniture 
Company, 712-16 Mission street, near Third, has opened 
to handle files, book cases, rugs, etc., for office furnish- 
ings. R. Hooper, the proprietor of the business, states 
that he is carrying Central desks, manufactured in Chi- 
cago, the products of the Morristown Desk Company, 
of Morristown, Kans., and some of the better class of 
desks manufactured by Peck & Hills, of New York and 
Chicago. In file equipment, the Hooper Office Equipment 
Company is carrying Berger lines. The business is cen- 
trally located and has much space for the display of 
goods. It is a store location. 

Seattle, Wash.—The Seattle National Bank, which will 
move to its new building within the next month or two, 
has given a number of contracts to northwest agents. 
Among these are their vault doors through the Norris 
Safe & Lock Company to the York Safe Company; safety 
deposit equipment, through Lowman-Hanford, to the 
Herring-Hall-Marwin Company; the O. K. telephone sys- 
tem of The National Cash Register Company, an inter- 


(Continued on Page 228.) 

















ENUS 


THIN 





LEADS N? 38 


V 


and other Mechanical Pencils 


A* WAYS straight, smooth, long- 
wearing, crumble-proof and 
perfectly graded — VENUS Thin 
Leads No. 38 are the ideal leads to 
sell for VENUS EVERPOINTED 
and other Mechanical Pencils. 


7 DEGREES 
2B soft and black F firm 
B soft H medium hard 
HB soft medium 2H hard 


4H extra hard 


Retail Prices 


15c per tube of 12 leads 
2 tubes for 25c. 


Write for samples and trade prices. 


American Lead Pencil Co. 
220 Fifth Avenue, New York 
and London, England 























Ask us about the new 
VENUS EVERPOINTED 
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Sell your own 
Typewriter Ribbons 


As a stationer or office equipment 
dealer you sell typewriter ribbons. 
Would it not be to your advantage 
to sell the best high grade type- 
writer ribbons boxed in attractive 
containers bearing your name and 
address in the usual place of the 
manufacturer? This means that 
the advertising and the actual rep- 
utation gained by the consistent, 
reliable performance of the rib- 
bons reverts directly to you. Thus, 
you gain the repeat orders—the 
prestige—the goodwill—and satis- 
fied customers. 

We are well known manufacturers 
with a host of valuable customers and 


friends. If you are a wise dealer you 
will get in touch with us at once. 


U. S. Typewriter Ribbon Mfg. Co. 


Sansome and 8th Streets 
PHILADELPHIA - PENNA. 
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Dependable 
Service 





While quality and price, in the order named, 
are the chief considerations of the dealer who 
is buying typewriters, both rough and rebuilt, 
there is still another factor which should not 
be overlooked. It is Service. 


The Young Typewriter Company prides 
itself on being able to render efficient service 
promptly at all times. To that ability, second 
only to the unsurpassed quality of its type- 
writers, is attributed the unequalled dealer- 


patronage which it enjoys. 


The July issue of Office Appliances 
will tell about our next special offer 
to typewriter dealers. Watch for it. 


YOUNG TYPEWRITER CO. 


25 WEST LAKE ST. CHICAGO, ILL. 
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Southern Typewriter Company, 
street, suffered a slight 


Bessemer, Ala.—The 
Fourth avenue at Nineteenth 
by fire in May. 

Bloomington, Ill—The Bloomington Typewriter Com 
pany is now located at 211 West Jefferson street, in the 
Illinois Hotel building. The business was established a 
year ago at 501 North Main street, and had outgrown that 
store. 

Chicago, IIL—L. G. Raymer has been appointed office 
manager at the headquarters of The Oliver Typewriter 
Company. 

Chicago, Ill—The Stack Typewriter & Supply Com 
pany, 35 South Dearborn street, has become a member of 
the Chicago Association of Commerce. 

Chicago, Ill.—W. L. Krump, until lately with the Royal 
Typewriter Company, Inc., has taken charge of sales in 
Georgia for the Woodstock Typewriter Company. 

Chicago, Ill—vThe corporate title of the M. N. Nielson 
Typewriter, Inc., has been changed to M. N. Nielson & 
Company. Furniture in wood and metal has been added 
to the company’s lines. 

Chicago, IIL—A sales conference by Underwood execu 
tives in May was attended by Mr. Cook, Detroit; Mr 
Heft, Minneapolis; Mr. Bushnell, Toledo; Mr. King, from 
New York headquarters. 

Chicago, Ill—Two junior salesmen of the L. C. Smith & 
Bros. Typewriter Company have been promoted to city 
territories by H. S. Gilbert, Chicago manager. They are 
Rob Roy, Jr., and E. W. Cornelius. 

Chicago, IIL—The Manufacturers’ Typewriter Clearing 
House, 193 North Dearborn street, has doubled the area 
of its display and sales room. Several large show win 
dows have been added and the cabinets for displaying ma 
chines extended. 

Chicago, Ill—D. L. Monell, recently advertising 
ager of the Elliott-Fisher Company, and previously 
the Remington Typewriter Company, has gone into an- 
other field. He is now with The Bonnie-B Company, man 
ufacturers of hair nets, Chicago. 

Chicago, Iil—Lawrence Williams, field manager of The 
Oliver Typewriter Company, leaves early in June on an 
extended trip to the Pacific Coast. While the journey is 
planned for recreation, Mr. Williams will be in touch 
with the various Oliver distributors along his route 

Chicago, Ill—The Oliver Typewriter Company has 
merged its office equipment department with the general 
offices in the Oliver building. C. L. Cleary, formerly chief 
clerk, now has charge of this work. The warehouse at 
1516 South Wabash avenue is continued at that address 

Chicago, IIL—J. A. Hexter, formerly manager at Scran 
ton, Penna., for the Underwood Typewriter Company, has 
joined the machine bookeeping department here. Mr. Hex- 
ter entered the Underwood organization in 1905, and has 
had charge at Cleveland, Kansas City, Denver, and Jack 
sonville, Fla. 

Chicago, Ill—The Shipman-Ward Manufacturing Com 
pany, 4401-09 Ravenswood avenue, is now occupying its 
new three-story addition. The various departments have 
been re-located to permit the use of the second floor by 
the office equipment division, a new feature of the bus! 
ness, in charge of Harry A. Bates, for many years with 
The Oliver Typewriter Company. 

Chicago, Ill.—H. M. Smith, district sales manager of the 
L. C. Smith & Bros. Typewriter Company, called at the 
Chicago office May 23. While in the central west he made 
a trip to Rochester, Minn., to visit Francisco Armida 
(Francisco Armida & Company, Mexico City). Mr. Ar- 
mida had gone to the Mayo clinic at Rochester for treat- 
ment. He is making good progress. 

Chicago, Ill—The Underwood bowling team in the Cen- 
tral Business Men’s League finished second in the recent 
series. They followed the Hales & Hunter team. Con 
testants beaten by the Underwood bowlers were the Thom- 
as Molding Brick Company, F. G. Hartwell Company, The 
Barrett Company, C. L. Hanson Company, Meinroth Brok 
erage Company, the American Seating Company and 
others. 

Detroit, Mich.—H. S. Petry, sales manager here for The 
Noiseless Typewriter Company, visited the home office at 
New York May 8. -He was formerly Noiseless manager 
at Pittsburgh. 
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HOW TO REPAIR |[, a 
UNDER WOODS Get It from Aigner 


+: Don’t disappoint a customer! 
A new edition of our Anything he wants in Indexes 


complete illustrated for Loose-Leaf Systems, Tabs 
treatise on the mechan- of all kinds, Name and Number 


. Labels, Gold Stamping and 
ism of the Underwood. Embossing—in fact anything 


in Stamping, Embossing and 








With this Book before Allied lines, you can supply 
him any one mechani- him, with our help. 

cally inclined can learn Just find out what he wants 
to repair Underwoods. and then put it up to us. 


Price $2.00 “Get It from Aigner 


JworP & MART G. J. AIGNER & CO. 


Manufacturers 


521-23 W. Monroe Street CHICAGO, ILL. 





Stampers and Embossers for Book Binders 


79 Queen St. BOSTON, Indexes for Loose-Leaf Systems 


Titles and Labels for Law Work 


LONDON, E. C. Mass., U.S. A. v7 (1823) a 


ROBINSON REMINDER ROBINSON READIPAD 





































Jot Ii Down 
Tear It Out 
Live Notes Only 


Fills Holes, Sassi and 


Scratches — Permanent! ; 
Campbell's superior Stick Shellac does not shrink or hee If it’s seen—it’s sold 


It fills deeply marred places in furniture permanently. HE live notes only feature of azine and System, whose — 
. . cC . the ROBINSON REMINDER is an are looking for your reminder o' 
Sandpapered smooth and polished with Amber Glaze, repaired instant invitation to buy. It sells Rosnesce Rassiens. 
places look like new and stay that way. ROBINSON REMINDERS on sight! Many styles and leathers; re- 
Every busy man needs one. Let tails from 25c to $7.50. Liberal 
Quickly and easily used. Cuts down refinishing expense and him see one andhe’ll buy it! The _ profits. 
loss on damaged goods. 38 colors i in stock. Perfect match for more you display them the faster A companion feature — The 
Gatch, Ack tor color het ead © they sell ROBINSON READIPAD —a_ hand- 
any nis sk for color list an ur money- saving prices--- The original Robinson perfo or some metal desk convenience 
a post card will do. ated coupon page is a sales-get- with the coupon pad, perpetual 
. ting feature, and Refill padsmean calendar and pencil holder. In 
You N d ’ | ‘his FREE BOOK repeat sales. bre ane and art green finish. 
ee Stock RosBInsON REMINDERS 2 cooperate and supply <ales- 
and tie up your display with the beans Meslay material. 


I n y oO u 4 B u Si n e S om netiepes advertising in The — ie at cuce for details on 
—¥ ay Evening Post, American Mag- these fast sellers 
/ Tells how to repair any damage to any sur- ROBINSON MANUFACTURING COMPANY 
face, quickly and without refinishing---pack- WESTFIELD. MASS. 
ing marks, caster cup imprints, hot dish 
marks, deep scratches---everything. 


Full of invaluable information for furniture 
dealers and refinishers. Tells what to use and 
how to use it. Worth money, but sent free 
postpaid. Write for it on your letterhead today. 

















The M. L. CAMPBELL COMPANY 
2334 Penn Kansas City, Mo. 
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ORIGINAL COUPON REMINDER 





COODIWIOO rrr 
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S indicated by the name, our line repre- 

sents the acme of perfection, not only 
as regards uniformity but in durability; for 
instance, one sheet of our No. 698 carbon 
paper will produce 100 letter copies. 


As jobbers or retailers you are interested in 
a line that is fast gaining the ascendency in 
this country in point of ideal satisfaction and 
you cannot afford to miss the opportunity of 
becoming better acquainted with “Iron Clad” 
by failing to write for a sample booklet show- 
ing 24 papers in black. 


Largest distributors in the world of 
CARBONIZED ADDING MACHINE ROLLS 


Iron Clad Ribbon & Carbon Co. 


100 Grand Street New York City 











Adding Machine Paper 


FIVE GRADES 
POSITIVELY GUARANTEED 








MENASHA , WIS. 


Preferred Paper Products 
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Loose Leaf Problems 


in spite of the wide territory covered 
by the standard loose leaf lines, have 
a regular habit of out-growing cut 
and dried boundaries and presenting 
new and unusual requirements that 
except to experts are insolvable. 


For many years we have solved all 
these intricate problems satisfactor- 
ily. In fact, we have built up our 
reputation on this very thing. 


And with a recent addition to our 
equipment the scope of our service is 
now enlarged to include commercial 
printing, making it possible for us to 
handle your requirements, complete. 
Call or write for a catalog of our 
own loose leaf line, the “Perfect” 
line, and full information regarding 
this special work. 


CHICAGO 
BINDER & FILE CO. 


500-508 W. 31st St. CHICAGO 


Manufacturers of 
the ‘“‘PERFECT”’ line 












Sample Impression of ECONOMO 


CLIV 
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‘ 44° 










NOV 30 1920 
The Economo 
Time Stamp 


keeps a permanent check 
on the efficiency of every 
department in the mod- 
ern organization. It de- 
termines just wherein the 
organization is lacking—just where the delay occurs in the 
receiving, forwarding or despatching of mail and general 
routine matter. It helps keep your business out of the rut. 
And, economical? That is how it received its name. 


The Economo Time Stamp has no delicate or intricate parts 
or mechanisms to wear out or break. It is moulded from a 
high grade of rubber to stand heavy wear. The rubber 
cushion and flexible handle make certain a perfect legible 
impression. The price, including No. 42 dates, die like sam- 
ple, is only $4.00 or with a special die, including name or 
department, $4.50, permits the selling of one or more to 
every department. Ask more about it 


Write for the new trade discounts. 


Louis Melind Co. *°cijciis"" 


We carry a complete stock of Numbering Machines and Hand Stamps 
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Dubuque, Iowa.—]. H. Williams is handling L. C. Smith 
& Bros. typewriters, operating under the Chicago branch. 

Dubuque, Iowa.— Distribution of Woodstock typewriters 
has been entrusted to the Typewriter Trading Company, 
J. S. Williams, manager. 

Eau Claire, Wis.—M. M. Shaver has taken on the distri- 
bution of Woodstock typewriters. He handles the 
Sundstrand adding machine. 


Elizabeth, N. J.—The Elizabeth Novelty Company has 


| 
alsO 


added Corona typewriters to its stationery lines 

Fort Smith, Ark.—George Kosick is now a Remington 
repair man. 

Fort Smith, Ark.—James A. Treanor, sales manager of 


the Peerless Key Company, New York, N. Y., called on the 
Fort Smith trade in May. 

Fort Smith, Ark.—Joe Hall, manager here for the Rem- 
ington Typewriter Company, attended the regular monthly 
meeting of salesmen at Oklahoma City in May. 

Fort Smith, Ark.—Barney Statpert has been giving speed 
demonstrations on the typewriter in local schools. He is 
said to be the fastest amateur on the Underwood staff. 

Fort Smith, Ark.—R. E. Bonnefield, manager at Jack- 
sonville, Fla., for the Underwood Typewriter Company, 
received publicity in local papers through the publication 
of his poem, “Civitan, My Civitan.” He is a member of 
the Civitan Club of Jacksonville. 

Fort Smith, Ark.—D. C. Baldwin has received the first 
volume of “Die Schriebmaschinen und ihre Entwicklung- 
from the press of Johannes Meyer, Pappen- 
[It is a history of the typewriter from 1713 
volume will treat of the later 


geschichte,” 
heim, Germany 
to 1907. A 
machines. 

Galesburg, 
has taken on the 
The agency is 
branch of the I 6 
pany. 

Kalamazoo, Mich.—The Typewriter Emporium, 124 East 
South Street, has been granted distribution of Woodstock 
typewriters. 

Lakeland, Fila. 
stock Typewriter 
covering Florida 


subsequent 


Ill—The Galesburg Typewriter Company 
sale of L. C. Smith & Bros. typewriters. 
under the jurisdiction of the Chicago 
Smith & Bros. Typewriter Com- 


Sam Slaughter has joined the Wood- 
Company, making headquarters here, 
There is typewriter blood in his veins, 
as Sam Slaughter is a younger brother of S. E. Slaughter, 
widely known in the field. 

Madison, Wis.—Charles N. Kelley, proprietor of the 
Kelley Typewriters Company, 521 State street, had a nar 
row escape in May from a holdup. He was returning from 
a nearby village with Mrs. Kelley in his car. He was 
stopped on a road near the city, but escaped in a fusilade of 
revolver shots. 

McAllister, Okla—The Davis Typewriter Company has 
succeeded Edwards Book Store in the representation of 
the Corona Typewriter Company, Inc. 

Milan, Italy.—Raoul Kotzian, 21 Via S. 
awarded the agency for Corona typewriters. He succeeds 
Cav. Cesare Vernoa, who has represented the Corona 
Typewriter Company, Inc., ever since the machine was 
introduced into the Italian market. 

Newark, N. J.—Hugh M. Clopton, formerly manager 
here for the Royal Typewriter Company, Inc., has re- 
signed. He is now interested in the Park Avenue Realty 
Company, 418 Park avenue, East Orange, N. J. He gives 
notice to typewriter men that his is the finest and healthiest 
city in the United States, and is willing to prove it, if it 
takes all summer. 


New York, N. Y.—The 


Paolo, has been 


Purvin Tvwnewriter Company, 
816 Broadway, has leased a floor at 178 Fifth avenue 

New York, N. Y.—The local sales force of The Noise- 
less Typewriter Company has been augmented by the ad- 
dition of five new men in the metropolitan territory. 

Oklahoma City, Okla—The Remington sales organiza- 
tion here has formed the “Ok-Rem” club. Monthly get- 
together meetings will be held. A business session in 
the afternoon will be followed by a social session, in- 
cluding a dinner and trimmings, at which all shop talk will 
be excluded. 

Omaha, Nebr.—Henry Ferer, distributor for the Wood- 
stock Typewriter Company, has drawn into his business 
F. J. Weiss and Geo. F. Pinne, who have been operating 
as Weiss-Pinne, typewriter specialists. Both gentlemen 
have long, successful records in the typewriter field 

Oswego, N. Y.—Stanley B. Hinman, formerly with the 
Democrat at Pulaski, is now in charge here for the Corona 
[Typewriter Sales Company. 

Phelps, N. Y.—The Winton Supply Company has dis- 
tribution in this vicinity for the Woodstock Typewriter 
Company 


el 
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Continued on Page 231.) 
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HAT figure for one store in New York holds 
good for many others — Namograph has an 
earning capacity of $20 per day. 

Consider — practically everyone owns something 
that can be Namographed—a fountain pen, hard- 
rubber pencil, cigar or cigarette holder, pipe stem, 
nail file, cuticle knife, “straight” razor, pocket- 
knife, slide-rule, ete. Certainly you can find many 
people who have something for you to Namograph. 


Everybody wants it done—some for vanity’s sake» 
some because it lends a personal touch to a gift, 
and most folks because it is insurance against loss 
of the namographed object. 


To you it means 24c profit cut of the 25¢ you 
charge for each job. It takes you two minutes and 
you have made 96% profit. 


Think too, of the extra profit that comes from the 
sales stimulated by the Namograph—the increased 
sale of Namograph-able items—the new customers 
that are induced to come into your store by the 
display. 

This is a real opportunity for the live-wire mer- 
chant. Don’t wait for your competitor to grasp 
it. Order your Namograph now. 


Write for Booklet. 


THE NAMOGRAPH 


Simple in operation. Works from any lamp 
socket. Costs only 5c for electricity per 
day and 4c per name for gold. Attractive 
display. Weighs 74 lbs. complete. 


$100.00 complete 


Payable in 4 monthly install- 
ments of $25.00 each. 









Engraves names 
on all of these 







Modern Inventions Corp. 
ROOM 403 


1123 Broadway New York City 
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4 WEBCO PRODUCT 






TRADE MARK 


Original and Best 
lye Cleaning Fliui 


Cleans your type | ‘No type brushing 
Cleans your platens | No picking out of 
Cleans metal parts | particles from type 


Dissolves grease and cleans spots 
tom your desk 


WHEN R:! mann APPEARS 


DIRT OISAPPEARS 
MANUFACTURED BY 


The FS. Webster Company Inc. 
BOSTON 
MAKERS OF 


MULTI-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons 























The 
AZORA 


Twirler 
Ring 





Cushion 


PATENTED 12-21-18 


Stationers can do good business with typewriter 
attachments that have proven their usefulness. 
AZ O R Air Cushions and 

Twirler Rings 
are in use all over the U. S. and are considered a staple 
standard article by scores of dealers. They Conserve 
strength in the typist’s fingers and relieve the typewriter 
of shocks that would materially shorten its period of 
usefulness. Every typewriter owner needs them, they 
are quickly and easily attached. A first glance at them 
impresses your customer with their useful and practical 
features. There is good profit in selling them. 

Write us right now 


AZORA RUBBER COMPANY 
54th and 20th Sts. 2: :: Cicero, Ill. 
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RIBBONS & CARBONS 





Chicago, Ill.—C. P. Garvin, sales manager of the F. S 
Webster Company, was in the Chicago office last month 
He returned to Boston through Pittsburgh. 

Chicago, Ill—Robert S. Leete & Company is now domi- 
ciled on the third floor of the Williams building, 205 West 
Monroe street. The business had formerly been in the 
Stock Exchange building. 

Chicago, Ill_—May visitors at the office of Holbrook & 
Gibson, 525 South Dearborn street, included A. B. Holmes, 
general manager, and F. R. Nichols, sales manager, of the 
Columbia Ribbon & Carbon Manufacturing Company, New 
York, N. Y. Holbrook & Gibson are Chicago representa- 
tives of the Columbia lines. 

Chicago, IlL—Carter & Allen have just concluded an 
educational car card campaign on the Illinois Central 
suburban trains. The series ran a year, featuring the bond- 
ed coupons available to customers for ribbons and carbons. 
Further work of this character is in contemplation. The 
bonded coupon plan of Carter & Allen is now in its third 
year. Its generous acceptance by consumers will necessi- 
tate an increase in the bond—the third time since the 
plan went into effect. 

Cincinnati, Ohio-—A. M. Crawford has taken a terri- 
tory for The Ault & Wiborg Company, handling ribbons, 
carbons and writing. fluids.. He had formerly sold writing 
inks in the Chicago territory, leaving a few months ago 
to sell the “De Luxe” line of loose leaf devices. He is 
now back in a familiar field. 

Kansas City, Mo.—The local office of Mittag & Volger 
Inc., has been moved to 430 Lee Building. 

Minneapolis, Minn.—Mittag & Voiger, Inc., Park Ridge, 
N. J., has located the Minneapolis branch at 711 McKnight 
building. 

Oakland, Calif—R. L. Melville is in charge of a branch 
opened here by the H. & M. C. Company, San Francisco 

San Francisco, Calif—The interests of C. B. Cole in the 
H. & M. C. Company have been purchased by F. A 
Hammergren, a principal in the company. 

Seattle, Wash.—George H. Plummer, Pacific coast dis- 
tributor for A. P. Little, Inc., reports a fair business in 
the Seattle-Tacoma territory. Mr. Plummer says that 
he is securing some fine results from the multiple process 
users for the Little ribbons. 





Hamilton Stationery Company Reorganized. 


The Forbes & Todd Company, Hamilton, Ohio, was 
reorganized in May, becoming The Todd Printing & 
Stationery Company. L. M. Forbes, who was one of the 
founders of the old company, has sold his holdings and re 
tired from the organization. His stock was purchased by 
L. L. Weaver and E. M. Ladley. The officers of the Todd 
Printing & Stationery Company are P. C. Todd, president; 
L. L. Weaver, treasurer; E. M. Ladley, secretary. These, 
with Mrs. Sadie Todd and S. M. Goodman, constitute the 
board of directors. 


Bloomington Typewriter Company Moves. 


The Bloomington Typewriter Company is now at 211 
West Jefferson street, Bloomington, Ill. The business was 
established a year ago by W. H. Gronemeier at 501 North 
Main street. The growth of the business rendered the 
old location inadequate. Remington typewriters are sold, 
including the correspondence machine, the portable and the 
bookkeeping equipment. The company also handles the 
rotary Neostyle and the Victor adding machine. 


(Furniture—Continued from Page 223.) 
communicating system between bookkeepers and tellers 
The bank is also establishing an endorsing machine in its 
operating department. 

Tacoma, Wash.—Orrin Harris has been added to the 
sales force of The Safe-Cabinet Company, with headquar 
ters in Tacoma. 

Tampico, Tamos, Mexico.—The company known as C 
S. Gonzalez S. en C., has been dissolved. All the re- 
sources and liabilities of this furniture and glassware 
business have been assumed by C. S. Gonzalez, who will 
conduct the business in the future. 
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You Will Save 50 to 75% 
on your PRINTING BILLS if you 
purchase one of our 
REBUILT MULTIGRAPHS 
at ne pws price. We offer all 
peeve «i Meo iate delivery with or without SE ALS 
Addressing Machines, STENCI LS 
Duplicators, Folders, isin B ADGES 
nm, } RUBBER@STEEL 
Cabinets, Frames, STAM PS 
Supplies, et. METAL CHECKS 
All Machines POCKET COINS 
BUILT by skilled .« BRASS SIGNS 
mechanics and ETC 
GUARANTEED Service- 
able as New ° S| PoeeA "ue 
105 5 Meyer &WenTe” 













MANUFACTURE 







Addressing Machine 

















Complete Line 
Radio Sets WARSEALS = reasrentces 


| forwared upon request.” cYEl & WENTHE 
OFFICE DEVICE COMPANY ME 


N 
167 West Randolph Street CHICAGO acumaeniet ae 7HICAGO LS 


PHOR( WORROE 1363 








Teme & Tet Onacs STENCILS 




















As Long as There 
Are Smokers— 











there will be the 
necessity for 


**KEEPING TABS ON THINGS” 
WITH 











= E 
UEK 
INDEX TABS 


Six Inch ‘‘Pyralin’’ Strips 


Cuspidors 


\s a sanitary meas- 
ure they are required 
in every club, office, 
store and factory — 
wherever men _ con- 





























Paper inserts make any color—cut 


ae. 04 si hg 2 “The Biltmore” tabs with scissors to any size— 
Ss SS Ss ) . ( Se -rig ing *¢ n sc for 4 

ul _ ‘. MOKE in - gee nar ~ de ve moisten and attach "for any pro- 
talk. brass Superior finish jection. 

V hy not have them attractive and well Insist on the U-Kut-Em Tab 


designed ? 
“Amecoin” Cuspidors are made in 8&6 at Write for Samples and Prices. 


tractive designs and backed by 50 years’ UNIVERSAL INDEX TAB CO. 


manutacturing experience. 435 Central Bldg. Seattle, Wash. 











Write for illustrated catalogue 
of the ‘‘Amcoin” Line 


Aldrich Mfg. Co. Inc. 


57 Illinois Street BUFFALO, N. Y. 
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Remanufactured typewriters 
are GOOD typewriters— 


A Super Grade Remanu- 
factured Typewriter 


represents a superior value. It 
has gained a reputation on its 
own merits. Speedy and ac- 
curate. It is economical in op- 
eration and practically free 
from repairs. The clear and 
perfectly formed type faces 
and styles insure the greatest 
degree of legibility. And its 
most valuable asset—consist- 
ent and reliable performance 
and endurance. 


The constant demand for Super 
Grade Remanufactured Typewrit- 
ers is conclusive proof and testi- 
mony as to their merit. We have 
a price list ready to send to you. 
Ask for it. 



































| | UNITED TYPEWRITER 
~ | EXCHANGE CoO. 
| 137 High Pe atte Mass. 
E eg | Cable Address “‘UNITYPEXCO”’ Seen 
] 
| Trade Mark ] 
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The 
Standard 
Stamp 
Affixer 


The Standard Stamp Affixer. 
Known as the simplest, light- 
est and speediest on the market. Saves 
time and money. 

It is a portable safe for your postage 
stamps. 

Endorsed by thousands of well-known 


users, including: 


Standard Oil Co. 

Bell Telephone System 
United Shoe Machine Co. 
Western Electric Co. 
Bauer and Black 
Willard Storage Battery Co. 
Eastman Kodak Co. 


and other prominent houses. 


DEALERS—We have an interesting proposition to make you 
which does not involve any outlay. 


STANDARD STAMP AFFIXER CoO. 
EVERETT, MASS. 














FOR A CLEAN, 
LONG-LASTING 
IMPRESSION 





fe” 





ALLEN & COMPANY 


MANUFACTURERS 
General Offices and Factory: 
11-13 Vandewater St. New York, N. Y. 

















UPS 


TELEPHONE BRACKETS 


Adjustable, Neat, Convenient 


A standard office appliance which should be in your 
stock now for Spring demands. Rush your order. 


COMPANY up 
State and 64th Streets if oy 


Chicago, U.S.A. VU Be, 7 a ig 


Hist) laa 


Adjustable 
Up-and-Down 
In-and-Out |) 






Various 
Lengths 
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STAMPS & STENCILS 





Chicago, Ill. Charles L. Safford, president of the Inter- 
national Stamp Manufacturers’ Association, notes an in- 
creased demand for metal goods. This is taken as a por- 
tent of improved business in general manufacturing lines. 
as an activity in metal goods indicates that shipments by 
manufacturers and jobbers are increasing. 

Greenfield, Mass.—The New York Stencil Works has 
moved here from New York. 

La Fayette, Ind.—F. Joseph Mulhaupt has rounded out 
forty years of service in this field. 

Louisville, Ky.—Brakmeier Brothers have added “Red- 
dipoint” pencils to their rubber stamp lines. 

Newark, N. J.—Stationery lines have been added by 
Thomas H. Cox, dealer in rubber stamps, 516 Broad 
street. 

New York, N. Y.—Henry Friedman, of the Consolidated 
Stamp Manufacturing Company, visited Washington last 
month. 

San Francisco, Calif.—Patrick & Company has added the 
“Berloy” line of steel filing equipment. 





(Typewriters—Continued from Page 227.) 

Philadelphia, Penna.—The Reliable Typewriter Ex- 
change, V. B. Rouillot, has moved from 1217 Filbert street 
to 1312 Filbert street. 

Reno, Nevada.—The Western Typewriter Supply Com- 
pany is now a direct agency of the Corona Typewriter 
Company, Inc. It was formerly a sub branch under the 
San Francisco office. 

Richmond, Calif.—J. A. Deadrich, Jr., formerly branch 
manager at Oakland for the L. C. Smith & Bros. Type- 
writer Company, is now sales manager of the Office Sup- 
ply & Typewriter Company. 

Rock Island, Texas.—C. M. Rhea, an old timer who 
worked for the Government at San Antonio, has opened a 
typewriter department in connection with a variety store 
he recently purchased. He will handle supplies, parts 
and platens. 

San Francisco, Calif—C. A. Bolton of the Elliott-Fisher 
Company, is out of town on a business trip. 

San Francisco, Calif.—It was stated at the offices of the 
Woodstock Typewriter Company that last month’s busi- 
ness was the biggest the Woodstock ever had in this city. 

San Francisco, Calif—W. B. Larson has been placed 
in charge of the interests of the Regal Typewriter Com- 
pany on the Pacific coast. The offices and warehouses are 
at 7-9 First street. 

San Francisco, Calif—J. C. Deardorff, an experienced 
typewriter salesman, has joined the force of the San Fran- 
cisco office of the Royal Typewriter Company, Inc. He 
will travel in the territory around San Jose, Stockton and 
other valley cities. 

San Francisco, Calif—Miss C. Tarpey is the new man- 
ager of the employment department of the San Francisco 
ottice of the Royal Typewriter Company, Inc. Service is 
given gratis to employer and employee alike, and this 
department is now in a very flourishing condition. 

San Francisco, Calif—The San Francisco branch of the 
Remington Typewriter Company was opened rather more 
than twenty-five years ago; to be exact, April 22, 1897, 
with E. Van Buskirk as manager. This gentleman is now 
vice president and director of domestic sales for the 
Remington, and it is still hoped that he will be able to 
come from the home office to participate in the twenty-fifth 
anniversary here. There is to be a big celebration at which 
all the employees of the San Francisco office will be pres- 
ent, and C. B. Waters, San Francisco manager, states 
that Mr. Van Buskirk will try to be here for the festivities. 

San Francisco, Calif—Since James H. Sait, manager 
here for the Hammond Typewriter Company, sold several 
Hammond typewriters to the “Japanese-American,” a 
newspaper published here, he has been in frequent receipt 
of hand-made letters written in Japanese script. Mr. Sait 
never needs an interpreter to inform him that these let- 
ters all refer to the Kata-Kana and English characters 
with which the Hammonds, sold to the Japanese news- 
paper, are equipped. This phonetic system is an immense 
saving of labor and the local Japanese are taking to it 
with much gusto. Mr. Sait recently received word that 
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DIEMER 


Sell Your Customer 
What He Wants 


By reason of our many years of en- 
deavor in this field we have accumu- 
lated an accurate and complete 
knowledge of user’s needs and require- 
ments. So, each Diemer Product 
fashioned by expert workmen is pro- 
duced to fill these specific demands. 





Dealers handling the Diemer Line of 
Filing Specialties and Paper Goods 
finds it a source of gratification. Why? 
Because Diemer Products not only fit 
exactly the individual purpose of each 
and every customer but give long and 
enduring service, ultimately gaining 
friendship and good will. And you 
know that your customer walks out 
of your store satisfied—you have just 
what he wanted. 


Our prompt, efficient and courteous 
attention to all details, our nearness 
to the largest markets and our desire 
to serve you, keep you constantly “‘in 
stock.” 


Our new priee list dated June 
], 1922, is being sent to deal- 
ers. If you have not received 
your copy, write for it today. 


JOHN F. DIEMER CO. 


107-109 Lafayette St. NEW YORK 
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Sentinel Check Writer 


So absolute is the protection of the New 
Rotary Motion,Springless Action Sentinel 
Check Writer, that the FIDELITY AND 
CASUALTY COMPANY gives free to 
every purchaser a $10,000.00 Insurance 
Policy guaranteeing against AMOUNT 
LINE ALTERATION, PAYEE NAME, 
DATE or NUMBER CHANGE. Here 
is combined, absolute protection with 
mechanical perfection. 


Hall-Welter Company 
Rochester, N. Y., U. S. A. 


Our Sales Manager has a valuable contract for specialty 
men of proven ability. Write him. 
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STANDARD 
LOPE SEALER( 
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Save Time and Eliminate Unsanitary Drudgery 
6 Models (Hand and Electric) $3.00 to $150.00. 


One suited to the requirements of every 
office, whether the daily mail is 25 letters 
or 150,000. 


Standards are the most efficient, durable, 
and widely distributed envelope sealers on 
the market. 

Used by all U. S. Government Departments, 
prominent banks, public utilities, and by 
large and small concerns in every line of 
industry. 

Over 50,000 in daily use. 


DEALERS AND OFFICE SPECIALTY SALESMEN: 


We have an interesting proposition to make you 
if we are not already represented in your district. 
Write for details, stating territory covered. 


Standard Envelope Sealer Mfg. Co. 


Revere Boulevard, Everett, Mass. 


W. Mills, manager of the Detroit office of the Hammond, 
and Mrs. Mills, will be in San Francisco for the Shrine 
convention, June 12-14. They were here two years ago 
and liked it. They will come via Los Angeles and return 
by Seattle and the Canadian Rockies. Mr. Sait himsel! 
expects to go to the national convention of Hammond man- 
agers, at the home office in July. 

Sioux City, Iowa—Wm. E. Davis is enlarging his 
building at 509 Ninth street. 

Sioux City, Iowa—The Royal Typewriter Company, 
Inc., has opened a direct factory branch here, in charge 
of Walter L. Lee. 

Sprada, Ark.—J. H. Whiting, an old timer who has been 
located here for the past two years, has been ordered to 
take to the road for his health. He expects to load up 
his fliver and try the itinerant typewriter repair man voca- 
tion this summer. 

Tacoma, Wash.—H. D. Baker & Company carries the 
agency for seven standard office machines, among which 
are the Noiseless, Ediphone, Remington portable, Ham 
mond, Fox. A good business in the portable and smaller 
machines is reported. 

Tacoma, Wash—The Tacoma Typewriter Company, 
sharing the location of the Tacoma Stationery Company, 
at 1009 A street, is agent for the Dalton adding -ma- 
chine, and the Corona typewriter. The firm also does a 
business in rebuilt typewriters, and reports busmess good 
in all lines. 

Topeka, Kans.—The Western Typewriter Company has 
moved from 624 Kansas avenue to 520 Kansas avenue 

Utica, N. Y.—Grant’s Book Shop, Inc., is now distribut 
ing Corona typewriters. 

Waco, Texas.—I. M: Veazey has been appointed district 
manager for the Woodstock typewriter in Northeast 
Texas. He had formerly been with the Royal Typewriter 
Company, Inc., at Wichita, Kans. 

Wilmington, Del.—The National Automatic Typewriter 
Corporation has incorporated with capital of $2,000,600 
to manufacture typewriters. 

Winnipeg, Manitoba, Canada.—F. C. Jackson, Board of 
Trade Building, has been appointed agent for the provinces 
of Alberta, Saskatchewan and Manitoba by The Noise 
less Typewriter Company. 

Woodstock, Ill—The experimental department of the 
Woodstock Typewriter Company, heretofore at Chicago, 
has been moved to the factory here. It takes space for- 
merly occupied by the engineering and purchasing depart- 
ments, which was altered to adapt it to the new use 

Zurich, Switzerland.—Pfeiffer & Brondle have succeeded 
the American Typewriter Import Company, Ltd., in the 
representation of the Corona Typewriter Company, Inc 

(Other Machines—Continued from Page 219.) 
from Steuart street to 640 Mission street, where they have 
excellent display space. These three affiliated organiza 
tions have one head office, in New York, but each has its 
own separate service and separate sales force here. Clark 
W. Stoddard is district manager of the Tabulating Ma- 
chine Company in this territory; B. H. Everwan, is dis- 
trict manager of The Dayton Scale Company; F. W. Knip- 
scher, district manager of the International Time Record- 
ing Company. “The local branch had grown so much 
that it became necessary to have more space,” said Mr. 
Stoddard. “We are now in the heart of the business 
district, and we are able to carry ample stock.” 

Seattle, Wash.—The Multi-Copy Writer Corporation has 
organized to manufacture and deal in writing machines, 
typewriters and supplies; capital stock, $300,000; incorpora- 
tors—Ernest Mauvais, James C. Fortier and Frank Dover- 
spike. 

Washington, D. C.—W. T. Abbott, treasurer of Ditto, 
Inc., has passed away here May 24. He had attended a 
Government conference. 


Western Typewriter Company Moves Store. 
The Western Typewriter Company, Topeka, Kans., was 
obliged to move because its lease had expired and the 
store rented to a different tenant. The premises at 624 
Kansas avenue were vacated last month, the company 
locating at 520 Kansas avenue. 


Commerce Bureau Branch at Atlanta. 
A co-operative branch of the Bureau of Foreign and 
Domestic Commerce has been established by the Atlanta 


Chamber of Commerce. John Addicks is foreign trade se 
retary. 
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Calculating Nichdiails 


Here is an excellent opportunity to secure 
a stock of calculating machines of such 
well-known makes as Comptometer, Bur- 
roughs, Brunsviga, Marchant, Triumpha- 
tor, Peerless, Millionaire, etc. All of these 
machines have been taken in on trades 
and are in good working condition. We 
are in a position to offer these machines 
at a big discount from our regular dealers 
list. This is a good chance to stock cal- 
culating machines. Get in touch with us . 
quickly. Write at once. 


Adding Machine Corporation 
323 S. La Salle St. Chicago, Il. 














MULTISTAM P IT! 


On the Job in 
2 Minutes 








YOU can address your shipping om; return euesiepee. ~_ cage, kenaeins 
advertising matter. make your endorsement 
in prices, your autograph. YOU can do en coc = MULTI. 
ST. that can b done with old fashioned rubber stamps. YOU can do it 
right now when you need it and do away with expensive delays. 
up your business and solve your stamp problems with the MULTI- 
sitte. Upwards of ten thousand impressions from one stencil hem 
hand, with stylus, or typewritten—no typewriter a 
your dealer hasn't it in stock order direct. 
Price in U. S. A.—With fall instructions and complet gr 
— for 25 different stamps, with Black, Blue, Pe ee 
Green ink. Cash with order, or C.0.D. parcel post. Postage extra. 
Some good territory open for high grade office specialty salesmen 
and live dealers in U.S.A. and abread—no side line proposition. 
The Multistamp Co. Dept.A Norfolk, Va. 
Distributed in Great Britain by Robert W, Bh Prnkgs, — ag 114- 
116 Southampton Row, High Holborn, Lon Cc. 1, 
England, 














has a proposition for a live wire sales 
representative in each city and com- 
munity, which we will gladly explain 
to responsible inquirers. 


Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 














COSTS MORE — WORTH MORE 


Quality Is What a Machine Is— 
Reputation What It Is Supposed to Be 


Victor Standard Typewriter 





The Machine of Superior Quality | 


ALIGNMENT BETTER—Inch wide cone typebar bearings and actuple 
roller bearing carriage give a rigidity of typebar "Ss 
action that combine to produce work of unquestioned 

OPERATION EASIER—Light key touch and bm sal escapement enable 
the operator to do more work with less 

SIMPLE DESIG’ AND CLEVER CONSTRUCTION—Reduce materially 
the cost of upkeep. 

E+ al ROLLS—Enable operator to write to the extreme bottom 


All modern oe oy ey including yy ay ribbon pha inate 
ecima’ back space bar, variable 
bichrome ribbon 2: ese 


If there is no dealer in your District, write now for catalogue’ and 
agency terms. 


VICTOR TYPEWRITER COMPANY - 


General Office and Factory: SCRANTON, PA., U.S. A. 


Department 10 




















Economical - Efficient - Practical 


Your customers will instantly recognize the Bump 
Paper Fasteners as the ideal office device. 


Pins, clips, staples or any other metal fasteners 
are unknown tothe “BUMP.” They 
make their tie out of the paper itself. 


Both Are Profit Makers 


The hand fastener works after the 
manner of the ticket punch. The 
Stand machine is equip for 
g a single round hole, in 
addition to its regular use. 
Quick Turnover — Neat Profits 
characterize Bump. 


Send for Catalogue. 
BUMP PAPER FASTENER COMPANY 
Crosse, Wis. 


SEYMOUR CONOVER, Eastern tative 
350 Broadway, New Yor 




















The SILVER CAP 








CONTAINS THE FAMOUS TWO PIECE 
LOCKING BAR (PATENTED) GRASPING 
THE POSTS IN A FOUR POINT CONTACT, 
NOT CROWDING THE POSTS AGAINST 
THE SHELL IN ORDER TO HOLD. 


FOUR STYLES BINDING 


TWO STYLES MECHANISM 








THE PLEW & MOTTER DEPARTMENT of 
THE WORKMAN MANUFACTURING CO. 
Capital & Surplus Over $350,000.00 


1200 West Monroe Street Chicago, U. S. A. 
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OLD TOWN 


CARBON PAPERS 


There is a written guarantee 
on every box. We know the 

product in the box—made accord- 
ing to our own special formulae, by 
our own men, in our own establish- 
ment—hence, this guarantee. In the 
many different grades for pen, pencil 
or typewriter, all colors and standard 
finishes, Old Town ribbons and car- 
bons meet every demand of your trade. 


DEALERS, WHOLESALERS 
| and JOBBERS 


With Crowfoot Brand rib- 
Te) TOW bons and carbons at a min- 

2 @) (y- imum price, our ability to 
recognize the requirements 

CARBON of the user and our desire 
eye¥e) 4°) to fulfill our duty to the 
. dealer, wholesaler or job- 
? ee ber (in the way of special 
Guarantee - packings, profitable’ dis- 

: counts, etc.) forms a combi- 
nation that is a winner. 
Get our full proposition. 


Old Town Ribbon 


and Carbon Co., Inc. 














245-247-249 Centre St. 
New York City, U.S. A. }) 

















“EF -F” 
INDEX TA BS 
“The Tab That Tells” 











ome Pmasec Nowe) =) e-F INDEX TAB ; N d 
Six inch aomneesmennersen _— Pat Fev. 4, wel — 
tf 




















Celluloid Pr + , Juve Gummed 
> i DI n = a her ae a Cloth 
P Backing 





ALL wes IN ONE 


Prices, discounts and sample outfit 
sent to dealers upon request 


EFFICIENCY FILE COMPANY 


1772 Wilson Ave., Chicago 
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PENS AND PENCILS 














REALITE 


iS AREAL PENCIL | 





Boston, Mass.—The Moore Pen Company has appointed 
John F. Coggswell sales manager. He is a graduate of 
the University of Minnesota, and attained the rank of 
major in the world war. 

Canton, Ohio.—A line of pencils and stationery has been 
added by The Canton Printing Company, Cleveland ave- 
nue, S. 

Chicago, Ill—S. J. Weddell, traveling Illinois and St. 
Louis for the L. E. Waterman Company, was at the Chi- 
cago office the week of May 8. 

Chicago, Ill.—C. C. Lovelace has been made advertising 


: 
: | . TE: 
; if § 
{ : | 
‘=o a ee 
manager for The Wahl Company. He had been assistant 


to H. A. Vernon, who is now with the Art Lamp Manu- Dealers 


facturing Company. 


: Chicago, Ill—H. F. Meidinger, representing the Wallace ‘‘Realite is the most satisfactory pencil 
Pencil Company, found business conditions improving in ever sold” 


a May trip, which took in the Twin Cities, Duluth and ; 
other Northwestern points. Because Realite is a real mechanical 
Chicago, IllL—A. W. Williams, sales manager for Eber- pencil—made of Redmanol—light in 
hard Faber, made an address before a convention of book . . . . 
weight—perfect in balance—simple in 


dealers at Bloomington in May. He stopped over at the : ~ r 
Chicago office on his way back to New York. construction and shaped like a pencil. 








Chicago, IllL—W. A. Sheaffer, president of the W. A. IN TWO GRADES 
Sheaffer Pen Company, passed through Chicago May 19 Without Clip With Clip 
on his w nd to the factory. om had been in New York for Silvonite (White Metal Tips "$ .50 $ .65 
two weeks, conducting a sales conference. 

Chicago, Ill.—R. E. Speath, manager for Eberhard Gold Filled Tips. . 00 saa 
Faber, left May 19 on a four-week trip through the Den- Each pencil is fitted with extra leads 
ver territory. He was relieving John Rennie, of Denver, and full size pencil eraser. 


who has been ailing for some months. Mr. Spaeth will 
make the important centers, being followed by Mr. Lot- 

spiech, who will cal! on the trade in the smaller cities. REALITE PENCIL CO. 
Mr. Rennie has been with the House of Faber forty years. 3011 Montrose Ave. CHICAGO, ILL. 

New York, N. Y.—J. Niemeyer, formerly of San Fran- 
cisco, has joined the metropolitan sales organization of 
the W. A. Sheaffer Pen Company. 

New York, N. Y.—Export matters and credits in the 
local office of the Realite Pencil Company are now in the 
hands of Mr. Vandevante, a man of wide experience in the 
foreign field. 

Oakland, Calif—Smith Bros., 470 Thirteenth street, have 
taken the agency for the “Listo” pencil. 

Portland, Ore.—‘Sandy’s,” under the management of 
is. 3. Bennet, has taken on the “Dow” pencil lines. 

San Francisco, Calif—Angy B. Thomas, coast manager 
for Eberhard Faber, has returned to his offices in the Mo- 
nadnock building, from the first long tour, since he landed 
from the Islands. : 

San Francisco, Calif.—C. C. Smith, 112 Market street, 
representing the Wallace Pencil Company, commented fay 
orably on conditions in the Northwest upon his return 
from a trip through Oregon and Washington. 

San Francisco, Calif—The U. S. Government forest 
service recently sold a very extensive tract of juniper, 
in Modoc county, to be cut for pencils. It is stated by 
experts that this wood is excellent for high-grade pencils, 
being far superior to the cedar that has hitherto been 
































cut in this state for cheap pencils. _ [TRADE MARK REGISTERED U.S. PAT. OFFICE 
San Francisco, Calif—Delay in making the needed alter- 
ations in the Sheron Building somewhat delayed the mov- INTRODUCING THE 


ing of the local offices of the Wahl Company and the 
Bert M. Morris Company. They stayed at their offices 
in the Board of Trade building, pending the alterations. 
They will probably be settled in the new location early 


(ES4N) Calendesk Pad 





in June. ; This new addition to the well-known Elsane line of sta- 
San Francisco, Calif.—J. L. Warwood, manager of the tioners’ spe-ialties combines a desk pad, diary, calendar and 
W. A. Sheaffer Pen Company, has moved his offices from memorandum pad. The memo pad consists of Ghats 
848 Monadnock building to Suite 341 in the same building. sheets, seven perforated coupons to a page for each day of 
This is because of increased business which has forced the year, with leather cover over memoranda when not in 
Mr. Warwood, he states, to move to a larger suite which use. Besides having an excellent demand as a stationery 
affords space for more office room and enables him to specialty, the Calendesk Pad has great merit for adver- 
give a good display of the products he is featuring, especi- tising purposes when carrying the imprint of your name, 
ally the “Life-Time” pen. ‘phone, address, etc. 
—— Made in 27 styles, stiff or flexible, with three 
different styles of fillers for the memo pad. 
Anderson Typewriter Co. Opens At Long Beach. Order your sample now and write for prices and circulars. 
The Anderson Typewriter Company has been established MPANY., Inc 
at 143 Pine avenue, Long Beach, Calif., to sell, rent, re- SAINBERG & CO 9 Y 
pair and rebuild typewriters. Mr. Anderson was formerly 65-67 W. Houston St. NEW YORK, N. Y. 











in business at Pasadena. 
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Dealers! 


Real distinctive quality in 
Carbon Papers and inked 
Ribbons at prices that are 
right. Packed under Car- 
rib Brand or Special im- 
print or in bulk. 


CARRIB 


Manufacturing 
Corporation 
ROCHESTER, N. Y., U.S. A. 














PENDING MATTER FILE 


*“‘All active matter at your finger tips’’ 


This Kohlhaas File eliminates the drudgery of searching 
through thousands of letters in “general correspondence 
files” to locate live material. It segregates pending 
matter and holds it available for instant reference. 
This file (like other Kohlhaas devices) is practically in- 
destructible. Light in weight and easy to handle, it is 
indexed (one or two inch tabs in any number of posi- 
tions) to the order of the user. 


Write for full particulars stating your requirements. 


THE KOHLHAAS COMPANY 
183 N. Dearborn St. Chicago, III. 











LS. B.-L. A F 





Chicago, Iil—A. C. Werber has joined the Chicago 
office of the Irving-Pitt Manufacturing Company as brancl 
manager. He had formerly been in the loose leaf field, and 
now returns to the Irving-Pitt Manufacturing Company 
H. L. Murdooh continues as district sales manager. 


Chicago, Ill—John C. Williams, representing the Boor 
um & Pease Company, returned May ip from a trip through 
his Eastern territory, taking in Baltimore and Washington 
He also visited headquarters at New York, meeting with 
some rare entertainment. Details are withheld from publi- 
cation for constitutional reasons. 


Kansas City, Mo.—The Wilson-Jones Loose Leaf Com 
pany branch at 813 Walnut street is now open for busi- 
ness. Walter L. West will supervise this branch in con- 
nection with covering the surrounding territory. 


New York, N. Y.—Thomas Rowe, representing the Irv- 
ing-Pitt Manufacturing Company, was a New York visitor 
in May. 

Pittsburg, Kans—The Pittsburg Headlight, Moore 
Bros., proprietors, has opened an office furniture and sup- 
ply department, the stocks including loose leaf devices. 


San Francisco, Calif.—George T. Moore, son of Thos 
Moore, branch manager for the Wilson-Jones Loose Leaf 
Company’s branch, has just returned from a very success- 
ful trip of three months. Both father and son are receiv- 
ing congratulations, for it was George T. Moore’s first trip 
and he is stated to have done exceptionally well. 


San Francisco, Calif—The Wilson-Jones Loose Leaf 
Company’s Western branch, 323 Market street, has just 
received an issue of the firm’s new school catalogue, 
K-422, of sixteen pages, showing the most extensive line 
of school goods ever offered to the trade, it is stated 
This line comprises binders and fillers, both packages and 
reams, illustrating the different rulings. The binders and 
paper will be carried in stock covering the standard and 
special centers. Thomas Moore, branch manager for the 
company, states that there have been a number of im 
provements made in the line this year, including several 
new numbers. The “Buddy” note book assortment L-100, 
listing at $9.50, is becoming as popular for a school item, 
as the regular L-87 “Buddy” assortments have proven for 
a commercial item. The “De Luxe flexi folder” covers 
are filling a long-felt want, Mr. Moore says. 

Tacoma, Wash.—S. M. Goodman, manager for the 
Baker-Vawter Company, covering southwest Washington 
territory, says that the general sentiment of business is 


much better. It means continued hard plugging and 
small sales, but the up-turn has come, Mr. Goodman 
thinks. 


For the Attention of the Loose Leaf Manufacturer. 


A study of the eye fatigue involved by the use of glar- 
ing colors in account book ruling is reported in Administra- 
tion (The Ronald Press Company, 20 Vesey street, New 
York). “How Proper Colors of Ruling and Paper Cut 
Clerical Costs,” by Frederick E. Rein, on page 534 of the 
May issue suggested color combinations that are restful 
to the eyes. 


Sioux Falls Dealer Enlarges. 


Wm. E. Davis, 509 Ninth street, Sioux Falls, Iowa, is 
adding to his building, increasing its capacity four times. 
An unique mimeographed announcement records this work, 
and tells customers the vital factors involved in the new 
construction. In addition io doing a general business in 
tynewriters, rebuilding and renting, Mr. Davis handles the 
Mimeograph, “I-P” loose leaf devices and supplies, Art 
metal steel office equipment, mailing machines, office sup- 
plies and stationery. More territory is to be traveled by 
salesmen and more advertising matter mailed. 





Royal Typewriter Co. Branch At Sioux City. 

A factory branch of the Royal Typewriter Company, 
Inc., has been opened at Sioux City, Iowa. Walter L. 
Lee, who has been in the typewriter field fifteen years, 
is in charge of the office. 
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Guido! 
One-Piece 
ALL-LEATHER COVERS 


Cut leather Ring Book cover and you 
will find but one ply of solid, heavy 
leather, equal in thickness to the oid 
style three-ply cover. 











T. Open an old style Ring 
€Q@?Pr Book cover and you will 
find that it is made of three-ply, 
thin material, glued together. 


\ 
Solid Leather @ 
. al 





The TRUSSELL One-Piece, All-Leather Cover, first de- 
signed and patented by us in 1908, is becoming foremost 
in its field in 1922. 

This is because business men demand a quality look and 
feel in their binders. They want their books of the finest 
and most durable style that is consistent with a reason- 
able cost. We have it. 

No other binding at any price compares with this construction, and it will 
outwear the ordinary kinds several times. Yet our prices are very low, due 
to quantity production by special machines. Made ip all styles and in 
all sizes from vest pocket to large desk books. 

Let us co-operate when a large order is in tne paiance and a close price will 
help you to win out. We help dealers to get the business.- 


TRUSSELL MANUFACTURING CO., 
3 North Cherry St. Poughkeepsie, N. Y. 
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Give a Thought 
to Pins 


Pins are so commonplace that the 
average user gives no t to 


them, so long as they're good. And 
there's the point—on 

Those Good 
Crescent Pins 


Uniformly good—keen points, solid 
with ‘‘comfortable” heads, that 
the points through thick of 


paper and “‘stay put.” Our pride 
in making good pins is your assur- 
ance of unvarying quality. 


Bank Pins—Pyramid Pins 





Crescent Brass & Pin Company 
Detroit, Michigan 
Western Representatives: Southern Representatioas: 


BERT M.MORRIS COMPANY PHIL F. 
444 Market St., San Francisce Bex 873 ay, 


COMPo 


Non-clogging Paper Stapling Machine 


sti] 








WESTPORT 





The Device That Prevents Clogging 


To put important papers together neatly and 
quickly, but firmly, is essential for efficient filing. 
COMPO Paper Stapling Machines make filing 
more simple, without the annoyance of clogging. 


Compo Sales Company 


149 Church Street New York 
“‘COMPO—It will not clog” 
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Wouldn’t You 

Like to Impress 
-This Man 
Favorably ? 


Certainly! Then use Wiggins Book Form Cards 
that have a clean, finely engraved, snappy ap- 
pearance. 


Convenient too—carried in bound form — no 
soiled or crumpled cards—and detach easily with 
a smooth edge. Always ready. 


Many of America’s largest users of quality cards 
who appreciate the importance of proper card 
representation use Wiggins cards exclusively. 


This clientele compliments the skill and care 
exercised in engraving a Wiggins plate. 
Write for specimen tab and information. Today! 


THE JOHN B. WIGGINS COMPANY, Established 1857 


1107 South Wabash Avenue 
705 Peoples Gas Bidg. 
S CHICAGO 








vr Kiune 





SUPERIOR 
MANIFOLD 


Basis 17x22—8 


Made in White, Blue, Canary, 
Cherry, Tuscan, Pink, Gray, 
Golden Rod, Fawn and Green 


A good rag paper at a moderate price 
























250 WEST Set STREET 






en new Yore 








Useful for duplicate and manifold cop- 
ies of letters, lists, bulletins, records ; 
printed forms on which manifold cop- 
ies are made; and other business uses. 













SOLD BY LEADING PAPER MERCHANTS 









Ask Dept. O for samples 


ESLEECK MFG. COMPANY 
TURNERS FALLS, MASS. fh, 


SOO 
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The Defiance Eyelet Punch 


A combination punch and eyelet set — thor- 
oughly reliable, fully guaranteed and constantly 
in stock. 


ah: Largest Desk Calendar 
Ke arges 


> &S House in the 




















GEM and 
PERFECTION 
LINES 





Perfection No. 30 


of Service” 








RSS fr wa 
“DEFIANCE © 


_ MANUFACTURING CO.U24_ 
384 Broadway New York 





Stationers’ Glassware, Hardware & Specialties 

















If You Bind Your Own 
Loose Leaf Devices 


We can show you how to cut the cost 
of making your special metals, at least 
in half. 


Whether or not you buy your Knock 
Down Metals from us, we want you 
to effect this saving, because we spe- 
cialize in the manufacture of Loose 
Leaf Metal Parts for the dealer who 
binds his own Loose Leaf Devices and 
therefore we want to co-operate with 
the purchasers of metal parts. All 
of them. 


We will gladly explain without cost 
or obligation to you the system we have 
devised to enable the dealer to make 
up his special metals accurately and 
economically. 


Write us. We are here to serve 


The Tenacity 
Manufacturing Company, Inc. 
Reading, Cincinnati, Ohio 
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CATALOGUES 





Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer. 


Dealers’ Catalogue No. 622 covering the general line of the 
Wilson-Jones Loose Leaf Company, was issued June 1 
7 . + 


\ folder distributed by the Marsh Stencil Machine Company, 
Belleville, Ill., features the Marsh stencil cutting machine. 
* > . 


The Independent Die Company, Brockton, Mass., and St 
Louis, Mo., has a catalogue of paper cutting, envelope cutting 
and other dies for the trade. 

> . * 


The American Multigraph Sales Company, Cleveland, Ohio. 
features the new small model Multigraph in a folder showing 
the -orm typewriting, printing and composing mechanism. 

ee? e 

Irvin staplers are depicted in a folder issued by The Alex. H 
Irvin Company, Curwensville, Penna. The exclusive features 
of the ‘‘New Irvin’? machine are explained in detail. 

* * * 


“Flexible Information Service” is a folder on the Dumont 
systems of visible indexing. It describes the products of the 
Dumont Visible Index Company, Shukert building, Kansas 
City, Mo. 

. on J 

The Wabash Cabinet Company, Wabash, Ind., features 
Wabash-Gcodline steel tab guides on an attractive folder in 
colors captioned “‘A Permanent Investment or—An Annual Ex- 
pense.”’ 

a : > 

The Noiseless Typewriter Company has issued a sixteen- 
page instruction book on the Noiseless portable typewriter. It 
is a handsome publication, profusely illustrated from photo- 
zraphs and drawirgs. 

. * oe 

The Dalton Adding Machine Company, Cincinnati, Ohio, 
distributes an artistic broadside emphasizing the ‘4 in 1” 
Dalton bookkeeping machine. It handles ledger work, state- 
ments, addition and subtraction. 

. - aa 


The Standard Typewriter Fastener Company (not Inc.), Room 
800, 20 East Jackson boulevard, Chicago, Ill., has a folder on 
the ‘“‘Universal’’ typewriter fastener, for securing machines to 
desks and tables. 

* * * 

The Eagle Pencil Company, New York, N. Y., has developed 
a series of blotters in six and seven colors, which are im- 
printed with the dealer’s name and address. The best sellers 
in the diversified Eagle line are included in the series. 

> > om 


Current Price List No. 19 was distributed by The Barrett 
Bindery Company, 1328 West Monroe street, Chicago, Ill., in 
May. It is indexed for convenient reference, and embodies 
eompiete information necessary to figure on the extensive 
Barrett line. 

a 

About June 25 the Louis Melind Company, 362-64 West Chi- 
cago avenue, Chicago, Ill.. will have ready for distribution a 
general illustrated catalogue of stamps, stencils, seals and sup- 
plies, which will show real prices. It is for dealers only. 
The Melind name will appear on the cover only. Dealers may 
write for a copy, which will be sent upon publication. 


* . * 
Catalogue No. 150 has been circulated by the Irving-Pitt 
Manufacturing Company, Kansas City, Mo It covers loose 
leaf binders and forms A thumb index supplements the con- 


venient arrangement of che book. Included is a key to the 
system employed by the Irving-Pitt Manufacturing Company in 
numbering its various lines. Familiarity with this aids the 
ioose Jeaf salesman in making up outfits for customers. 

. + « 

“The Correct Usa of Bond Papers for Business Papers’ is a 
manual published by the American Writing Paper Company 
which facilitates the selection of paper suited to the varying 
requirements of printed forms for office and factory, and for 
direct-by-mail advertising. The recommendations are sum- 
marized on a specification chart which classifies forms as 
permanent, semi-permanent and temporary. It is of specific 
value to the advertising man and purchasing agent, and em- 
vodies information about the structure and use of paper 
helpful to all. The booklet may be obtained from “Eagle-A’”’ 
service houses throughout the country, or from the mills at 
Holyoke, Mass. 

* aa * 

Several striking publications have been given distribution 
by the Art Metal Construction Company, Jamestown, N. Y 
‘A New Value in Steel Desks” tells of lines of desks and filing 
equipment characterized as ‘Steel at the Price of Wood.” A 
thirty-two page booklet shows Art Metal steel shelving in all 
its diversified aspects. Art Metal steel safes are featured in 
‘“‘Measured Protection,” thirty-two pages and cover, showing 
the various styles, and graphically portraying the Underwriters’ 
Laboratory tests, with representative instances depicting the 
performance of Art Metal safes “working at their trade” in 
actual fires. Two realistic broadsides vividly portray ‘Dead 
ee vs and “The First Time He Ever Read His Insurance 
policy.’ 
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Accurate Results Secured 


Users of the National Non-Slip Ruler 


The ruler is made from flexible steel accurately 
graduated, having a Red corrugated rubber base, 


prevents slippin 


The combination of steel and rubber used in our 
Non-Slip ruler makes our product unusually attract- 


ive and, above 
all, it assures 


Efficient 
Work 





a, 
and Metric sta 
smooth. The 
danger of inky 


Catalog and Price-list mailed on request 


National Rule Company 


Rochester 


g, which is so essential to the user. 


4 A 





FLEXIBLE STEEL RULE 
| 


wv 


7 


8 
é Tre mar mA met? 


rat aa FOR 


© 
oY 


National Rulers are modern 
in every respect. They*rep- 
resent the greatest advance- 
ment in ruler manufacture. 
We make them to English 
ndards. The edges are true and 
rubber is undercut, which avoids 
fingers and blurred lines in ruling. 


Manufacturers 


New York, U. S. A. 











PHILCO BRAND 
Carbon Papers 


are of the finest quality manufactured. Made in 
25 different grades from the highest priced im- 
ported tissue down to the lowest priced domestic 
stock. A complete line for all requirements. 





PHILCO BRAND 
Typewriter and Inked Ribbons 


are made in three grades and are famous for 
their strong write, sharp work and wearing qual- 


ity. THEY A 


prove it. The price is right, too. Let us send 


you samples. 


Phillips Ribbon & Carbon Co. 





RE “ALL WRITE” and we can 


A card will bring them. 


ROCHESTER, N. Y. 
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QUALIFIED 


»sADDING MACHINE PAPER: 


Sold b 
R0 Stationers 
everywhere 


CENTRAL PAPER CO. 
MENASHA ,WIS. 
Eastern Office- 42‘ Broadway- NewYork 


























SJ 


TRINER POST OFFICE 
SCALE No. 9 


Specially designed for U. S. Post Office 
Service 
Cuts down Postal costs. 


—Used where a variance of 1/64 oz. means & 
saving of thousands. 


—Pronounced by experts as the best commer- 
cial model ever produced. 


—Extra heavy and precise construction without 
the objectionable features of the old type beam 
scale. 


—Many new and desirable points of interesting 
construction to make good sales talks and ex- 
cellent window displays. 


—Write for full particulars. 


TRINER SCALE & MFG. CO. 
2714 W., 21st St. CHICAGO, ILL. 























Catalogue No. 8 has been issued by Harry C. Sherick, 210 East 
Fourth street, Cincinnati, Ohio. It covers loose leaf devices and 
supplies. 

> * > 

Distinction in cataloguing stationery specialties is not easily 
attained. The Rockwell-Barnes Company, Chicago, Ill... made 
its 1922 catalogue of supplies and specialties for stationers, 
schools and railroads doubly effective by illustrating the manu- 
facturing equipment used in the production of many of the 
items listed. The half tones appear at the foot of the page, and 
suggest the detailed operations involved. To the man familiar 
with production machinery they indicate the modern character 
of the Rockwell-Barnes mechanical equipment. There are sixty 
half tones of production and maintenance operations. Views of 
machinery and departments unfamiliar to most stationers and 
printers show slitting machines for producing adding machine 
rolis; file folder manufacture; train order production and stor- 
age; indexing; manufacturing round head and flat head paper 
fasteners; metal file box production; machine shop for manu- 
facturing special machinery used in the Rockwell-Barnes plant, 
and its maintenance. An extensive line of office essentials is 
embraced in the catalogue. 

Dealer. 


“A Safe Place to Buy Office Supplies,’’ lettered across a cut 
revealing a modern filing safe, heralds Catalogue No. 25 of The 
Cargill Company, Houston, Texas. This lists all office require- 
ments, including furniture. The book is conveniently classi- 
fied, and shows an unusual scope in bank supplies. Specimens 
of lithographing and steel die stamping appear as inserts. 


Accessory Advertising Matter. 
Bold and postery is a counter display card in colors pro- 
claiming the merits of Dennison’s glue. 
a * 


The De Witt-La France Company, Cambridge, Mass., is 
furnishing dealers with a handsome window display cut-out. 
: * * 


Display pieces furnished dealers by The Alex. H. Irvin Com- 
pany, Curwensville, Penna., include striking display cards de- 
voted respectively to the New Irvin No. 4, the lever model, 








IRVIN DISPLAY CARD, FEATURING THE LEVER MODEL. 
—Deep Orange is the Dominating Color. 


the automatic tag machine, and a general card showing the 
complete line. Color is effectively used in these display cards. 
. * - 


An elaborate assortment of blotters has been produced by 
the Blaisdell Pencil Company, Philadelphia, Penna., showing 
a number of the company’s pencils. One is devoted to the 
special pencils made for newspaper work; another shows the 
well-known ‘151’’ line. These blotters are bright with color; 
they are supplied to dealers with imprints of the latters’ name 
and address. 4 be 

Price Revisions. 

Price List No. 8137, by The Shaw-Walker Company, includes 

some new items and minor price changes. 
- * . 


The Oliver Typewriter Company has announced a change in 
the price of its Model No. 9, effective July 1. 
7 > o 


The Gresham Blank Book Company, 304-22 Hudson street, 
New York, N. Y., has announced new prices on blank books, etc. 
aa > * 

The Joseph Dixon Crucible Company, Jersey City, N. J., an- 
nounces changes in prices on “Tip Top’ pencils, round and 
hexagon, Nos. 315 and 315Y, 319 and 319Y. 

. . +. 

Numerical and descriptive price list No. 13 has been published 
by the Boorum & Pease Company, New York, N. Y. It applies 
to Catalogue and Book of Reference No. 46. 

* . 7 


The Weis Manufacturing Company has issued new prices on 
General Catalogue No. 20, effective May 1. No. E-512 is the 
retail selling list; the other is ‘‘Dealers’ Buying Price List.” 
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A popular line of 
filing and indexing supplies 





Profitable to dealers 
for three vital reasons 


Excellent qualities 
Attractive prices 
Sold only through dealers 


Dealers seeking ways to stim- 
ulate trade find UNITED BUSI- 
NESS SUPPLIES easy to sell and 
well adapted to the needs of up- 
to-date offices. These supplies in- 
clude vertical folders and 
guides, ruled and printed 
cards and card guides, sup- 
plies for loose leaf and 
machine bookkeeping sys- 
tems. Affords oppor- 
tunity to develop and 
retain one of the most 























lucrative 
and con- 
stantly re- 
curring busi- 
messes to be 
found today. 
Free catalogs, sam- 
ples, and literature 
tellall about it and 
are designed to offer 
dealers cooperation 
in building up and retaining 
this profitable business. 


Send for catalogs, price list and attractive dealer proposition. 
United Business Equipment Company 
113-121 Albany Street 
Boston,11,Mass. 





OFFICE APPLIANCES 


SER SONA NEGRO 





vf 


ST 
) 


i? 
| 










ARS aX 





IKKS GALI 


USA 


SNGSAG 





FONG: 





a 






241 





= HUNTS -onreo PENS ™ 
POINTED h | 


H™ the greatest profit. H 
Sapa liked. U 
N’ line so complete. N 









price cutters. 


: ie profit not ruined by 


tick to the line that relies 
on quality for success. 








C. HOWARD HUNT PEN CO. 
CAMDEN, N. J., U.S.4 








“Flo-Eze Inks 


| “Quikstiker’ 
Paste and Mucilage 


Are made the modern 
way to suit the most 
fastidious. 


““Flo-Eze’’ fountain pen 
inks in six colors with 
attractive display card for 
dealers. 


Write today for catalogue 
and prices 


Ink Ribbon Mfg. Co. 


Branches 
Los Angeles Oakland 
Kansas City 


Factory and General Offices 
San Francisco 
Established 1909 











Stationers’ 


Tarboard 
Goods 





An established line of filing boxes, trans- 
fer cases and stock boxes assures you of 
a steady income and regular turnover. 
Your customers know these goods—thev 
are in demand. 


If you now handle these goods, get our 
proposition and see how it compares. 
If not, write for information about our 
sample assortment which provides a small 
stock and a sample of each number. 


Advance Paper Box Co. 


Manufacturers of Plain and Fancy Paper 
Boxes, Filing Cases and Stock Boxes. 


2727 Franklin Ave. St. Louis, Mo. 
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DEALERS! 


Here’s a new article that 
will make money for you 


MATTERS FRTIGHT 





THE COLUM-GUIDE 


Patent pending 
—for users of columnar records 


Every office clerk who uses columnar records will 
at once recognize the merits of the COLUM-GUIDE. 
It saves time in posting entries, increases accuracy, 
rests the eyes, and makes the work easier. The 
illustration shows graphically the economies effected. 
A strip of the column headings is inserted under 
the transparent surface of the COLUM-GUIDE and 
it is ready for use. 

Made in five lengths,—12”, 18”, 24”, 30” and 36”. 
Retails for 50c to $1.50. 


Get in your stock of COLUM-GUIDES now. Advertised in 
SYSTEM, starting with July issue. Write for full particu- 
lars and dealer proposition. 


THE COLUM-GUIDE CO. 
128 No. Main St. Providence, R. I. 














What is GLUEY? 


“Gluey” is a light colored paste made 
from the finest ingredients im- 
ported from Asia, Australia, the 
West Indies and Cuba, which give 
to “Gluey” the bull-dog tenacity 
of good glue and the creamy, 
smooth consistency of paste. We 
call it Gluey because it actually 
sticks like glue. 


Used by people in all walks of life. Over 
2000 schools and colleges have 
specified “Gluey”. You will need 
a good stock to meet demand. 


Sold in containers designed to fit the in- 
dividual needs of all your cus- 
tomers. 


At these prices: 
Gallon Stone, Self-Sealing Jars, 


fae err tere rere $14.00 
Galion Tin Friction Tops, per doz. 13.20 
Half Gallons, Stone or Mason Jars, 

et Se. Kes badhaddab gece cece se 7.80 
Half Gallons, Tin, per doz......... 7.60 
Quarts, Glass or Tin, per doz..... 4.50 
Pints, Glass or Tin, per doz.... 2.75 
Half Pints, Glass or Tin, per doz 2.00 


Tubes, a Mee We casecceaes 1.00 


She | 27-4 — same : 
COMMERCIAL PASTE CO. 


COLUMBUS OHIO 0.8. A. 
Don't say paste—say ‘‘Gluey’’—it sticks 






































Roll Carbon —— Roll Carbon 


We are prepared to furnish to the trade CAR- 
BONIZED ROLLS for every purpose, any size. 


UNDERWOOD ROLLS 
ELLIOTT-FISHER ROLLS 
REGISTER ROLLS 
BURROUGHS ROLLS 


Our ROLL CARBON has the same distinctive quality as 
our OIL SOLUBLE PENCIL CARBON PAPERS and 
QUALITY PLUS TYPEW RITER CARBON PAPERS 


Our MULTIGRAPH RIBBONS are acclaimed unequaled. 
American Manifold Products Corp. 


General Offices and Factory: 
2900 Darwin Terrace CHICAGO 











THE NEW PATENTED IDEAS EXPLAINED 


A. Solid block impenetrable to ink. 

B. Felt reservoir saturated with ink. 

C. Absorbent ribbon completely covering block (A) 
around which ink travels to stamping surface 
from Felt reservoir (B) like oil runs up a wick. 

DE A I ERS Stock this new pad. It is not g felt pad 

and cannot “flood” the type. The new 
tented improvements sell the pad on sight. Adopted by 

Cendeode of big Industrial Plants, Railroads etc. because it 


costs no more. Lesscompetition. Bigger sales for you. Des- 
criptive bookleis for distribution free with your order. 


rr & £2 Re ES Ss 
CARBON & RIBBON MFG. CO., INC. 
113 W.BROADWAY NEW YORK 





ee 
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HOUSE ORGANS - | 





Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 





Manufacturer. 
The Elam Paper Company, Muncie, Ind., publishes Elam’s 


a ape: KNICKERBOCKER 
¥ * * 
Eagle News (Eagle Pencil Company) celebrated the sixtieth ; 


anniversary of Emil Berolzheimer, president of the company. 


+ . . 
Dynamite (The Toledo Metal Furniture Company) suggested Inkstand Wood Bases 
banks as capital prospects for No. 621-C stools and No. 411-SS- 


WB chairs. 


> . * 

Graphite (Joseph Dixon Crucible Company) ran on its cover Know this line—you can depend on it for quality 
one of those entrancing high light half-tones in the Horter- and salableness. Cleancut carving, neat, clear fin- 
Eldorado technique. é ess. is, 2 

ak oils ish and mortised to fit standard size inkstands. The 

Lightning (The Bircher Company) commented on the volume wood base is a good convenient article which you 
of re-orders from prominent users of mail room machinery and . : 
equipment. can sell at an attractive price. 

« * * 





The Royal Standard (Royal Typewriter Company, Inc.) printed 
“True Talk from a Top Notcher,’’ by J. H. Kennedy, a sales- 
man who lived up to his title. 

* 


Our line also includes 
Emeraline plate glass 


* * bases cut in square, rec- 
“‘Salesology,”’ by Charles 3. Garvin, in The Webster Way, tangular, oval or octagonal 
analyzed the individual salesman’s job, and showed what he shapes. Besides these you 
has to do to make it a go in 1922. - a 
es will find many other quick 
“Spring” in Scrits (Strathmore Paper Company) was an apt selling articles in our sta- 
play on four major usages of that word, by Col. B. A. Frank- tionery line. We are yours 
lin, vice-president of the company. - 
recta for a prosperous new year. 
Coronatyping beats pantomining all hollow, according to a . 7 
short story in the Corona Bulletin by Duke Will Le Grande. Write for our catalog and 
It narrated an episode at a soda counter that led to sales. price list. 
x * * 


“Too Much Talk May Spoil a Sale,’’ says The Roneo Sales- 


man (Roneo, Ltd., London, England). It characterizes the K ° k b k I k d © 
good salesman as one who is a clever listener rather than a nic er oc er n stan oO. 
good talker. 

i BP os . Lyndhurst New Jersey 

The Protectograph Bulletin printed important details about 

typewriter type and spacing, helpful to the salesman handling 
erders for checks. It was written by H. W. Thompson, Pitts- 
burgh, Penna. 








+ * > 
The Skyscraper (The Shaw-Walker Company) reproduced two 
cartoons from a theater program published by an advertising 
club. Two Shaw-Walker slogans were aptly caricatured— 
without a sting io 
* a * 
Loose Leaf Notes (Wilson-Jones Loose Leaf Company) fea- 
tured “Grippo.’’ the new storage binder. which in the prosaic 
phraseology of the factory is “Style T.’’ The locking device RAN ER 
is operated with one hand. 
* * é 


“Fireproof Buildings’’ was a topic discussed in ‘‘Tabloid Talks d 
on Office Topics’ by The Office Economist (Art Metal Con- an 
struction Company). The conclusions were borne out in Chi- 


cago’s huge fire last March. STORAGE 
¢ * « 


The Drake Drummer (Miller, Drake & Company, 36-37 Upper 


Thames street, London, E. C. 4, England) has been inaugurated 

as a forum in which forceful selling hints are vigorously stated. 

Many specialties for the dealer are listed in detail. 
ol cd 


What Next (Dennison Manufacturing Company) described 

nd illustrated a window display by the Western Bank Supply 

Company at Oklahoma City, in which a current. entertainment 

was hooked up to the company by an historical window display. 
o 7 + 


are always in demand 





but at some seasons 


The Red Envelope (United States Envelope Company) printed simply m i - 
an interesting history of the papeterie in the United States. you ply ust have them = stock, the only ques 


‘This modern convenience has developed in consonance with the tion being which line will go best and give your 
ramifications of American social customs, and is an index of 


niceties of social usage. Megat customer the greatest service. 
Users’ News (Addressograph Company) narrated an unusual 


use for the Addressograph. It simplified decoding tabulations THE HOFFMAN LINE includes solid built-up 
done by machine. Switch tabs govern numbers selected, the . . 
addressog:-aph plates carrying both code number and transla- storage cases, collapsible storage cases, the vertical 


tion The ple is § ly and ¢ ate. 
. ee letter and legal style case and transfer cases for 


The catapaulting rush of time was noted in Tips and Nibs . . . 
(The Wahl Company) in an editorial which recorded that it is documents, cards, etc. The quality 18 right — the 
five years since the United States entered the world war. The : 4 |) . . 
influences for good and bad were noted, concluding with a moral price will interest you. Write for particulars. 


indicating the hopeful aspects of the future. 
> * a 


“Helping the ‘Comers’”’ in Good Practices (Strathmore Paper 

Company) shows how a paper merchant conducted an educa- e 

tional campaign among the young men in local print shops, 

showing them processes in paper making and samples of print- 
ing to demonstrate the physical characteristics of paper stock i 

aut acer aileet the cae Stationers Shelf Boxes, Cloth 
Covered Index Trays, Desk 
Pads, Legal blank and letter 


cabinets. 


45 LaFayette St., New York, N. Y. 


* * 

Demonstration (lL. C. Smith & Bros. Typewriter Company) 
ran a Los Angeles number in its series of issues devoted to the 
company’s important distributing points. It abounds in pic- 
tures and articles by various representatives. A few pages are 
devoted to ‘‘Los Angeles—The Wondér City of the World.”’ It 
wouldn’t be surprising if a majority of the “Elsie” salesmen 
apply for transfers to the Los Angeles office. 


4] 
i" 
i 
i 
| 
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THE ONLY ADJUSTABLE 
POST BINDER 
ON THE MARKET 


Here’s a simple device that enables the office boy to 
bind into book form “‘in a jiffy’’ any kind of loose leaf 


The “F-B” Loose Leaf Holder 





Pat. May 13, 1913 


is adjustable to any distance between punch holes and 
to any size of paper. 
Advantages acknowledged in numerous testimonials. 
The retail price is $3.50 a dozen with liberal dis- 
counts to dealers. 


F. B. MANUFACTURING CO. 
1228 Intervale Avenue NEW YORK, N.Y. 


(Chicago Office, Frank Z. Woods, Mgr., 180 No. Market St.) 
SoOPUUEUUVULEUUUGUAGGRRROREUERGOEROUQOUROUQUURUUREOERUURONUGQEROOUGEROIEREE INS 





TUCUUEERUOUUGEUEROAUUOEEUUUUEREOUEEOUOUEOUCUUUEOUGEEOOUOOUEEOUUEOOUOSOUOUOURNOGUUDEOOOUUREOOUEENOOSEREOQEEOROGED 
FOUUEUEUCUUUREOUEEEOOOOCEOOUUUERECUUNOOOCEREUAGEOOUUEEECOEROOUOUORUUUEOSUUUURUOOUUOROOOUEEOUOGEROOOOOUOEOUUUEE 








OUR letterheads and busi- 

ness cards are your press 
agents—your advanced guard. 
For the integrity and financial 
standing of your organization 
is reflected in your stationery, 
cards, etc. 
We know that the fate of your 
letters lies in a measure at the 
mercy of the engraver’s skill. 
But copper and steel plate en- 
graving with all its kinks and 
turns is no mystery to us. We 
have learned the knack of do- 
ing better work well. 


Let us send you an estimate on 
your next stationery order. 


The American Embossing Co. 
192-96 Seneca Street BUFFALO, N. Y. 
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Dealer. 

Parrottalks (Matt Parrott & Sons Company, Waterloo, Iowa), 
ran a homily on appreciating unrecognized benefactions in 
“What if We Had to Pay for Sunshine?” 

* > : 
“Regenerative Braking’ in the Shepard Staff (Henry O. 


Shepard Company) applied an engineering term to the impetus 
of direct mail advertising, and suggested the appropriate moral. 
>. * * 


The Office Cat (The Richmond & Backus Company) cele- 
brated the eightieth anniversary of the business in the April 
issue. An interesting page emphasized the ancestry of the 
institution by indicating its age at important periods of the 
country’s history, as: “The Richmond & Backus Company was 
four years old when war was declared between the United 
States and Mexico.” Another date of consequence was: “‘Sev- 
enty-eight years old when the prohibition amendment was de- 
clared in effect.’’ 


Internal. 


The Woodstock Keyboard (Woodstock Typewriter Company) 
lescribed box manufacture in a lucid article headed ‘‘The Good 
Wooden Box.” 

7 a * 


Strathmorean (Strathmore 


The effects of strain- 
guarding the men 


“Don’t Strain’ counsels the 
Paper Company) to its mill employees. 
ing are explained in a physiological way, 
against the consequences. m 

. 

“It's Up to You,” says an editorial in the Art Metal Welder 
(Art Metal Construction Company). The editorial showed how 
promotion comes to factory workers because of demonstrated 
merit. One paragraph is noteworthy: ‘He is promoted because 
he has delivered the goods on his present job in such a manner 
that the Big Boss feels sure he will make good in a better 
one.”’ 

For the Advertising Man. 

Subject indexing of advertising topics was fully explained on 

page 125 of Printer’s Ink, May 18, 1922. 


Noiseless Enlarges Employment Department. 


The Noiseless Typewriter Company has taken two large 
rooms on the eighth floor, 261 Broadway, New York, N. Y.., 
to extend the employment department. One of these rooms 
is for operators who desire to practice while awaiting as- 
signments. The service of the employment department is 
free to both stenographers and employers. Operators are 
placed regardless of the machines they prefer, or the type- 
writers installed by their respective employers. The re- 
moval of the employment department to the eighth floor 
gives additional space on the sixth floor to the export de- 
partment, directed by W. Ericson, and the school depart- 
ment, in charge of Garrett S. Odell. 


Deadrich Returns to Office Supply Co. 


J. A. Deadrich, Jr., has returned to the Office Supply & 
Typewriter Company, Richmond, Cal., as sales manager. He 
has been branch manager at Richmond for the L. C. 
Smith & Bros. Typewriter Company, covering Alameda 
and Contra Costa counties. Before going with the L. C. 
Smith & Bros. Typewriter Company he had been with 
the Office Supply & Equipment Company. The company 
has sales rights in Contra Costa county for the Corona 
typewriter. Associated with Mr. Deadrich are A. A. 
Webber, Tom Nixon, J. M. Hubbard, W. H. Stump, R. T. 
Johnson, M. K. Noell, M. Green, Louis R. Deadrich and 
Miss Dorothy Willis. 





Consular Reports at Washington. 


The Far Eastern Division of the Bureau of Foreign and 
Domestic Commerce has a number of unpublished reports 
from American consular officers stationed abroad. These 
may be examined at the Bureau upon mention of the 
numbers. 

No. 44,045—Opportunities for the extension of American 
trade in Australia—by Vice Consul Ray Fox, Melbourne. 

No. 46,314—Pilferage and Thefts at Ports—by Consul 
Edward J. Norton, Sydney. 

These reports are not for circulation. Those interested 
are obliged to go to the bureau for an opportunity to read 
them. 


Office Device Company Moves to Randolph St. 


The Office Device Company, formerly at 162 North La 
Salle street, Chicago, Ill., has moved to 167 West Ran- 
dolph street. The change was made to secure additional 
space. The new location is a ground floor store, affording 
a floor area of 16,000 square feet. The rebuilding plant is 
in the rear of the store. New machinery will be instal'ed 


for use in rebuilding of Multigraphs. 
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A Safe and Sound Bank Specialty 


THE BANDLESS CURRENCY MAILING BOX 


A PERFECT MAILER of strong, heavy, durable manilla paper 
of exceptional strength throughout. Ends and sides do not break 
in bending up over the currency and will stand the roughest kind 
of handling in the mails. 


The outside wrapper is genuine rope manilla as near cloth as paper 
can be made. It folds over each lap or fold at the ends to make 
a perfect, tight seal and attaches to the back of the box. It 

simply can not tear or pull away without destroying the entire 
box. No more danger of torn and tattered boxes on delivery. 
Each size contracts one half inch. In packing, squeeze the inner 
box tightly over the currency, moisten the gum on the outer 
wrapper and seal, bringing the end flaps over and sealing tightly 
to the back of the box. You then have a perfect fit and a perfect 
tight seal. On account of its lightness, from 2 to 4 cents in postage 
is saved on each box mailed. 


Dependable bank stationers should have sample of this new line. 
No obligations to learn all about it now. 


The Smead Manufacturing Co. (Dept. ¢) Hastings, Minn. 


Makers of High Grade Bank Filing and Mailing Containere 





 siiintemiemiaiaaninesimaiiariiiaaaaaieniamereainniameie MK RK 
x 
x 
x 


APPLIANCES 245 


Typewriter Supplies Men 
Who Stock and Feature 


XTRAGOOD 
SUMMIT 
APEX 


| Brands Typewriter Ribbons and 
; Carbon Paper know that users 
‘appreciate their quality. Dealers 
: who do not know these brands are 
‘ now face to face with Opportunity. 


Write for samples today 
—a test will prove 
their excellence. 


Union Ribbon & Carbon Co. 


MAIN OFFICE and FACTORY 


Front and Laurel Streets PHILADELPHIA, PA. 























LADIES’ 


C R A N STATIONERY 


Sold by all Stationers and Booksellers 


These goods are suited to the tastes of 
the most select trade. Their merits are 
known the world over, and they yield 
a profit to the dealer. Once tried, the 
purchaser becomes a regular customer. 


Presented in the following 
Styles and Qualities: 
SUPERFINE QUALITY: In light Blue Boxes, 


containing % ream of Note paper each, and in 
separate boxes % thousand Envelopes corres- 
ponding. 


EXTRA SUPERFINE QUALITY: In Laven- 
der Colored Boxes, containing 4% ream of Extra 
Fine Paper each; in like boxes are Envelopes 
to match. 


Our papers are supplied in Bor- 
dered Goods and other specialties 
by EATON CRANE & PIKE CO., jf 
Pittsfield, Mass., and 225 Fifth § 
Ave., New York, whose boxes bear 
the. word “CRANES” containing 
our goods. 


ALL THIS STATIONERY CAN BE 
RELIED ON AS REPRESENTED. 





This trade mark every bor 


Manufactured by 


Z. & W. M. CRANE 


DALTON 
MASS. 














Mr. Dealer: “Ajax Eyelet Fasteners,” “Samson 
Punches,” “Eyelet Tools,” etc., assure you of a quick, 
profitable turnover and re-orders. 

“The Ajax Eyelet Fastener” is a 
real necessity for binding valuable 
papers and documents, etc., where 
security, permanence and insurance 
against loss and substitution are 
paramount. 


T= 









FEEDS “T neon WE EYELET 
CHES IT IN 

ONE OPERATION 
three sizes of Ajax 


Basics without any adjustment 
= 1 2 
Long ed! N Shore 





**The Ajax Eyelet Fastener’’ assures you 
of Repeat Orders for “‘Ajax Eyelets’’ 


“SAMSON” EYELET TOOL 





*“SAMSON” No. 1 HAND PUNCH 
Handles 7 


sizes of 
punches and 
dies 1/16 to 
Y% inch ia 
Stametes. 










easily inter- 
changed. 


Will punch 
thru \%{ inch 
of paper or 
cardboard. 












Zinc 
Eyelets 
Write for Catalog and Pre-War Price List 


THE MACHINE APPLIANCE CORP. 
351 JAY STREET, BROOKLYN, NEW YORK 
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Headquarters for Desk Calendars, 
Pads and Stands 


We are the manufacturers of the celebrated “Handy” and 
“Sterling” Calendars—metal and cut glass Stands with 
Pads plain or indexed by months. 
LIST PRICES—WITH METAL STANDS: 





Complete Pads Stands 








No. 1 HANDY, Old Style.......sscccsccceecs $1.20 $0.60 $0.60 
No. 1 HANDY, Improved ..........-ce0e.-s005 1.20 -60 -60 
No. 2 Ee EWG oencbeces wapsarbersasersescees 4 y ro 
‘“ ” bb MENGEOES cccceesscccccsecce ° - - 
STERLING, Nickeled ................++: 1.40 -60 80 
STERLING” DESK CALENDAR — STERLING’ S184 kinaimeied= 0-0. a 
DAILY MEMORANDUM, Enameled..... -60 30 30 
LIST PRICES—WITH CUT GLASS BASES: 
KIMPTON, HAUPT & CO. BOO DE MEE ees ccccocccce csc pecscosccoeseoce 6.00 1.50 4.50 
WHOLESALE STATIONERS Bete DB EE, no teecedsccccscdscesctscosece ee 8.00 2.00 6.00 
GLASS MANUFACTURERS DEMMEING 2 nc cccccccccccccccccccctescces 6.00 1.50 4.50 
We deal in all other Desk Calendars, too. 
53 Beekman Street NEW YORK, U.S.A Send us early order for your full requirements. 

















BAKELITE & 


Either in Stylo or Fountain Pens Also Manufacturers for the Trade 


PARAMOUNT PEN CO., Inc. 


63 Irving Street Jersey City, N. J. 


















MORDEN SWIVEL RINGS 


MADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 
closed. Loose leaf sheets exert a certain amount of strain, tending to force rings open unex- 
pectedly, especially when leaves are crowded, or are turned in punches. Morden Swivel Rings 
are scientifically constructed to counteract this strain. Instead of opening by a pull in the same 
direction as the strain exerted by the contents, they open by a sidewise push at right angles to 
this strain. In addition, Morden Rings have no enlarged, clumsy joints to mar furniture, nor 
sharp projections to mutilate sheets. 


THE PERFECT SCHOOL NOTE BOOK RING 


Used for student note books, stenographers’ note books, eyeletted covers, metre reader books, 
band books, catalogs, swatch books, every conceivable variety of loose leaf books; and all loose 
sheets, charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 
in fact for any classified matter in loose leaf form. 

Loose leaf sheets need not be held in expensive binders. Heavy manila, or other material, 
cut to proper size to form outside protection covers, with Morden Swivel Rings inserted through 
such covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 

Supplied in ten sizes: % in. to 2 in. Liberal discount to the trade. Samples free. Cuts 
for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 
WATERBURY, CONNECTICUT 

















The MANNING BUSINESS BUREAU 


American Industrial Bldg., HARTFORD, CONN. 


Under the direction of EDWARD J. MANNING 


An acknowledged authority on all matters relating 
to the manufacture or sale of 


Typewriters - Adding Machines - Office Appliances 


Practical, expert, and impartial opinions on INVENTIONS, IMPROVE- 
MENTS, PATENTS, COMMERCIAL VALUE, PRODUCTION COST, etc. 


Acts as agent in “bringing together’’ the parties most likely to be interested 
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WastePaper 
Baskets 


Letter Trays, Mail and 
Tape Baskets, Space 
Baskets, Build-up 
Trays. 


UNIFORM MESH AND FULL 
GAUGE WIRE 


Special Baskets Made to Order 


PEERLESS WIRE GOODS COMPANY 
Write for Catalogue 20 East Jackson Blvd. CHICAGO 





PEERLESS SANITARY LINE 

















‘Make Accurate, Reliable Copies of Waybills, Letters, etc. 


Blotter Bath and the Eureka Sanitary Copy- 
ing Cloth produce clear, neat letter press cop- 
ies of any document written by hand or type- 
writer, with copying ink. The construction of 
the bath provides for uniform moistening of 
thecloths and eliminates mustiness or mildew. 
Clothsarenon-raveling and chemicallytreated 
by a patent process insuring clean-cut copies. 


MORE EUREKA BATHS IN USE 
THAN ALL OTHERS COMBINED 


a Sold Exclusively Through Dealers. Write for the Eureka Booklet. 


The EUREKA BLOTTER BATH COMPANY, 3732-34-36 South Wallace St., CHICAGO, U.S. A. 

















MILLERS RRAND 


rn neha eI EP gece rr aegee ervey svete PP PT 

















No. 583 New “Duralumin” Handle Eraser 
This handle will not split nor crack, nor will the blade come out. 


<< fo MILLER —BRO'S 
The Original Bowl Pointed Pens. Styles to Please All Hands 
Meriden, Conn. MILLER BROS. 305 Broadway, N. Y. 









@MILLER BRO'S 
th Bow. POINTED 





, Sat ILLER BRO'S 
SOB Sows POINTED 











[MILLERTERRAND 














SHEDD'S DAILY PAD , 


To Find Any Day in the Year— 
Put Your Finger On It— 


That’s All 


INDEXED to Every Day in the Year 
NEVER LOST A FRIEND 
Find Any Day Quicker Than Day After Tomorrow on Any Other Pad 


METAL BASE—— EASILY REFILLED 


SHEDD-BROWN MFG. CO. 


Patentees and Manufacturers Minneapolis, Minnesota 
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% Established 1884 
° 
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be 


S FRiw 2a_l]—te Master Craftsman Fountain Pen A triumph of thirty-eight years’ experience in 


, the manufacture of Fountain Pens. Wemanu- 
y™ 6 facture fountain pens for the trade, and specialize on imprints for the jobbing, retail and mail 
4 ordertrade. Prompt service in repairs, All work is done in our own shops. 


+7. @ 


The export trade is skilfully handled. A host of busi- We make all modern designs in Lever Self-Filling, 
o ness friends abroad testifies to our close study of their Screw Cap, Non Leakable and Slip Cap Fountain Pens; 
requirements. also Stylos—Fully Guaranteed. 
> Get in touch with us at once. Our prices assure you good profits; Beaumel quality pleases users. 


Oh 56 JG 50 10k 50 Fak oe IGE oe IGN 


+d 


% D. W. Beaumel & Co., Inc., Office and Factory: 17-27 Vandewater Street, New York, N. Y. 
PE Ee EP Oe 69 OD ED 
ET 


“PELOUZE” POSTAL SCALES 


are scientifically made. They show exact weight in ounces, also cost in 
cents on all classes of mail matter. 





National.......... 4lbs. MailandExp...... 16 
ene é-bnns Ibs. RET 12 Ibs. 
Columbian ........ RS ee i 
Ed 6060006 ¥5 | ee Te eee 2 Ibs. 
Biceccseeds 1 bb. EE 560 cannes 


. tandard 
Parcel Post Scales 
Banks and business houses use “Pelouze”™ 
Scales because of their accuracy, reliability and 
durability. 
ASK FOR A “PELOUZE” SCALE 


PELOUZE MANUFACTURING CO. 
232-242 E. OHIO ST. CHICAGO 


7 Always A Bullseye! 


\S- Fulton Faultless always hits the win 
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Self-inking Stamp Pads Rubber Type Printing Outfits 

Daters Rubber Stamp Ink 

Sign Markers Office Stamp Outfits 
Indelible Ink 


: All reliable---all profit producers---all insure perfect satisfaction 
SS Send for Catalog A 


~-- FULTON SPECIALTY CO., Elizabeth, N.J. 2 























WIRE WASTE BASKETS SPACE BASKETS 
LETTER TRAYS PAPER CLIPS 


GEM CLIPS “CYCLONE” 


C2) 


Nos. 1, 2 and 3 








Sst! } ' 


oS ——. LT) Fz 
SS See LH Special Pri . 
; = pecial Prices on 
SARRARN (ea gg serene Gem Clips | 
atl Hy Extra Fine Quality Guaranteed 


Write Today for Samples and Quotations 


VAIL MANUFACTURING COMPANY 


SUCCESSORS TO MIDLAND STEEL PRODUCTS COMPANY 
1752-58 East 75th Street, CHICAGO 





N 639 1 2 Pacific Coast Representatives Southern Representative 
oO. REID & GILMARTIN EDWARD V. BOGART 
444 Market St., San Francisco, Cal. 1218 Fourth Nat’l Bank Bldg., Atlanta, Ga. 
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Roberts 


erasers 


No Dealer Has Need of Another 
Line of Erasers When He Stocks 


World’s Standard Quality 


They Meet Every Need | 
Weldon Roberts Rubber Co. Newark, N. J. U.S.A. 
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It is important that those who sell office equipment 
shall have authentic knowledge of important changes 
and development in this field. 


Competent news of the industry spread regularly. 


OFFICE | 
APPLIANCES 


The 230 page news and technical 
trade journal of office equipment 


The Office Appliance Company, 417 





A BUSINESS FORUM 


New things are being placed upon the market con- 
stantly and changes are made in older lines. Each 
month OFFICE APPLIANCES gives its readers de- 
scriptions of new things just ready for the market. It 
tells of new developments which affect the industry; 
important business shows and conventions are described 
and in various other ways the journal is made of im- 
mense benefit to subscribers the world over. 


Ask for a sample copy and see for yourself its merits. 


S. Dearborn St., Chicago, U. S. A. 











STIMULATE 
SUMMER 
BUSINESS 


with 


cLAR-O-TyPe 


THE WOMODER TYPE CLEance 


We will be glad to tell you how it’s done. 
Write us today. 


THE CLAROTYPE COMPANY, Inc. 


16-G HUDSON STREET NEW YORK 








ROUGH TYPEWRITERS 


ALL STANDARD MAKES 
(REGAL REBUILT ROYALS) 


Write for new price list No. 39 


359 Broadway, New York City, U. S. A. 
MARCUS HARWITZ, General Manager 


Cable Address: 
‘*REGALTYPE’’, N. Y. 
12-14 S. Jefferson St. also 7-9 First St. 
Chicago, III. 





Regal Typewriter Company, Inc. 


San Francisco, Calif. 

















KEYSTONE 
TYPEWRITER 
nents 


TABLET Ph 
ere 









2D PAPER 
DETACHABLE 








The latest efficiency unit for office use and distribution. 
Protection for all paper surface until the very instant of use. 
Standardized thickness, solid and substantial binding. 
Extensive variety of papers in surface, texture and weights. 
Sold by progressive dealers. Descriptive list ready for your call. 


SAMPLE TABLET No. 6064—BOND PAPER, 50 SHEETS, 8x11} in. Mailed for 20 
J. C. BLAIR CO., MFG. STATR’S. Huntingdon, Penna. 


KEYSTONE TYPEWRITER TABLETS 


Utility—Convenience—Economy at a Most Reasonable Price 
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Do You Have Orders for 


BANK PASS BOOKS 
CHECK COVERS 
COIN BAGS 


a 
A large established manufacturer is looking 
for some additional outlets for its products. 
We are nationally known and make a wonder- 
ful line of goods. 


If interested address Box BY-19, care Office Appliances, 
417 S. Dearborn Street, Chicago. 








June, 1922. 





Stamp Wallet 


for shipping clerks 


The “only” security 

Dp wailiet, designed 
for use of shipping clerks, 
provides space for sixteen 
eee | 


tough fiber,compact read- 
ily finding place in the 
vault or safe, with two 
pockets for reserve sup- 
ply of stamps. The post- 
age stamps are torn in 
strips of five and placed 
under spring clips of 
brass holding from one 
to sixty stamps each. 


Weaver-Beach Co. 
















- is most essential in the time 
screed stamp you buy. 


THE AUTOMATIC 
TIME STAMP 


Shineed-§. not only does all any time 

stamp can do—date and time 
various transactions, letters, job tickets, 
etc.—but is permanently dependable. A 
genuine investment, durable, dustproof, 
and guaranteed accurate. Don’t buy a 
toy—buy an AUTOMATIC and be satis- 
fled. 40 years’ success. Write for folder. 


The Automatic Time Stamp Co. 


159 Congress St., Boston, Mass. 


bese and shock lock 
I taal 
. Printing Time Automatically” 





Dependability 








“Originators of the Art of 7 


SILK-Y-KOTE 


Carbons make clean, clear copies 


SILK-Y-FIBR 


Typewriter Ribbons give sharp, 

strong impressions 
Are you getting these results with 
your present lines? Let us submit 
samples and quote prices on ribbons and carbons made by 
leading experts in the business. Experienced manufacturers 
and our location assure you of high quality and prompt 
service. 





Cooper Carbon Coated Paper Co. 


4606-8 Montrose Ave. Chicago, III. 











Gordon Perfect Ink Pencil 
and Fountain Pen 


Write for Prices and Discounts 
for Agencies and for Retail Trade 


GORDON PEN COMPANY 


450 Palisade Ave. W. New York, N. J. 











Y PEWRITERS 


QUALITY—SERVICE—PRICE 


EXPORT DOMESTIC 
ROUGH & REBUILT 


We are prepared to execute promptly 

all orders, any make or grade and with 
any language type. Send for our new prices, 
terms, etc. 

GUARANTEE TYPEWRITER CO., Inc. 
89 South 10th Street 
PHILADELPHIA, PENNA., U, S.A. 

Cable Cede: BOYERTYPE, A. B. C., Sth Edition 

















PRI Ro oto otter am moma mem kere a a mete 


2 ECLIPSE 


EYE SHADE 


with the green celluloid 
visor, neat binding and 
linked leather head band, 
because of its simplicity and 
flexibility is one of the most 
popular sellers on the market. 


Packed one dozen to the box. 


Ask for price list and catalog of other 
models in the “CESCO” line 


CHICAGO EYE SHIELD CoO. 


2300 Warren Ave. 
Chicago, Ill. 


PEPE III SIIIS SI 






313 


San Francisco Office 
268 Market St. 


MRM RMARRKRRKRRERE 



















Nearly Every Man, Woman and Child Uses 


MOORE PUSH-PINS 


**Glass Heads — Steel Points’’ 


Wherever this handsome Oak 
Counter Cabinet is displayed 
sales double and triple, as it is 
coupled up with our National 
Advertising. 

Contains 150 10c packets ben selling 


sizes of Moore Push-Pins and Moore 
Push-less 

MOORE PUSH-PIN CO. 
(Wayne Junction) Philadelphia 
Mfrs. of the World-Famous Moore 
Push-Pins, Moore Push-less 
Hangers, —— and every 
description of Thumbtacks. 


For 22 years the 
Standard of the World 
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Protectograph Check Writer -] 
IDEAL (TRADEMARK REGISTERED) 


KANT 


SMEAR 
STAMP PAD 


It’s allin the ink—Kant Smear Ink 
will not smear or offset. 
Kant Smear Ink will not injure rub- 
ber stamps. 
Kant Smear Inked Pads will not dry 
on your shelves. 
TWO SIZES ALL COLORS POPULAR PRICES 
Write us for further information 


IDEAL STAMP PAD COMPANY 


441 Sixth Ave. Pittsburgh, Pa. 








EXACTLY NINETY FIVE DOLLARS NO CENTS 
(Denominations in Black; Amounts in Red) 
The world’s standard of protection— 


in every country,in almost every 
language and monetary system. 


PROTOD-Greenbac, 
the world’s first forg- 
ery-proof checks. 
Insured. 






Todd Protectograph Co., Inc. 


(ESTABLISHED 1899) 
World’s Largest Makers of Check-Protecting Devices and Forgery-Proof Checks 





q 1129 University Ave., Rochester, N. Y. * 














KIPCO BRAND 


DUPLICATOR INK 


For Rotary Stencil Machines 





The quality of this ink is 
guaranteed by nearly half 
a century of practical ink 
manufacturing experience. 


Samples and prices sent on request 


Kruse Printing Ink Co. 


437 Pearl Street NEW YORK 








Loose Leaf Metal Parts 
for Every Purpose 


Specializing in 
Knock Down Metals 


Write for our ‘*300,000’’ 
proposition on knock 
down metals. 


ENDLOK PARTS CO. 


270-272 Pearl St. New York, N. Y. 


























BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
quires no expensive per- 
forated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as a 
full case of cards. 


When a card is with- 
drawn the others are 
not only held in place 
but are kept on the 
bottom of the holder. 





Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated. 


Improved Boehner Binder Co. 
142-144 Fox Street Aurora, Illinois 


We manufacture Leather Novelties only and are not Engravers. 





Solidhed 
OhumbG Oacks 





SOLIDHED TACK CoO.,37 MURRAY ST., N. ¥. 





ROUGH AND REBUILT 


G 
TYPEWRITERS 


Prices NOW Stabilized 


Dealers can with safety lay in ade- 
quate stocks to meet the increas- 
ing demand. We handle all makes 
in the HIGHEST QUALITY 
ONLY. Write for our Feb. 20th 
wholesale price list, OA 50. 





MANUFACTURERS TYPEWRITER 
CLEARING HOUSE 

193 North Dearborn Street 

Established 1901 


Chicago 


Cable Address ““Mantype” 














ylllaisss ALL OVER THE WORLD 
ge FLEXIPOST CATALOG 
Kane BINDER 
Preserves the catalog because of 


SCREW COMPRESSION. Has no pro- 
truding posts. 















STATIONERS 
LOOSE LEAF 


COMPANY 
MILWAUKEE 
New York Chicago 
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Medium and 


HIAWATH High Grade 


TYPEWRITER PAPERS 


The highest grade of excellence at 
the fairest of reasonable prices 
with a superior service of prompt 
and immediate attention to all 
shipments. Our complete line in- 
cludes all qualities of typewriter, 
manifold, onion skin, ledger and 
bond papers and envelopes of all 
descriptions. We make a spe- 
clalty of shipping papers in the 
flat. Our new 1922 catalog and 
book of samples will interest you. 
It is yours for the asking. 


AND PAPER HOUSE 


27 Green Street A, S. Landsberg, Pres. New York, U. S.A. 








THE TRINER 


POST OFFICE SCALE 
THAT SYMBOLIZES SPEED 


Dial and Platform conveniently 
in front of operator. Indicator 
does not oscillate. 


96,000 Triner All- 


Steel Parcel Post 
Scales used by the 


Government. 







Write for Booklet No. 8 


Triner Sales Co. 


53 W. Jackson Blvd. 
CHICAGO, ILL. 











NEW MODEL 


BRISTOW 
RADIAL DISTRIBUTOR 


CLEARS THE DESK OF 
BASKETS AND TRAYS. Desk 
space occupied:—12x64 inches, 
one-third less than occupied by 
a single desk tray. Maximum 
number of compartments: — 4. 
Compartments:—14 inches wide 
at base, flaring at top to allow 
ease of access. 

This model is constructed pyogelg = « Price $5.00 
on the same lines as our — 

larger Models and is built with the same high standards in 
mind. The few compartments make it of use toclerks as well 
as executives, so everyone in an office needs one and is, there- 
fore, a good prospect. The result is many and large sale. 
This Model and larger sizes illustrated in our circular which will be sent upon request 


STANLEY R. BRISTOW, 171 Washington St., Newark, N. J. 

















BRASS 


PAPER FASTENERS 


COUNTING HOUSE BRAND 
ROUND AND FLAT HEADS 


SIZES | to 9 
PACKED IN PAPER BOXES 
OF 100 EACH ALSO IN BULK 


LIBERAL TRADE DISCOUNT 
THOMAS STATY. MFG. CO. 


SPRINGFIELD, OHIO, U.S.A. 











Office Paste Mucilage 
Liquid Paste 
Vegetable Glue, etc., ete. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Pricesgive 
good profits. 
Consumers, emancipate yourselves from the use of 
corrosive and ill-smelling inks and adhesives and 
cape the Higgins’ Inks and Adhesives. They will 
be a revelation to you. 
We protect the trade by referring 
all orders and inquiries thereto, 


CHAS. M. HIGGINS & Co., Geietngters 208 Menntostusens 
Main Office and Factory, Brooklyn, N. Y., U. S. A, New York-Chicago-Londen 


Drawing Inks, ay and Colors 
Eternal Writing ink 

Engrossing ink 

Taurine Mucliage 

Pheto Mounter Paste 

Drawing Board and oor 














“ONE ON EVERY DESK” 


Eveready Paper Fasteners 
are rapidly replacing pins, 
clips and old style stapling 
machines. Representative 
Business Houses and In- 
dustrial Establishments in 
all parts of the world, after 
careful tests, have added 
MODEL D an “Eveready” to the equip- 


ment of every desk where 
a stapling machine is re- 
quired. 


PAPER FASTENER 
EVEREADY MFG. CO. OF BOSTON, BOSTON, MASS. 


NO DESK COMPLETE WITHOUT AN EVEREADY 











WerE It PossIBLE to make 
a better and stronger office 
punch than the Faultless— 
We Wovutp Have Mabe It. 


Firltlesss 


ALL OVER 
THE WORLD 













STATIONERS 
LOOSE LEAF 
COMPANY 











CORONA brand typewriter ribbons 
and carbon papers have attained and 
held preeminence among such goods 
many years. 





They are non-drying and non-fading, 
of remarkable durability and capable 


Est. 1905 
of clean, sharp work from beginning to end. 


Corona ribbons do not fill the 
type. 

In unoccupied territory, ex- 
clusive sales rights may be ob- 
tained by responsible dealers 
and agents. 


CORONA SUPPLY COMPANY 
Rochester, N. Y., U. S. A. 
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New Martinsville Line 


Stationers often consider 
glassware a “dead weight”— 
something that must be car- 
ried without profit. But NEW 
MARTINSVILLE _. glassware 
“comes across” and it is prof- 
itable. Expert workmanship, 
superior raw materials and methods, attention to 
details produce attractive sales compelling ar- 
ticles. NEW MARTINSVILLE dealers show re- 
sults that substantiate our claims. Write us—we 
will explain how glassware may be made profit- 
able to you. 


NEW MARTINSVILLE GLASS MFG. COMPANY 


NEW MARTINSVILLE, W. VA. 





EXTRA DOLLARS 


are added to the profits of the dealer who 

handles HEYER'S REFILLING COM- 

POSITION for use in filling hektegraph pans 

and gelatine duplicators of all makes. 

& The Heyer Duplicator Company manufac- 
tures Hektographs, Gelatine Duplicators, 


Film Duplicators, and supplies. We 
also furnish the trade with Hekto- — 
graph carbon paper and Hektograph 
typewriter ribbons at lowest prices. } 
Write for literature. Domestic and 
foreign inquiries given prompt attention. 


The Heyer Duplicator Co. 
160 N. Wells St., CHICAGO, ILL. 
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PEET’S 


PATENT 


«IMPROVED TRIANGLE ciire 


ne zon 


HOLDS PAPERS SECURELY 


PAT. MAY 22.1917. 


Only after trying this new paper clip can you appreciate 
its superiority. It is so easy to slip on, and it holds the 
papers, etc., absolutely firm. The patented crimp does the 
work. It will be worth your while to send for samples and 
prices. 


If your stationer does not carry them, write us direct, 


PEET BROS. 





———I’LL WORK FOR LIFE—- 





for $4 paid in advance. I am the Modern Busi- 
ness Cyclopedia. I faithfully advise everybody 
in business—whether accountant, banker, ex- 
porter, efficiency expert, lawyer or broker—te- 
| garding any term or phrase used. I hold over 
| 15,000 terms and definitions used by above, in- 
| cluding 3,000 general and stock exchange 

abbreviations, and when consulted, I never 
mislead. Many users claim I save them thou- 
sands in fees and much time. $4 brings me 
post-haste. Since I am guaranteed to please,’ 
you ought to ORDER ME NOW! 


MODERN BUSINESS PUB. CO. 



















618-20 Cherry St. Philadelphia, Pa. O.A. 1367 Broadway, New York City. 
" Noiseless Automatics 1 7 

—a complete 

The Pen for Business Men Underwood “whic ead 
7 base cushioning 

SELF-FILLING INK PENCIL o 
«‘INDEPENDENT”’ System device. 

Meets all Commands Attention Because Typewriter eas- 
require- of the Service It Renders. : ily detached — 


ments. Self fill- 
ing, non-leakable, 
safety cap. Attached 
clip. Smooth writing gold 
point. 


Guaranteed Improved 
Fountain Pen. Elim- 
inates fatigue. Pro- 
motes efficiency. 


Writes uni- 
form. A busi- 
ness neces- 
sity. 


sh) 
Mall 


Your Name in Gold —35c Extra 


Write for quantity prices 
J. K. ULLRICH & CO., 161 Washington St., New York 





instantly re- 
moved and re- 





68S A a. 2 


Sanitary —allows free access to all parts for cleaning. 
Noiseless — removes the cause of typewriter noises. 
You Can Sell "Em Profitably 
INVESTIGATE —Write today on your letterhead. 


SPEED KEY MANUFACTURING CO. 


a 22 COLUMBUS PLACE BROOKLYN, N. Y. 


y, 














“TIP TOP” PAPER FASTENERS 


In Quality 
In Finish 





tion 


(Madei a 3 Sizes) 
Sold by the Leading Jobbers 


Shall we send YOU samples and prices? 


TG6P) THE TIP TOP MFG. CO., Inc. 


K Syracuse, N. Y., U.S.A. 





S RY 
ALL OVER 
THE WORLD 





STATIONERS 
LOOSE LEAF CO. 


Milwaukee — 





New York — 





Best for MACHINE POSTING 
FAULTLESS TURNING POST 
LEDGER 


Chicago 
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» Sell More Waste Baskets 


Saree nea. That creates more 


satisfaction than to sell ios toa 
a. , who must replace frail ~ eae 
lo not last. 


Daisy Baskets 


are sturdy, of — capacity and 
los inne. Made of coppered wire with e 
pnb y and preven’ ne une 
falling to the floor oor. 


Write for particulars. 
The Massillon Wire Basket Company 



























































SIGN PRINTING OUTFITS 


ra 
x 
x 
77 2 
g +. 
SIGN {| 
B\_ ano SHOW CARD PRINTER / re 
x 
x 
x 
x 
x 


(CGE CCAS ES 


eT et eV ee) ed SS) 





* For printing signs, show cards, price tickets, etc. 


HANS H. HELLESOE chiccco* intinsis 





“Phone” Without Being Overheard 


The wonderful sanitary 


“Whispering Mouthpiece” 


enables you to talk freely with- 
out being overheard—Hold se- 
cret conversation—every ad- 
vantage of a booth telephone. 
A scientific marvel and positive 
comfort in telephoning. Sold 
OX on 30-day, money-back guarantee. This 











Massillon, Ohio 
ae 





\ little specialty literally sells itself from 
\ our attractive counter display. 

Send for circular or order from your jobber. 

7 THE COLYTT LABORATORIES, Mfrs. 
Dept. H 565 W. Washington St., Chicago 








TRADE 










FILING FOLDERS 





MARK 
FOR ALL SYSTEMS 


Kay Folders are made from a long fibre 
Sulphite stock that will stand the hardest 
wear without getting dog-eared or break- 
ing down. 


THE KAY COMPANY 


HIGH STREET and BOYDEN PLACE 
NEWARK NEW JERSEY 














REYNOLDS SEALER 
The Most Simple Sealer Made —also Most Durable 


Don't buy a demon- 
stration — buy use. 
Pay for your Sealer 
ON LY 0 NCE— 
when you buy it. 
The REYNOLDS 











REYNOLDS ENVELOPE SEALER CO. 
== 111 NO. MARKET ST., CHICAGO 









THE SUPER 
EXPANSION 
YP o KEYLESS 
LU?UE a LEDGER 
ALL OVER 
THE WORLD 





Two Hundred ovurrits COMPLETE WITH 
Per Cent Ex- SHEETS AND INDEX 


pansion secured $6.00 —-$7.50-—$10.00 
at a touch of STATIONERS LOOSE LEAF CO. 


MILWAUKEE 
the lever. New York Chicago 








ga Use These Simple Signals 


that have always made good in card files 
everywhere (including over 50 depart- 
ments U. S. Government), and you will 


GC that 
raf; Te. co Signals 


are remarkable aids in clearing up card- 
file confusion, classifying data, making files 
usable and speeding the day’s work. Millions are in use in 
all sorts of businesses large and small. YOU ought to use 
them, too, for they will really help you immensely. 


Write today for free samples and literature. 


GEORGE B. GRAFF COMPANY 


18 Beacon Street, Somerville, Boston 42, Mass. 


TRADE Gr REG 











ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock, 
padded or loose. 


Send for price list and samples. 


L. H. BIGLOW & COMPANY, Inc. 
24 BEAVER STREET NEW YORK 
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WEINMAN patent HANpDiPAD 


PERPETUAL Pat. me. ~ovemnea WH y? 


do large corpor- 
ations like the 
Wahl Co., Mont- 


2 gomery Ward & 








Co., and others 
use the Handi- 
pad on scoresof 
desks in their 
general offices? 


Use one on your 
own desk and dis- 
cover the reason 





S-6 Brass 


























for their popularity. 
: ox  arrEn Send for —_ 
X. PE reduced price-lis 
$1.25 ea. TRIMMINGS and trade discounts. 
WEINMAN BROS., 12 E. Ninth St., Chicago 
- — 
Automatic CoinWrappers 
—— .\ 
= \" MADE FROM 
AN “STEEL-STRONG” KRAFT 
— \ P 
— Wrap all coins 1c to $1—-save time 
prevent errors—stop waste—very 
secure 
RED WINDOWS 
GIVE EASY VISIBILITY 
Every bank finds this the best wrap- 
per to furnish coin depositors. Used by 
thousands of leading banks and com- 
merciel houses. 7 
SAMPLES FREE 
SOLD BY LEADING STATIONERS 
The C. L. Downey Company 
941-943 Clark St. Cincinnati, O. 
— 
(VUN4100UU0001 10020 WMASUSLALLLLA LAIN 








° of resources and opportuni- 
Intensive ties results in more than or- 
dinary success. In many 
cases it proves to be the 
Development difference between a truly 
successful man and one 
whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 
met every day by men in positions very similar to your own, 
will increase your power toearn. OFFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way it will in- 
crease your capacity for work and your earning power. 


Subscription price is $2.00 a year 


THE OFFICE APPLIANCE COMPANY 


417 S. Dearborn Street, Chicago 











<A RLNNTATUTNEAUTUGNUONNNNGOOOOUTENAUUGUOGUAAUTvNNOOONUORNNOATNENOONEOUSONNONON EG TOON Tee eA TAL eget ETAL! 


f | Trademarks S 


and Copyrights 


Difficult and rejected cases specially solicited. No 
misleading inducements made to secure business. 
Over 30 years’ active practice. Experienced, personal, 
conscientious service, Write for terms. Book free. 


Specialty—Typewriting and Adding Machines. Address 











E. G. SIGGERS = $44, 38,8. U. Building 














SIMONSON 


Patented Metal Tip Guides 


For Vertical Letter = Card 


Systems and Chi es, Are 
" ndestrectibte 


None Genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 


PREE Samples Sent on Request 
Discounts to Dealers 


R. A. SIMONSON & CO. 
122 S. Michigan Ave. CHICAGO 



















LOOSE LEAF METALS 


For Everything in the Loose Leaf Line 


Our Knock Down Metals 
for Sectional Post 
Binders Cut Costs 


Try Our P. Q. S. Motto 
Send for Our 1922 Catalog 


HUGHES LOOSE LEAF METALS CO. 
544 W. Lake St. CHICAGO, ILL. 








TYPEWRITER FASTENERS 


(FITS ALL TYPEWRITERS) 


This device which was so force- 
fully displayed at the Chicago 
Business Show has proven itself 
by its popular acceptance, to be 
of real merit. Small—neat— 
convenient—unbreakable—a re 
*| “The machine unfastened 


shock absorber which will not 
rust. A machine equipped with 
these fasteners can be detached 
and removed in a “jiffy”. Thus 
it is a real pleasure to keep 
the machine clean. Retails 
$1.00 per set. 50% discount to 


dealers and repairmen. The machine fastened 
Agents wanted. 


STANDARD TYPEWRITER FASTENER CO. 
800 — 20 E. Jackson Blvd. CHICAGO, ILLINOIS 














pe hi SUPER EXPANSION LEDGER 
Ble byhy With 200 sheets and 

Do x leather tabbed index $10.00 
Sine Other outfits $6.00 and $7.50. 













MILWAUKEE 


STATIONERS LOOSE LEAF CO. "zz,ter* 
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THE WORLD Chicago 





Addressing Machines, Multigraphs, Duplicat- 
ors, Letter Folders, Envelope Sealers, Mailom- 
eters, Check Writers, Dictating Machines, 
Multicolor Presses—at about half the manu- 
facturer’s price. PRUITT COMPANY, 170-H 
North Wells Street, Chicago. 

















The Pencil with the Automatic Push-Back 





Made and Guaranteed by Brown & Bigelow, St. Paul 


A Fast Seller, Dealers 


The Razornife is a knife handle inte which 
a safety razor blade can be inserted. Blade 
can be pulled out and a new one forced in. 
Put up with blade complete in glassine en- 
velopes in bulk or on display cards. A Key 
Ring Knife. 

Send 15c for sample and quantity prices 
ees GITS COMPANY 
& 5512 Potomac Ave. - - Chicago, Ill. 








is the MODERN BUSINESS CYCLOPEDIA. Contains over 
15,000 definitions of accounting, banking, commercial, eco- 
nomic, export, financial terms, including 3,000 general and 
stock ticker abbreviations. Complete business education in 
one volume. Serves faithfully. Saves fees. You need it. 
Sent prepaid $4. Money-back guarantee. Order yours NOW! 


MODERN BUSINESS PUB. CO. 
O.A. 1369 Broadway, New York City 


A REMARKABLE BOOK —— 








Display Hooks NEVV Key Hooks 
ADVERTISING 
Metal Novelty 
We want a representative or dealer in your town. 
McCORKLE ENSIGN CO., Inc. 


428-432 Erie St. Elmira, New York 
Dies or metal goods made to order. 








NO TROUBLE TO KEEP BOOKS 

Hen, Sr tees ae otras 
Brrr 4 er 
| pees. Only .00 prepaid. Special offer=56 stock forme 


SO-EASY MOISTENER $1.50 


era 4 
A. MOHLER, 414 5. Dearborn St. Chicago Foster 

















hice PRACTIBILT FLEXIPOST BINDER 
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ALL OVER 
THE WORLD Stationers Loose Leaf Co. Nex<* 











Bither Agency or Price Protection Proposition 
KEYSTONE CARBONS 
AMITY RIBBONS 
KEYSTONE CARBON PAPER MFG. CO. 
R.A. BECK, GENERAL SALES AGENT 


620 Seuth Wabash Ave., CHICAGO 
New York New Orleans Los Angeles 


= 

Forming a Company? 

You gain many advantages by organizing on the Common Law 
plan under a pure Declaration of Trust. NATIONAL STANDARD 
blanks, the accepted forms, can be filled in by anyone, anywhere. 
Complete outfit, with directions, furnished by C. S. DEMAREE, 
legal blank publisher, 613 Walnut, Kansas City, Mo. Ask for 
free pamphlet “D. 4.” 








“> DEALERS & SALESMEN 


Nielson’s typewriter cushion foot is 
the finest on the market. Thisshock 
absorber really cuts out noise and 
increases speed of operator. We 
make “Stayon” rubber platen 
twirlers, typewriter felt and 
pneumatic typewriter speed Keys. 


NIELSON SUPPLY CO. 
810 First Nat. Bank Bidg., Chicago 






Announcing the Second Los Angeles 


BUSINESS SHOWV 
to be held in March, 1923. An unrivalled oppor- 
tunity for reaching the enterprising executives 
of the country’s most prosperous section. 
Business Exposition Company 
215 Fourteenth Street Oakland, California 




















wil 1 parts of hines. I! end cleans 4 
pK 6, *, eA A der casteae. yy 4 hard-to. 
get-at places. Total length 14 . All bristies. 

Adepted by Business and Public Schools, Public Institutions, Hospitals, U. S. Gev- 
ernment and City Department and Largest Concerns in the Country. 
CLEARALL TYPEWRITER BROSH CO., Mfr. of Wire Twisted Brushes, 199 Lafayette St., NEW YORK 











A Popularly Priced Office Necessity. 
Clear glass cup. Well rounded edges. 
Sanitary 3 in. Red Rubber Sponge. 


SEND FOR SAMPLE AND PRICES 


WEINMAN BROS. 12 E. Ninth St., CHICAGO 














ECLIPSE KEYLESS FLEXIPOST LEDGER 
THE 


GZ o 
2 LW?LE 
Milwaukee 


ALL OVER Milwaske 








THE WORLD _ Stationers Loose Leaf Co. Chicago 


ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. Edges free from lint or dust. 

tock white wove’ hard-sized. Writing 18 pound 
folio basis. 

We make all size rolls. 

Write for prices’ giving detailed specifications. 
GEORGE IRISH PAPER CO., Manufacturers 

BUFFALO, N. Y. 
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‘GOLD PEN ae Shapes and Styles ray FLEXIPOST BINDERS 
Imprint - 7 Prompt Frill lobd, a4 Louw vob by The “FAULTLESS-FLEXI” 
Work a Repair a ° 
Specialty Service om VE} 
All makes Gold, Fountain, Stylographic Pens. Pencil Cases perfectly 


repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 64-68 Fulton St., New York 








ALL OVER terior 
THE WORLD _ Stationers eet Leaf Co. . 











R WINDOW sates 9 
* DOUBLE YOU TABLES | 


phy ann SELL MORE GOODS! 
Electric Cost . about 3 cents a day - Capacity over 150 Ibs 
Five Year Iron Clad Guarantee -- Special Price by Mail .- 


la =22"_ ELECTRIC WINDOW SALESMAN CO. £2? 





CERTIFIED—GUARANTEED 


¢, RUBBER BANDS 


Pure in Fact — Not in Name Only 
Clear, Pure Rubber Is Very L' in Weight 
re ee a eee 


1 to 10,000 Pounds—All Standard Sizes 


VULCO RUBBER FABRE co. 
Dept. O, 51 E. 8th Street TORK CITY 











SPEEDS Moistener 


REG. U.S. PAT. OFR 


The “New-way” for stamps; 
labels, envelopes, fingers. 

Guaranteed fast seller. 

Liberal dealer discounts. 


RIVET-O MFG. CO. 


Dept. P. ORANGE. MASS, 





WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, a 
dictaphones, checkwriters, duplicating machines, mail-om-eters, 
clocks, safes and steel lockers, new and second-hand office furniture, and 
all office devices. 

We are the largest dealers of the kind east of the Rocky Mountains 
and will save you half on your office needs. precy ting first-class; noth- 
ing cheap but the price. Write Today and Save Money. 


Chicago Safe & Merchandise Co. 2410420" "iinets 








“SUCCESS” FLEXIPOST BINDER 





Milwaukee 
New York 
Chicago 


ALL OVER 
THE WORLD Stationers Loose Leaf Co. 








| Gold Pens for Fountain Pens 


> Repairs on Gold Pens and Fountain 


Pens Attended to Promptly. 
EXPORT TRADE SOLICITED 
Acme Gold Pen Co., 17-27 VandewaterSt., New York 
Manzfacturers of Fine Geld Pens Established 1884 








MORTON’S ODORLESS 
TYPEWRITER OIL 


IN USE EVERYWHERE 
The world’s best lubricant for Typewriters, Adding 
Machines and all delicate machinery. 
Chemically pure, gumless and colorless. 
Write foey forfree sample and prices. 
MORTON M -CO. Louisville, Ky., U.S.A. 


Export po given careful attention 




















SHIRLEY PENS 


Used by over 40% of the Banks of the 


United States. Order from your jobber, or 
NATIONAL SUPPLY COMPANY 
Distributers INDIANAPOLIS 


Samples on Request 








CLIMAX 
SQUARE TOP 
Pat. Dee. 12,18 PAPER CLIPS 


Best and most Economical Paper Clip on the market 


CLIMAX PAPER CLIP MFG. CO., **’,fiatocn.y. 


BUFFALO, 


—— 


REAL EYE PROTECTION 


Working under adverse lighting conditions subjects the 
eyes toa strain that results in headaches, weak eyesight 
and sometimes more serious injury. The Feathere 
weight Eyeshade isconstructed to protect the wearer’s 
eyes from glaring arti ficial or natural lights or brilliant 
reflections. Durable, hygienic, adjustable, lightweight. 
Where it touches the forehead, the celluloid moe. 
presenting a s mooth, round surface—no binding 

get dirty, no metal parts to break out. Lies ory A 
desk or rolls up to fit pocket. ‘Your inquiry will re- 
ceive prompt attention. 


The Featherweight Eyeshade Co., Merchantsville, N. J. 

















‘Typewriter Ribbons and Carbon Paper 


For the Typewriter, Adding Machines 
Time Clocks. Put up for the trade. 


Official and Empire Brands, or in plain boxes with imprint if desired 


SNELLING & SON ™*"“"SRcOKIYN Nee 


Exclusive Territory Rights Not Entertained 
=and 








piMcrti 


ALL MAKES ON HAND. 


ommend ARE THE BEST 
SENO FOR OUR NEW PRICE LIST & omens DISCOUNTS 


HEADQUARTERS “resiicrs“Repains-tyee -ane PARTO 





La 





READY FOR DELIVERY 
The Original Tim Calculating Machine 


~~ now wanted for Can- 
@ and Cuba, and the principal cities 
Ps “the U. 8. 


THE TIMES-INTO CO. 


Sole Agents North America 


General Offices, 5 N. Wabash Ave., Chicago 





“STAY-OPEN” ALUMINUM SHEET HOLDER 


ALL as 





DS. 


THE WORLD _ Stationers Loose Leaf Co. Csnas” 




















258 OFFICE APPLIANCES June, 1922. 















————> 


Carbon 
Papers 


‘Typewriter 
Ribbons 





Gee) 








(y= experience of 


25 years has EALERS are solicited to 
taught us what is best write for our proposition 
adapted to every pur- for exclusive territory or 
pose special imprint arrangement. 


THE BUCKEYE RIBBON & CARBON CoO. 


FACTORY AND EXECUTIVE OFFICES 
1466-68 EAST 55th STREET CLEVELAND, OHIO 


IMPRESSIONS 


BRITAIN’S BIGGEST LITTLE BUSINESS MAGAZINE. 


THERE IS NO MAGAZINE IN THE WORLD JUST LIKE “‘IMPRESSIONS”. IT TREATS 
business as the most important thing in material life and shows in a fascinating manner how easy it 
is to get pleasure and living at the same time. There are no technical articles in ‘‘Impressions’’. 
The great subject of Business is handled in a way which provides inspiration for all, whatever their 
profession or trade or calling. ‘‘Impressions” stands for better business and better living in the 
highest sense of the term. It is the monthly mentor of our biggest business men, and in its own 
circle, carries an influence more powerful than outsiders can understand. 


IT IS EDITED BY G. E. WHITEHOUSE, WHO, IN A REMARKABLY SHORT TIME, HAS 
earned for himself an international reputation for being the most interesting, yet fearless, writer on 
Business subjects. He writes a large part of the magazine each month; says what he thinks and 
thinks so nearly right that big men believe in him and applaud his views. 


“IMPRESSIONS” IS NOW PRINTED IN A HANDY SIZE OF 7” x 4” WHICH YOU CAN 
carry in your pocket and read it whenever you have the time. You may not agree with every- 
thing ‘‘Impressions” prints, but there is a certain fascination which even hard-headed business men 
have found to be irresistible. The subscription price for United States and Canada is One Dollar 
a year. The best way is to send a Currency Note. If after receiving the first number, you express 
the slightest dissatisfaction, the dollar bill will be returned to you. ‘‘Impressions”’ has almost as 
many subscribers in North America and in Canada as in Great Britian, and nobody has yet asked 
for the money back. 


IMPRESSIONS 


19 Beaufort Mansions, Chelsea, London S. W. 3, England 
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RETAILS for 5c each 


No. 496 HEXAROUND PENCIL 


oe 5 COMMERCIAL DEGREES 


1—Very Soft 3—Hard 
2—Soft 4—Very Hard 
F—Medium Soft 














The consumer has _ been 
looking for a high quality 
Commercial pencil which he 
could buy for 5¢. 


In Eberhard Faber’s 496 
HEXAROUND Pencil lies 
the solution of this ques- 
tion. The excellent lead, 
the soft lustrous yellow pol- 
ish, the convenient hexagon 
shape with rounded cor- 
ners to relieve finger press- 
ure has brought this pencil 
to the popular position that 
it enjoys today, 


EBERHARD FABER 


“The Oldest Pencil Factory in America® <> 
NEW YORK 











Show It 
and Sell It! 


Put Fiberstok in its proper place— 
always within easy vision of the pro- 
spective buyer. 








Many times its presence is sufficient 


salesmanship to convince the cus- 
tomer. 


If you do not handle Fiberstok, just 
mail us your letterhead and we will 
gladly send you samples FREE, with 
Catalog 5 and a special selling plan 
for your territory. 


National Fiberstok EAvelope Co. 
429-447 Meyer St., Philadelphia 
21 Park Row, New York 
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THE CLIMAX LINE DATER and 
NAME PLATE DATER can also be 
furnished with Wheels for all lan- 
guages. THE TRAUT & HINE 
M’F’G CO. also make thumb tacks, 
pencil clips and the well-known 
“Kon Kave Kut” Pencil Sharpener. 


CLIMAX NUMBERING MACHINE 
Patented, other patents pending 


Patened, other Patents Pending 


A SERIES of CLIMAXES 
The Greatest TIME SAVERS on the MARKET 


These Machines are ALL METAL (with the ex- 
ception of the Rosewood handle) with metal 
type and figures, giving neat, clear-cut impres- 
sions. They are self-inking, dust and rust 
proof, absolutely accurate, compact, neat and 
of exceptional appearance. The Climax ma- 
chines do identically the same work and in 
just as satisfactory a manner as the highest 
priced. Our guarantee is given with every 
machine. Prompt deliveries. 


CLIMAX NAME PLATE DATER 


CLIMAX LINE DATER 
Patented, other Patents Pending 











Six Wheels 
T to 999,999 
Three 
Movements: 
Consecutive, 
Repeat, 
Duplicate. 











123456 


Facsimile of Imprint 


THE TRAUT @ HINE M’F’G CO. 
1 UNION SQUARE, NEW YORK CITY, U. S. A. 
FACTORY, NEW BRITAIN, CONN., U. S. A. 


Export Department for Europe and the British Empire, 9 and 10 Cheapside, London, E. C. 





Our proposition for dealers 
and agents in all countries 
of the world is an attractive 


ANSWERED one. Write for our illus- 
JUL 15'20 trated catalog. 


Facsimile of Imprint 














JUL 15'20 


Facsimile of Imprint 
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“M. B.” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


99? To us 


““M. B. 


There is no better way of introducing your goods in Europe and 
particularly in France than by advertising in MON BUREAU. 





M. B. has been the pioneer of sound business meth- 
ods in this country for many years past and it is 
now the most widely read business publication. 
Every progressive firm is a subscriber of “M. B.” 
This is the reason why it is the very best medium 
for advertising office furniture and appliances. 


Not only is M. B. the most largely read publication 
of its kind, but because of the strong affection and 
great confidence of its readers it is sure to bring you 
handsome and profitable returns. 


The advertising department of M. B. will write 
your ads for you or translate your copy into French 
just as you prefer. Ask for a sample copy of M. B. 
and advertising rates today to 


THE ADVERTISING MION BUREAU 52, rue des Saints-Peres, Paris, 7°, France 
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RUBBER STAMP ACCESSORIES 


Our line is too extensive to itemize or illustrate in this space, so we request 
all dealers who have not received our general descriptive catalogue, to send 
for one at once. 

Our position as distributors for many factories enables us to sell at factory 
prices and our large stock permits of prompt deliveries. 

Address all correspondence to the distributor in your district. 


East of Cleveland and New Orleans 


R. A. Stewart & Co. 


80 Duane Street 
NEW YORK, N. Y. 





The Superior Type Company 


Cleveland, New Orleans and West 


3940 Ravenswood Avenue 
CHICAGO, ILL. 











EXCELS! 
rRapt MAAK 


SPASED SURERC* 
a = <DMP SRO 


—— 
a ALL COLORS 














‘‘The Madas’”’ Calculating Machine 


for Multiplication—Automatic Division—Addition—Subtraction 





The Machine with Automatic Division 


This latest calculating machine is a product of 
Switzerland. It is designed for rapid work in Divi- 
sion, which is ABSOLUTELY AUTOMATIC. You 
merely set your two factors and turn the crank 
until the desired number of places are recorded in 
the Quotient. The turning of the crank is contin- 
uous, while the shifting of the carriage is AUTO- 
MATIC. Lightning-like results obtained without 
mental strain. Compact—Portable—Simple to Op- 
erate. 


“The Millionaire” Calculating Machine 
The Durable Machine 


The only calculating machine that requires but one 
turn of the crank for each figure Yh the Multiplier 
or Quotient. We are now carrying a full line of 
these wonderful machines and deliverie3.can be 
made without delay. “The Millionaire” can be sup- 
plied in either Hand Operated, with or without key- 
board, and Electrically Driven, with or without key- 
board. 


WwW. A. MORSCHHAUSER, Sole Agent, 1 Madison Ave., New York City 























The simplest and most economical 
Posts 
Rubber 


transfer binder ever offered. 
are U-shaped fiat wire. 
washers hold cover down snugly. 


Canvas Covered Loose Leaf Binders that cost but little more than press board—these are the greatest 
economy you can offer your customers. Cheap enough to be filed away when full, yet good enough for 
current use till through. They appeal strongly to those who feel that economy is necessary, yet want 
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OU_ know 
bring the 


profit to you. 


The canvas cover used with the famous 
forms a 
May be used thus for current 
work, and the flat wire posts inserted and 


Adams Ideal Book Ring, 
leaf book. 


turned down as desired. 


something better than our press 


board covers. 


price. 
GOOD LEADERS 





Perfection Blotter Pad 


Practically indestructible. Cor- 
ner pieces of heavy copper or 
brass, as desired, and completely 
cover the corner. A fall does not 
smash a corner... Felt pads un- 
derneath to prev®nt possible in- 
jury to desk. Pad is made of 
best quality No. 20 binder’s board, 
edges ciqgth bound. Covered on 
both sides with gold veined marble 
paper. A handsome blotter pad, 
and the most practical 
economical one ever offered. 


and 


These canvas cov- 
ered binders are made of binder’s 
board, covered with gray canvas. 
Standard punching—special if de- 
sired. Will give practically the 
same service as the heavy canvas 
covered boards, at a much lower 


transfer builders. Flat 
turn 


mitting closer stacking. 


“boss” 
handy 
small, 
like a 





Flexible Press Board Covers, 


that’s 


Display 


wire 


down and hold securely, 


is 
for 


book, 


The Retail Price is 


what 
customers — 
prices that please on qualities 
that satisfy. That’s the case with Adams Specialties. They 
fit into the every-day needs of every office, at prices that 
show a distinct saving for your customers and a good 
Adams Specialties and you'll find 
the business they start will repeat over and over again. 





fine for 


parts 
per- 





Daily Desk Reminder 


This is a device that makes it 
easy for clerks to report tele- 
phone calls received while the 
Also 

large or 
The one shown closes 
a feature that 


out. 
memos, 


loose 


Popular 


Also fitted with screw posts. Va- 
rious lengths as ordered. Sheets are 
firmly and compactly held. Screw- 
heads countersunk. Binders pile 
with accuracy. 





Our Famous Economi- 
cal Flexible Transfer 
Post Binders, with our 
special clouded press 
board covers, are always 
in demand. Don’t let 
your stock get low. 





In-and-Out Clock 
Figures are clear and dis- 
tinct. Hands will not slip 














Made with easel back, or 
with eyelet only. Back is 
our handsome cloudy spe- 


cial press board. 
very 


users find a great convenience. Eastern 
Telephone Register A smaller one has only the Renrenen- 
A very simple and left-hand half. They are good tative: 
neat register for num- sellers because they suggest Wm. H. Bass 
bers often called. such a practical way of han- inger Statione ry 
Both sides finished dling telephone calls and other Specialties, 37 
alike, on substantial memoranda. Breed way, New 
binder’s board, with York City 
rust roof eyelet at 


top. Size 5x10 inches. 
Put them where your 
customers see them 
and you'll sell a lot. 








Other Adams Specialties are the Ideal Book and Key Ring— 
the most generally satisfactory ring ever invented— 
Loose Leaf Memo and Note Books, Legal and Contract Cov- 
er, Perforated Ring Note Book—bound or unbound covers. 


Get our catalog and study its money making pointers 


Semi- 

















AMS MFG: C 


icago Ave., CHICANO, 
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National Business Show 


“Everything for the Office” 


Wherever you find the better 
planned and equipped offices, there 
also do you find the better class of 
office people; better executives, 
department heads, employees— 
better morale, enthusiasm, pep, 
punch, politeness, courtesy —all 
that helps a business to grow and 
prosper. 


Makers and distributors of any- 
thing which increases efficiency 
or contributes to the health, com- 
fort and convenience in a business 
office are invited to arrange now 
for space in the 19th Annual 
National Business Show, Grand 
Central Palace, New York, week 
of October 23rd, 1922. 


ANNUAL BUSINESS SHOW CO. 


FRANK E. TUPPER, President 


50 CHURCH ST. NEW YORK 
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T-e-n-S-1-0-n 
Mail Containers 


are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal -flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, 
in the Open-End Tension Envelope you’ve 
seen everywhere and the Metal -Clasp 
Envelopes, one type of which is illustrated. 


Our book, ‘‘Envelope Specialties,” is in itself 
an education in mail containers. Send 
for acopy. It’s yours for the asking. 


The Tension Envelope Co., Inc. 
Bush Terminal—33 to 87 34th St., Brooklyn, New York 


Telephone Sunset 6000 
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Nicolaus Petri, whose treatise | 
on book-keeping was published : 
at Amsterdam in 1583 


He Closed His Ledger 














pi il g 




















HAVE you copies of our free book, 
‘“‘Ready Records for Accounting,’’ 
to give to your customers? If not, 
write us today for a supply. 


With a Prayer of Praise 


Nicolaus Petri published a treatise on bookkeeping in 
Amsterdam in 1588. The satisfaction of this early author- 
ity in the trial balance, just coming into use, is indicated 
by the line with which Petri closed his ledger: ‘“Thus is my 
book balanced and compared, wherefor to the Almighty 
and eternal God be all praise, honour and glory. Amen.”’ 

Today accounts are accurately kept, balances quickly 
struck, with the aid of modern loose leaf methods. 

Business men are finding in the National line of Loose- 
Leaf Devices and Supplies many ways to improve their 
records. Stationers should be ready to show this line and 
make suggestions. For example, the Duplicate Monthly 
Statement System appeals to every accountant. Dupli- 
cate statement blanks are combined with ledger sheets 
in the same binder. 

Attheend of month the original is mailed, leaving the car- 
bon asarecord. Carbons of statements may later be filed 
in a transfer binder, and new blank statements inserted. 


The Right Book to Write In 
(( NATIONAL / 


Loose Leaf and Bound Books 
NATIONAL BLANK BOOK COMPANY 


113 Riverside Holyoke, Massachusetts 





@ 1922. Nationa! Biank Book Co. 
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Ledgers 

Ledger Sheets 

Post Binders 

Sheet Holders 

Blank Forms 

Price Books 

Ring Binders 
Columnar Sheets 
Commercial Forms 
Memorandum Books 
Students’ Note-Books 


* National 
Duplicate Statement 


System 
Series No. 7121 


TT 
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WE prefer to sell the Wales on the basis of what the machine 
can actually do on your own work, in your own office, in 
competition with any machine on the market. 

Ask us to send a representative from our nearest branch to show 
you what the Wales is doing daily for firms in your own line of 
business. 


A Wales model for every business need—$150 and up 


speed Every form of calculation is done 


with the least mental and physical 
effort because of Wales triple visibility and easier 
handle and keyboard action. 


accuracy The Wales provides the 


greatest number of mechan- 
ical safeguards against human error. In no other 
adding machine has mechanical precision so com- 
pletely replaced human variability. 


durability Wales machines from 13 to 


15 years old are today giv- 
ing continuous service on the hardest kind of 
work. 


Most of these representative organizations began with a single Wales. 
Each now uses many Wales Machines—F. W. Woolworth Company using 943 


F. W. Woolworth Company United States Tire Company Palmolive Company 
International Harvester Co. Brown Shoe Company Carson Pirie, Scott & Company 
B. F. Goodrich Rubber Co. Crane Company Woodmen of the World 
National City Bank Standard Oil Company E. I. du Pont de Nemours Co. 
Sears-Roebuck & Company Guaranty Trust Company Federal Reserve Bank 
Skinner & Eddy Corporation R. J. Reynolds Tobacco Co. Semet Solvay Company 

& Company Fox Film Company National Cloak & Suit Co. 
Baldwin Locomotive Works Brier Hill Steel Company S. S. Kresge Company 
Pennsylvania P:R. Company Fisk Rubber Company U. S. Steel Corporation 
Union Trust Company A. C. Lawrence Leather Co. 

Wilkes-Barre, Pa. 





ViSi 























D 
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Ask Us for Proot 


ee “~~ EEE 


The Wales Portable 


gives all the Wales advantages in porteble, 
compact form. It weighs only 30 lbs.; 
dimensions 14!4” x 9”. The price is low 
enough to permit placing ome at every 
point where you have calculating to do 


$150 





/DraptiaiEle Write for this little book 


Bus imeas which shows how you can 
increase the net profits of 


your business. 


ABDING a 












CALCULATING 


=== MACHINES===3 BOOKKEEPING 





























ARE YOU THE MAN 
FOR THE JOB ? 


We Want You On Our List for 


Immediate or Future Consideration 


The Woodstock Typewriter Company offers 
rare opportunities for men of ability, to grow 
with a growing concern and with a product 
that is unexcelled. Typewriter experience 
desirable but not essential. Positions of every 
grade and kind, according to talent, ability 
and experience. Salesmen, travelers, district 
managers, executives. Attractive basis of 
ompensation. Letters of inquiry containing 
qualifications, etc., will be held strictly con- 
fidential. 


Distributers do well F 
; — om e Woodstock Typewriter Co. 
with the W oodstock 35 N. Dearborn St. Chicago, U. S. A. 
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Supplie 
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OUR NEW CHICAGO HOME 
564-572 W. Randolph Street 


because of its spaciousness and complete equipment will 
enable us to raise the high standard of our efficient service 











Each one of our nine service stations, located in various parts of the world, 
is a complete unit in itselfi—prepared to give you real service. We have estab- 
lished a special typewriter platen grinding machine in every station. These 
machines actually grind a new platen on the core originally sent us—no sub- 
stitutes. Hence the unnecessary expense and loss of time due to substitutions 
is eliminated. When you want real service—write or call for AMES. 
SERVICE STATIONS 
507 Mission St., 1627 Champa Street, 1 A de Capuchinag 32 
San Francisco, Cal Denver, Colorado Mexico, D. F. Mexico *% 

50 O'Reilly Street, 135 Victoria Street, 65 Moorgate Street, 

Havana, Cuba Toronto, Canada London, E. C. England 
611 Fannin Street, 50 Lispenard Street, 305 George Street, 

Houston, Texas New York, N. Y. Sydney, Australia 


A NEW STATION—S11 Eleventh Street, N. W., Washington, D.C. J. E. RICHARDSON, Pro,. 


PANY 


564-572 W. Randolph Street Chicago, Ill., U. S. A. 
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ROM the day it was invented, the Oliver 

Typewriter has symbolized progress. As 
all remember, it was the first to bring visible 
writing—-since adopted universally. 

And year by year The Oliver has ranked as 
the leader in design. Its betterments have in- 
fluenced the whole industry. 

The Oliver No. 9, our latest and best model, 
has never been equaled. Its basic superiorities 
cannot be obtained elsewhere. 

For instance, The Oliver alone offers that 
great advantage, an arch-shaped typebar, which 
affords downward printing. 

This construction, an Oliver idea since the 
beginning, solves many problems. 

It insures permanent alignment, it gives light- 
er touch, itbrings clearer impression. And it 
adds to thé fame of The Oliver for durability, 

The Oliver offers all that is obtainable in the 
finest standard typewriter PLUS its own ex- 
clusive betterments. Such a combination is 
not to be overlooked by the buyer who insists 
on the most for his money. 

No buyer, whether he is figuring on one or 
one hundred, should decide which is the best 
until he is familiar with The Oliver. Com- 
parisons will enlighten. 
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Used by 
Government 
Offices 
Business 
Houses 
and 
Individuals 
Throughout 
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World 
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